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NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 









































NNER BEAUTY REFLECTED BY OUT- 
WARD DISTINCTION—THIS DESCRIBES 
THE» TRULY FINE SHOEMAKING AND Siti 
STYLE CREATION OF THE KIMBALL & pee MES 
SHERMAN LINE. THESE GENUINE HAND : 
TURNS ARE STEADILY WINNING THE Buy real turns 
WARM APPROBATION OF DISCRIMINAT- with our reputation. 


ING MERCHANTS. 


KIMBALL & SHERMAN CO,. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET j 
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White Lassies Fietiniee 


for Spring and Summer Is No Longer Doubtful. 
It'Is a Certainty-a Staple. 
Why Not Frankly Recognize This---Then Act? 


BUY EARLY--You Get Three Big Advantages 


1. You Get Good White Leather---Made Slowly. 
2. You Beat the Price Rise.---(It Is Not a Phenomenon of Economics 
i Things in Strong Demand Cost More. It’s a Cold, Unavoida- 
le Fact.) 
3. You Have Your White Leather in Your Factory When You Need 
It,---Not Weeks Later. 


BUY WITH THE LEADERS 








White Levor Grain Kid White Levor Grain Goa 


(Cabretta) (Chevrettes) 


























She. totic. Moise of Guerian 


NEW YORK GLOVERSVILLE BOSTON 
DISTRIBUTING FORCE 








ARTHUR S. PATTEN LEATHER CO., ST. LOUIS. GEO. W. NEWMAN LEATHER CO., CINCINNATI. 
FRANCISCO. 


McGAW & ATKINSON, CHICAGO. EDWARD ZOHRLAUT, SAN 
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We Recommend 
Particularly 
for Fall 


our color 19 Camel 


color 222 Autumn 
Brown 


color B Golden 
Brown 


color A Havana 
Brown 

colors 70 and 170 
Gray 














and Quarter— 
VODE Color 70 Gray; 
Bands, Cross-straps and 
Heel Cover—VODE 
Color 9; Quarter Lining 
—VODE Color 70 Gray. 


Vamp 


209 South Street 


Che. O.dD 
BOOT AND SH RECORDER 
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Shoe shown by courtesy of 


LAIRD, SCHOBER & CO. 
PHILADELPHIA 





OT so much to obtain 

your confidence as, 
having obtained it, to re- 
tain it. 


That is the task we set for 
VODE KID. 


With makers of the finest 
shoes VODE hasestablished 
a bond of confidence,—first 
—on quality and second— 
on the perfection of its 
colors. 


The Standard}Kid“Company 
:: 3: Boston, Mass, 


Branches in New York, Philadelphia 
Cincinnati, Chicago, and St. Louis. 
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Try this 
“Livening’ Touch 


We are selling quan- ; 


tities of our color 70 
Gray, color 51 Fawn, 
and color 19 Camel 
for quarter linings. 
These colors material- 
ly liven up shoes. 
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Happy Feet Xean 


KEWPIE [WINS 


REG. U. S. PAT. OFF. 





MAKE THIS LINE YOUR LEADER—AND KNOW 
THAT YOUR BUSINESS IS BUILT UPON A FOUN- 
DATION THAT HAS MEANT SUCCESS TO MANY 
PROSPEROUS SHOE MERCHANTS. A WIDE RANGE 
OF STYLES AND LEATHERS—THE SUPERIORITY 
OF WORKMANSHIP AND MATERIALS USED IN THIS 
FOOTWEAR TOGETHER WITH A REMARKABLE 
ADVERTISING SERVICE ASSURE YOU OF A 
LARGER PATRONAGE, MORE SALES AND 


QUICK TURNOVER 





STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 


STOCKED AT THE 
PACIFIC COAST (SOUTH) SAME PRICE SOUTHEAST 


WILLIAMS-MARVIN Co. BY W. H. MILES SHOE Co., INC 
SAN FRANCISCO -LOS ANGELES RICHMOND, VA. 
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TWO OF OUR MANY ATTRACTIVE 
‘**IN-STOCK STYLES’”’ 


GOODYEAR GENUINE 
WELT GOODYEAR 
STITCHED 


NO. 7O426—MAH. CALF NO. 9845—MAH. CALF BLUCHER 
BLUCHER WITH SMOKED WITH HOOKS. 
ELK GOLF STRAP AND 84%/114%C,D, E $2.60 


BACK STRAP. 12/2 C,D, E $3.00 
5/8 C, D $2.50 
84/11% B, C, D $2.85 


COMPLETE FALL CATALOG NOW READY. COPY SENT ON REQUEST 
STOCK DEPARTMENT 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 


“CARTHAGE MISSOURI 
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BLACK VELO'UR CALF 
DULL CALF TOP 


15 
CHERRY CALF 


65 
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SACLE THHHELCQTONEENLUECQUNNNENLHNEQHINIES 








IN STOCK 
B-C-D Widths 


2 GOOD LOOKING HIGH SHOES 


Designed’especially for your best dressed customers, 
young and old. Neat fitting tops that lace smoothly 
over the ankles. Built on a French toe last, our Whip. 
12 iron edge. Wingfoot heel. Mail your initial order 
today. Your sizing-up orders will be filled promptly 


throughout the winter selling season. 
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MARION SHOE CO. 
MARION, INDIANA 
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THIS TRADE MARK IS 


Your Assurance of Quality 














eA Cood Name 


THE COMBINATION OF YOUR GOOD 
NAME AND THAT OF 


C. B. SLATER 


CONSTITUTES AN ASSET OF MORE THAN 
MERE DOLLARS-AND-CENTS VALUE. 


Boston C. B. SLATER COMPANY New York 


pe Béilders of Shoes for Men, Women (3 Children Fre-osa 


St. James SOUTH BRAINTREE, MASS. 33W. 42nd 


Avenue Street 


Send for Catalog “B”’ of In Stock Styles 
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The One Improvement Needed to 
Make Crepe Soled Shoes 100 Per cent 
Satisfactory. 


I'he past vacation months have demonstrated without doubt that 
Crepe Rubber Soles are here to stay. 


Nothing in soling has ever been so warmly welcomed by 
sport loving Americans. 


CLICO Crepe. Welting now brings most important 
improvements to shoe manufacturers and retailers. 


First—The soles cannot kick Second—It makes attaching 
off at the toe. Rubber is Crepe Rubber Soles a fool- 
vulcanized to rubber—not to Proof job, and also a perma- 
Sentiee nent one. The soles do not 
. kick off at the toe, nor squash 

out at the sides. 


CLICO Welting eliminates the heavy, cumbersome appear 
ing sole. 


CLICO Weltirig and CLICO Soles make the lightest weight 
sport shoe on the market. CLICO Soles do not squash out. 


Ask your manufacturer to show you samples of Crepe Rubber 
soled shoes made with CLICO Rubber Welting, with the new 
rounded edge. The process is the same, and the results just the 
same as given by a regular welt process in Goodyear Welt shoes. 


To sum it all up—you can offer your customers more lightness, 

more flexibility, less clumsy appearance, and far longer 

P , service, if you specify CLICO Crepe Soles attached by the 
Shoe Shown by alin 4 CLICO Crepe Welting process in your orders. 


Courtesy of 
Our Two Unit CLICO Soles are made either with the first unit 


F. M. Hoyt 4 vulcanized to a white or tan rubber midsole or separate from the 
Shoe Co. midsole, as you wish 


<<” & | y The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 
185 Summer Street Boston, Mass. 
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“STICKLES 


SHOE 


Pa bw a 


No , 9420 


No. 9420—Growing Girls’ Black Gun Metal Calf 

Lace Oxford, six rows stitching, square toe effect. 

Goodyear Welt. Rubber heat Sizes 2% to 8, 

CID LAB: Op Ti. BORO. 6 cov cbstapoaviwcces $4.25 
(Delivery in four weeks.) 
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No. 9417 
No. 9417—Growing Girls’ Black Ooze Calf, one- 
nt strap pump with dull calf trim. Goodyear Welt. 
Rubber heel. Sizes 244 to 8, widths AA to D. 
EE FFE Re err rey $4.75 
(Delivery in four weeks.) 
1g 
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it. No. 9311—*‘‘Outdoor Girl’’ Rosy Red Golf Grain 
Blucher Oxford “for College Girls.”” Goodyear Welt. 
Rubber heel. Sizes 244 to 8, widths AAA to D. 
er PO ecvccecmesetoeesvedeneensgaeeesdieé $4.00 
(Delivery in four weeks.) 


es KO-REC-TOE STYLES FOR FALL 


8, HERE ARE FITTING SHOES FOR GROWING FEET 
er 
he Shoes that have the charm and the Stickles shoes are money makers for 


style that attract the well dressed 
nit Miss—shoes that delight the customer 
with their clean made service. 


retailers for they combine beauty, 
quality and well priced satisfaction. 


They’ve made their way 


y : The way heited made 
THE L. D. STICKLES SHOE CO. 
—< RED WING eetmuneere MINNESOTA 
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The trim appear- 
No. 842 In Stock Z ance = the Certi- 
Biach velour—Rodio lest Re fied Shoe is truly 
te a alt indicative of the 
thoroughness which 
characterizes the 
shoemaking. 
The styling of the 
Certified Shoe ap- 
peals ;particularly 
to men of genteel 
tastes. 
There is a Certified 
last for every type 
of foot. Most men 
find a greater de- 
gree of comfort in 
the Certified Shoe 
than in others. 
Therefore the Cer- 
tified trademark on 
a shoe carries a def- 
-inite, comforting 
assurance to both 
dealer and  con- 
No. 902 In Stock sumer. 
; Black calf—Harvard _ Rapid 
—Pinked tip "Ize ele IN-STOCK 
No. 931—Same in tan. Service 


Write for 
Catalog F 


Stonefield - Evans 


Shoe Co. 


Rockford, Illinois 








No. 843—Same in brown 
with) black , binding. 
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At Once Shipments Made On 
These Four Popular 
Fall Numbers 


mm 


B 0987B $4.00 








Net 30 Days B 519E $6.50 
Women’s Otter brown Delhi calf one-strap Valky- P Net 30 Days . 
rie pump, perforated vamp and strap, perforated Women’s Patent Cip quarter and vamp, Berville 
imitation collar and tip with toe punching, welt cross-strap sandal, black ooze collar and straps, 
este » Combatfigs last, 1% inch military heel with eaxery _ turn sole, 1% inch Patent cov 
ru lift uban L 

sa AA 4% to8 AAD 856 we 

Ba tos Mints 

C3%two7T% IN STOCK B4a two8 

D3%to7% C3%w8 

















B 01479L $4.00 B 489L $5.75 
Net 30 Days Net 30 Days 
Women’s Star black kid quarter and vamp, black Women’s Log Cabin ooze ealf quarterfand vamp, 
suede collar and straps, two-strap Marion sandal, Otter brown kid straps, two-strap Coma sandal. 
Grasmere last, McKay, 1% inch ‘Cuban heel with aay last, McKay sole, 134° inch suede covered 
rubber top lift. Cuban heel. 
AAS to8 AAS to8 
Fels Biss 
to 4 t8 
C3% to8 IN STOCK C 3% to8 
D3%two7% 











UTZ & DUNN CO. 


ROCHESTER «~ NEW YOK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles rg, 2 Denver. Colo. Bush Terminal Sales Building 709 Forrester Bldg.,Los Angeles, Cal- 
TIGER & McN porte West 42nd St., Room 1521 G. C. McATEE, Representative 
kd S. A. McOMBER, Representative 
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KREIDER SHOES are business builders, thorough- 
breds through and through. Here’s a dandy value at: 
$2.85, $2.60, $2.25. 


_— _—— 


Anville Brand. 

Boys’, 24% to 5% 
Youths,” | to 2 

Little Gents’, 10 to 1314 


2957—Goodyear Welt, Gunmetal Lace, French 
Last, Rubber Heel, all solid, no Cut-off Vamps. 
ly . ¥ 
‘ ee 


2959—Mahogany, same as above. 














SAS Wader Co. 


(ality ves." race SUV LE 


NEW YORK 

















I ———————— 


ST. LOUIS 
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Novelty Straps 


Showing a Wide Range of Pleasing Effects in ManyCombinations 
We are booking orders for these desirable styles 


No. 251, Price $4.35 
Black Satin Betty Cross Strap, Black 
Suede Strap, Single Sole, Military Wood 
Covered Heel, Newport Last. AA to C. 





No. 180. Price $4.15 
Black Kid One Strap Natalie, Black Suede 
Trim Single Sole, Full Spanish Louis 
Heel, Euclid Last. AA to C, 
: No. 181. Price $4.15 
Same in Patent Dull Kid Trim. 





No. 178. Price $4.75 
Autumn Brown Suede One Strap Bernice, 
Brown Kid Front and Trim, Single Sole, 
Full Covered Spanish Louis Heel. Euclid 
Last. AA to C. 


for early October delivery 


Let us 
send you 
our 
October 
Style 
Folder 





No. 123. Price $4.25 
Patent One Strap Bernice, Dull Kid 
Front and Trim, Single Sole, Military 
Wood Covered Heel, Newport Last. 
AA to C. 





No. 110. Price $4.35 
Black Satin One Strap Marion, Black 
Suede Strap and Trim,§Single Sole, 8-8 
Wood Covered Heel, Belmont Last. 
AA to D. 





No. 193. Price $4.50 
Black Satin Betty Cross Strap, Black 
Suede Strap, Single Sole, Full Spanish 
Louis Covered Heel, Euclid Last. toC. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 





BOSTON, MASS. 
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As the first plant of the 
Armstrong Cork Company 
looked more than sixty years 
ago. From this humble origin 
grew the present great organiza- 
tion with large factories here 

and abroad. 


Sixty Years Ago 


ACK in President Lincoln’s 
B time the Armstrong Cork Com- 
pany began making products 
from cork. That was sixty years ago, 
long before the advent of cash 
registers, X-ray shoe fitting, and Paris 
styles. 

Sixty years ago Armstrong began 
building the great institution and the 
splendid reputation which are now 
associated with its name. 

The Armstrong Cork Company 
has for many years made products of 
cork for shoe manufacturers, and in 
the Circle A Heel it has applied the 
experience of sixty years, as well 


ARMSTRONG CORK CO., Shoe Products Division, LANCASTER, PA. 


as the knowledge it has gained of 
the requirements of the shoe in- 
dustry. 

Those are but two of the reasons 
why the Armstrong Circle A Heel is 
coming into increasing favor with 
shoe men. To a degree found in no 
other heel, the Armstrong Heel is 
comfortable, resilient, good-looking 
and durable—just what you want in 
the heel you specify for your shoes. 

Won’t you try a pair on your own 
shoes? Send us a diagram of your 
heel, stating color, and a pair of Arm- 
strong Circle A Heels will be mailed 
to you immediately. 


September 22, 1923 


Armstrong 
Girale py Heels 
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We Sell TRUWAUK’S 


for You! 


When a shoe is the most comfortable made. 


When it is endorsed by a celebrity as great 
as Dr. Lorenz. 


When it is captivating to the eye. 

When it Stands Up in wear. 

When women are surprised and delighted 
with it— 

Then it is not hard to give agencies the kind 
of advertising that SELLS. 

—It is not hard for salesmen to make SALES, 


—It is not hard for a store to build repeat 
SALES 


Investigate the Truwauk proposition. A Real 
business builder is here—now—waiting for you. 
Cash in on it. 


Write for trial runs or representative NOW. 


The Beautiful Walking Shoe 
Made by 


L MILLER & SONS, INc. 
One Carlton Ave., Brooklyn, N. 
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GENTLEMEN'S 
MODEL 
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~ You Can Now Buy ==> => 
with EVERSHARP Certificates 
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One Certificate 
is Packed with 


Every Gross of 





Small, Smooth and 
Permanent— No 
Metal 


The Stiffened 
Braid Forms 
the Tip 











a 





Five (5) Certificates Redeemed for a 


Genuine $1.50 Eversharp Pencil 
The New Octagon Shape 


Equip yourself, your employees and the folks at 
home with an Eversharp. There is no expense to 
you. The cost and quality of Natural Tip Laces 
remains the same. 


The Eversharp is Our Gift 


THE HUTMACHER BRAIDING CO. 


Braiders of Natural Tip Shoe Laces 
CLAY AND CHESTNUT STREETS 
PATERSON, N. J. 
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rom These 
Reliable 
Jobbers 
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EAST OF THE MISSISSIPPI RIVER 


Albany, N. Y. Herbert L. Marx Co. 
Baltimore, Md. P. H. Volk & Co. 

Birmingham, Ala. Empire Leather Co. 

Boston, Mass. John F. Traverse Shoe Co. 
Chicago, Ill. Henry Kleine & Co. 

Chicago, Ill. Chicago Shoe Store Supply Co. 


- Cincinnati, Ohio F. Schlochtermeyer & Co. 
Cleveland, Ohio Fetzer & Spies Leather Co. 
Cleveland, Ohio Thomas Urbansky & Sons Co. 
Cleveland, Ohio Baker-Helms Co. 


Detroit, Mich. W. H. Atkinson Co., Inc. 
Galesburg, III. Galesburg Leather & Findings Ca, 
Indianapolis, Ind. Nutz & Grosskopf 
Jacksonville, Fla. Sabel Brothers, Inc. 
Louisville, Ky. Bosler Brothers, Inc. 
Milwaukee, Wis. C. Trieschmann Co. 
SEE New York City Lyons & Co. 
Philadelphia, Pa. P. P. Lagomarsino & Co, 
Pittsburg, Pa. Weinman Brothers Co, 
Portland, Maine A. H. Berry Shoe Co. 
Rockford, Ill. Rockford Findings Co. 
Springfield, IIL Springfield Leather Co. 


BETWEEN THE MISSISSIPPI RIVER 
AND THE ROCKY MOUNTAINS 


Denver, Col. J. P. Dunn Shoe & Leather Co. 
Denver, Col. Herbert H. Merrill 

Fort Worth, Texas Hinckley-Tandy Leather Co, 
Minneapolis, Minn. J. H. Martin & Co. 

Oklahoma City, Okla. Henry E. Bragg Leather Coy 


Omaha, Nebr. Driscoll-Stanley Co. 

‘ Pueblo, Col. The P. Mayer Leather Co. 

? St. Louis, Mo. J. W. Schloeman Leather Co, 
St. Joseph, Mo. Henry E. Bragg Leather Co. 


PACIFIC COAST 


Los Angeles, Calif. Morgan & Baker 
Portland, Ore. The George Lawrence Co. 
Sacramento, Calif. The Van Voorhies-Phinney Co. 


San Francisco, Calif. Dolliver & Bro. The Announcement of this offer last 


; : Spring created such a demand for Nat- 
Sen Francisco, Calif, S. H. Frank & Co. . ural Tip Laces that our production was 
oe — — — — 7 ee Co. entirely inadequate to meet it. 
Tecoma Woah F. Sedhess tr tees Cae Greatly enlarged facilities now make 


it possible for us to assure you there will 
be no further disappointments. All the 
jobbers listed here are in a position to 
fill your orders. 
ORDER FOR FALL NOW 
No. 400—tubular 
No. 200—round (no filler) 
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EPT. 5 has strength- 

ened its line of in-stock 
shoes by the addition of two 
new numbers. 


Style 29-R, Tony Brown 
Calf Bal, L’Etoile Last. 


Style 30-R, Gun Metal 
Calf Bal, L’Etoile Last. 


These two styles are shown 
in Stock Book 33-R, along 
with all the other in-stock 
models. If your copy hasn’t 
come yet, write and we'll 
send it. 


The Stetson Shoe Co. 


Incorporated 


South Weymouth 
Mass. 


Boston New York Chicago 
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Foot Comfort 


Cretebwebi tet sel 
to Your Trade, at 


50% 0r"J%? « foot 


without the use of arch supports 


DEP- gp 
METATARSAL PAD 


Retail 50% a foot 


END VIEW OF HEEL 
Showing Corrective Wedge 


, Pep-STEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot’’ without 
the use of arch supports. 


Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. _ 


It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 


Pep-Steps give you a nice profit with practically 
no selling cost. 

They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or sandal and while relieving or correcting foot 
ailments. They keep shoes shapely, good looking and com- 
ortable. 


Pep-St are worn and praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 
telnet By tired, aching limbs, etc. 


A thirty-day money back guarantee with each pair. Could any 
offer be fairer? 


Orthopedic Authorities endorse our method. 


A trial order of 4 doz. each style, men’s and women’s best 
selling sizes will be sent on request. 


Pep-Step combination costs $1.25 per pair, Retail $2.06. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


"PEP-STEP 


318 W. Division St., Chicago, Il. 


Pep-Step. 318 W. Division Street, Chicago, Il. 
Please send Trial Order to 
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LADIES’ FELT MOCCASINS 


FOR AT-ONCE[SHIPMENT 


Sold 36-Pair Case Lots Only 
One Color to the Case 


IN SOLID COLORS IN, TWO TONES 


Old Rose Olid Rose and Pearl 
China Blue Grey 

American Beauty 

Lavender China Blue and Ecru 
Light Copenhagen Light Copenhagen 
Purple and Ecru 

Dark Orchid 

Doin Lavender andfEcru * 
Oxford Grey Brown and Ecru 


Ecru 
Purple and[Pearl 
Taupe Gees 


Navy Blue 
LADIES’ FELT MOCCASINS 
Heavy Padded Chrome Sole 


Sizes, 373,56 | Price, $0.65 


S. Rosenberg & Son 


144 ESSEX ST., BOSTON, MASS. 








~ Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 

















= 


Gray Cabretta Top Turn Flexible 
Special Mock Heel 


Patent Vamp and Cuff. Gray Cabretta 
Top and Inlay. Black Milo Buttons. 
Lavender Stitched. Pony Cut. 9 Iron 
Bend Soles. 


144—Incl. Half Sizes, 2 to 5..... $1.40 


Same in Field Mouse Top 
R 143—Incl. Half Sizes, 2 to 5. .$1.40 
Same in Blue Top 
R 145—Incl. Half Sizes, 2 to 5... $1.40 
Same in Champagne Top 
R 146—Incl, Half Sizes, 2 to 5... $1.40 


Smoked Top Brown Patent Vamp 
and Cuff 


R 148—Incl. Half Sizes, 2 to 5. . .$1.50 
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In the Sinbac Helthy-Fut line for young folks 
of all ages, you will find styles for every 
occasion. Play shoes or party slippers, the line 
is complete in every respect. If you haven't 


our latest catalog, send for it. 


Black Satin—Suede Lattice 
McKay Imitation Turn 


Skinners High Grade Black Satin, with 
Strap and Lattice of Black Suede. 
Leather quarter lined and sock lining. 
Covered heel. A snappy style at a price 
that appeals. Widths C, D. 


R 1472—9/8 Heel, sizes 3 to 7. . .$2.75 
Same in Baby Spanish Heel 
R 1474—Sizes 3 to 7 
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September 22, 1923 BOOT AND SHOE RECORDER 











The satin slippers and high cut turns illus- 
trated, represent, in their grades, excellent 
values. As leaders to sell at popular prices, they 
are producers of rapid turnover. Cash in on 
the demand for this grade. 


Mouse Top High Cut Turn 


Patent Chrome Vamp and Fox. Field 
Mouse Cabretta Top. Patent Cuff with 
Field Mouse Inlay. Red Stitching. 
Black Milo Buttons. Wheeled Exten- 
sion Edges. Number One Bend Soles. 
Width E. 


 —) eee 
602—8% to 11 


Same in, Gray Top 
R 605—3 to 8 
R 606—8 X to 11 


Black Satin—Suede Strap 
McKay Imitation Turn 


Skinners High Grade Black Satin with Same in Brown Patent 


Cross Strap and Lattice of Black Buck. , 
Leather quarter lined and sock lining. Vamp and Cuff, Smoked Top 
Covered Baby Spanish Heel. A popular R 611—3 to 8 


style—priced right. Widths C, D. 
R 612—8}% to 11 


R 1476—Sizes 3-to 7...........$2.85 
ra ee 
CHicAGo, I- 
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ATTENTION WILL BE 
GIVEN TO BETTER 
MERCHANTS ONLY. 





DELIVERY 








2 to 3weeks on receipt of order. 





No order. is too small for us. 


| Sampie Pair will be shipped 


for your approval. 














All Patent Leather, trimmed with Matt Kid. Brown Ooze Color D, 
trimmed to match, and also Color J trimmed to match. Black Satin 
trimmed with Black Ooze. 17-8 Spanish Heel, Short Vamp. 


PINCUS SHOE COMPANY 


INCORPORATED 
1620 St. Marks Avenue - - - - - BROOKLYN, NEW YORK 

















De Luxe 


Gold, Light Blue, Red and Rose & 
Packed in Individual Pair Cartons 
Price $4.50 per Dozen Pairs 


Sold by Authorized Jobbers only 
Send us your order ‘or nearest distributing point 










Window and Counter 
Display Racks prepared 
in fourcolors with every 
order. Manufactured by 

JAMES N. MAYHEW COMPANY, Inc. 


Minneapolis, Minn., U. S. A. 
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?wo Important Books— 
Have You Seen Them? 


They are intensely interesting 
—and valuable—to the far- 





















sighted shoe retailer who is 
thinking more in terms of per- 
manent customers than of in- 
dividual sales. 


The dealer who explains the 
superior construction of gen- 
uine Daniel Green Comfys, 
and shows the customer why 
they cost just a little more 
than the cheaply priced arti- 
cle that so closely resembles 
the original Daniel Green slip- 
per, is getting a sure reward 
for his pains. 























He not only makes a better 
sale—speaking in dollars and 
cents—but he is selling satis- 
faction, and making certain 
his customer will come back 










The two books shown above will help any dealer in- again. 

pa ng -- ——- =. The Green Book is full of val- 

uable sales and advertising suggestions, while the 

catalog is a handy. buying guide to the let tet 

Daniel Green line. If you coca seen these beake, Danie! Green Felt Shoe Co. 
send for them today. General Offices: 


DOLGEVILLE, N.Y. 


ee 
NEW YORE CHICAGO BOSTON 
Sales Office Sales Office Sales Office 
116 E. 13th St. 189 W. Madi- 10 High St. 
C f = 
om 
ippe 
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FOR REDRESSING 


Smooth Leather Faced Straps 


On Suede and Nubuck Footwear 
GIVES A HIGH-CLASS FINISH 


Light and | : 
Dark 2) eee) «= Apply 
Brown No 
Russet . Brushes 

BLACK § or 
Dries Cloths 


Quickly 7 Required 








For the Suede and Nubuck Parts 
of the Shoe Use 


W HITTEMORE’S 
STICK 


CLEANER 


Put up in Log Cabin, Hazel 
Brown, Autumn Brown, also 
in all other Popular Colors. 





For those prefering a pow- 
der we recommend 


“SUEDEDENE” ‘unui 


pot 
Contains no grit. The fin- jf ra) 
est and most satisfactory | | 
to use Suede and Nubuck f 

dressing. Put up in Log hii 
Cabin, Hazel Brown, Au- LEANS { 
tumn Brown and all Pop- 

ular Colors. . 





For all the fancy colors in Kid Footwear order 


BOSTONIAN CREAM 


Either Neutral or Any Color Desired 





More than 27 National Magazines carry Whitt:more 
consumer advertisements, stirring up business for you 


Send for Catalog and Price List 


WHITTEMORE BROS. 


CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 





iis, \. We 





























. Ww 




































































No. 96. Blucher Oxford—Brown Norse Veal Rex Last, 
Red Fittings and Gable Edge. 


The prestige developed by link- 
ing up your store with Weber 
Union Made Shoes is an unmis- 
takable asset. The traditional 
value of Weber Shoes is the 
reason. 


TO RETAIL AT 
$5.00 —$8.00 


New York Office, H. Harris 
1328 Broadway 
Marbridge Building 
I. F. Staps, 735 Boston Block, Minneapolis, Minn. 
C. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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SIDE GORE 


16/8 COVERED 
SPANISH HEEL |: 
ROUND TOE. 


HUCHLUAEREGAE TAGAERAAADNTINAE 


READY FOR “a ¥ 
DELIVERY  =@i-xa 








1194—BLACK SATIN SEXTETTE 
1195—PATENT COLT i 
1196—BLACK SUEDE 
1197—OTTER 

1198—LOG CABIN “ 
1199—GREY 


A, B and C $5.= 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 


PUMVAUODTLEATADADANUYOOESUUOTEROOOOOOOUNTAUYUDONOOUOUSOOUOUNUCLOUADESONUQUOAUOUOADOODOUAUOOOOOUEDODONINOSELUEE IETS 








RIMM ee 





scene 





























~ Vi 
oc CRUD EEREEERUDTREERREUSCGGEEE AES LUE 2c 








Sete 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


BOOT AND SHOE RECORDER 


An Expressive Leather 
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ACE CALF in your shoes is a silent, 


vet eloquent and convincing, sales- 
man. 


ACE CALF has an inimitable glow 
on its soft meiiow surtace that indi- 
cates plainly the quality beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 


| 


Mh) D 


inna, 


} 
Wm 


il 





N 
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| EVANGELINE 


(REG. U. S. PAT. OFF.) 


(_—————— 


| Shoes for Women 
| 
| 


No. 5644 


Black Suede 1 Strap 
Black Kid 1 Strap 


Black Calf Trim 
Black Calf Collar 


99 Last ‘ 
14/8 Junior Louis Heel 13/8 Wingfoot Heel 


Price $4.85 | N Price $4.25 


STOCK 


J 
1 


| 


Brown Boarded Lotus Calf 
Blucher Oxford Black Calf Oxford 


Cord Crease 100 Last 
100 Last 9/8 Heel 9/8 Wingfoot Heel 


Price $4.25 Price $3.75 


| 
| 
| 
| 
| 
| 
| 





MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 





& » 
SS SSS SS SSS SSS = —=—> = 22 = => == 
Se SS _ —SS_— ——_—_ — 
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“The Demand for RAJAH Soles 


Compelled Us To Adopt Them” 


This is the substance of what several prominent makers 
of men’s and women’s shoes have lately told us. 


All are more or less conservative—each 
decided that he wasn’t going to put 
something on his shoes which he be- 
lieved the public would not take to. 


But they have all found their trade 
demanding RAJAHS. Day after day 
letters came in from their salesmen on 
the road, saying they must have 
RAJAH Soled shoes, so they finally 
awoke to the fact that they must keep 


up with the procession, or lose a great 
big volume of business. 


All these men today are enthusiastic 
over the prospects for increasing sales 
on RAJAH Soled shoes next season. 
Their experience has taught them that 
you can’t keep the public from an im- 
provement in shoe soling that is so 
definite in all respects as RAJAH 


Soles. 


The demand for RAJAH on heavy . 
winter oxfords has taken us by 
surprise. ; 

















One big store is carrying RAJAH 
Soles on eleven different lines for 
Fall and Winter. 


Genuine Rajah Soles are 
branded wu th this mark 





Do Not Jucdpe Rajah Soles 
by any whieR do trol bear il 


ALFRED HALE RUBBER CO 


ATLANTIC, MASS. 


























Septen 
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MONEY SAVERS IN STOCK 


THESE PRICES LOOK LOW 


them in Case Lots only—36 pair to width. B to D. Less 7% 10 days. 





[EVELYN 








Louis Hee!. Price 





FLORENCE 





MADELAINE 






“Florence,"’ Black Satin, One Strap, cr “Madelaine,” Black’Satin, One Strap, Beaded 


ELEANOR 





PHYLISS 





“Eleanor,”” White Kid, One Strap, Turn, Fu!l 


Send for complete catalogue showing all “MEADOW BROOK” and “UNICO” Styles in Stock. 


OUTING SHOE COMPANY 
Sales Office and Stock Dept., 118-128 Lincoln Street BOSTON, MASS. 
Factories, WORCESTER, MASS. 





MARGARET 


They are low, because we manufacture them in our own factories in volume, and sell 





“Cora,”’ Embossed Gold Cloth, Imitation T ur, 
5 


““‘Susan,"’ Black Satin, One Strap, Black Suede ) sanish Jr. Heel. Price................. $4.3 
“Evelyn,” Black Satin, Black Suede_Trimmed Trimmed, Imitation Turn, Spanish Jr. Heel. fiolet,”” Embossed Silver Cloth, One Stra 
Turn, Spanish Jr. Heel, A tofD. Price $4.25 B to D. Price... . yaar tix Imitation Turn, Spanish Jr. Heel, B to B: 
‘Alice,”” same as “Susan,” * except 12-8 Military Pr ice. . 
Heel. Price $2.60 “Pansy,” same as “Violet,” exc ept 12-8 Mittuars 
Heel. Price. 


““Bertha,”’ same as “‘Violet,"’ except 1-2 Junior 
a 





Se, Sel Sees, Speake oe. Ee, © SS Vamp, Turn, Spanish Jr. Heel, A to D. “Eve,” Black Satin One, Strap, Turn, Full 
ette,” B ri 82! S ee to Price 
Tee lek Satin. ‘One Strap, Imitation —_ —" “Feney. * same  ounant Brocaded Satin, ly 
Clarissa,” Black Satin Vamp, Brocaded "Grace White Satin as as “Eve,” 1-2 Louis Heel. 
Quarter, 16-8 Louis Hee!, B to D $2.32 6 Price .. $2.90 





Jr. Louis Heel, A to D. Price #4. 25 “Margaret,” White Cabretta One Strap, 12-8 
“Ellen,” same except Cabretta and 1-2 Jr. Miitary Heel, Imitation Turn, to 
Louis Heel. Price re $3. 40 Price 3 . $2.90 
“Phyliss,”’ Black Satin, Two Button, One wy “Esther,” same as “Eleanor,”’ except Beading ““Mary,”” same except Spanish Jr. Heel. 
Low Heel, Turn, A-B-C. Price $3.00 on Vamp and Strap. Price $4.67 6 Price $2.90 
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STITCHDOWN 


In Stock naan 


Tan Lotus Button 1.40 1.65 
Tan Lotus Button, heel 2.00 


Smoke Button 1.40 1.65 
Smoke Button, heel 2.00 


McKAY BOOTS Cherry Lotus Button 1.40 1.65 


Cherry Lotus Button, heel 2.00 





5-8 84-11 114-2 24-8 


Patent Button 1.40 
1.40 1.70 ; 


Ga Metal +p High Cut, 
Patent Button, heel 


wide 
Gun roa Polish, High Cut, 
Rubber heel, wide toe 1.70 1.95 


Gun Metal High, Cut, 
English toe, re Be 1.95 


Patens Bet Polish, High Cut, a. 
Patent Polish, — Cut, Rub- 


ber hee 
Patent Pash Wich Cut, Eng- 
lish toe, Rubber heel 


Mahogany Polish, High Cut, 


Black Kid Button 1.40 
Black Kid Button, heel 


Gun Metal Button 
Gun Metal Button, heel 


235 Tan Lotus Blucher 
235H Tan Lotus Blucher, hee 








wedge a _ 245 ~ Biack Calf Blucher 

Mahogany Polish, High Cut, 245H_, Black Calf Blucher, heel 
Rubber heel, wide toe 

Mahogany Polish, High Cut, 
English toe, Rubber heel 


— Kid Polish, High Cut, 
Black Kid Polish, High Cut, 
Rubber i, 


285 Smoke Blucher 
285H Smoke Blucher, heel 


265 Mahogany Elk Blucher 1.40 
heel, wide toe 265H Mahogany Elk Blucher, heel 

Black Kid Polish, High Cut, 
English toe, Rubber heel 


Nut Brown Polish, High Cut, 
wi 5 
217 ~+Cherry Lotus Polish 
or sown Pollsh, _ igh Cut, ' 2.50 217H_ Cherry Lotus Polish, heel 
Nat Brown Polish, High Cut, ? : 
English toe, Rubber heel ’ 2.50 207 Black Kid Polish 
207H_ Black Kid,Polish,"heel 


Me ey Te High Cut, 3.00 
wide toe ‘ ° ° 
D t, 247 Gun Metal Polish 
Mimod 7 yy = ” . 2.50 247H Gun Metal Polish, heel 


—_M-HENRY 


LC FOR MEN__|] 


McHENRY Welt Shoes for Men!—are 
the right shoes at the right time. 


A new line in an old factory. Not an experi- 
ment but a proven thing. 

Full Grain Shoes cut from Ejisendrath’s 
“Monarch” calf skins, tanned from im- 
ported French hides. 


IN STOCK—TO SHIP—RIGHT NOW— 
FROM FACTORY 


‘We told you this last week— 
Now we tell it to you again’”’ 


HAGERSTOWN, MARYLAND, U. S. A. 


237 Tan Lotus Polish 1.40 
237H Tan Lotus Polish, heel 


HAGERSTOWN SHOE & LEGGING CO., INc. 
































1 k be Be i NT YX a R - — a Monarch A, 
Order a sample case—then you now hey 4 Ao Acie Cait TOMAR 
Bal. C and D Widths $3.25 


TOMAHAWK SHOE CoO. 
TOMAHAWK WISCONSIN 


CHICAG®D OFFICE: 491 Sscurity Bailding, 189 West Melison * 











September 22, 1923 BOOT AND SHOE RECORDER 


- Lath perl 


%@ 


Look Around 


your store. How many cases of goods have you 
on hand right now that are “carry overs” from 
last season? “Carry overs” are what we've 
planned to eliminate. 

Our new plan of manufacturing and market- 
ing Crawford shoes has turn-over as its end and 
aim. And turn-over is the opposite of carry-over. 

We're going to make Crawfords easy for your 
trade to buy—all Crawford shoes will fit for size 
regardless of last. That’s one point. They keep 
their shape to the end—that’s another. 

Our salesman will see you soon. Ask him 
about the other features. They’re all arranged 
to be profit-makers for you. 


The (tawford Shoc 


CRAWFORD DIVISION 


¢ 


CHARLES A. EATON ((() SHOE INDUSTRIES 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SSS Sse 
BURDET 7 
SAFE CE ogg tod | 


“Mufti”? and “‘Nifty’’ Styles 
IN STOCK in Addition to 


Staples 


Style 548—Turn 


Patent Leather Vamp and Quarter. Patent The response of our customers towards this 


Leather Imitation € yr ‘atricia ) Ewen. 
5 Kid Lining, 8-8 


y Last. 214 t0F, AA. A, By Coss. $4.88 policy of stocking snappy styles for growing 
girls is remarkable. 


From time to time, the shoes illustrated will be 
replaced by new styles, following the trend of 
women’s footwear. 


seteadieanial The Burdett Boys are off—better prepared 
Patent Leather Vamp and Quarter. Patent than ever to serve your Children’s and Grow- 


ae eg te. pereer, a 
Turn, 60 Laat, 24 to 7. AA, A,B, C. $4.86 ing Girl’s needs in Turns and Welts. If you 


are not now being called on, drop us a line and 
arrangements will be made. Also you will re- 
ceive our new color catalog, fresh from the 
press. 


FU CMAUCONON OVER ATTVTUTTTTTUTUTCU TT OTTTTTTTTTTATTTE 


— 
—s 
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Style 547—Turn 


Log Cabin Ooze Calf Vamp an! Quarter. “TEN” BURDETT~—Southern 


Log Cabin Kid Collar, Cut-out (Quarter, 
Amen Sandal, Golden Brown K 'd Lini 


18 Leather heel. ‘Turn. CO Last. 244 to 7, “HAP”? BURDETT—New England and Mid- 
dle West 


Cc. ARNOLD—Middle West 
J. W. KURTZMAN—Pacific Coast 


“CHARLEY” QUIMBY—Middle Atlantic 
Coast 


SAM GUTMAN—Cuba 




















ee BOSTON SAMPLE ROOMS 


Black Satin Vamp and Quarter. Black 
Ooze Collar, Patricia Strap. Black Kid 


Lining, 8-8' Wood heel. Turn, 69 Last. 183 Essex St., Rooms 401-402 


2% to 7, AA, A, B, C . $4.70 


BURDETT SHOE JE COMPANY? 


nw aw mN, PLA 


| 
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PROTEX ARCH 
OXFORD Neo. 269 
$5 NET 


Black glazed kid PROTEX ARCH ox- 

ford illustrated: Welt, 154 inch military 

heel with rubber top lift; combination 

last (for women with low insteps) a 
splendid fitting shoe. 

AAA—5% to 9. 

AA—5 to9 

A—4% 10.9 

B4 to9 

C—3% to9 

D—3 to9 


Holters PROTEX ARCH shoes enable 
a merchant to build up good repeat 
business. No stock is really complete 


without the PROTEX ARCH line. 


Good serviceable shoes built along 
correct style lines—with a comfortable 
support built right into the arch. 


BRANCH OF THE 





Holters fall styles 
ready for immediate shipment 


THE HOLTERS COMPANY =. 


UNITED 
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PROTEX ARCH 
OXFORD No. 270 
$5 NET 


Black glazed kid PROTEX ARCH ox- 
ford: Welt, 1% inch military heel with 
rubber top lift; made over the famous 
STYLEZE last. A real fitter. 


AA—5 to 9 
A—4\4to 9 
B—4 to 9 
C—3% to 10 
D—3% to 10 


PROTEX ARCH OXFORDS $5 


in stock 


The PROTEX ARCH styles pictured 
above are two of the best selling num- 
bers. Either style—$5. Add 10c per 
pair if you order less that six pairs of a 
number. 


TERMS: 30 days net. 


They’re in stock, ready to ship at 
once. How many can you use? 


HOLTERSHOES’ 


WOMEN 


CINCINNATI 


STATES SHOE COMPANY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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It makes no difference who he is. He may pause before 
your window—call at your store, but whoever he may 
be, he is indicative of the man who wants up-to-the- 
minute style, comfort, and fit at reasonable prices. 
He is an All American man. 

You can supply this definite demand with an All 
America boot on a combination Senator last—one of 
best fitting shoes made. Because of its popularity, ex- 
cellent fit, and wear it is readily salable. Stocked in 
black kid, AAA—I widths, sizes 6-11, at any of the Rice 


& Hutchins branches. 


RIcE & HUTCHINS 


INCORPORATED | 


BOSTON U.S.A. 


Wholesale Distributing Branches: 


Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co, Inc. Phila., Pa. 
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The Shoe Trade Steps Off First 


The National Impulse Is Towards New 
Shoes—Make the Most of It 


ROM all sections of the country we have advices 
KF that the shoe business is “looking up.” In some 

measure, weather has been responsible. We also 
ride ourselling seasons harder than ever. Weconcentrate 
into July and August all of our summer activities. We 
anticipate fall by rushing into autumnal clothing in 
early September. 

We are following precisely the policy that is actuating 
all political and social activities. We have great enthu- 
siasms and plenty of thrills for the short space of time 
and then sag off awaiting some new feature. 

In business we have rapid spurts because some in- 
spiring event or fad comes uppermost. Then we sag off, 
mark time, and hesitate until a new burst of enthusiasm 
swings us into brisk business. This is the new method 
of merchandising; to have wanted goods at the right 
time, to push them hard and to forget all about re- 
orders except on standard items. 

When one New York store last week had to close its 
doors because it had sold out all of its desirable mer- 
chandise with several emergency shipments rushed in, 
it indicates the pressure on the business thermometer 
caused by spurt demand. 

In all probability, there are plenty of shoes to be had 
for any store, anywhere, therefore there may be some 
measure of publicity linked up with news items, ‘but it 
illustrates just this situation. You have to have the 
goods when the public wants them and you must push 
them hard, because in a twinkling the demand is gone. 
When the tide of public favor has subsided you are left 
high and dry with a large stock on hand. 

The clever merchant today is not the man who buys 
48 pairs of every conceivable fashion, but who has four 
good numbers on the smartest style in plenty of sizes 
and widths and who so manipulates his publicity and 
window as to give to the community a real idea of his 
alertness. Women look at all of the shoes in other win- 


dows and then see a little more concentration of atten- 
tion on just four styles in his window, and they take it 
for granted that the merchant has reasoned it all out 
and played the favorites. 

At any rate, we have seen a large number of mer- 
chants play precisely this game and win out. 

In a horse race, all the racers start at the same places. 
But, it isn’t long before certain horses take the place 
ahead. The same is true in business, particularly when 
you are after the public purse. All the stores in town 
start a season with the same advantages. There is a 
need for apparel and all sorts of household and busi- 
ness commodities, but scarcely a week elapses before 
some one trade or some one store in that trade leads 
all the rest. The answer is more favorable conditions. 

Just at present, the shoe store has a little bit of the 
edge over any other department of apparel. The thing 
to do is to ride it hard for the public is spending money. 
You have an advantage now, so make the most of it. 

What is the biggest impulse affecting the buying of 
shoes in September and October? It is the fact that 
America’s school army numbers 21,373,976 children. 
At least, that is the last census estimate. To go still 
further into figures, there are 33,250,870 children from 
5 to 20 years of age, and. of these, 21,373,976 attend 
school. In the ages of 7 to 13, there’ are 15,306,793 and 
those attending school in this classification are 13,869,- 
010. Since the last census was taken, approximately 
4,000,000 morechildren have been recorded as attending 
school. 

Prosperity has much to.do with the increase of school 
attendance. When times are hard, children leave school 
with scarcely a grammar school education. With more 
money the inevitable search for betterment prompts 
attendance in high schools and colleges. 

The fall of 1923 shows a heavier enrollment of stu- 
dents in the higher schools and colleges than ever be- 
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fore. This truly is significant of your opportunity for 
service to the junior millions. 

Not so many years ago, adult interest in schools was 
limited to casual reference to the activities of a few 
children known to the individual. Today with football 
taking such a prominent part in the social life of nearly 
every community, school becomes a topic of national 
importance in October and November. School ath- 
letics have done much to bring out huge crowds of 
observers. Thus we get a double emphasis on dress and 
particularly shoes. Several prominent shoe men have 
noted that their sales previous to some big game in 
their town has even exceeded pre-Easter totals. This is 
very significant as it indicates the necessity of being 
prepared for special events in the fall season. 

This also shows the importance of accurately gauging 
the time when your public is most interested in new 
shoes and to play the game hard at that time. There is 
no longer such a thing as a constant stock or demand 
for shoes. The new peak of demand makes an artificial 
pressure on sale and ‘it is followed by a dull spot in 
business. 

The more energy put into selling, the more sustained 
are the impulses to buy, and the more removed are the 
dull spots. There is a lesson in merchandising this fall 
that goes back to the optimism of the merchant in July, 
for goods on the shelf and ready for selling in the proper 
sizes, widths and styles must have had the proper an- 
ticipation. 

The same line of reasoning holds out for November 
and December selling. If you will now plan your big 
times for those months, you will be prepared to reap the 
harvest. So many stores keep their stocks “between hay 
and harvest” at a minimum that turns away customers 
because the wrong logic is applied. It isn’t speculation 
to have goods available for well defined selling events, 
which can be determined months ahead. It is extremely 
good business to know when to buy. Your calendar is 
right before you. Take a tip from us and buy, provided 
you are geared up to sell vigorously. 


Serving the Neglected Minority 


eg NITY Everywhere in Footwear. We 
have preached so long and loud about sizes and 
widths (and concentrating on the middle sizes so that 
there will be fewer losses on end sizes) that it was in- 
evitable that some concern would come out and take 
advantage of the loop hole. 

Saks and Company of New York, announced a shoe 
service for the neglected minority, a highly specialized 
service for two neglected minorities of women. Those 
who wear sizes 8, 84% and 9 and widths AAA to D, and 
those who require high arches, combination lasts and 
high heeled shoes. 

The human foot is a variable article. There is no 
telling by the stature or weight of a person the size of 
the foot. When Gloria Swanson has to go into the Miller- 
kins Shop to get a 2 C shoe because no feminine de- 
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partment carries adult footwear in that size, it gives 
another opportunity for a neglected minority. 

Here and there throughout the country, there are 
merchants who take advantage of this little gap in 
sizes, and they carry the very small sizes as well as the 
out sizes. We would not recommend that all stores try 
to fit every foot that comes to the fitting stool, but here 
and there throughout the country there is a place and 
function for a store serving the odd sizes. Just because 
a woman is handicapped by an odd sized foot, there is 
no reason why she should not be able to get comfort 
and contentment somewhere, with a high standard of 
style and good taste, provided she is ready to pay the 
prize. 

A little suburban shop outside of Boston makes a 
specialty of sample sizes. It features only 4 B’s and is 
making a feature of finding women who have that ad- 
vantageous size. In this case, the 4 B foot has a decided 
advantage because there are thousands of samples made 
and no regular field of distribution for them. 

In a highly specialized industry, therefore, it is possible 
to find opportunity in the sale of all sizes and all types 
of shoes. It is interesting to know that women, no 
matter how they are handicapped by their foot sizes, 
can get appropriate footwear. 





Piffle in Newspapers 


ERHAPS the Wall Street Journal is an excellent 

authority on finance, but when it cites a point 
of efficiency in the wearing of button shoes, we just 
comment, “Oh, Piffle.”” Here is how it reads: 

“A Brooklyn manufacturer recently posted a notice 
that all female employes must wear button shoes or 
sever relations with the company. On a tour through 
his factory last week he noticed several girls tying their 
shoe laces. Several days’ check showed that practically 
every one of the 1000 women workers tied her shoes at ° 
least once a day.” ; 

By a mathematical study, the efficiency engineer 
figured out that there was a loss of $33.33 a day for un- 
necessary delays on this account alone. 

Whether this item was inserted to encourage or dis- 
courage button shoes or whether it was just a brain 
storm of the reporter whose normal assignment is to 
watch fluctuations in German marks, we know not. * 

Common sense would say that the news item was 
pure piffle. The interest of any man in production never 
interferes with the personal prerogative of women to 
wear what they please. No woman would stand for 
dictation on the subject of dress. Her task may require 
an apron or a special dress but the detail of a shoe, its 
button or its laces, is inconsequential. 

If the industry’s publicity department starts out with 
stuff like this, it is better that we had no organized 
attempt to get free newspaper space. The public is 
willing to read most anything put in print, but this goes 
just a little too far. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more™ but “right”; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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The Children’s Crusade into the Realm of 
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) Three Cars—No Shoes 





Page after page of children’s shoes showing ; 
clearly which way the fashion wind is blowing I have a friend who has three expensive 


cars in his garage. 
A a Method of Merchan- . To my knowledge he has worn only one 
disin i ide f i : 
g pair of shoes (aside from his golf shoes) all 
Ways and means of increasing your business summer long. 
in children’s footwear. ° . . 
I called his attention to this recently and 
told him that his feet should receive at least 


as much care and thought as the wheels of 
A layout of ten models which may well serve lala ates 

as a starting point in your buying delibera- : IS Cars. 

lions. 





What Constitutes a Basic Stock 


I observed that there were brand new 
' =" extra tires attached to each car. 
snsive Selling the Keynote......... .5: = - . 
Intensive Selling the Keynote hie was fair enough to admit the point of 
Analysis of the community in which you my argument and said he would spend some 
live, plus ability to capitalize some of the ideas siier-w ttle tik all ‘ 
in this article, will help wonderfully in stimu- tang. we > eee. 
lating your sales of children’s footwear. It seems to me that the shoeman wasn’t as 
eo “ - Fish clever at bis job as was the tire dealer. 
Japan's isaster May Mean gner cu /.cie cat to go afler business these days! 
Prices for Silk Hosiery . it 





Outline of Leather 
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A Complete Miniature Recorder, Yet Big Enough to Keep You Informed 
on What Is Presented in This Issue—And Other News 








Low Heels Popular 

New York, Sept. 21—The 
longer the skirt the lower the 
heel. At least that is the way 
that retail shoe merchants here 
are finding the trend at pres- 
ent. Among the merchants who 
cater to the extreme dressers 
among women, the low-heeled 
shoe, ranging from 8-8 to 10-8 
is a good seller, particularly in 
the cut-out sandal models. 
These shoes are worn with the 
extremely long and draped 
skirts that the theatrical ele- 
ment is favoring at present. 
Broadway stores are doing a 
good business on them. 

On Fifth Avenue, however, 
the prevailing heel type is the 
Cuban and French mixed, or 
the straight Cuban heel rang- 
ing from 12-8 to 14-8 in height. 





Selling Women’s Shoes 

Philadelphia, Sept. 19— 
Niederman’s, whose shoes have 
been worn by men for 30 years, 
announced they are going out 
of the men’s shoe business and 
sell exclusively women’s shoes. 
They recently closed out their 
men’s line at low prices. 





Style Show at Lynn 

Lynn, Sept. 19—A brilliant 
style show was presented by 
10 manufacturers of this city 
at the Kiwanis Club conven- 
tion at the New Orleans House 
Tuesday night. Edric R. Tay- 
lor was director. There were 
7,000 attendance and features 
included a “kiddies’ parade,” 
bathing girls, etc. 


New Tannages Ahead 

Milwaukee, Sept. 19—H. P. 
Jefferson covered a vital sub- 
ject to the shoe trade before 
the Sixty-sixth General Meet- 
ing of the American Chemical 
Society held here. He covered 
“New Method of Treating 
Raw Animal Fibers and Fab- 
rics and New Articles for Man- 
ufacturing Produced Thereby.” 
He described a quick and sim- 
ple process of preparing skins 
and hides for tannage. 

Big Style Show 

Cleveland, Sept. 21—Mer- 
chants, including retail shoe 
proprietors, have ne forces 
and put on the largest style 
show evet held in the Middle 
West. The event took place at 
the Palace of Progress, opening 
today at 1.00 P.M. Exhibits 
valued at $3,000,000 were one 
of the attractions. Pretty mod- 
els wore the latest fashions in 
wearing apparel and footwear. 
Retail shoe merchants had ex- 
hibits. 








New Strap Pump 

Philadelphia, Sept. 20— 
Winkelman’s has dedicated a 
new strap pump to Miss Eliza- 
beth Hines, who is the star of 
George M. Cohan’s “Little 
Nellie Kelly,” now playing at 
the Forrest Theatre here. It is 
presented in patent leather, 
dull kid and black or brown 
suede. The single strap crosses 
= instep and buttons at the 
side. 





Narrow Escape 

London, Sept. 20—Fred G. 
Page of Durosa, Ltd., with 
three fine shops on Oxford 
street, London, had a perilous 
and thrilling experience two 
weeks ago. 

While on a vacation with 
Mrs. Page and the children, 


came in the morning mail. 
Fred Sherburne, superintend- 
ent of the factory, went out 
in his automobile and got the 
new model last and a new pat- 
tern. Leather for the shoes was 
in the factory. The sample was 
completed in time for the early 
afternoon mail to New York, 
and was delivered in the New 
York office of the buyer 12 
hours after the order arrived. 





Alert Advertising 

Philadelphia, Sept. 19— 
Some very effective advertis- 
ing is being done by I. Miller 
& Sons, Inc., well-known shoe 
firm of New York, Brooklyn 
and Chicago, to put across t 
new store which it will open 
at 1225 Chestnut Street here 
about October 1. 





his shoes are 7 C. 


he was Vice-President. 





Coolidge’s Shoes Are Close to Sample 


Brockton, Sept. 20—Three pairs of shoes for President 
Coolidge are being made here by the Stacy-Adams Co., 
manufacturers of high grade shoes for men. “‘Cal’’ comes 
close to the standard measurements for men’s samples, as 


The President ordered direct from the White House 
ifying one pair of black kangaroo oxfords, one pair of 
black kid bals, and one pair of black patent leather Sutian 
dress shoes. They will be ready soon. 
The Stacy-Adams Co. has made shoes for the President 
prior to the present time. He wore the firm’s shoes when he 
was Governor of Massachusetts and subsequently when 








the steamship was wrecked at 
St. Malo. It struck the rocks 
around midnight and all pas- 
sengers took to life boats. 
They eventually reached port 
but it was an extremely nar- 
row squeak. 





Increases Output 

Lynn, Sept. 20—The Ground 
Gripper Shoe Company is to 
move from Lynn to Besien, 
and to double its output of 
Ground ere shoes for men, 
women and children. 

James H. Grover, of J. J. 
Grover’s Sons, shoe manufac- 
turers, is home from a trip in 
Europe. 

L. J. Norton, president of 
the Sawyer Tanning Company, 
of Napa, Cal., is among the 
visitors at the Boston market 
this week. 





Quick Work on Samples 

Reading, Mass., Sept. 19— 
S. J. Basker & Co., shoe man- 
ufacturers, made and deliv- 
ered a trial sample to New 
York within 12 hours after re- 
ceiving the order. The order 


The building, which this 
store will occupy, is under- 
going alterations and the front 
of it has been boarded to pro- 
tect passersby. On these boards 
this firm has had large signs 
painted announcing the open- 
ing. A small pane of glass is in- 
serted in each side of the board- 
ed front, behind each of which 
a complete show window in 
miniature is featured. 





Temporary Closing Due to 
Rush 


New York, Sept. 20—The 
London Shoe Company, Inc., 
was forced to shut the doors of 
its Times- Square store on 
Tuesday, September 11. This 
sign appeared: “CLOSED— 
SOLD OUT IN MAJORITY 
OF STYLES. WILL OPEN 
TO-MORROW AT 8 A.M.” 

Such a thing is almost with- 
out precedent in the shoe trade 
‘and is due to the fact that the 
new season had a very early 
beginning and to the “young 
blood”’ calling for light shades 
in light weight oxfords. 









Gore Evening Shoes Latest 
for Men 

New York, Sept. 21—New 

York’s men are not far behind 

the women in —) the 


goring shoe style. Practically 
all of the mid-town stores fo: 
men are showing patent and 
dull calf skin shoes for evening 
wear in goring models. Several 
well-known actors have adopt- 
ed the style. 

One of the newest goring 
models for men is an evening 
oxford with two small gores on 
the side, together with a row 
of false buttons, which give 
the shoe the appearance of the 
old-time button oxford. Only 
three buttons are used and 
they are frankly false, the nec- 
essary stretch to put the shoe 
on the foot being supplied by 
the gores. 





Agricultural Opinion on 
Leathers 
Washington, Sept. 20—Hot 
off the vernmental press, 
Bulletin No. 1168, on Wearing 
Qualities of Shoe Leathers is 
calculated to set the farmer 
“right on how to buy economi- 

y and the tanner is shown 
how to make high-grade leath- 
er.”” If you want the bulletin 
write the “ante eeg of Agri- 
culture, Washington, D. C. 


W. H. Moulton in East 

Brookfield, Mass., Sept. 18 
—W. H. Moulton of the Inter- 
national Shoe Company of St. 
Louis is enjoying a vacation 
at his cottage here on the shores 
of the beautiful Quacumquasit 
Lake. He is accompanied by 
his wife and children. Mr. 
Moulton is a native of Brook- 
field and obtained his early 
ao in shoe manufacturing 

ere. 


Lizard Skins Used for 
Trimmings 

New York, Sept. 21—Lizard 
skins, or more properly speak- 
ing, baby alligator skins, are 
being used to decorate some of 
the highest grade shoes for 
women. The skins add distinc- 
tive touches to footwear, when 
worked as straps or the front 
paneling on some of the new 

red models. So far they have 
as used only on the most ex- 
pensive footwear. 











Shoes in a Meat Market 
Boston, Mass., Sept. 20 
One of the largest suburban 
meat markets, The Uphams 
Corner Market Company of 
Dorchester, has entered the 
shoe business. The _prelimi- 


nary purchase was for 500 pairs. 
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Baby Peggy in pensive pose fo 
Associated Firat Nationa! tictures 
CHILDREN COMMAND ATTENTION 

ND get it. Try to oppose their wants and you learn that the “kid is king.” Go to 

a movie—juvenile stars fill nearly every bill. We, therefore, strike the first keynote 
of this section by featuring the leading stars, children who have made childhood inter- 
nationally famous. 

The children’s dress crusade is making its attack on the parental purse. Typical 
shoes covering the range of footwear needed by juveniles are here shown to indicate that 
opportunity for profil lies in children’s shoes. We will tell you the makers’ names on 
request. Primarily this is a “*Recorder’’ selection—typical and salable shoes. 

From embroidered cradle slippers to colored soft soles is but a short slep. We show 
a salin one-strap because it is beginning to appear as a big seller to little girls. 
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Dinky Dean, a Selznick Star 
now in “A Prince of a King.” 





STRAPS AND OXFORDS 


NATIONAL survey indicates an increased demand for straps and oxfords in 
A the misses’ and children’s as well as growing girls’ lines. Patent is swinging to 
a lead. “Dress up” is getting lo be an important part of child life. 

The tan calf and grain leathers have their place in school and outdoor activity. 
Never has there been such a demand for ballet slippers. 

Black and white with eutouts will ran strong up to,and including next Easter. 
Every sort of strap in feminine wea? has been translated for children’s. wear,.and 
already gorings have found a minor but growing place. . 
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A spritely Queen of the Film mak- 
ing a national hit in Big Pictures 


FOR DRESS OCCASIONS 


EW strap effects are very important in dressy footwear; for children. In boots, 

patent with dull or white kid tops. In misses’ and children’s shoes, there is a strong 

tendency for lower effects over a greater period of the year. This shows ilself in the new 
patterns coming into the children’s trade. 

The upper shoe is of tan suede with darker tan calf apron for contrast, and in the 
party slipper at the bollom, brocaded gold with gold kid trimmings is far in advance of 
the normal and ordinary dress shoe. Note how closely girls’ shoes follow the trend of 
women’s styles, both as to patterns, leather and material. 

Lasts continue to be medium, round with heels covered from 7/8 to 10/8. 
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Robert De Vilbiss, a great 
actor in Goldwyn Pictures 


COMBINATIONS AND FANCY CUTOUTS 


OMBINATIONS and fancy cutouts and ‘even a nifty collar effect are the new 
things in juvenile footwear in these grades. The tan calf permits of suede quarters 
and trimmings to match or contrast. Patent kid over cloth is a new number. 


No more freakish tops of shoes, The regular tops prevail. 


Patent leather goes good with gray, beige or cloth. The cutout collar is just the 
beginning of a lot of fancy work possible in children’s shoes. Spring heel construction 
has also crawled up in sizes. 
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When every good adult style is translated 
into juvenile footwear —then service to 
children has reached perfection 








A Story-telling room is the latest thing in Children’s Shce Departments 


HE children’s crusade into the realm of style is 
something more than a good title to a child- 
ren’s section. The child that most shoemen 

have in their mind’s eye, is the quiet and meek little 
kiddy who was lead by the hand into the shoe store 
some years ago to be shod. 

The kind of shoes put on that child was measured by 
the amount of money in the parental purse. The child 
did not have very much to say as to the footwear he or 
she wanted. But, that sort of a child no longer exists. 

The little girl and the little boy have started a cru- 
sade of their own. They go into a shoe store with very 
well defined ideas as to what kind of smart shoes they 
want. It is the child who tells the shoeman directly 
and not through the parent. Any little tot of three years 
of age and up has a lot to say about what it wants in 
foot wear. 

Children Have Forced Style 

There has been resistance on the part of the parent 
as well as the merchant against putting in new patterns. 
The merchant, sensitive to the wants of his juvenile 
clientele, carries the fight on to the manufacturer. 

Maurice Y oskin, chairmanof the Advisory Committee 
on children’s shoes, puts it like this, “I frequently find 
it difficult. to get a manufacturer of children’s shoes to 
put in a new pattern. The manufacturer comes back to 
me with the argument that he cannot get volume enough 
to pay for the patterns. The answer to the volume argu- 
ment is to make children’s so attractive that they will 
sell more easily, and, naturally, more of them will be sold. 
Manufacturers are already showing a disposition to 


create what the youngsters want and the more this 
spirit can be injected into the game, the better it will be 
for the business. 

“Fortunately, there is no disposition to change the 
general shape of lasts in the smaller runs. The broad 
toe lasts are just right and should remain. But there is 
a big opportunity to work out comfortable fitting and, 
at the same time, good-looking lasts in misses’ and 
growing girls’ sizes.’’ There is a whole lot of shoe mer- 
chandising wisdom packed into those few sentences. 


Opportunity for Profit 


‘The better it will be for the business,”’ by a real 
attention to the wants of children, is no idle remark, for 
it has been proved that those stores who do go out of 
their way to please juvenile customers do succeed and 
do make a profit. 

The shoe merchant of juvenile footwear today has 
got to translate women’s shoes with all the speed that 
he can get out of the pattern maker. This applies to 
both the footwear for girls and for boys. Mere foot 
coverings don’t count any longer in the average worth- 
while children’s shoe department. 

Children have developed a keen appreciation of 
things that are beautiful and though they may not 
have the proper appreciation of pressure on the parent’s 
pocket book, the child knows what it wants and if 
insistent upon it, usually gets it. There are just enough 
indulgent parents in the United States to put the chil- 


dren’s shoe business of this year on to a style basis. 
(Continued on- page 57) 
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Bruce Guerin, a movie star in the “Country Kid” 
wearing Dr. A. Posner shoes in a Warner Bros. picture 


THE BOOT IS SEASONABLE 


OOTS for misses and children and particularly the plain toe tan calf for little boys 
are shown above. The plain toe is equally as good in black calf. For a little snap, 
consider a patent leather boot with cutouts or underlays beneath cutouts. 


Nothing is more comfortable for utility than a conservative child’s last like the 
one shown at the bottom of the picture. In juvenile styles in these grades, look for tan 
calf, black calf, patent and slightly boarded tan leather. 
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Wesley Barry, a Warner Bros 
Screen Star in a special shoe pose 
aides TRANSLATING MEN’S STYLES FOR BOYS 


OYS?’ and youths’ shoes follow the trend of men’s styles to such a degree that the 
minute a new number appears in leather, last or trimmings, it is translated into 
boys’ footwear. 

Here we have a plain toe, creased oxford, blucher pattern with a wide Hague last 
effect. It is smart and it is comfortable. For a little more swank, a pinked oxford on a 
a trim and for real winter wear, look at the boot. It is built for service and it has 
true lines. 

Boys’ shoes are showing all the leathers from medium-weight smooth calf skin 
through the heavier weight and boarded effect in tan, Scotch grain, etc. to patent and 


two-tone sports. 
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Jackie Coogan, a First National player 
and the leading juvenile of the world 


NOW FOR ACCESSORIES 


HERE is a wide range of selling articles that can be sold in conjunction with 

children’s footwear. Of course, the specially volume is in felt slippers and rubbers, 
but leggings are most necessary for children of the smaller ages. 

Towards Christmas come rubber boot combinations with boots, hat and coat. 
Some of the most profitable business done in shoe stores and shoe departments is over- 
the-counter sales of these articles. They are usually bought without the kid in attendance 
and the sale is speedy and the profit sweet. 

Several shoe stores for a Christmas feature sell wool sweaters and leggings in a 
variety of colors. Selling began in early November and is profitable to the end of the year. 
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4 roof-top counter for 
felt slippers—it’s a real 
selling section. 
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The characteristic chil- 

dren’s department, the 

inevitable tiny chairs, 
nursery frieze, etc. 
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A Forty-second street window—style in shoes. 














Use doll figures in a juvenile setting. 


A More Systematic Method of Merchandising 


Classify Your Children’s Lines and Guide Your Juvenile 
Clientele’s Selections 


By L. F. KUNSTMAN 
Western Editor, Boot and Shoe Recorder 


4 HE development of style merchandise in foot- 
wear has had a tendency among family or neigh- 
borhood shoe dealers to divert attention to the 

men’s and women’s sections that rightfully belongs to 
the children’s. We are very apt to overlook the fact that 
the children’s department represents an investment on 
which a reasonable return is expected. When properly 
conducted it will develop a greater stock turn and 
consequently produce a greater percentage of profit. 

It is lamentable that many retail Shoe merchants 
overlook the opportunity for the development of 
children’s shoes, with every facility at hand for replen- 
ishing stocks daily and permitting selections which 
keep the stock low in pairs but at top notch in style and 
salability. Particularly is this true at the present time 
when manufacturers and wholesalers are making an 
earnest effort to co-operate more closely with the retail 
merchant and welcome suggestion and criticism that 


will help the advancement of this branch of the shoe 
industry. 


Buying Should Be Judicious and Timely 


Because the investment in this department is small 
does not indicate it is not profitable. On the contrary, 
it is profitable because the investment is small. Judici- 
ous and timely buying is essential in any department 
and is reflected in the outcome of the season’s business. 
The application of this thought will bring its reward in 
added profit. 

Assuming that a dealer expects to do a $10,000 busi- 
ness in children’s shoes, his first thought is how much 
stock he must carry and what classifications. Figuring 
on what he would call a turnover four times yearly 
would indicate an investment of $2500.00. This is 
correct, except that the turnover, allowing an average 
gross profit of 30 per cent would show two and four- 
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fifth times. This figure on paper may look theoretical, 
but if your returns are not up to this mark it is you who 
are wrong and there is no more opportune time than 
this to analyze this section of your stock and to deter- 
mine why your results are under this average. 


How to Classify Your Stock 


The classifying or dividing of stock into the units 
making up this branch of your stock may vary with the 
location. Some dealers do a larger business in boy’s 
shoes and others in misses’ and children’s, or vice versa. 
That must be determined by a study of trade from day 
to day, but it is imperative to know how your sales in 
each division compare. Different locations may demand 
different widths, but generally the wider widths prevail, 
particularly in family shoe stores; in fact the continued 
use of low shoes has had a tendency to enlarge not only 
the ankle but the ball of, the foot as well 

A representative stock such as one might rightfully 
expect to find in a family shoe store should have as its 
fundamentals the following selection: 

Black and brown lace high shoe (Welts) on two lasts, 
footform and dress; and in two grades, medium and one 
higher in price. 

Black and brown lace high shoe (McKay) on one last, 
preferably footform; and in one grade, medium in price. 

Oxfords are not always advisable for fall and winter 
selling but a heavy brogue shoe and a 12-inch boot are 
recommended. These numbers carried in sizes and 
widths, will provide for the bulk of sales in footwear 


for boy’s, youth’s and little gent’s, but additions should 
be made as the demand for other styles increases from 
time to time. 


A Basic Girls’ Stock 


The basis of misses’ shoe stocks also consists of more 
staple styles. The assortment is small—in size, eight 
and a half to eleven; and eleven and a half to two. You 
should carry— 

Black and brown lace welt. 

Patent vamp, black kid top, welt. 

Black and brown lace, McKay on a footform last, 
5-8 heel. 

In sizes—two and a half to seven and in addition to 
the above, a carefully selected assortment of patent 
leathers and satin strap effects is permissible, but heels 
never to exceed 5-8. 


A Basic Growing Girl's Stock 


The growing girl’s selection demands as much thought 
and judgment as the selection of women’s shoes, be- 
cause of the ever changing patterns, but the following 
numbers indicate quite conservatively the basis of 
these styles, although the retail merchant must deter- 
mine additions as néw ideas in these numbers are 
advanced by the manufacturers’ 

Black, brown and patent oxford, welts. 

One all patent one strap, plain or colored stitching, 

One patent vamp, colored quarter oxford, 
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One all patent oxford, heavily perforated, 

One black satin one strap. 

These all to come with 10-8 heel and preferably in 
welts, except the black satin, which should be a light 
McKay or turn. 


High Points in Selections 


In deciding on the child’s selection, we find peculiarly 
that button shoes in black and brown calf, and black 
vici are still in demand, and these styles with a brown 
lace and a patent vamp black kid top lace, make up the 
special dress shoes in all lace patterns, either in all 
smoked elk or brown or patent leather-with an elk trim. 

Adding to the above an assortment of first steps, will 
complete a selection of footwear - representing the 
foundation of any ideal stock of shoes for the younger 
generation, and one capable of expansion as new ideas 
are- advanced. 

Figuring the wear of a shoe in this class to extend 
over a period of sixty days would indicate five pairs per 
child yearly which gives some idea of the possible 
volume that can be obtained. The number of pupils 
enrolled in your neighborhood school should dictate 
how much business you have a right to expect and 
plans made to obtain this business through various 
means used in sales promotion. 

One ingenious dealer in the middle west has organized 
a club for boys similar to the outline of a fraternal order, 
Each purchase represents a degree and the third 
purchase, or third degree, entitles the boy to a pair of 
gold plated cuff links, the insignia of the order. The 
big thought back of this plan is that it carries over a 
period of at least 90 days, in which time the idea has 
been developed to patronize this particular store for 
boys’ footwear. There are other methods just as success- 
ful but the department should be promoted by some 
kind of advertising to obtain the best results. 


Slade Shoe Shop in New Location 


Des Moines, Ia.—About September 15, the Slade. 
Shoe Shop was duly installed in the new five-story 
department store of the Utica. Clothing Company. 
Milo A. Slade, proprieter, has closed his store at 320 
Seventh Street, this city, and has transferred his busi- 
ness to the spacious quarters on the first floor of the 
Utica. Here he has ample window display space and 
has added boys’, growing girls’, misses’ and children’s 
shoes. 

Mr. Slade so arranged his department that his 
women’s shoes are opposite the hosiery department of 
the Utica. He is particularly interested in the harmony 
of shoe and hosiery colors and on his buying trip in 
June for the opening stock of his “new shoe store,”’ he 
obtained all of the colors from the shoe manufacturers 
and turned them over to the hosiery buyer to match as 
to hosiery. 

The Slade Shoe Shop is now in one of the very best 
locations in town and Mr. Slade feels very much pleased. 
with increased business as a result of this move. 
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No. 1 No. 3 


A selection of fundamental types, selected from slock of J. Edwards ? Company, Phila. 


What Constitutes a Basic Stock » 


The Place and Function of the Necessary Shoes to Give Turn-over, 
Volume and Profit 


that would form a basic stock for a juvenile 

shoe department. We have therefore taken an 
average store with a fair turnover and sale of children’s 
shoes and have endeavored to outline the fundamentals 
of a stock. 

From his long experience in making and merchandis- 
ing children’s shoes, we have asked Hollis B. Scates of 
the J. Edwards & Company, Philadelphia to make a 
selection of the necessary shoes for such a demonstra- 
tion. They are featured on this page and the descrip- 
tions convey in a glance, the place and function of each 
shoe. 


M ANY merchants have asked for a style selection 


Base—Plus Sweets 


Why not try a similar method yourself? Lay out 
the basic stock of your own store, study them 
carefully. See if it is possible for you to do business 
on a firm foundation of a limited selection of 
styles upon which you can get plenty of sizes and 
widths to do a healthy business. 

Some of the best merchants in the country always 
keep before them the “key” shoe of their line. It is upon 
them that the bulk of the business is done. The little 
extra fancy shoes are as sweetening to the stock. 

In this era where style footwear is as important as 
in any article of apparel, mothers are calling for pretty 
shoes for their children and what is more important, 
the children want them for themselves. 

This basic stock does not attempt to deal with the 
extreme fancy styles, of which there are hundreds. 
Neither does the selection intend to present the exact 
styles to be religiously selected as to details, leathers 
and characteristics. This basic line simply suggests 
types and variations that can be made to suit the in- 
dividual taste of buyers who want to properly sense the 
desires of their particular juvenile trade. 

No. 1 is the conventional ankle tie shoe that has been, 
the baby staple since grandmothers time, and every 


No. 2 


No. 4 
Read the details of each shoe. 


No. 8 


little tot has one or more pairs between walking time 
and up to ten years old. The best leather for this style 
is patent. They are sold in white, tan, and sometimes in 
colors. Stores usually carry this style in the cacks, 
wedge heels up to size 8, and larger stores carry them 
to size 11, and a few up to the misses run. 

No. 2 But in the last few seasons No. 2 has become 
almost as staple as the ankle tie, and this pretty little 
one-strap pump sells in the 5/8, 8/11 and misses’ and 
girls’ run of sizes in all sections of the country. Here 
again, the leading seller is patent, but it is also sold in 
white calf, and then according to taste and local 
demand, in other leathers including colors such as red 
or champagne kid, and in satin in the larger runs. 

No. 3 represents a big staple, the popular barefoot 
sandal. These are sold in turns in the two smaller runs 
of sizes and even up to size 11, in patent, white calf, 
buck or nubuck, and in tan which is a good staple 
leather, usually in boarded grains. Then this same type 
is still a big staple in the tan leathers in the stitchdowns 
and welts. Several large factories have an international 
reputation for their product in this type of shoe. 
Perhaps this season we shall see more barefoot sandals, 
made without the cut-out on the vamp, as many 
mothers protest that sand and dirt get into these cut- 
outs and they prefer them plain vamps. 

No. 4 represents a type of more dressy sandal, made 
on lines of mothers’ footwear and this has become a 
big dress staple. The best selling leather again is in 
patent, and then come the whites, tans, and colors. 

No. 5 represents a variation from No. 4 and No. 6, 
and stores can sell either one if they don’t have the 
other; or both if their outlet is big enough. It can be 
said of the two-strap that it will outfit any tab one- 
strap style as the sides are higher, and the two-straps 
pin the tab down and hold it securely in place. This 
again sells best in patent, but many stores sell them in 
good quantities in whites, and in some combinations of 
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No. 6 


No. 10 


Subject of co tourse many variations. 


colors with patent vamp, solid colors, and in tan. In 
shoes of this type they usually start in volume selling 
in the 8/11 run and the sales and demand are increasing- 
ly large as the sizes range upwards. 

No. 6 As shown in No. 5, this same style lends itself 
to being made in combinations of two leathers and is a 
pleasing effect, but it must be said that such combina- 
tions are more for the larger city merchants who have 
a big outlet and a more insistant demand for style types. 

No. 7 In showing No. 7, we see a conventional grow- 
ing girls type that is as extreme as girls shoes should go 
as regards heel height, which in this shoe is ten eights, 
and the toe width, which is medium narrow. This in 
any sort of one-strap and two-strap styles, with or 
without tab in front, from the backbone of the style 
selling best to the junior miss of 12 to 15 or 16 years. 

No. 8 represents a type of shoe that is extremely 
popular for next season and while the illustration shows 
the style in a “Baby Welt,” the same styles is being sold 
in volume in the 8/11 run, and even in misses sizes. 
Russia Calf is the big leather, smooth or boarded types, 
grains and elk leathers, in welts and stitchdowns. 
Made plain toe and with soft box, it is a sturdy and 
comfortable shoe for knockabout wear. 


No. 9 shows a smart semi-custom style in welt one- 
strap that sells readily to those who want “something 
different,”” and is made in all possible sorts of com- 
binations that are the fancy of the hour, whether the 
base be patent, Russia, or suede leathers, and trimmed 
with a harmonizing contrast on foxing and tip. Then 
types of shoes as No. 4, No. 5, No. 6, are made in welts 
with and without straight or fancy shield tips, and they 
are even being made in stitchdowns in sandal types as 
illustrated here. 

No. 10 shows the conventional oxford without which 
no store can get along. While it is shown here dolled up 
with foxing and freely punched to give the shoe some 
style life, many stores buy oxfords in plain effects. 
Tans lead in this style, and then comes patents and elk 
leather oxfords for play and every day wear. The entire 
supremecy of this shoe will be disputed this coming 
season by the blucher oxford style. 

A store equipped with the above style range and in 
the leathers quoted will not lose sales, if we remember 
that we are discussing a BASIC stock and this article 
does not concern itself with the hundreds of more elab- 
orate patterns that are being shown. The above can be 
added to or subtracted from. 
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Miss America, Mary Katherine Camp- 

bell of Coiumbus, O. has the most perfect 

foot says B. S. Barney, maker of theatrical 

shoes, who is here using the emblems of the 
craft. 

















Mr. I. Miller was presented a large silver cup as first prize for this 
magnificent float at the Atlantic City Pageant of Beauty. The floral 
the Queen of Style and the ten Miller-maids were seen by 


slipper 
millions of eyes. 




















Intensive Selling the Keynote 


“Cut Your Cloth According to Your Measure,’ and Be Careful to Have 
Enough Widths 


HE child is the big factor in American life of to- 
ee The children’s shoe business has made won- 

derful strides, both as to style and service, in the 
last 25 years, until in this twentieth century, it marches 
side by side from cradle to college, and into the realm 
of grown-up footwear. The children’s shoe business 
is constantly presenting to the retail merchant oppor- 
tunities for new ideas and developments. The wise 
merchant is quick to grasp a new idea and capitalize it. 
It may be that a new dancing class has been inaugu- 
rated in this community; or he ascertains that the 
churches or schools are going to be especially active in 
the way of parties or athletics. And so he stocks ac- 
cordingly. 

The number of kiddies’ shoes which you may sell de- 
pends entirely upon the adaptation of your stock to 
your community's requirements. As you understand 
or misunderstand, the social needs of your possible buy- 
ing clientele, so will you profit. 


Featuré Children’s Business 


Each store must determine the details of its children’s 
shoe merchandising “‘philosophy,”’ for each community 
has problems peculiar to itself. There is very little chance 
of any one, standardized, merchandising policy, but 
there are a few fundamentals which are well to remem- 


bered. The greatest factor in promoting children’s busi- 
ness is intensive selling. Feature your children’s business 
as strongly as you would your women’s business. Hammer 
at it constantly, and consistently. You cannot get 
enough advertising for your children’s shoe business— 
whether it is for the staples, or the specialties. 


“ Keep on a Hammering” 


We know of a very high-grade children’s shoe de- 
partment of a big city store—doing a business of 
$150,000 yearly, which has devoted much of its adver- 
tising appropriation during the last 15 to 18 years in 
building a business on a specialty which the management 
felt was a good shoe for the little folks’ feet. This spe- 
cialty is now a big profit maker for the department, 
simply because the people in its community and in 
many communities, the length and breadth of the 
country, have been educated to its merits, through per- 
sistent advertising. 


Know Your Stock 


The second fundamental in the conduct of a success 
ful children’s shoe business is to know your stock and 
have it so arranged that every sales person can find the 
required size and width immediately. If the business is 
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store, separate your stock. By all means, find out what 
you are doing. In one well regulated children’s shoe 
department, the stock drawers are marked with four 
or five figures in a row, with the size number under- 


neath as 
$- 3-3-4 
6 


“1” refers to price; “*2’’ denotes leather; “*3’’ denotes 
the style of the shoe; “4” the run of sizes; if a fifth 
number appeared, it would denote the kind of top 
which the child’s boot might have. ‘6’ means that this 
particular kind of a shoe is size 6. 


A Few Basic Rules 

he above suggestions are a few basic rules which are~ 
well to remember. We profit by our own experiences and 
by the experiences of ‘‘the other fellow.”” We like to ex- 
change ideas with him, whether he is,doing business in 
a big city of over 700,000 inhabitants; in a small city 
of approximately 66,000; in a little California city of 
18,000; or in a neighborhood store, on the outskirts of 
a big city. 

“ Kiddies” Are Hardy Little Arabs 


We are presenting herewith some ideas from each of 
the above-mentioned four. Said the man in the neighbor- 
hood store—**My advice is to find the best manufac- 
turers and buy good grades. Children are hardy little 
Arabs and can put even the strongest shoes to a very 
severe test. | carry two good grades and have never had 
a shoe returned in the many years | have been in busi- 
ness, because of lack of wear.” 


Children’s Business Increases Grown Ups 


Carl O. Winberg, proprietor of the Family Shoe Store 
at Bakersfield, California, conducts two stores in this 
city, in both of which his children’s shoe departments 
are important features of his business. Mr. Winberg is 
one of the biggest advertisers to children, through the 
medium of the newspapers and souvenirs, in his part 
of the country. Mr. Winberg caters to the medium class 
and he feels that his children’s business increases his 
men’s and women’s business. When the little folks come 
to his store accompanied by their parents, they are 
allowed to ride on the hobby horses and play with the 
balloons. Mother Goose scenes, handpainted, adorn his 
walls and he gives away boxes of crayons and other 
little gifts. At Christmas time, there is a Christmas Tree 
for the children and Santa Claus makes the store his 
headquarters. Mr. Winberg stated that he often hears 
the children remark. “This is where we saw Santa 
Claus last year.”” He has a card index and a registry 
book, where the birthdays of the children are recorded 
up to the school age, for the purpose of sending them 
little toys. Mr. Winberg has a children’s hosiery de- 
partment, where he sells lisles for the most part in socks 
with fancy tops. He uses price tickets in his shoe and 
hosiery displays. 

_L. M. Churbuck of Brockton, Mass., proprietor of 
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lines run from C to EE 


53 


The Children’s Shoe Store, established a quarter of a 
century ago, and one of the very first men in the coun- 
try, if not the first, to operate a children’s exclusive shoe 
store, stated recently: 


Avoid Short Fitting 


“Take care of your widths.”” Mr. Churbuck is an 
artist and has made a thorough study of the human foot. 
Before the Spanish American War, he was a shoe maker. 
This artist shoeman, with his knowledge of the human 
foot and shoe building for same, made many observa- 
tions as to the shoes worn by the rank and file of child- 
ren. He came to the conclusion that the majority of 
them were wearing shoes which were too short for their 
feet. He therefore entered the children’s shoe business 
not because he expected to get wealthy therefrom, but 
because he felt sorry to see so many of the little folks 
in grave danger of becoming permanent,cripples through 
the wearing of too short shoes. Mr. Churbuck in the 
past 25 years has built up what he considers a good, 
safe business from his Children’s Shoe Store, with every 
prospect of increasing same, as the automobile trade 
now comes to him from the country towns and even 
from the big cities, because people are impressed with 
his good service—which hasalways appealed to him more 
than profits. 

Mr. Churbuck suggests as an important point for the 
merchant conducting an exclusive store toremember is— 
that he must “carry better shoes at the same price”’ as 
the department store; in other words, the specialist 
must give better values. 


Continuity of Widths Necessary 


Another good point stressed by Mr. Churbuck is that 
when you have found a. good manufacturer to stick to 
him. It is better, he feels, to concentrate on two or three 
shoe manufacturers and have a continuity of widths 
and sizes than to be out of a particular shoe which a 
customer wants because he has tried to fill in from an- 
other line on sizes or widths. This to Mr. Churbuck’s 
mind is the first weakness that developes from carrying 
many lines of children’s shoes. In babies’ shoes, his 


+ 


American Lasts Are Perfect 


“The American last is as absolutely perfect as any- 
thing can be made,”’ said Mr. Churbuck. There is no 
use to change the last, because of some desire to have a 
new style. Children’s shoes in America are made on 
lasts that conform to the lines of the foot, as nature 
made them—and you cannot beat nature. The lasts 
will be all right; it is not necessary for the merchant to 
worry about that feature. What he must be careful of 
are his widths. 

As a word of encouragement to retail shoe mer- 
chants, he wishes to emphasize the slogan which he 


originated at the very beginning of his Children’s Shoe 
~ (Continued on page 61) 
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The first six years of a child’s life offer the greatest 
opportunities for building a children’s department 
big and profitable. 

After six years the foot reaches the adult type, the 
muscles are strengthened, the bones are hardened, 
and shoes will never have the same degree of effect on 
feet after this 4ime as before. 

At this age if the child has developed wrong pos- 
ture or suffers from spinal deformities, constant 
fatigue, nervousness, headaches, and backwardness 
in studies it-will take years of correction to overcome 
this. Moreover during the period of correction each 
shoe merchant will fit a transient trade that goes 
hopefully from one merchant to the other and one 





Good for a Lifetime.... 





Steady Customers Are Won before the 


type of shoe to another seeking to clean up in a pair 
of shoes a condition that has persisted for years. The 
loss of satisfaction in fitting a child’s foot that has 
not been given proper care andfattention by both 
parent and merchant during the first six years re- 
flects its evils on both. 

Transients forever floating about prove profitable 
to very few merchants. 

The tremendous field for prevention in the shoe 
business may be measured by the universal lack of 
proper posture. 

It is rare that a person may be found whose pos- 
ture allows perfect respiration, proper circulation, the 
efficient functioning of digestive organs. The slouch, 










































































The Chinese bind their girl babies’ feet to keep them at home when 
they grow up. 

But in a country where both girls and boys are expected to enter 
the game of life on equal terms the stay-at-home finds life miserable. 

No one stays by the fireside muth unless his feet make one agony 
greater than the other. f 

The Chinese are not the only ones whose feet keep them from going 
far from home afoot, and the binding of feel from infancy in wrongly 
selected shoes is responsible for this lack of “‘foot-power’’ in so 
many of our own men and women. 

WE WILL NOT ALLOW ANY CHILD TO CONTRACT 
WALKING HABITS THAT LEAD TO NERVOUS NESS 
AND BAC KWARDNESS. OUR SHOES ARE CORRECT— 
OUR METHODS OF TEACHING CORRECT POST URE 
U NFAILI NG. MA NY CHILDREN OWE T HEIR BO U ND- 
LESS GOOD HEALT H TO O UR CARE I N FITTING THEIR 
S HOES. 


Ad No.1 
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Out of Sight 
Out of Mind P 
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Out of Sight, Out of Mind?........ 
You wouldn't think of making those 
the baby’s weight on their ends. 
They'd soon crumple up and bend. 
This couldn’t happen, of course. You'd see it and stop it before 
the damage was done. 
The baby triples t» weipad nermnally Go fd your. It rose 
e triples in wei ly the first . It s 
et o pak of cham Ghat prs oan, Migresee co. funt 
and then the damage 


Do you have 
once a month? That is getting to be the pract 
and they say they notice the difference in the brightness and o 
of their children 


Ad No. 2 





oulgrown in a month or little 


to correct the trouble. 


lender, velvety little toes stand 


more, 


that causes suffering for life is done. T: 
bent and twisted, corns and bunions come at A. or later in life— 
the surgeon's skill is neces. 


children’s shoes examined for fit and condition 


when their feet are properly supported and 


ise among our customers, 
ilality 
protected. 
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Child’s Feet Become the Adult Type 


dropping head, and rounded shoulders, resulting 
from weakness in feet lower the vitality and the 
daily struggle against nervous exhaustion and mus- 
cular collapse run the gamut to increasingly lower 
vitality. 

The habit of walking improperly begins before the 
age of six and usually continues on through life. 

The “Dangerous Age”’ to borrow a title of the stage 
is from birth to six years; dangerous because of the 
likelihood of its importance being overlooked. 

The great fact is that the dangers of this age are 
recognized more so at this time than at any 


The Mother takes an almost scientific interest in 
the youngster—at feeding time the nursery re- 
sembles the laboratory with its graduated glasses 
and thermometers. Authorities on baby hygiene are 
carefully consulted and followed. 

The fundamehtals regarding the advertising of 
habit instead of correction are sound, the mer- 
chandising principles of timeliness which reduces 
sales resistance and builds increasing satisfaction 
over years instead of months all point to the first six 
years as the ones in which to properly influence the 
sale of children’s shoes, at.least for continapa healthy 
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later. growth. 





Problems 

Too often 2 and 2 makes Ouch! not actually, but mentally. 

But rather than take that chance with your girl why not bring her 
here for a fitting? 

There are so many symptoms of bad posture that can be eliminated 
hy our fiiting experts that it seems wasteful not to have this minute 
the very shoes that may make a world of difference in your girl. 

The seemingly normal girl usually takes on added zest in her 
activities that leads to even greater health in them. 

There’s no secret about it, just a good working knowledge of the 
importance of good shoes in building strong feet before the child 
reaches the age of siz. 

And it’s even more important that your youngster know how to 
walk right and be comfortable than to add “‘2 and 2.” 

So the real problem ends where the wearing of our shoes begins— 
a lifetime of Fealthful habit instilled in the youngster by our special 
fitting and instruction service for children. Have you tried it? 
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Pet icv: 
Whichever way you take him he’s fil, the youngster ‘whose feel ai are 


trong and supple. 
F We undersland children—themselves and their needs. We like to 
interest a child in himself, first by giving him what he likes in shoes, 
by making him comfortable in the shoes, and then through our interest 


in his play. 
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Whichever way you look at them our shoes fit. Their fit even 
extends to the pocketbook. They’re cheaper than doctor's bills mainly 
because they_reduce the latter. 

They. actually induce a boy to exert himself in healthful exercise 
—his m becomes alert, nervous energy abundant, lungs more 
powerful—because he isj*fit” when not under physica’ strains that 
come from improper shoes. 

Your boy will enjoy life in our shoes—you' ll enjoy his rapidly 
increasing physical and mental powers. We specialize on boys—- 
perhaps because we were boys once, too. 








Yous Nessie 


ADUREVY 
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HE tragic disaster in Japan has created a serious 

situation in the hosiery market, a situation that 

spells not only higher prices in silk hosiery but 
also the possibility of a scarcity in the near future. It is 
not yet possible to estimate the amount of damage done 
to the silk market nor what the full effect of it must be. 
But enough is known at least to make it clear that the 
flow of raw silk supplies from Japan to this country will 
be interfered with to an important extent for some time 
to come. 

Japan a Big Producer 

Over 75 per cent of all the raw silk used by American 
mills comes from Japan, and the silk hosiery mills use 
Japan silk almost exclusively. The entire available 
supply of China, Canton and Italian silk could fill only 
a fraction of the needs of the American silk industry, 
and only a very small proportion of this supply is suit- 
able for hosiery production. Any serious interference 
with the Japanese supply, therefore, must have a far- 
reaching effect on the hosiery trade. 

From all the information so far available it does not 
appear that there has been a very great destruction of 
raw silk supplies in Japan. The raising of cocoons there 
is carried on by about 2,000,000 farmers scattered all 
over the country, for the most part, in districts which 
have not suffered from the earthquake. Most of the 
filatures, which reel the silk from the cocoons, are also 
located outside the devastated area. So that apart from 
the 30,000 or 40,000 bales destroyed at Yokohama, and 
the destruction of filatures in the earthquake zone, the 
total supply of Japanese silk does not seem to have been 
materially lessened. 


Japan’s Disaster May 


Mean Higher Prices 
for Silk Hosiery 


Also, an Actual Shortage May 
Develop — Raw Materials Up 
About Fifty Per Cent 


Black silk with attractive open work 
clock from the line of the Rollins 


Hosiery Mills, Des Moines, Iowa 


Shipments from Yokohama Checked 


But the destruction of the City of Yokohama is a 
heavy blow to the silk trade. This city was the center 
of the silk trade in Japan. It contained the Raw Silk 
Exchange, the offices and warehouses of the big ex- 
porters, the conditioning houses—all the machinery for 
the receiving, storage, inspection, financing and ship- 
ping of silk which go to make a market center. The re- 
construction of this machinery must take considerable 
time. In the meantime silk must be shipped from the 
port of Kobe under makeshift conditions. 

It will be some weeks yet before shipments from this 
port can be made on any considerable scale, and it may 
be many months before shipments can be resumed on 
a normal scale. American mill and warehouse stocks 
at the time of the disaster were about sufficient to last 
from a month to six weeks. So that by the end of Oc- 
tober or the beginning of November there will probably 
be an actual shortage of silk in this market, and this 
shortage, it is believed, may last throughout the 
winter. 

Raw Material up 50 Percent 


This means not only high prices but curtailed pro- 
duction. Raw silk trading in this market has been sus- 
pended since the news of the earthquake arrived and 
consequently there are no official quotations. But it is 
understood that the trading being done in second 
hands is on the basis of about $12 a pound for double 
extra cracks—that is to say, about $4 a pound, or 50 
per cent higher than before the disaster. It is the 
opinion of most raw silk traders, as well as of many 
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manufacturers, that prices will remain at about this 
level for some time after trading is resumed, and even 
those people in the market who look for lower prices 
hardly expect to see the level go below $10 to $10.50 
for several months to come. 

Hosiery manufacturers generally own light stocks of 
raw silk, and consequently most of them must figure 
their future business on raw material costing 25 to 50 
per cent more than they have been paying for it. In 
fact, the advance in raw material may be even greater 
than 50 per cent. At the present writing an unconfirmed 
report comes from Japan to the effect that the market 
had opened at Kobe on the basis of $12.50 a pound for 
Sinshiu No. 1, which would mean $14 to $15 a pound for 
double extra cracks, or an advance of 75 to 80 per cent. 
And not only do the manufacturers face radically 
higher raw material prices but they also face the pos- 
sibility of not being able to get enough silk to supply 
their needs at any price, at least during the period be- 
tween the exhaustion of domestic stocks and the resump- 
tion of imports on something like a normal basis. 


Hard to Quote Prices on New Orders 

Under the circumstances it is impossible at present 
for manufacturers to quote prices on new orders, and 
practically all lines have been withdrawn from sale, 
pending further developments. It is understood that 
orders already on the books will be filled at unchanged 
prices, in so far as it is possible for manufacturers to 
fill them. But it may be physically impossible for some 
mills to make deliveries on existing contracts. Stock 
goods, of course, are higher. It is impossible to say how 
much higher. There has been a disposition on the part 
of some buyers to get a bit panicky and a disposition 
on the part of some sellers to take advantage of it. But 
generally both buyers and sellers have been inclined to 
go slow until they see how things turn out. It is clear 
enough that prices must be higher and that there may 
be a certain scarcity of goods. 

Avoid Speculation 

But how much higher prices must go and how great 
the scarcity may be nobody can even loosely estimate 
at present, and under the circumstances the only thing 
for buyers to do is to cover their requirements fully but 
carefully at whatever price they must pay, and avoid 
any tendency to speculate on a rise. The common policy 
of rushing the market when it is rising, and holding off 
from it when it is going down, is one of the prime causes 
of instability in the market, and it usually costs the 
buyer more than he stands to gain from it. 


lated into Juvenile Footwear 
(Continued from page 44) 


Where the first requirement is style, the second is com- 
fort and the third, utility. With good shoemaking and 
common sense in lasts, there is no reason why all three 
can not be put into shoes at popular prices. 
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The outstanding children’s departments in the 
United States are just as willing to change a’ pattern in 
children’s shoes as they are in adult footwear. The 
thing to do is to have the prices based on a volume of 
production and distribution so that the position of 
pretty shoes will not be out of reason. A dozen mer- 
chants convinced of a salable pattern will do much to 
put over a new style. 

This is the great juvenile period in business in- 
fluence. Not only do we get an appreciation of youth 
and energy through the imitation by adults of all of 
the outdoor activities of children, but all the games 
from football to tennis have developed in the public 
eye, the younger generation. What a tremendous in- 
fluence upon the selection of footwear is the national 
fall sport, football. The stadium and baseball fields of 
the country are places for fashion parade. 

The roster of children going to school this year is 
greatly increased by many thousands. Private schools 
and preparatory schools are on the increase. The whole 
American world seems to be centered on education. 

All these factors play an important part in footwear. 
If in your community school life is a great item of 
popular interest, play your part in it. The service you 
render the juvenile customer in footwear has its bearing 
on the trade of the entire family. Indications are that 
the social side of school life is on the increase. When one 
shoe manufacturer does the bulk of his business with 
dancing schools the country over, it indicates just one 
little trend and opportunity—there are others, find them. 





C Here is a good example, of light 
brown silk, from the line of the Providence Silk Hosiery Co., 
Providence, R. I. 


Lace clockings are good. 





BOOT AND SHOE RECORDER 


BY JOHN W. ALEXANDER 


September 22, 1923 


IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. C. 


AN 


OUTLINE OF LEATHER 


SIXTH OF A SERIES 
By FRANK R. SPALDING 


duce either hides, sheep or goat skins, but Vene- 

zuela, our nearest neighbor in South America, 
is producing important quantities of hides and we are 
getting regular shipments of Laguayras, Maracailos, 
Puerto Cabellas as well as Orinocos. The Orinocos on 
account of fertile country in which they feed, bring a 
little better price than the others based on New York 
selected basis. 

We get practically no sheep skins but the goat skins 
from Northern Venezuela and the island are of the best 
known varieties such as Reo Haches and Curacao from 
the Island of Curacao also Laguayras and Maracaibo. 
Venezuela codld include within its boundaries our 
states of Ohio, Indiana, Illinois, Wisconsin, Towa and 
Michigan. 

Maracaibo, one of its most important cities on the 
north coast, is the shipping center for the fertile region 
of Western Venezuela. From here we get cocoa, tobacco, 
caster beans, hard wood timber and dye woods. The 
coffee known as Maracaibo coffee is really a Columbian 
product. 

La Guayra is the port of the Caracas the capital « f 


B RITISH, French and Dutch Guianas do not pro- 


Venezuela. It is considered one of the most beautiful 
spots in the world while Caracas which lies in a valley 
three thousand feet above sea level with a range of 
mountains on either side of it, is one of the most de- 
lightful places of residence. 

The tropical heat is tempered to a spring-like mild- 
ness by the high altitude and the luxurient growth that 
is the result of misty rains from the mountains, making 
this city a garden of beauty. 


INDIA 


~ India, including Burma, has an area as large as that 
of the United States. It has a population greater than 
three times that of Europe without Russia, or one-fifth 
of the entire human race. In the two great religious 
divisions of India, the Hindus outnumber the Mohame- 
dans four to one. 

British India takes in approximately two-thirds of 
the Indian territory and is ruled by the viceroy with 
governors-in-general for the eight main provinces. 

India is by far the largest producer of hides 
an! skins in the world. Goatskins are avail- 
ale in enormous quantities. In 1919 more 
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than 20,000,000 were exported from Calcutta 
alone, nearly 70,000 every working day. 

Most of the India hides are kip weights. The best 
come from slaughtered animals and the poorer kind 
from country-killed or dead animals. Most of these 
lighter hides, before the war, were shipped to Europe, 
principally Germany and Austria where they were 
used for upper shoe leather. However, since the end of 
the war, many are shipped to the United States and 
Spain. 

CHILI 

Chili, that state shaped so much like a knife, the 
only South American country lying altogether west of 
the Andes Mountains, is 2,627 miles long. If placed east 
and west across the United States, one end touching the 
Woolworth Building, the other end would extend fifty 
miles into the Pacific Ocean, with a width varying from 
105 to 223 miles. The Magilland Country at the 
extreme south is paralleled with our Alaskan Fjords; 
where we have northern forests in the state of Wash- 
ington, Chili is arid, and where we have deserts on the 
Mexican border, Chili is forested. 

Irrigation in their lateral valleys dates back to pre- 
Spanish days. There is uninterrupted railroad com- 
munication from north to south of 1,863 miles with three 
different gages employed. 


Cattle from Argentina 


Cattle are driven from Argentina into Chili over the 
mountain passes. They have their front feet shod when 
making this journey. Guanaco that now roam the Pata- 


All corners of the globe deliver up their best skins for American footwear. 
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gonian Plains, stray through the mountains into 
Chilian territory. They are also still found in herds of 
several hundred at a time, roaming the interior of Terra 
del Fuego. The Indians slaughtered them in times past 
with their bow and arrow, but this they survived. 
Their terror now is the sheep ranger’s gun. 

Wild cattle descended from those introduced by the 
early settlers are found in the mountains. One of the 
largest sheep-farming companies in the world is located 
at Punta Arenas. Its dividends in the past four years 
have amounted to $14,000,000. 

These unique pasture lands support two million 
heavily fleeced sheep. Most of the Chilian sheep ranges 
are on the island of Terra del Fuego. The climate en- 
courages firm flesh and thick fleece. If we could mar- 
shal the Chilian sheep in a straight line it would reach 
from New York to San Francisco. 

The hides from Chili are practically all green salted. 
The take-off has been greatly improved of late years 
and the Frigorifico type of packer hides has become 
quite popular here. The Chilian hides come from around 
Sandiago, Valpariso, Antafagastan, and Arica. There 
has for years been a fairly large tanning industry round 
Valdivia, Chili. A good deal of the leather used to be 
exported to Europe. The Chilian tanner uses the lighter 
hides, the heavier ones are exported. Chili is producing 
a fair amount of goat skins, which before the war went 
largely to Havre, but lately have found a regular mar- 
ket here. We also get a limited quantity of green salted 
horse hides from Chili. 


Here the American buyer is examining goatskins in 


Algiers 
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The Father of the Idea ‘Shoes for Occasions” 


EARL C. LOGAN 


Now Assistant General Manager 
Brouwer Family Shoe Store, Milwau- 
kee, Wis. 


Fully three years ago Mr. Logan, as Western Editor of the “Boot 
* started addressing conventions on the errors of 
plugging style shoes—only as styles—and forgetting thal each type 


and Shoe Recorder, 


had a particular place in the scheme of things. 


Milwaukee, Wis., Sept. 19—A new advertising cam- 
paign embodying the principle of buying footwear for 
the occasion has been launched here by the Brouwer 
Shoe Store, under direction of Assistant General Mana- 
ger Earl C. 
with the S 

The crux of the campaign is well expressed in the 


Logan, who recently became associated 
. J. Brouwer Company. 


initial advertisement’s definition of style ‘Real style,” 
says Mr. Logan through the medium of the ad, 
more than a passing fad. A garment or pair of shoes is 
stylish only when worn for the proper occasion and 
when it reflects the personality of the wearer.” 

Br >uwer’s attitude toward style in women’s footwear 
or garments is further explained by this extract from 
the advertisement, which by the way, must take rank 
with the finest promotional and informative advertise- 
ments ever inserted in local papers by a shoe firm. 


Mr. Logan tells us: 

“This store, as you know, is known as ‘Brouwer’s 
Family Shoe Store.’ That word ‘family’ stands for a 
whole lot in this organization. It means not alone shoes 
for the whole family, but it means a family spirit in the 
conduct of the business from the inside. 

“There is the closest co-operation between the 
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” Real Style, like perfect Music or a 
growing plant, is Natural Harmony 
S le of outer apparel within the fashion trend— 
hy be oma Cicer When the whole combined outfit reflects the 
When colors. biend or harmonize and do not cheracter and personality of the wearer, 
clash— and— i 
When the whole attire from head to 


Wh he rel is a riate for the oc- J 
onion part *y is — sin noping we the income of the wearer 
When the dress, hosiery and shoes are all —Then Is Read Style. 





The particular style of the — for Bport Wear depends to 
great extent upon the personality of the wearer. 4 women look well 
ere—well they had betier weer 
~e oe All women cannot wear the same style shoe 
Brouwer Service and Brouwer Assortmomt come in. We 
your feet and your personality We givé you the style you 
should have and fit your feet so tev will have the greatest freedom 
of action. We help you win the gam 





Fashion for Street Wear. 


Tailored sui and dresses will be highly favored for weer 
this Awema Season Gatment makers and shoemakers have colaborated 


ular In many Instances two of these —— = are used In fetching 
combinations In colors, black will predominate tbe wood shades 
of brown. such as log cal cinamon 4k and coffee are 
very much is vogue 

Comfort te a prime factor In street snoes, which does not inean that 
shoes should be loose and sloppy it means rather that they should be 
made over laste that fit snugly in the — grip the heel closely and 
at the same time give freedom fer the 

Here again BROUWER SERVICE os BROUWER ASSORTWENT 
comes into play. 

“Sm'From all the factories In the land we have selected te mabe 
ahors Lhe ones that have progressed fart! fa development of rightly 
shaped last« and rightly taflored shoes 





For Afternoon Affairs. 
Women's attire for afternoon social occasions is of course, made 
from the lighter sort of material 
Footwear to be worn at these affairs naturally ts of the lighter and 
ane airy character 
Strap patterns with dainty cutouts and siashes will be the éutetan 
img style. but beautifel patterns with front or stce goring will be = 
bigh favor 
Soles that are light and flexible and wood covered heels are a par 
The i, -- and chape of heels must 
is and fit in with the personality 
id and patent leather will be the pre 
vailing materials 
Many beautiful and striking combinations of materials are to th 
weed and thus add grace and elegance to the whole costume 





For Evening F 
Nowhere te character and oo — aad im dress more eufiifugty por 
trayed a et forma) evening affat 
rmonize with the character and peresusiity of une 
wearer oa 7 teal sie 
Footwear gocs « lone way — making of marring the genere: 
ow Bot t formal — but o@ every other 
oceasion—and. Soot eens includes ‘Denery 20 |} as shoes 
That's why we at Browwel’s are so perticular that reaso. UP sen 
t footwear shoes and hosiery shad) to-wild*n and abreast 


tufere We tirt Dttiag your 


and your il 


b KRUUWER 
FAM PAGO LY 











The Brouwer advertisement giving voice to the new policy of shoes 

for the occasion is about 6% by 15 inches in size. It tells Milwaukee 

just what requisites should be possessed by shoes for out-of-door 

wear, fashions for street wear, for afternoon affairs, and for evening 
funetions. 





department heads and the salespeople, and the friend- 
liest sort of feeling for one another among the sales- 


people.” 
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William J. Crowley Is Dead 


Brockton, Mass.—William J. Crowley, high-grade 
shoe traveler for E. T. Wright & Co., Inc., is dead. 
The end came on Monday morning, September 17, 
at 1.30 o'clock. The immediate cause of his death was 
endo-carditis, or valvular heart trouble, from which 
he had suffered since last spring. He was taken ill last 
April while on a trip to Atlanta and was removed North 
to his home at 96 Winnifred Road, this city. A little 
later, he entered the Massachusetts General Hospital, 









THE LATE WILLIAM J. CROWLEY 


Boston, where he underwent treatment for about three 
months. Since his return home, his family had high 
hopes for his ultimate recovery, but a bad turn last 
Saturday from which he failed to rally, proved fatal. 


A High-Grade Salesman 

His death comes as a great sorrow and distinct loss 
to his firm and many friends. He had been identified 
with E. T. Wright & Co., Inc., for the past 14 years, 
during which time he had traveled practically every 
part of the United States for his house. For the past 
two or three years he had given the principal part of his 
time to the development of the Arch Preserver shoe. 
Mr. Crowley was considered one of the ablest and most 
popular men on the E. T. Wright & Co., Inc., sales 
force and was highly esteemed by a wide circle of friends. 
He was 38 years of age and is survived by his wife and 
three little children, John L., aged 8 years; Elizabeth, 
aged 6; and Anne, aged 2 years. Besides his immediate 
family, he leaves his mother, Mrs. Ellen J. Crowley and 
three brothers and four sisters. Mr. Crowley was a 
graduate of Williston Seminary and attended Brown 
University in 1908. 


A Public Spirited Man 


He was active in the Brockton Lodge of Elks, Seville 
Council, K. C., and Thorny Lea Golf Club of Brockton. 
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He was a member of the Boston Shoe Travelers’ Asso- 
ciation. The funeral took place from his late home, fol- 
lowed by solemn High Mass of Requiem at St. Patrick’s 
Roman Catholic Church, on Wednesday morning, 
September 19. There were many floral tributes. His 
firm, the Boston Shoe Travelers, and the shoe trade in 
general, were well represented at the funeral. Inter- 
ment. was in Calvary Cemetery, Brockton. 





Intensive Selling the Keynote 
(Continued from page 53) 


Store in 1898—‘‘As Long as Children are Born Bare- 
footed, you will need the Children’s Shoe Store.” 


Advertise Your Children’s Shoes 


The big thought in the mind of the manager of the 
successful children’s shoe department in the big city 
was—Advertising—“We are always clamoring for 
more,” said she. This department is charmingly ar- 
ranged, with Mother Goose scenes, a well arranged 
stock, swings for the children, and a stock comprising, 
not only the staples, but every novelty, and accessory. 
The stock is well systematized. Women exclusively are 
employed as salespeople. This department is not only 
advertised through the newspapers, but through real 
service—through satisfied customers, and through 
special windows; and dainty interior cases. 


Dainty and Delightful Effects 


And here let me state that there are so many possi- 
bilities for artistic effects in the children’s shoe business. 
A children’s shoe department in a big department store, 
selling high grade shoes, introduced a very charming 
“trousseau”’ for the baby, a replica of the case pre- 
sented to Princess Mary of England by the Ideal Baby 
Shoe Co. The case was made of pink silk and lace. 
There were three compartments for shoes, one shoe 
being a white crochet affair, lined with pink silk; one a 
gold kid one strap, and one of pink silk with embroidered 
toe. Three pairs of hosiery were arranged underneath the 
top lid of the box—two pairs of pink silk socks and one 
pair of white silk. 


Buyer Is Community's Purchasing Agent 


We have presented a wide range of children’s shoe 
styles in this number. It is obvious that the merchant 
in the small town or city cannot carry the same range 
as his big city neighbor—So, “Cut your cloth according 
to your measure.” But, whether one store is in a big 
city, or a country town, whether it is a children’s shoe 
department, or a children’s shoe store, the buyer of 
shoes for the kiddies should never consider himself 
otherwise than a purchasing agent for a certain class of 
possible customers, whose tastes he must satisfy, if he 
would succeed. The children’s shoe business is a real 
one. If you have been conducting it in a half-hearted 
way, get busy! Awake to your opportunities! 
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BEACON 
SHOES 











* 

5 | There is nothing which will add the final touch in your display case as thoroughly as a few 
S, BEAUTIFUL NEW STYLES. In our STOCK DEPARTMENT we carry a large variety 
we of the LATEST CREATIONS in men’s and women’s Goodyear Welt Shoes. That enables 

you to stock NOVELTY NUMBERS and size in on those numbers as your demand requires. 

| YOU CAN SIZE UP ON BEACONS ANY TIME 
oe 
sai 





No. R5132—-Black Eskimo Oxford. Two leather 
No. R7098— Black Satin one strap, Black Ooze soles. Widths C D 5-11. Y 

Calf trim—Rhoda Last 12/8 Wood Cuban Satin ae ee ee 
covered heel. A, 4/8, B, C and D, sizes 3 /8. 











No. R7064—Brown Knicker Nona one strap. r > ¥ 
Wine Knicker trim, 12 /8 Cuban Heel, Wingfoot ae sees. Patent Leather Oxford. Snap last. 
Toplift. A, 4-8. B, C and D, 3-8 . 6-11. C and D, 5-11. 


WRITE FOR OUR STOCK BULLETIN 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW. HAMPSHIRE 





M1 SOU Se Cae) eR RTCA NRE NERY 


























/BEACON)\ 
. SHOES 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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FOLLOW THE 


Style 375 
Patent Leather 
*“LUXOR”’ 
Flexible Sewed 
14-8 Spanish Heel 
Widths A-D 
Price $4.65 


Style 453 
Sunset Russia Calf 
**CAROLINE’’ 


Goodyear Welt 
10-8 Wingfoot Heel 
Widths A-D. 
Price $4.35 
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More New Styles for Fall 


Hannahsons Offers Newest Style 
Creations for Fall 


~~ 


B265—-Patent Leather One-Strap, strap and side cut B621 Black Satin -Two-Strap, suede trimmed side 
uts, genuine turn, 15-8 full Spanish heel. A to D, code IN cut-outs, genuine turn, 12-8 Cuban heel, B to > <5 
‘Bernice $4.10 “Tdeal” 

65 Last B620 As above except with 15-8 Full Spanish heel, 

B623—-Same as above, except black satin, suede trim- STOCK A to D, code “Chic” . $4.00 

med, code “Inez” $3.85 








IN 
STYLE 


IN 
DEMAND B261 Patent Leather Two-Strap, side cut-outs, single 


B624—-Black Satin One Strap, suede trimmed strap row fancy stitch on quarter genuine turn, 15-8 Full 
and si de cut outs, genuine turn,’12-8 Cuban heel. B to Spanish heel, A to D, code, “Rae” .25 
D, code “Esther” $3.60 B262 As above except with 12-8 Cuban heel, 

146 Last code ““Nuovo” 


B7818—Black Satin One-Strap, 
Send for the Sep- ‘ . with beaded forestrap, genuine 
> Z turn, 14-8 full Louis heel. A to 
Hi. rar i of , \ Fi D, code “Sinai”... $3.60 
annansons ivVews. 
B7808—As above, except with 
It has real news and 16-8 full Louis heel, code 
information for you! BE fries vers on +20 ee 
We shall be pleased SPECI AL 
. ‘ B8508—As above except brown 
to add ag gp 4 satin, genuine turn, 16- “a'Ge 
oumnmaling ist an 
to send you all forth- No. 7818 
coming issues of the 


News. 


PRT tO POCO mee a eee ew waa ae tate eeeeeesucesueseaue 


ANNAHSON 


HAVERHILL ACHUSETTS 
SHOE CO. epenemeeetts 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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An established 
shoe business 
with a new name 


With a new name and an additional factory 
we are now in a position to take care of the 
greatly increased demand for our unsur- 


passed line of High Grade, Stylish McKays 


for Women. 


Today’s Big Seller Capitol McKays are an 
unbeatable combination of 
style, smartness, merit, value 
and popular prices. 


Capitol McKays have a 
charm and character that are 
permanent features—only the 
styles change. | 





And with our organization 
of shoemaking experts linked 
with style designers of proved 
Women’s Four Eyelet Tie abilit jot a b tan o 
In Brown Ooze, Field Mouse Kid Trimmed, Medium i y 7% e u ne 
French Toe, 16/8 Spanish Covered Heel, Musette result — shoes that give .re- 
Last. The Diana comes in all leathers and Black 


Satin with 16/8, 14/8, 12/8 and 9/8 heels. _ tailers a quick turn-over and 
Made to Order satisfactory profits. 


DIANA 


We Will Appreciate Having Your Name on Our 
Salesmen’s Calling List as Well as Our Mailing 
List — Write Today to Be Sure 


CAPITOL SHOEMAKERS, Inc. 


(Formerly United Shoe Mfg. Company) 
High Grace Novelty McKays for Women 


Eighteenth Street at Washington Saint Louis 
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of the steady 
increase in patent 


leather styles is 
costs the shoe mer- 


due to the great you CL 4) 7] ase chant more than 


Fverything | Ces 
ceptance of 

any leather’so long 

as it is shiny often 


i r i 

me ovements he can measure in 
which have been lost customer con- 
madein patent lea- fidence. 


ther manufacture. To Tr ] N DONKEY COLT 
has always been a 


In no patent lea- 
highly standard- 


ther is this prog- 
ress better ex- ized patent leather. 


ampled than in our P [i T As such, it will re- 
famous DONKEY id c 11 pay your specifi- 


Leather 


TOLMAN, DOW & CO., Inc., 
174 Lincoln Street, Boston, Mass. 


" ¥ 





Rochester, N. Y. Cincinnati, Ohio Greater New York St. Louis, Mo. 
Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald & Co 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 

GENERAL REPRESENTATIVES FOR NEW CASTLE LEATHER CO.— 
CONTINENTAL EUROPE— HEADQUARTERS AT PARIS, FRANCE 
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The B. W. (Business Woman) shoe is growing. Growing in popularity, 
growing in sales, growing profit for 1,000 up-and-doing Retailers who 
see a new market in this phenomenal Roth-made Combination Last. 

Glowing letters continue to pour in on us; nearly every mail brings orders from new 


customers and re-orders from old ones. Two sales are being made in ““B. W.”’ stores 
where one was made before. 


The B. W. IS A KNOCK-OUT ! ! Its unexcelled?construction, incomparable fitting 
qualities and good salable style offer you a combination rarely presented. Don’t 
say “No,” don’t “put off till tomorrow.”” But— 


Write TODAY for Samples 










There are no 
shoes better than 
Cincinnati - made 
shoes. There are 


none so feed as 
ROTH'S 
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Indiana Dealer Writes 


“We think the B. W. a wonderful piece of 
shoemaking as well as designing. It fits like 
a glove. 


HUOUAAUAT UN OUDAUALAD AAA OULA NODA DAO ODAAAUUTAOUADOUOGGOOUOOUEDEUOOUO ONAN OUADAONNONNODOOODEDENONLALL 
‘ ‘ 


Mn a 





Kansas Dealer Writes 






I've been fitting shoes for about 12 years and 
have never had a line of oxfords that fit any y 
better or as good. We have fitted some of the 
hardest feet to fit in town and pleased every- 
body very much. 
THAT’S WHAT THEY ALL Reg. U. S. MANY OTHER LETTERS ON 
SAY!I! Patent Off. FILE TO SAME EFFECT 
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CHICAGO 


Satins and Patents Lead 


Suedes and Ooze Next to Black Materials in Popularity— 
Retail Buying Improves 


HE week ending September 15, 

known as Fashion Week, marked the 
fall opening of many of Chicago’s ready-to- 
wear apparel shops and the beginning of 
fall business. The windows of the stores 
were attractively trimmed, many of them 
with backgrounds of autumn leaves, or 
some suggestion of early fall. 

The large loop department stores de- 
voted their window space to trims that 
would especially appeal to people who 
lend their interests and talents to the 
correct costuming of American women. 

The prevailing color is brown in the 
woodsy shades. Brown is very pronounced 
in day and street costumes, while the 
colors for evening wear take in a broader 
range. Many delicate shades of blue, 
yellow and red are being shown. Gold and 
silver cloth, brocades and metal laces are 
much in evidence for evening wear. 

A great many of the larger and more 
fashionable shops carrying ladies’ ready- 
to-wear apparel, held individual style 
shows. In stores there were runways and 
pretty models displayed new fall styles. 
Invitations were sent out to customers, 
telling them of the new creations and of the 
opportunity of seeing them displayed on 
living models. 


Weather Conducive to Buying 

Up to this time there has been no great 
rush on new fall shoes, but the brisk fall 
weather that has made its appearance this 
week has done much to stimulate buying. 
Black satin and patents in the cut-out 
designs are still holding their own, with 
suedes and ooze in the shades of brown 
running second. The more popular sellers 
are usually trimmed in calf or kid of the 
same or harmonizing shade. Suede shoes 
are usually matched with hose of a little 
lighter shade, but the same color, so that 
the shades harmonize, and by wearing 
lighter hose it brings out the outline of the 
shoe, the cut-outs and the dainty strap 
patterns. 





Light Shades Are Popular 

The most popular shades in hose are 
otter, log cabin, cinnamon and Indian 
Skin, and these are all in the lighter shades 
of brown. The new shades that have just 
come in for afternoon and street wear, 
shown by the O’Connor and Goldberg 
stores are gateau, freckle and Zanzibar. 
These three shades are of the brown fam- 
ily, near the color of cinnamon. Gateau 
has a soft grayish cast; freckle is more 
tan, while Zanzibar shades toward pink. 
These colors are delicate and yet have a 
lot of life. For evening wear it is believed 
that silver and French blush, a delicate 
light golden color with a pink cast, will 
lead in sales. 


Hosiery for Every Occasion 

Miss Martha Panzer, who has charge of 
the hosiery departments of the Hanan 
stores, has put on display in the window of 
the State Street store, three shades of 
hose, which indicate the three distinct 
changes of the day: dawn, sunset and 
moonlight. Dawn is a pinkish gold; sunset 
is a deeper gold; while moonlight is a 
silvery light gray color. 

It was Miss Panzer’s idea to convey to 
those who stopped to look at the display, 
the idea that Hanan’s could furnish a 
pair of hose for every occasion for any time 
of the day, beginning with the appearance 
of the rosy dawn in the Eastern sky, to 
the setting of the sun in the West, and the 
rising of the silvery moon in the evening. 


National Business Show 


The National Business Show, or Ameri- 
ca’s Efficiency Exposition, was held at the 
Coliseum. 


Fashion Art League Styles 

Much interest in the world of fashion 
was manifested at the style revue held in 
the Gold Room of the Congress Hotel on 
September 12, by the Fashion Art League 








on the closing day of its convention. At 
the revue, where models were on display 
by many prominent designers, artists and 
importers, the trend of style in Chicago 
for the coming winter was noted. 

There are a few noticeable changes in 
women’s dresses. The extremely short or 
sleeveless dresses for informal and day- 
time, that have been worn so much for the 
past year in Chicago, are being replaced 
by long tight sleeves. 

Evening gowns still retain their right to 
be sleeveless, high-necked in the front, 
and cut extremely low in the back. All 
trimming seems to have found refuge on 
the backs of the gowns, and many of 
them are perfectly plain in front, even 
without indication of waistline, and the 
trimming, if any, has been used on the 
backs, with a noticeable tendency to have 
ribbon bows, or some elaborate trimming 
at a low waistline on the left side toward 
the back. 


Brown Shades Favored 


The predominating color for street and 
afternoon costumes was autumn brown 
and shades on that order. With the street 
costumes were worn suede and ooze shoes 
of a harmonizing brown in oxfords and 
gorings, matched up with lighter hose. 

In afternoon dresses, satins proved to be 
popular in both brown and black, with an 
occasional dainty pattern in brown and 
Wolfelt’s strawberry ooze. On otherwise 
plain opera pumps, and shoes with goring 
in front, large cut steel and bronze buckles 
were worn. 

For evening gowns no one color pre- 
dominated. White was much in evidence, 
trimmed in silver and rhinestones, and 
pastel shades provéd to be good. Metal 
brocade slippers were worn chiefly with 
the delicate shades of evening gowns, and 
if the gown was of dark material, black 
satins with rhinestone buckles were worn. 

The length of skirt hasn’t changed 
much, and it is very evident that women 
are reluctant to wear them long, inasmuch 
as the shoe industry is producing such 
attractive designs in footwear, and shorter 
skirts give them plenty of opportunity to 
display slim ankles sheathed in delicate 
shades of hose and an attractively.designed 
shoe. 








BOOT AND SHOE RECORDER 


MILWAUKEE 
Strong Current of Buying 


Favorable Weather Conditions Aids in Stimulating Buying 
in Shoe Stores 


HOE merchants here are jubilant over 

the strength shown by the fall buying 
to date. Many of the downtown stores 
report a twenty to forty per cent daily 
gain in business over the same period last 
year, while all stores have forged sub- 
stantially ahead of last year, day for day. 
Weather conditions have been favorable 
for the sale of fall footwear, and with the 
exception of a few rainy days, conditions 
in this regard have been almost ideal. 
Cool, bracing weather that just demands 
the newest fall fashions for the sake of 
harmony, has resulted in one of the strong- 
est currents of baying that has set in 
Milwaukee retail channels in some time. 


Women Favor Suede 


Black suede oxfords and straps are 
most prominent in the present demand, 
with otter, log cabin and mandalay shades 
of brown running a close second to the 
blacks in these types of footwear. A big 
run on black patents is reported from the 
better class stores, and satins are finding 
a responsive chord in the buying mood of 
many women. Fancy straps and full Louis 
heels distinguish the dress footwear while 
the suedes for street wear are generally 
wanted with junior Louis, Spanish and 
Cuban heels. Some unusually low-heeled 
oxfords in black suede are being sold, 
but only to a certain class of trade. 


Men Buying Heavily 

Milwaukee men have evidently been 
sold to the idea of buying more pairs of 
shoes than are absolutely necessary. 
Merchants report that men coming into 
their stores this fall are wearing shoes that 
are fairly respectable in appearance, 
whereas the bulk of the men buyers, no 
longer than a year ago, could scarcely get 
a dozen miles out of footwear on their 
feet when they came to make their pur- 
chase of new shoes. This aspect of mer- 
chandising seems particularly striking 
at the chain stores, and has received only 
casual comment at other shoe stores. 
Men are buying black and tan oxfords 
with round, wide toes, in calf and alli- 
gator skin effects, and these types will 
continue in favor throughout the winter, 
shoe merchants claim. 


Impressive Tribute to Found- 
er of Business 


As one enters the spacious marble lobby 
of the Mayer Building at 288 East Water 
Street, the general offices of the F. Mayer 
Boot & Shoe Company and the Great 
Lakes Shoe Company, attention is arrested 
by a large bronze tablet on the north wall, 


which commemorates the centenary of the 
birth of Frederick Mayer, founder of the 
industry, who passed away 30 years ago. 

The tablet is the handiwork of Louis 
Mayer, a son, who has achieved interna- 
tional distinction as a sculptor. It con- 
tains an excellent cast of the strong, rugged 
face of the pioneer of the mid-western boot 
and shoe industry, carved with fidelity as 
only can be done by one so closely and 
intimately related. 





Bronze tablet of Frederick Mayer 


The tablet is four feet high and three 
feet wide and is permanently attached to 
the walls of the Mayer Building, in itself 
a monument to the pioneer. As the accom- 
panying illustration reveals, the inscrip- 
tion is as follows: 


FREDERICK MAYER 
Founder and First President of the 
F. MAYER BOOT AND SHOE 
COMPANY 
Born at Nierstein Sept. 4, 1823 
Came to Milwaukee in May, 1851 
Died at Milwaukee, March 16, 1893 
This Tablet is Erected in Commemo- 
ration of the Centenary of his Birth 


Plan Advertising Lectures 


A series of sevenieen lectures on various 
phases of advertising is to be started in the 
middle of October under auspices of the 
advertising council of the Junior Associa- 
tion of Commerce of Milwaukee, accord- 
ing to announcement of J. S. Bartlett, 
president. The lectures will be given 
every Thursday evening, probably in the 
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Milwaukee Holds Style | 


Show 


Milwaukee’s most elaborate style 
show held during the week of 
September 8 to 15 attracted thou- 
sands of persons to the Milwaukee 
Auditorium, and served to officially 
inaugurate the newest styles for 
fall and winter wear. Two of the 
city’s largest shoe manufacturing 
companies, the F. Mayer Boot & 
Shoe Co., and Nunn, Bush & 
Weldon Co. had large exhibits at 
the show, and footwear from large 
downtown retail shoe stores was 
worn by the models. The footwear 
feature of the show was the fact 
that most models displaying the 
new creations elected to wear 
slippers and shoes whose color was 





in contrast to hosiery and to dresses, 
suits and skirts. 











public library. Authorities on merchandis- 
ing, campaign directing, copy writing, 
and mechanical production as well as 
other aspects of the advertising business 
will speak to the local ad men. Two of the 
speakers already selected are Homer J. 
Buckley of Chicago, and Prof. E. H. 
Gardner of the University of Wisconsin. 


Field’s Name Manager 


E. F. Jesse of Loyalton, Wis., has been 
named manager of the shoe department 
of the Field store at Antigo, Wis., suc- 
ceeding Archie McKay resigned. Mr. 
Jesse has been in the shoe merchandising 
field for 15 years. Mr. McKay, who 
before joining Field’s was men’s shoe 
buyer for Gimbel’s Milwaukee store, will 
leave soon for Canada and California. 


Honor Shoe Company 
Founder 


A bronze tablet, bearing the sculptured 
head of Frederick Mayer, founder of the 
F. Mayer Boot and Shoe Co., of Mil- 
waukee, has been placed in the main 
offices of the company, in commemoration 
of the one hundreth anniversary of the 
birth of the famous Milwaukee manu- 
facturer. Louis Mayer, who attained fame 
through a bronze head of Lincoln that 
attracted attention of art connoisseurs 
throughout the country, has personally 
done all of the modelling of the head of his 
father and the lettering at the bottom of 
the tablet. 





Kirkpatrick’s New Store 


Plymouth, Ohio, Sept. 17—Norris Kirk- 
patrick has opened a shoe store here bear- 
ing the name Kirkpatrick’s Cash Shoe 
Shop. He has an attractive line of shoes. 
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ST. LOUIS 


Retail Trade Very Good 


Blacks Preferred by Women—Men’s Departments Showed 
Marked Improvement in Sales 


RISK buying in the retail shoe 
stores was a marked feature of the 
business during the week ending Sept. 15. 
There was a better tone to the trade and 
this was attributed in part to a change in 
weather which brought a spell of cool, 
bracing weather. 

A noticeable increase in men’s sections 
was observed. In the women’s shoes, 
black continues to have preferred choice 
over all types of footwear. Suedes in the 
darker shades are selling and many pairs 
are observed on the streets. Patent also 
continues strong, with satin leading the 
black field by a wide majority. Some 
oxfords are being sold as the weather 
becomes cooler. Black suede is on the 
increase. Although few retail merchants 
have a large stock of this number, many 
have it on order in good volume. Creased 
vamp oxfords still score in the days sales. 


Federal Reserve Report 


Business throughout the eighth Federal 
Reserve District during the past 30 days 
has proceeded along an even course with 
results in the main satisfactory, according 
to the report just issued on general business 
conditions. The report in part follows: 
“According to representative interests in 
a majority of leading lines, business in this 
district during the past 30 days has pro- 
ceeded along a steady, even course, with 
results in the main satisfactory. In many 
instances less than the usual seasonal 
slowing down in production and distribu- 
tion of commodities is reported, and while 
the recent conservatism in puchasing is 
still strongly in evidence, somewhat more 
interest is being manifested in goods for 
fall and winter consumption. Most of the 
concerns reporting state that their sales 
compare well with the similar period 
immediately preceding and exceed totals 
for the corresponding period a year ago 
by good margins. As has been the case for 
the past several months, however, a con- 
siderable degree of irregularity exists in 
business as a whole. 

“In certain sections response has been 
markedly better than elsewhere, while 
some entire lines, and individual interests 
in others, have fallen below the general 
average in point of results obtained. Local 
conditions are largely responsible for the 
backward spots, as, for instance, depressed 
prices in the wheat areas and unfavorable 
weather conditions which made for un- 
certainty in localities where other crops are 
specialized in. During early August the 
number of buyers visiting wholesale 
establishments in the chief cities of the 
district was considerable larger than dur- 





ing the preceding two or three years, and 
the character of their purchases, while 
confined in large measure to actual and 
well defined requirements, bulked heavily 
in the aggregate. A general comment by 
wholesalers and jobbers is that their 
customers are pressing them for prompt 
shipment of goods purchased, and since 
August 1 there have been numerous 
requests to forward merchandise which 
had been ordered for later delivery. These 
manifestations, coupled with an unusually 
light volume of cancellations, are taken to 
indicate small stocks in retail merchants 
hands and an excellent currant demand 
for commodities by the public.” 
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Paul Ebbs a Father 


Paul Allen Ebbs, advertising manager 
of Swope Shoe Company, is the proud 
father of a daughter. No less happy is 
Arthur Ebbs, vice-president of the com- 
pany, who accepts with much grace and 
dignity his title of Grandpa for the 
second time. 





Shows Big Increase 


Brown Shoe Company shipments for 
August were $100,000 in excess of the same 
period a year ago. Orders are in. good 
volume, although future commitments are 
comparatively light, most retail merchants 
desiring to buy in small quanities for short 
periods. 





Fitting Rooms Opened 
The Creel Mauldin & Chambers, Inc. 


recently opened fitting rooms at Greenville 
Ill., and Highland, Ill. 





CINCINNATI 
Steady Improvement Reported 


Business in Retail Shoe Stores of Past Few Weeks Indicates 
Good Season Ahead 


ENERAL business conditions show 
G signs of steady improvement. While 
conservatism continues to be a dominant 
factor in present-day purchasing, there is 
a feeling of confidence and an apparent 
forward movement in most industries. 
Employment is well maintained and there 
still prevails a shortage of skilled help in 
some lines. 

Retail merchants are gratified at the 
volume of business transacted during the 
past few weeks and, basing their predic- 
tions upon the sales over this period, are 
optimistic concerning the fall trade. Al- 
though the public is showing a caution in 
making their purchases, there seems to be 
plenty of money in circulation. One accu- 
rate indication of the buying power of the 
Cincinnati public is the sales of automo- 
biles. Here it is seen that sales have in- 
creased and that the people are buying as 
liberally as they did several years ago, 
during the era of unusual prosperity. 

A timeofno unemployment can practical- 
ly always be counted upon to produce good 
retail business, for people then have money 
with which to buy what they want and 
need. The labor situation here has eased 
quite a bit lately, but, even so, the number 
of unemployed is at a minimum and people 
have money to spend. 


Convention a Stimulus 


The Odd Fellows, 45,000 strong, held 
their annual gathering here, during the 
week ending Sept. 22. Following the Cin- 
cinnati Fall Festival and Industrial Ex- 
position as closely as it did, the convention 
was a boom to Cincinnati stores. 


Formal Fall Opening 


The formal opening of the fall season in 
the retail stores of Cincinnati was observed 
Sept. 18. Several of thelarge storescatering 
to the women’s quality trade held style 
revues with living models displaying the 
new fall gowns and suits. The past few 
days have seen a change in temperature 
so that people are thinking seriously about 
the purchase of their fall and winter gar- 
ments. 

Retail shoe merchants are co-operated 
with merchants in other lines during the 
fall opening. Many beautiful footwear 
styles for fall were displayed in the win- 
dows of Cincinnati retail stores. 


Kay and Jay Co., Is Re- 
organized 


A re-organization of the management of 
the Kay and Jay Shoe Company was ef- 
fected. This re-organization will undoubt- 
edly result in the expansion of the shoe 
manufacturing activity of this concern 
and will prove of importance to the Cincin- 
nati shoe market in the near future. 

Herman Bloom will continue at the head 
of the Kay and Jay Shoe Company as 
president in charge of sales. T. Vigorith, 
formerly connected with the Julian- 
Kokenge Company and the Helming- 
McKenzie Shoe Company, succeeds George 
C. Jacobs as vice-president. Mr. Vigorith 
will have charge of the turn department 
of the company. Howard Ragen, who was 
associated for a long period with the Val 
Duttenhofer Sons Company, will have 
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charge of the fitting department. H. Kirch- 
enblatt will supervise the cutting room and 
will also be the buyer of leather. 

The Kay and Jay Shoe Company is a 
young concern which has been in business 
a short time. It is at present making 300 
pairs of men’s and women’s house slippers 
and 500 pairs of women’s novelty shoes 
daily. Its footwear has met with such suc- 
cess that plans are now under way for ex- 
pansion of the company’s business. 

H. P. Calvey, formerly buyer and mana- 
ger of the W. B. Davis Company, Cleve- 
land, is now in charge of sales in the ter- 
ritory of northern Ohio, Michigan, Penn- 
sylvania, and New York. Erwin Felix is 
covering the entire South for the Kay and 
Jay Shoe Company while G. W. Baer and 
son are on the Pacific Coast. 


Call for Grays 


An increasing populurity for grays in 
women’s shoes is seen in the larger cities 
by Krippendorf-Dittman Company. The 
concern has been enjoying satisfactory 
sales of welts, while fancy McKays and 
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turns have also been produced in quanti- 
ties. 


Fall Business Good 


The Foot-Saver Shoe, manufactured by 
the Julian-Kokenge Company, is meeting 
with greater success every day and the na- 
tional advertising which has been done to 
bring this shoe to the attention of the 
women of America has brought excellent 
results. The salesmen of the company 
left recently for their territories with new 
patterns, including cross-straps and other 
fancy styles. Staple oxfords are in good 
demand. The fall business has been good 
and the volume of production has held up 
nicely. 





Operating at Capacity 

The factory of the Feder-Gregg Com- 
pany is operating at capacity on fall orders 
at present and officials of the company are 
decidedly optimistic about the outlook for 
record production throughout the fall 
months. The company’s salesmen are send- 
in good orders. 





DETROIT 


Signs Point to Good Season 


Browns in Subdued Shades and Black Patent and Satin 
Numbers Selling Freely 


ITH a feeling that business this sea- 

son is going to develop into splen- 
did proportions, the shoe merchants of De- 
troit are bending every effort towards 
better displays and more aggressive mer- 
chandising. With the sales of the summer 
months and early September far in excess 
of last year’s record, there is cause to feel 
optimistic. 

Noticeable in the displays of women’s 
shoes in the windows of the downtown 
stores, is the predominance of blacks, with 
dark browns lightly sprinkled among the 
blacks. Scarcely a light shade of brown ot 
a gray is to be seen. Another noticeable 
feature is the broader toe and the shorter 
vamp, although all reports do not agree 
upon the popularity of this style. 

Black ooze calf and black satins in plain 
and brocaded patterns lead in sales, with 
the brown shades a near second. 

Ross D. Filion, manager of the high 
grade women’s shoe department of the 
R. H. Fyfe & Co., is a strong believer in 
gray as a popular color in shoes for women 
and finds that sales are bearing him out in 
his conviction. “Gray suedes are coming 
strong for October and November selling,” 
he predicted. Mr. Filion finds that the 
medium shades of brown are not selling as 
readily as the lighter and darker shades. 
Strap effects are the big seller at this de- 
partment. 

Fred W. Templar, manager of Alfred J. 
Ruby, Inc., reports that pumpsand buckles 


are being sold in increasing numbers 
“We are showing pumps and buckles in 
our displays and a demand is being created 
in this way for pumps and buckles,”’ said 





Golf Shoes Sell Well 


The sale of golf shoes is increasing 
in Detroit as the popularity of the 
sport grows. The Cantilever Shoe 
Store reports that sales of golf shoes 
have been large, while at Fyfe’s, 
where 21 styles of golf shoes are 
shown the season has been most suc- 
cessful. 











Mr. Templar, who believes the shoe mer- 
chants are failing to take advantage of 
the increased sales possible when they do 
not push styles with which buckles may be 
worn. This firm has a complete display of 
buckles, many of the higher priced ones sell- 
ing more readily than those of lower prices. 


Adds New Department 


The A. E. Burns Co. will open a new 
boys’ and girls’ department in the base- 
ment. The new department will occupy 
about 1200 square feet of floor space. With 
the addition of misses’, children’s and boys’ 
shoes to the lines already handled by this 
firm a complete family outfitting of shoes 
will be possible. N. C. Amluxen, who re- 
cently sold 500 pairs of galoshes in August, 
will be in charge of the combined depart- 
ments. 


Opens Hosiery Department 

A new hosiery department has been in- 
stalled at the Dr. A. Reed Cushion Shoe 
Store. The department is stocked with 
women’s silk hose exclusively. 





DES MOINES 
Free Buying in Shoe Stores 


Good Weather a Factor in Favorable Opening of Fall 
’ Season 


DEAL weather conditions have in- 

fluenced good buying in the retail 
shoe stores here. During the early part of 
September women showed a tendency to 
buy freely of the new fall patterns in 
various shades of brown and also black 
patent and satin models. 

Suedes and satins are selling very well 
and indications point to a continued 
demand for strap numbers made of these 
materials. French Louis and Spanish 
heels are being preferred. 

There has been a decided increase in 
population. New families are every day 
coming to Des Moines from neighboring 
small and large towns. As a result the 
established retail shoe stores are getting 
a larger volume of business and new shoe 
stores as well as shoe departments in 
men’s and women’s ready-to-wear stores 
are entering the field. 


New De Arcy Shop 


The opening of the new De Arcy Boot 
Shop was recently held. The firm is carry- 
ing a smart line of footwear. Shoes and 
shelving are arranged in the rear of the 
store—no shoes are kept in the fitting 
room which is attractively arranged in 
the front of the store. H. Burgess is 
manager. 


Sales Conference Held 


Salesmen from all states were in attend- 
ance for the thirtieth annual sales con- 
ference of the Rollins Hosiery Mills 
Company. 

Headquarters were at Hotel Savery 
and conferences were held at the plant at 
East Twenty-Eighth Street and Dean 
Avenue. Seventy-five salesmen from every 
state attended. 
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INDIANAPOLIS 


Children’s Shoes Sell Freely 


‘Improvement in Adult Trade is also Noted—Patent Meeting 
with Favor 


HE junior departments of Indiana- 

polis shoe stores have been the scenes 
of great activity. The demand for shoes for 
school children has been unusually large 
and is looked upon by the merchants as 
the forerunner of the adult business that 
has already commenced and is bound to 
increase as the fall days approach. All in- 
dications point to a good season. 

The city schools opened recently and 
the rush for children’s shoes began about 
a week earlier and has continued fairly 
strong since then. On top of this stimulus 
to business there was a period of cool, au- 
tumnal weather, which brought with it an 
increased demand from men and women for 
fall models of footwear. 


Patents and Satins Good 


With the cool weather continuing and 
with vacationists returning from the sum- 
mer outings, the Indianapolis shoe mer- 





Observe Buyer’s Week 


Leading wholesale firms of In- 
dianapolis, including the Crowder- 
Cooper Shoe Company, were host 
to thousands of buyers from all 
parts of Indiana, Illinois, Ohio, 
Michigan and Kentucky at the 
second annual observation of Buy- 
ers’ Week. The movement last year 
was so successful that the mer- 
chants decided to repeat it this 
year on an even greater scale. H. 
C. Ryker, of Crowder-Cooper Shoe 
Company, was chairman of the 
entertainment committee for the 
week. 

















chants are looking forward to an excellent 
business throughout the remainder of the 
month. Blacks are leading in sales. Patent 
leather and satins and nubucks and suedes 
apparently are going to play a leading part 
in the season’s’ business. Each week sees 
these numbers gaining in popularity. 

In the children’s lines, the merchants 
have noticed a rather big demand for high 
shoes for growing girls. Browns and tans 
have been the leading sellers in both boys’ 
and girls’ shoes, with blacks running a close 
second. Very few novelties have been sold, 
the demand for the children having been 
confined mainly to plain, serviceable lines. 


Peacock Shop Opens 


A new women’s footwear store opened 
recently in Indianapolis. It is the Peacock 
shop, which has been introduced as a 





separate department of the John D. 
Brosnan Cloak & Suit Company, one of 
the leading women’s apparel establish- 
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ments. The new shoe department occupies 
the first floor of the Brosnan store and 
has been decorated in tones of cream, blue 
and walnut. The shop is conducted on 
lines similar to other Peacock establish- 
ments in New York, Paris and other 
cities. Vince V. Canning, formerly con- 
nected with the manufacturing plant of 
the business, has come to Indianapolis 
from St. Louis to take charge of the store. 





LOUISVILLE 


Buying New Fall Numbers 


Change in Weather and Presence of State Fair Factors in 
Increased Trade 


DEAL weather during the week ending 
September 15 and the largest attend- 
ance that the Kentucky State Fair hasever 
drawn, resulted in excellent business for 
the retail shoe merchants here. While the 
weather was rather cool toward the end 
of the week, it had the result of driving 
white shoes and hosiery from the streets, 
and created an excellent demand for new 
fall shoes for women, along with a big 
hosiery demand. Call for men’s new fall 
oxfords as well as high shoes showed im- 
provement. Children’s business has been 
good, but not as good as earlier in the 
month at the time the schools were 
opening. 
According to shoe merchants black is 
taking much better than was anticipated. 


Black calf and patent are not to be denied 
this season. Log Cabin and other brown 
or tan shades in women’s slippers are tak- 
ing well, both in suede and kid, while satins 
are doing quite well. Demand for the 
fancy, cut-out effects, with sides cut down 
nearly to the shank, has been good. 


Shoe Club Meeting 


The Louisville Retail Shoe Club held its 
September meeting recently at the Audu- 
bon Country Club. The evening was de- 
voted to a good dinner, good natured ban- 
tering, and discussion of various topics. 
Several subjects will come up before the 
next regular business session, which will be 
held at the Tyler Hotel, Louisville, on the 
first Monday evening in October. 





DENVER 


Increase in Retail Business 


Agriculture Outlook Most Promising in Years and Reflects 
Favorably on Trade Conditions 


N all lines of industry in Denver and 

other parts of the state at the present 
time anincreaseis noted. Men engaged in 
business here say that business is better 
and the fall outlook is brighter than it 
has been for two years. This attributed to 
the fact that Colorado’s agriculture out- 
look is more favorable than for many 
years past. While rust has damaged the 
wheat crop, other crops are reported as 
in generally good condition. Good crops 
is putting money in the hands of the 
farmers and as a result business is showing 
improvement. Shoe merchants in the 
country towns are looking forward to 
really good business for the first time in 
two years. 

Short Vamps 


During the past week or so fall footwear 
has come into its own in the shoe stores 
of Denver. Many of thé Denver stores are 
featuring the short vamp and the medium 
French toe. At the Broadhurst-Young 





shoe store there are many new styles in 
brown and black footwear in oxfords and 
strap slippers. Shoes for evening wear to 
harmonize with the bright shades in 
evening gowns, as well as gold and silver 
slippers are on display at this store. Satin 
slippers in new strap effects are also 
popular in black for daytime wear, 
according to the Broadhurst- Young people. 


Novelty Styles Plentiful 

Both high and low heels; in fact any 
height heels which may be desired in the 
newest styles of fall shoes are to be seen 
at the Fontius Shoe Company. Here are 
many novel styles in suede, patent, satin 
and in kid shoes. Many of them are in 
combination effect of the newest designs. 
The Weaver Shoe Company is showing 
many styles in satin slippers and in 
oxfords for fall wear. 

The Lorber Shoe Company is showing 
shoes for street wear in brown and black, 
as well as in two-toned combinations. 
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There is only one 


WEILDA 


Circumstances resulting fre 








vogue for suede leathers | "© 


the following fa 





EILDA CALF is the finest 


procurable suede calf, 
and is made only by us. 





We cannot be responsible 


by shoes made from imitations of 
To be sure of receiving the ¢ 


that it -be the genuine 


A. <. LA WRERCE . 


210 South Street 


NEW YORK CHICAGO ST. LOUIS 
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(White and 9 colors) 
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from the very apparent 
necessitate emphasis upon 


facts. 


UBUCK, the original suede side 
leather, is likewise only provided 
by us--its originators. 


for disappointing service’ given 


of WEILDA or NUBUCK. 


genuine, insist and persist 


LAWRENCE original. 


LEATHER COMPANY 


Boston, Mass. 
ROCHESTER 








CINCINNATI PHILADELPHIA 
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The Ideal Golf Shoe Leather is 
San 


he 
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We note a marked increase in demand for 


CRESCO for use in Golf S” es. 


This because golfers demand a shoe that does 

not become hardened by wetting—but remains 

constantly soft, mellow and comfortable. 
Cresco is the criterion of all 
waterproof leathers. 


Cresco is the only waterproof 

leather that takes and retains 

a polish. 
Thus Cresco not only makes a waterproof golf 
shoe—but also one that never becomes shabby 
—one that can be worn on the club house 
piazza with no loss of pride. 


CRESCO IS MADE 
In Colors 


TONY TAN TONY BROWN TONY BLACK 


CREESE and COOK COMPANY 


SALESROOMS 
195 SOUTH STREET, BOSTON 


TANNERIES 
DANVERSPORT, MASS. 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg _ St. Louis, Mo. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
e-W. Peak December, 1922 Today 
Calf, suede, top grade................ $0.32 @$0.35 $1.40 @$1.50 65 @$0.75 60 -70 
Calf, smooth colored, top grade....... @ .30 1.40@ 1.50 45 g 50 40 45 
Calf, smooth, black, top grade........ @ .28 1.30@ 1.40 .43 45 i 43 
Side leathers, colors, top grade........ 18 22 -75@ 1,00 -26 @ .30 - .28 .30 
Side leather, black, top grade......... 16 -20 65@ .90 24 @ .26 -26 .28 
eS OS ae a a 45@ .50 1.40@ 1.60 65 @ .80 60 @ .70 
White buck, top grade (side leather)... .28@ .30 .90@ 1.00 35 @ .40 35 46 
Elk, heavy side........ ° 24@ .26 65@ .70 .24 @ .26 .28 32 
Elk, for sport shoes... .. .30 44 
Elk, colors, best fancy. . 35@ 40 1.40@ 1.65 80 @ .90 .90 4 1.00 
Kid, colors, top grade...............- -28@ .30 1.35@ 1.60 -70 @ .80 -70 -85 
Kid, black, top grade................ -28@ .30 1.35@ 1.50 60 @ .70 65 @ .75 
Kid, medium, colors................. -20@ .24 -70@ 1.10 35 @ .55 35 @ .60 
Hey MRR, BEE 640.06 ccc cadences 18@ .22 -60@ 1.00 30 @ .50 35 @ .50 
RR er .06@ .12 -20@ .36 -. @ .18 ae & aan 
Chrome, patent sides and kip. -25@ .30 .85@ 1.05 45 @ .50 45 @ .50 
PON Ee ccccccccccdsebtete noose. Ge os 1.40@ 1.60 -70 @ .80 65 @ .75 
Sole Leather (Price Per Pound) 
een RR Aiin oc cccccecccteseted er we $0.56 @$0.58 $0.34 @ .. $0.33 @$0.34 
CS dincinn tiered bunsenssacdueeee oT .36 -90 ae 46 @ 50 48 @ SS 
Ps A cosccccacéccevesctes 38@ .39 92@ .95 55 @ .58 50 @ .60 
No. 1 oak bends, shoe mfrs.” use... . . . 46@ AT -98@ 1.05 60 @ .65 55 @ .65 
No. 1 oak bends, finders’ use.......... ..@ A8 1.15@ 1.25 -70 @ .80 -70 @ .80 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 

Native steers, as used in sole leather, Sept. 1, 1922 Today 

I Fi ones danke neeed se @$0.18%  $0.52@$0.55 .. @$0.20% @$0.14 
Heavy Texas steers, for sole leather.... ..@ .18 ..@ 50 @ .18% a @ 2 
Light native cows, for sideupperleather .. 17 os 62 -_ 4 19 - $ 12 
Branded cows, for light sole leather. . . ‘ $ 17 - 50 i 16 : -10 
No. 1 buffs for heavy upper andsidelea .. 15 45 50 13 @ .13% $0.08 @ .08% 
No. 1 Chicago City calfskins for fine 

EE nro ten 0060540 640 ¥O0 @ .17% .80 1.02% 15 @ .21% 12 @ .17 
Kips for upper leather............... @ .16% 65 .80 15 @ .20 ll @ .16% 
B. A. hides for sole leather......... @ .30 42@ .26 16 @ .17% @ .19 















Improved Buying in Hides and Skins 


OOD authorities on leather mar- 
G ket conditions believe that prices 
of both sole and upper leather 
have been dragging along as low as they 
will be. In spite of the policy of leather 
buyers to purchase as close to their needs 
as safety will permit, there is likely to be 
no advantage from this method so far as 
securing lower values is concerned. From 
now on shoe factories will be busier and 
the increased demand for leather will tend 
toward greater firmness. 

There has been much heavier trading in 
the hide and skin market. The prices of 
raw material are steady with active de- 
mand. Prices of the latter are still from 10 
to 40 per cent lower than a year ago, but 
this base price of raw material has existed 
during a period when demand has been 
exceedingly slow. Tanners have been 
working very cautiously for many months 
and have not accumulated any burden- 
some supplies of leather. There has been 
a good opportunity in recent weeks to 
make good purchases of leather at rela- 
tively low prices, but few users of leather 
cared to purchase extensively ahead of 
their needs. 

In upper leathers the rapid change in 
styles is advanced as a reason for not 
stocking heavily on upper leathers. For- 
merly styles and colors were so staple that 
leather buyers took little chance in buying 
ahead to advantage, but such a course 
would be considered dangerous today. 


This, however, is not the situation with 
respect to sole leather. 


Sole Leather Firm 


Prices of the sole are now continuing 
steady and sole leather tanners state that 
the bottom has been reached. Larger sales 
of sole leather are being made daily and 
sole cutters who have had strike difficul- 
ties are becoming busier. A good volume 
of business is prevailing on green hide 
sole and for medium heavy stock it is 
reported that a large sale was recently 
made at 37c per pound. Good oak tannages 
of green hide are being sampled at around 
30c. Packer steer backs, union sole, are 
quoted at 48c to 50c per pound for heavy 
and 47c to 48c for medium; cow backs, 
medium 46c to 47c per pound, light 43c to 
45c. Tanners of oak sole are quoting 50c 
to 52c per pound for best packer steer 
hide backs; cow backs 40c to 45c. Oak 
bends for shoe manufacturers’ and sole 
cutters’ use are quoted at 45c to 60c, and 
finders’ bends 65c to 80c. 


Suede Leathers Have Best Call 


Activity is slow in reaching the upper 
leather market, but larger volume is ex- 
pected as the fall advances. While suede 
calf leather is the most active feature the 
demand for this has fallen off considerably. 
Tanners of suede are busy on old orders, 
but they report a falling off in the demand. 
Tanners are holding the better selections 


of colored ooze at 55c to 65c per foot; the 
medium grades are quoted from 45c to 55c 
and cheaper leather at around 40c or 
lower. Full grain colored calf, smooth 
finish, in the plump weights is quoted at 
45c, 43c and 40c per foot for top selections; 
35c for medium; 30c per foot for the lower 
grades. Accumulated stock, of less at- 
tractive finish, is quoted from 22c to 30c 
per foot. Light weight calf is still dragging 
and quoted at about 5c less per foot. 


Larger Volume of Side Upper 


There has been some improvement in 
the call for side upper leathers and prices 
show no material change over previous 
weeks. So many leathers are grouped 
under the head of side upper that the 
aggregate volume of business is consider- 
able. Tanners and leather dealers, how- 
ever complain of dull business excepting 
on the buck and suede finishes. Buck 
leathers are quoted all the way from 30c 
to 44c per foot, according to color, finish 
and quality. Chrome colored sides range 
from 22c to 30c per foot with fair,demand. 
The more active operation of shoe fac- 


’ tories will mean a better call for leather 


of this description, and also for the heav- 
ier leathers such as elk, veal and kip for 
heavy shoes for men and boys. Prices of 
these leathers depend upon quality, finish 
and selection and range from 18c to 32c 
per foot. 

(Continued on page 79) 
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Eleven Championships Won ry 
_ With New Crepe Sole Keds the 
Players wearing the sensational new Crepe Sole Keds have won eleven ten- = 
nis championships this year. This is the greatest record ever achieved by pes 
any sport footwear. The eleven events are as follows:— oth 
World's Hard Court Slagies Champion. National Women's Double Caacnplon= re 
Notional Clay Court Championship. Natimal Junior Championship. 
National Women’s Singles Champion- sentonas pope's --, . 
National Championship Doubles. focal Boys’ Doubles Championship. 
Crepe Sole Keds have the only vulcanized Crepe Soles on the market. 
Here is a sole that will not separate from the upper, that has the perfect = 
adhesion with the upper which only vulcanization can give—a sole that of | 
is elastic, light weight, buoyant, durable and will not bulge. Crepe Sole ha 
Keds are soft and kindly to the feet—give a grip on any playing surface = 
and lessen the fatigue of the longest and hottest matches. Made only by 7 
P pe 
United States Rubber Company - 
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Cool Weather Influences Merchants to Plan 





for Rubber Season 


inspired retail shoe merchants to give 

a thought to their merchandise sup- 
plies for late fall and winter. Due to the 
remarkable success of the four-buckle 
gaiter, or galosh,-during the winter of 
1922-1923, when many stores exhausted 
their supplies several times, there have been 
careful preparations by merchants and 
manufacturers to care for the: expected 
call for this type of foot. covering. 

Of course, much of the success of the 
four-buckle gaiter depends on the charac- 
ter of the winter. A cold, wet winter with 
plenty of snow, means a great demand for 
the galosh. Many snowstorms during the 
past winter, although most were light, 
influenced a consistent sale of the popular 
gaiter which resulted in shortages all over 
the East and other parts of the country. 
With the experiences of last winter 
stamped on the records, merchants and 
manufacturers commenced early to plan 
carefully for the coming winter season. 
Reports from several retail shoe stores 
in a large city in the East indicate that 
the stock rooms of the retail stores contain 
plentiful supplies of galoshes and other 
types of foot coverings for winter wear. 
Arctics, radio boots, galoshes, gaiters and 
other names are applied to winter foot 
coverings which are distinctly different 
from the ordinary rubber. 


[: TERVALS of cool weather in the East 


Manufacturers Busy on Orders 


Several months ago there was a report 
current to the effect that manufacturers 
of gaiters, made along the four-buckle lines 
had enough orders on band to keep the 
employees busy in order to insure deliver- 
ies in time for the coming winter season. 
This is an indication that there are ex- 
pectations of another strong season on 
galoshes. 

Gaiters and rubbers now occupying space 
in stock rooms, pending the arrival of the 
proper weather required for their demand, 
must move quickly soon after being placed 
on the main floor of the respective stores. 
The character of the weather plays an 
important part in speeding up the move- 
ment of the rubber stocks. If the winter is 
the type that requires some kind of a 
rubber foot covering, the rubber stock 
turns over quickly and allows new mer- 
chandise to take its place in valuable 
parts of the floor. People want to be fitted 
quickly to rubber goods, and therefore 
during the season a prominent section of 
the store must be devoted to the rubber 
stock. 

One large store has planned so carefully 


for the rubber season that its gaiters and 
rubbers are stocked in the stock room, 
according to widths and sizes, so that it 
will be only a matter of afew minutes’ work 
in changing the location of the goods from 
the stock room to the main floor of the 
store when the time comes. 


Stresses Value of Shoe 
Retailing 

A national campaign advocating the use 
of Uskide soles and U. S. Spring-Step heel 
was recently opened by the United States 
Rubber Co. “How to Cut Your Shoe Bills 
in Half,” is the keynote in the campaign, 
and booklets showing how to accomplish 
this result have been printed and are 
being circulated widely. Some interesting 
data is contained in the booklets pertain- 
ing to saving money on shoe bills. 

The campaign calls for 14,000,000 in- 
dividual advertisements to be placed in 
Sunday magazine supplements of news- 
papers that have large circulations in 
every state. These advertisements are con- 
tained on a full newspaper page in four 
colors. 

Some of the suggestions contained in the 
booklet: ““How to Cut Your Shoe Bill in 
Half,” are practical instructions which 
carry much weight. 

How to Preserve Life of Shoe 


“Buy good shoes. Pay enough to get_a 
good value. Cheap shoes are the most ex- 
pensive of all. See that your shoes fit 
properly. Good fitting shoes last longer,”’ 
is one of the booklet suggestions. Others 
follow: ‘‘Keep shoes repaired. Shoes are 
needlessly damaged when repairs are put 
off too long. Have them fixed as soon as 
they need it. Avoid run-over heels. Find a 
capable, conscientious repairman, patron- 
ize him often, and he will make your shoes 
give you their utmost in the way of com- 
fortable service. 

“Have at least two pairs of shoes and 
wear them alternately. Two pairs will last 
more than twice as long as one pair. Worn 
every day the constant acid in the perspir- 
ation tends to eat away the lining and 
damage the leather. A day’s rest dries out 
the acid and prevents most of this damage. 

“Polish or oil new shoes before wearing 
them, and at least twice a week thereafter. 
This lubricates them, keeps the leather 
flexible, and prevents breaking and crack- 
ing.” 

Several of the suggestions advocate the 
use of Uskide soles and U. S. Spring-Step 
rubber heels, one reading as follows: “Get 
shoes resoled with Uskide. Uskide soles 


} 


are especially desirable for hard service; 
shoes. An Uskide sole will wear two or 
three times as long as the best leather and 
will make any pair of shoes wear longer.”’ 





Improved Buying in Hides 
and Skins 
(Continued from page 77) 


Better Call for Patent 


The outlook is good for patent leather. 
Japaners and finishers are still busy 
finishing up old orders. Top selections of 
chrome patent kip are offered at 45c to 
48c per foot. The first three selections of 
patent chrome sides bring 45c, 40c and 
35c per foot. Cheaper grade leathers bring 
from 20c to 30c per foot and medium 
grades from 30c to 35c. There is a fairly 
steady call for patent colt which is quoted 
from 55c to 70c and for patent kid, the top 
grades of which bring from 65c to 75c per 
foot. 

Kid Tanners Busier 


Glazed kid tanners are becoming more 
active and tanneries are operating at 
larger capacity. The choicest leather 
brings 90c to $1.00 a foot for colors, al- 
though this is for a very small percentage 
of the kid made. The regular top selections 
of colors are quoted from 65c to 80c per - 
foot and medium from 45c to 60c. Cheaper 
grades of leather range from 30c to 35c 
per foot downward according to quality. 
Some of the leathers going into cheap 
slippers are quoted from 12c to 18c per 
foot. Popular shades of brown are in de- 
mand and the radical colors are not being 
given much attention. 





Noble in New Position 


Toledo, Ohio, Sept. 17—Rudolph J. 
Noble, for 26 years salesman in this city 
for The Simmons Boot & Shoe Company 
and vice-president, has been made leather 
footwear buyer for the firm, succeeding 
Charles S. Fauster, who resigned. Mr. 
Noble is well known and is well qualified 
for the new position. 





Store at New London, O. 


New London, Ohio, Sept. 17—Charles 
Skeese, a traveling shoe salesman for a 
number of years with several prominent 
concerns, and L. W. Ridgley, experienced 
in the retail shoe trade, plan to open a 
retail shoe store here about October 1, 
carrying a contplete line of footwear and 
hosiery. 
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Gace Noid So eLintings | 


Our established practice of guaranteeing 
weights on our shoe linings costs no more, 
and is your assurance of 


UNIFORM QUALITY and LONGER WEAR 


Another important advantage they afford is 
BETTER APPEARANCE INSIDE THE SHOE 


In Twills, Drills, 
Ducks, all of guar- 
anteed weight. 


Also Flannels 
Felt Sock Linings 
Top Facings. 


Hupreme 


and Tongue Linings. 


KALLMAN -NEWCOMB COMPANY 


63-65 SOUTH ST. BOSTON, MASS. 


CINCINNATI MILWAUKEE 


ST. LOUIS 




















The Best Fitting Comforts’ 
In Their Class 


We cannot too strongly stress the unusual 

filting qualities of this line. If knowledge of 

last measurements, and 35 years in their man- 
ufacture, mean anything, 
then these shoes ought to fit. 
Why not send in a trial or- | 
der, and try them on some 
of your most particular 


customers ? 
No. 405. KID STOCK TIP, 7 INCH No. 465. KID 7 INCH POLISH, com- 
POLISH, 10/8 rubber heel, C, D, E 33 styles illustrated in our moneense plain toe, 7/8 rubber heel, 


$3.00 catalog. 


H. K. GARDINER COMPANY 


PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 
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An Alden Style 


that can be 
delivered promptly 


Gallun’s No. 4, 
also Black, 











ONCENTRATION of our 

efforts has enabled us to offer 
that which the times and the trade 
require. 


oolU6UCWlUCUCOlUCUCO 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo°9o 8 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ARRINGTON, MASS. 10 HIGH ST. 
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A NEW CONSTRUCTION-— 


A NEW: PLAN 


HE Eaton shoe is built on an 
entirely new principle of construc- 
tion, patented by A. E. Little. It is 
fitted to the instep. It gives support 
where support is needed in standing. 
It allows full freedom to muscles and 
tendons in walking. It strengthens 
the feet of the wearer. 
The Eaton shoe makes orthopedic 
shoes unnecessary. 
The Eaton line will be sold on an 
exclusive agency basis under a new 


plan so devised as to assure increased 


profits to the retailer. . Interested? 
Then simply say, ‘‘Send me. details 
of your Eaton plan,’’ and we will. 


a ae 
The BATON Shoe 








EATON DIVISION 


CHARLES A. EATON 


BROCKTON © MASS.,U.S.A. 


SHOE INDUSTRIES 
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Fall Buying Is Dull 


Period of Cool Weather Desirable to Shoe Merchants as 
Stimulus to Business 


HE advent of cooler weather is being 

hailed with delight by the New York 
retail shoe merchants as fall business so 
far has been frankly disappointing in 
most cases. Efforts to discover the cause 
of the lack of consumers buying in large 
volume have led to a number of theories, 
but few of them are based on anything 
definite. 

Employment in New York is good and 
apparently the buying public has plenty 
of money to spend, but is not spending 
any great amount on footwear. Early fall 
sales and specials have failed to bring 
much addition to fall business. 


Regarding “‘ Repeat’’ Sales 


That women no longer have their favor- 
ite shoe stores has been demonstrated by 
a number of instances recently. One of the 
large shoe stores here has kept an accurate 
record for several years of the origin of the 
shoes its customers remove. Not so long 
ago about 70 per cent of the customers 
were “repeats,” Now, however, the per- 
centage has dropped to about 25. In other 
words, 75 per cent of this firm’s customers 
are wearing some other store’s shoes 
when they come into this particular 
establishment. 

This reaction is a direct result of the 
style situation, according to one mer- 
chant, who says, that in the large major- 
ity of cases, women are buying shoes 
purely on appearances. For this reason 
there has been a considerable enlargement 
and improvement in display windows 
among the New York stores in recent 
months. Attractive windows appear to do 
more to stimulate volume than any other 
method the merchant has at his disposal 
at present. 


. Light Strap Patterns 


The fall season is still too early to pick 
an outstanding vogue in women’s shoe 
styles. The answer to what is selling in- 
variably is that all beautiful and at the 
same time practical styles are in demand 
at present. Although the tendency this 
fall is toward more conservative types of 
footwear, as yet there has been no pro- 
nounced call for plain oxfords. 

In the fancier shoes, the lightly strapped 
models, goring shoes and pumps without 
straps appear to be leading the field at 
present, with strapped shoes first. This is 
not true of all stores, but of the majority 
of establishments. The pumps are gaining 
ground, especially those with a small col- 
lar of contrasting leather. The vogue for 
apparel of decidedly Chinese influence is 
responsible for the pump demand, accord- 
ing to merchants who watch style trends 
closely. 


Prominence of Black 


Black is still an outstanding color in 
New York footwear. As the season pro- 
gresses it becomes more apparent black 
probably will lead everything else in sales. 
Both black patent and satin are in good 
demand. Retail merchants are somewhat 
worried about the satin situation as a 
result of the upset in the silk market that 
came with the earthquake in Japan. All 
silk goods have been increased in price 
recently and shoe satins along with the 
others. Merchants are wondering if the 
increased price will be reflected in satin 
footwear, thus putting it beyond the 
reach of the average customer. As yet 
there have been no advances in satin 
shoes reported .and retail merchants have 
not changed their prices. 





BOSTON 


Weather Stimulates Buying 


Improved Note to Men’s Business Reported—Women’s 
Preference is for Sturdy Shades 


MARKED change in the weather 
during the latter part of the week 
ending September 15 acted favorably on 
the retail shoe business. Whereas buying 
during the early part of the week, when 
the weather was warm, was quiet and did 
not measure up to standard, a period of 
bracing, cool weather during the latter 
part of the week served to stimulate buy- 
ing, especially on the part of women. 
There is little new in the style situation 
concerning women’s patterns. There con- 





tinues to be a strong cali for brown shades 
in strap numbers while gore models are 
very satisfactory. Black patent and satin 
pumps are steadily increasing in popu- 
larity and indications point to a good 
season for blacks. Oxfords are still selling 
slowly, but some merchants reported a 
call for dark brown welt oxfords with an 
inch strap fastening with a steel buckle. 
Suede and ooze are the most popular 
materials at present. . 

There is an improved tone to the men’s 
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Where to Buy 


Women’s Shoes 














Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 

Slippers 


276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Kesex Street 










FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
















E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Reem 406 








J.W.BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 

COMFORT SHOE 


for Ladies 
IN STOCK 















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
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The H. L. HYMES CO. 
52W. 15th St., New York City 
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An Extra Editorial Service to 

““Recorder”’ readers, free for the 
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tion on current 











——— 


Where to Buy 


Men’s Shoes 


































x 
(P) M. A. PACKARD CO., Makers (P) 
qusunsen SEEDED enanmsas 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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business. As yet there is a light demand 
for high shoes, but merchants report 
that will come in due time when cooler 
weather develops. Tan oxfords in heavy 
grain leathers are selling freely—black 
oxfords are also being favored. The soft 
toe in oxford shoes made of heavy leathers 
is enjoying a good call. 


New Crossett Store 


Much progress in preparing the new 
L. A. Crossett shoe store on Washington 
Street for occupancy was made during 
the week ending September 15 and it was 
reported that the opening would take 
place about September 22. An attractive 
window and smart interior furnishings 
will be features. 


New Sample Rooms 


Howard & Foster, men’s shoe manu- 
facturers of Brockton, and The Cotter 
Shoe Company, women’s shoe manu- 
facturers of Lynn, have taken possession 
of the double offices and sample rooms at 
183 Essex Street, Room 503, the location 
so long held by Slater & Morrill (now the 
C. B. Slater Company), of South Brain- 
tree. 





Approve Storrow Plan 

The directors of the New England Shoe 
and Leather Association at a special meet- 
ing at headquarters, 166 Essex Street, 
recently voted to approve the plan of 
rehabilitation of the New England rail- 
roads as recommended by the Joint New 
England Railroad Committee, of which 
James J. Storrow is chairman. The direc- 
tors also went on record as strongly 
opposing trunk line control of the New 
England roads. 

It was voted to have the Association 
represented at the hearing to be held in 
Boston, September 24, by the Interstate 
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Commerce Commission under the pro- 
visions of the Esch-Cummins Act, pro- 
viding for the grouping of the railroads of 
the United States. 


Black Ooze and Satins 


Ernest Burnce, resident buyer of the 
May Department Store Chain, reported 
recently that the May folks are not 
playing colored suede to any extent, 
black ooze with combinations in other 





ERNEST BURNCE 


Resident Buyer of The May Dept. Stores Co. 
with headquarters at Rooms 805-806, 186 Lincoln 
Street, Boston 


leathers being the best sellers; also black 
satins and 12-8 military heels to the 16-8 
Spanish. “Our stores,” he continued, 
“make a specialty of good service to cus- 
tomers, and shoes are fitted just as care- 
fully in our bargain basements as in the 


regular departments.” 





BROCKTON 
Eaton Sales Conference 


Business to be Established on a Four-Season Basis in Order to 
Increase Turnover 


URING the two weeks between Sept. 
1 and 22, the Charles A. Eaton 
Shoe Industries held the first sales conven- 
tion of the consolidated organization at 
the Brockton plant. The first week was 
devoted to their Crawford division; the 
second to the Eaton division. During the 
convention the company’s sales policy 
was announced and an entirely new 
method of merchandising introduced. 
The manufacturing efforts of the 
organization will be concentrated for the 
present on making the Crawford and 
Eaton shoes. The Crawford line will be 
distinctively a style line, while the Eaton 


shoe will be manufactured under the A. E. 
Little patent. These two lines will be 
handled by entirely separate sales organ- 
izations. ~ 

Economies of manufacture have been 
effected by a concentration of the execu- 
tive organization; new men have been 
added to handle important phases of the 
merchandising plan and an advertising 
campaign of national scope is now under 
way. 

The Eaton Shoe Division will be 
managed by D. F. Mellen, recently sales 
Manager for the Harrisburg Shoe Mfg. Co. 
and previously connected with Nathaniel 
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New York 


Fisher & Co., well-known 
wholesale merchants. Prior to that he 
spent 15 years with the Cutler Shoe 
Company of Chicago. Mr. Mellen has had 
a vast amount of experience in shoe selling, 
from all angles, retail, wholesale and manu- 
facturing. 

The sale of Crawford Shoes will be 
managed by E. E. Doane, a new man in 
the shoe industry. Mr. Doane has special- 
ized in sales promotion and the develop- 
ment of new products. They intend to 
inject into their shoe business many of the 
selling plans which have worked success- 
fully in other lines. 

Another addition to the Charles A. 
Eaton Shoe Industries is Frank Cantelmo, 
the new superintendent. He has spent 42 
years in the shoe business, having started 
work at the age of eight. 


President Eaton’s Statement 

C. Chester Eaton, president of the con- 
cern, has given the following reasons for 
the move: first, centralization of manage- 
ment which is naturally followed by a 
reduction of executive overhead; second, 
concentration of buying for all divisions; 
third, specialization in each of the plants 
on certain specific lines of shoes. 

“Tt is a well known difficulty in the shoe 
industry,”’ said Mr. Eaton, “that we are 
trying to overcome, that of slow turnover. 
We have devoted considerably more than 
a year to an intensive study of this partic- 
ular problem and feel that we have 
arrived at its solution. 

“Tt is not only a question of styling, but 
one calling for intimate merchandising 
knowledge as well. Part of our work for 
the past year has included the establish- 
ment of sources of information on market- 
able merchandise of a most unusual char- 
acter. This information will enable us to 
offer, not twice but four times a year, 
shoes of exceedingly acceptable character 
both to the retail merchant and consumer. 

“We are going to do away with the two- 
season business and put our business and 
that of our customers on a four-season 
basis, thus insuring considerably more 
rapid turnover, smaller inventories and 
lower investments.” 


Made by Little Paient 


The concern is producing a different 
line by an entirely new method of shoe 
construction covered by the A. E. Little 
patents. This construction features a non- 
sagging shank made entirely of leather 
and contains no metal strip or other arch 
support. In the  specially-constructed 
saddle innersole the upper, counter and 
the outer sole are sewn together under 
great tension with a patented lock stitch. 
This gives support to the foot where sup- 
port is needed and enables the foot mus- 
cles to exercise properly. The Eaton line 
will be sold to one merchant in a district, 
who will be protected in this agency. The 
Eaton shoe will retail at $10 a pair. 
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Welch is Superintendent of 
Crooker & Morse, Inc. 


John P. Welch, who since its start was 
connected with the firm of Welch, Morse 
& Feehan of Haverhill, has become as- 
sociated with Crooker & Morse, Inc., of 
Bridgewater, Mass., manufacturers of 
women’s high-grade Goodyear welts, in 
the capacity of superintendent and direc- 
tor. He succeeds Solon Morse who re- 
cently resigned. 

Mr. Welch has had a long and practical 
experience in Haverhill as a maker of 
high-grade footwear and he will be a val- 
uable addition to Crooker & Morse, Inc., 





JOHN P. WELCH 


Superintendent and director of Crooker § Morse, 
Inc., Bridgewater, Mass. 


the latter concern having an excellent 
trade on their line which is popular 
throughout the country. 

Harry W. Crooker, president of the 
concern, has been a prominent figure in the 
shoe trade for many years and has friends 
in all parts of the country as well as 
abroad. 

Edwin Reinhart well known in the 
retail trade of the country will continue 
as sales manager and as the capacity of 
their plant at Bridgewater has been in- 
creased a busy season is confidently 
expected. 


New Marshall Styles 


The C. S. Marshall Company, makers of 
men’s high-grade welts, have made a new 
line of samples representing about 170 
styles. These are now in the hands of 
traveling men representing the concern in 
various sections of the country. 

Oxfords are featured. These are shown 
in light weight patterns suitable for 
spring and summer; also in heavier effects 
for fall and winter wear. About 60 per 
cent of the samples are oxfords indicating 
the increasing popularity of this pattern 
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Men’s Shoes 








Stock Dept. 5 
Is at Your Service 


'THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 




















FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 


WORCESTER 
HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factery at 


BROCKTON, MASS. 
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Where to Buy 


Men’s and Women’s Slippers 
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PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


from Ta, A 
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IN-STOCK 
BLACK BALLET SLIPPERS— 

Childs $1,30 
Sizes 7 to 11 

M iases 1.35 

BSises 1144 to 2 

Ladies 1.40 
Sizes 2% tos 

BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 








BALLET SLIPPERS 


Toe $2.85— 
Pink Satin 
$3.50. 


EERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 











BALLET SLIPPERS in Stock 


Endorsed by the Wortd’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE$2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women's 
1. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. * 
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as an all-the-year-around shoe. In colored 
leathers, light shades are more prominent 
than at any previous season, although the 
““Marshall-Made” line has for several 
years shown numerous samples, both high 
and low-cut, in the light shades of tan. 
Red calf, in which the Marshall-Made 
line was a pioneer, is well displayed. This 
concern believes that more black shoes 
will be sold the coming year than ever and 
the line is well supplied with samples in 
black calf, grain and kid, as well as patent 
leather. 
Sport and Dress Footwear 

Included in the Marshall-Made line are 
dress shoes, high and low-cut, in patents 
and dull leathers. A novelty is an imita- 
tion button oxford of black silk with side 
goring. Sport shoes are featured exten- 
sively in various low-cut patterns in 
attractive combinations of buck and calf 
in white, black and brown calf. Crepe 
soles, also rubber soles of special corruga- 
tion are utilized to good advantage in 
these shoes. It is the opinion of C. S. 
Marshall Company that 1924 will be a 
good year for sport shoes. 


In connection with these samples is the 
revival of the two-eyelet tie which offers 
low-cut variety from the oxford pattern. 
Lasts include both narrow and wide toes. 
Plain toes and soft boxes are shown. Rub- 
ber heels are utilized in a large proportion, 
as reflecting the demand by city mer- 
chants by whom a large proportion of 
Marshall-Made footwear is sold. 


Manufacturer’s Yachting 
Activities 

President C. Chester Eaton, of C. A. 
Eaton Shoe Industries, is successful in 
other lines besides the making and 
selling of Eaton and Crawford shoes. If 
any Recorder reader doubts this he has 
only to take a slant at President Eaton’s 
yachting activities during the past sum- 
mer. His yacht “The Marjorie,” named 
for his daughter, recently won the season’s 
championship cup offered by the Duxbury 
(Mass.) Yacht Club for the yacht winning 
the largest number of points in the season’s 
program of 15 races. 

“The Marjorie” won 10 first out of 15 
staits. Mr. Eaton also won the Mid- 
summer series cup given to the winner of 
the most points in four races. His yacht 
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won all four of these races, the first time 
this was ever accomplished. Mr. Eaton 
also won the cup in the race between the 
Cohasset and Duxbury Yacht Clubs, 
while his daughter, Miss Marjorie Eaton, 
won the cup for the lady winning in a four 
race series. 


New Officers at P. B. Keith 
Co. 


Preston B. Keith and Rufus P. Keith 
have resigned respectively as president 
and vice-president of The Preston B. 
Keith Shoe Company. The new officers 
are: Morton E. Hayward, president and 
general factory manager, Charles M. Park, 
treasurer and general sales manager; 
Harold Hayward, assistant treasurer and 
production manager; Walter R. Tufts, 
manager of cost department; new direc- 
tors are Chester E. Blackey, Warren C. 
Peirce and M. May. 

Preston B. Keith will continue to serve 
on the board of directors. Another mem- 
ber of the organization, although not 
holding an office, is Lawrence B. Cubbi- 
son, who for many years has traveled for 
this house. 


Preston B. Keith Long in Shoe Business 


The Preston B. Keith Shoe Company, 
manufacturers of men’s and women’s 
high-grade welts, was incorporated in 
1896. Preston B. Keith established this 
business in 1871 and since that time con- 
tinued as the head of the business. He 
built the factory which the concern occu- 
pies and which has been added to from 
time to time as the business grew. Mr. 
Keith, who was born in Brockton (for- 
merly North Bridgewater), began his 
business career in 1866. When he first 
engaged in the manufacture of shoes there 
was no steam power, and very little 
machinery was avajlable. Mr. Keith, who is 
76 years old, is one of Brockton’s substan- 
tial citizens, being identified with many 
business, social and religious activities. 
Merton Hayward, the new president, has 
been with the company since he was a 
boy. Charles M. Park, general manager, 
has been for many years active in the 
affairs of the concern. Mr. Keith retires 
after a long and honorable business career, 
leaving the affairs of The Preston B. Keith 
Company in competent and experienced 
hands. 





: LYNN 
Brisk Demand for Novelties 


Few Changes Noted in Latest of Fall Creations—Strap Pat- 
terns Very Popular 


NUMBER of Lynn factories have 
been running overtime this month, 
which shows that there is a brisk demand 
for novelty types of shoes as made. Styles 


for fall show few changes. Straps, one and 
two straps, cross straps and various fancy 
straps continue good. Several firms report 
increases in orders for oxfords, regular 
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oxfords,. walking oxfords, sport. oxfords, 
dress oxfords, and heavy type of “doggy” 
oxfords. Several firms also report they are 
selling boots. 

Black looms up as the most interesting 
color. More black shoes are being made 
this fall than for many a season. Suede, 
patents, dulls and satins, all in blacks, are 
selling, and some kids, too. Browns con- 
tinue good. And a few grays are being 
made. 

Gore styles continue to hold their 
position and some expect that they will 
run on indefinitely. These new type 
pumps, which some call strapless pumps, 
and other opera pumps are shown freely 
in the sample lines and some orders for 
them have been booked. 

Walking type shoes, both high cuts, are 
selling in some lines, possibly a conse- 
quence of the slogan, “Walk and Be 
Healthy.” 


Samples for 1924 


Samples for 1924, now being designed, 
will develop the Egyptian sandal idea of 
1923, and the color idea, too. Slashes, per- 
forations, cut-outs and like “holing”’ of 
the upper, will be attempted in various 
novelty ways. Feet will surely get a chance 
to breathe. Yet they will be handsomely 
adorned. ; 

One notion, creeping through the minds 
of some Lynners, is that sales of novelty 
types should speed up automatically next 
spring and summer. That is, the average 
girl of the flapper type no longer buys a 
pair of shoes with the thought that the 
shoes will wear a couple of seasons. She 
buys two or three pairs a season to keep 
up with the summer style schedule, and 
next summer she may buy four. 


Two Smart Pumps 


Cruise, Sullivan Company has added 
two new pumps to its fall line. One, the 
Triumph, is a companion to the Victory 
pump, a lattice front pump, that was the 
best seller in the firm’s lines for spring and 
summer. This shoe has a single instep 
strap, fastening with one button, a vamp 
collar strap, and a circle of leather on the 
instep. 

The other shoe, a strapless pump, has a 
collar of cut-outs, either square or circular, 
along the quarter and across the vamp. 
Both new shoes carry 16-8 Louis heels. 
These two shoes, as well as other shoes in 
the Cruise, Sullivan Company line are 
made chiefly of patent, black suede and 
black satin. 


New Burdett Shoes 


New shoes are in the Burdett Shoe Com- 
pany samples. Welts, both boots and 
oxfords, may be the first to catch the eye 
of the buyer stocking up on staples. Uni- 
formity is the first feature of these new 
shoes. Service and style there is in them 
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for these features are always found in 
Burdett shoes. But there is a uniformity 
in points, minor and major, superior to 
that found before. Indeed, the Burdetts 
think these new welts the best they have 
ever made. And they have been making 
shoes for many a year. Bert Barron, a 
Lynn expert on welts, has just joined the 
production staff. 

Buyers, seeking novelties, might first 
pick the new California sandals, but more 
about these later. For the present, the 
Burdett Company is holding them back. 
They are a summer-time shoe. 

For a ball room slipper for growing 
girls, the Burdetts have a new line of 
pumps of gold, silver or brocade, with 
trimmings of gold. 

Burdett welted boots and oxfords are 
recommended for women who are prac- 
tising the precept, ‘“Walk and Be Healthy.” 

Seven new lines have been added to the 
stock department. 


Gain on Blacks 


T. J. Kiely & Co. reports black shoes are 
selling best just now; also that orders for 
oxfords are increasing. Black strap pumps 
are made chiefly of patent and suede 
leather, and some gun metal, too. Oxfords 
are of black and brown leathers, in smooth 
and novelty grain finishes. 


Oxfords by Smith Co. 


The Smith Shoe Company has added 10 
new types of oxfords to its stock shoe 
department. Among them are strap pumps 
EE wide in plump ankle models. Ship- 
ments of regular oxfords, from the stock 
department, are increasing. Later, novelty 
type McKays will be added to the stock 
shoes. 





Shoe School Starts 

Lynn’s shoemaking school started its 
fifth term last week, with 50 students en- 
rolled. Its first class of graduates who 
graduated last June, after a four years’ 
term, are now well employed in shoe fac- 
tories. This term the school is open to 
young men in the North Shore district. 
Hitherto, it has been limited to Lynn 
boys and to ex-service men. 


Oxfords for Cold Weather 

The Welch Company is of the opinion 
that oxfords will sell briskly when the days 
get cold and frosty, and women put on the 
new fall stockings of silk and wool. 

Also, the Company has a new idea in 
Spanish heels, of leather, fitted with 
rubber top iifts. 

Lynn Notes 

Horace Murray has joined the staff of 
MacLaughlin, Conway Company. 

O. H. Cassavant has resigned as super- 
intendent of the MacLaughlin, Conway 
Company factory. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 
















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock— All 
leather moccasins, soft soles. 


$2.50 des. “end up- 
wards. Alsoa fullline 
of Ladies’ PumpStraps 


NU BABY SHOE CO., East Lynn, Mass. 
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SCHIENTIMC 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
INC. 
YORK 


Factory DR.A.POSNER SHi 


140 W. BROADWAY NEW 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Ce. 


ROCHESTER, N. Y. 
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Where to Buy 
Standard Shoe Materials 
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THOMPSON-FIELD COMPANY, 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
M. 
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FANCY COLORS 
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O matter what policy you may 

pursue in selling to the shoe 
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Edric Taylor, of McNichol, Taylor, Inc. 
put on a shoe style show for the conven- 
tion of the Kiwanis Clubs at the New 
Ocean house, this week. 

Hallett, Freeman Company, makers of 
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women’s McKay shoes, have moved from 
Lynn to Framingham. 

The United Shoe Machinery Company 
and the Lynn shoe school had exhibits at 
the Lynn fair last week. 
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Better Tone to Industry 


Manufacturers Report Orders Are Coming Stronger and 
Anticipate Steadier Buying 


ACTORIEShave got out their samples 

and are sending their salesmen out to 
their territories. While a few buyers have 
been calling on the manufacturers here 
their purchases have been confined to 
small quantities in certain lines in which 
they were short and wanted to cover up. 
It is generally reported that the buying 
season is just about to start and the sales- 
men whoare on the road with their samples 
are expected to develop quite a lot of busi- 
ness shortly. 

One manufacturer reports black suede, 
kid, and velours in straps and cut-outs 
moving nicely. Some red is still being used 
as trimming. In the opinion of this firm 
glazed kid will be in more demand a little 
later. 

Another manufacturer reports good call 
for suede calf and patent leather. Black 
and browns are both good. There is very 
little call for grays. Both straps and gores 
are selling well. There are still no signs of 
any tendency toward staples or toward 
boots. Combinations of patent leather and 
suede are very good sellers. 

While certain leather prices have ad- 
vanced manufacturers here say that shoe 
prices are holding their own and no changes 
are in sight. 


Anzious for Staples 

Several shoe manufacturers have ex- 
pressed themselves during the past week 
as being desirous of a return to staples. 
They agree with quite a few wholesale and 
a number of retail merchants, that the 
fancy shoes of the past summer have 
created a good bit of business and afforded 
the opportunity for alert merchants to 
make money. 


Upper Leathers More Active 


The. upper leather market is consider- 
ably more active. One glazed kid manufac- 
turer reports that his August business ran 
about 10 per cent ahead of his July sales 
and that September started off very well. 
He reports very good demand for black, 
but very little for the browns. Small skins 
are moving all the way from the top 
grades to the low grades while the large 
skins are selling only in the lower grades. 
Another glazed kid manufacturer tike- 
wise reports improvement in the trade. 
He says that the India market is back to 
its old price but does not expect any in- 


crease in the price of the finished product 
as the previous decline in raw stock was 
caused by the usual seasonal slump in 
quality. Russia calf, black patent leather, 
and black and brown suede are also in very 


good demand. 


August Shoe Sales Good 


The Federal Reserve Bank of Philadel- 
phia in its most recent survey of business 
and financial conditions in this district, 
reports that August billings of shoes were 
very satisfactory. It reports that Sep- 
tember shipments are increasing and are 
considerably better than those for the 
same period last year. Suedes are found to 
be the most desirable shoes, with patent 
leather also very active. Prices have varied 
but little inrecent months, the report says, 
though suedes have advanced and a num- 
ber of lines of low-priced shoes are slightly 
cheaper. July sales declined 20.8 per cent 
from those of June but were 35.8 per cent 
larger than those of July, 1922. 


Buyer Returns from Europe 


William Ickler, buyer for N. Snellen- 
burg & Co., who recently returned from a 
five weeks’ trip through France, Switzer- 
land, England, Germany, and other Eu- 
ropean countries, reports that the demand 
for fancy shoes in those countries continues 
unabated. No short vamps are being worn 
in Paris. There is a marked tendency for 
European countries to Americanize their 
lasts. Mr. Ickler also reports a tendency 
toward lower heels. Suede is the most 
popular leather and black and browns 
dominate the color situation. The reds, 
greens, and blues, which originated in this 
country, are being taken up by Paris and 
are going big. There is no demand for any- 
thing but low shoes. 


Many Styles in Beauty 
Pageant 


Many different kinds of shoes were worn 
by the Inter-City Beauties who took part 
in the pageant held on the Atlantic City 
Boardwalk last week. Straps and cut-outs 
of various designs predominated, though 
some tongue pumps were in evidence. 
White kid, black suede, Paisley, white 
brocades, reds, and whites trimmed with 
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red, green, and blue were among the shoes 
worn by the young ladies entered in the 
beauty contest. 


Retail Offerings 

Hallahan’s are offering a new side-gore 

pump with a high arched instep. It is of- 
fered in log cabin, wood brown, or black 
suede; all black satin; black satin strap 
with black suede; and patent leather with 
suede trim. The price is $9.85. 
} Claflin’sare offering a brownsuede pump 
of the short-vamp style with round toe and 
buckle. It has rubber goring under the 
buckle. 

Strawbridge & Clothier’s are featuring 
two styles of pumps at $3.95. One is a 
black patent leather pump with. suede 
cross straps. The other is a black satin 
tongue pump with Spanish heels and 
turned soles. 

Dalsimer’sare offering a new strap effect 
pump at $12 in patent colt with dark otter 
suede, black satin with black suede, man- 
dalay brown suede with brown kid, and 
black suede with patent colt. 

At $10 Winkelman’s are featuring a line 
of operas, straps, and side gores in a va- 
riety of leathers and materials. 

The John Wanamaker store is offering 
gore pumps in suede or leather at $12. 
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There are tiny gores on each side. Pro- 
nounced cutwork edges the top and or- 
naments the two instep straps. One model 
is in light-weight dull black calfskin or nut 
brown suede with medium toe, turned sole, 
and covered Cuban heel of moderate 
height. The other model is a black suede 
sandal. 

The Walk-Over stores at $11 are offering 
autumn brown, castor, or black suede 
trimmed pumps for street and sports wear. 
The fringed tongue covers a hidden gore. 

Endicott-Johnson’s are featuring va- 
rious cross-strap models in log cabin suede 
trimmed with field mouse kid, black suede 
trimmed with Kaffir kid, and black satin 
trimmed with black suede. 

Snellenburg’s at $9 and $10 are featuring 
women’s low shoes in black suede, patent 
colt, gun metal calf and black satin two- 
strap pumps; brown suede, black satin, 
and patent colt one-strap pumps; gray 
suede one-strap pumps, trimmed with 
gray kid, nude suede, Colonial trimmed 
with tan calfskin, patent colt, Colonials 
with gray suede back, turn or welted soles, 
and Junior French or Cuban heels. 

Smaltz-Goodwin Company is carrying 
two women’s riding boots in stock. One is 
in tan Russia and the other in black Rus- 
sia. They are priced at $15.50. 





HAVERHILL 


Mexico as a Shoe Market 


Opportunites for Renewal of Business Due to Resumption of 
Diplomatic Relations 


OW that diplomatic relations have 
been resumed between the United 
States and Mexico,” said a Haverhill shoe 
manufacturer, “the selling in Mexico of 
Haverhill-made shoes will be greatly 
facilitated through the settlement of 
various business and financial problems. 
Mexico has always been a good customer 
for Haverhill. Turn and McKay shoes 
made in this city are well adapted for 
Mexican trade. For years the principal 
cities and towns of Mexico have been 
visited by representatives of Haverhill 
concerns with the result that a substantial 
amount of business was secured. In recent 
years revolutions upset a great part of 
this trade and severed business relations 
which had previously existed between 
Haverhill manufacturers and Mexican 
shoe merchants. By changes now being 
brought about there are opportunities for 
activities of Haverhill shoe manufacturers 
in Mexico. 

“Sales of Haverhill shoes can be guile 
increased in that country. There is no 
doubt that representatives of several local 
concerns will resume their visits and build 
up a substantial business during the next 
few years. During the first seven months 
of the present year, according to official 





figures compiled by the Department of 
Commerce, Mexico took 113,228 pairs of 
women’s shoes made in the United States 
and 195,643 pairs of men’s shoes made in 
this country. There is no reason to doubt 
that the figures in both these lines can be 
and will be greatly increased during the 
period covered by the next report. Mexico 
is about one-fourth the size of the United 


States and its natural resources have 
hardly been scratched,” a manufacturer 
said. 


Retail Store in Shoe District 


It is only a question of a comparatively 
short time when Haverhill’s Washington 
Street, between Washington Square and 
Railroad Square, will be devoted entirely 
to retail stores. The tendency in this direc- 
tion is quite evident at the present time. 
Several retail stores are already located in 
this section. Owners of several buildings, 


which are now and have been for many ° 


years devoted to shoe manufacturing and 
kindred lines, are planning to remodel the 
fronts forretail purposes. Thus a street, 
which for more than half a century has 
been utilized for shoe manufacturing and 
similar purposes, will pass into the hands 
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Shoe Ornaments 














The The ernament, Siustrated lea 
Puumpeinto acest aty Lo Obtaibable 

leathergand color effects. We 
Specialize in leather and fabric cov- 
ered buckles, plain or Seeues. Also 
bows. Send for samples. 


EDW. E.KAHN CO. 


291-293 ADAMS STREET BROOKLYN. N.Y. 











3? pair in individual velvet 
vovered boxes. 8 pair but- 
ton covers. 4 pair pins 
Price 5.40 per box 
KAHN & BUICK, INC. 
291 Adams St., Brooklyn,N.Y. 



























Latest Creation in Shoe Ornaments 


We make them in all colors. Bead- 
ed Rosettes. Write | gh ~4 


WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 
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Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
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Where to =e 
seated Shoes 


AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ye so that he’ whe 
ruos ae ae ames may read 
—an 
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Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 








J. R. BEATON CO. 
Inc. 

331 Fourth Ave New York City 

CHICAGO 
227 West Jackson Blvd. 
ATLANTA 
246 Peachtree Arcade 
BOSTON 
99 Chauncy Street 
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Where to Buy 
Engraving and Printing 











ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for + of 
our S Printing Service 
the Boot and Sine Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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Where to Buy 


Electrotypes 
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of concerns selling goods at retail. Mean- 
while, the shoe industry is extending into 
streets far away frém the old locations. 
New concerns, as well as older houses, are 
locating in the new district. 


Phoeniz Row Unique 


Directly in the rear of Washington 
Street, between that thoroughfare and the 
Merrimac River, lies Phoenix Row; prob- 
ably so named from the time of the big 
Haverhill fire of 40 years ago, when all 
the shoe manufacturing buildings in that 
locality were levelled and later rose like 
the phoerix from its ashes. 

On Phoenix Row are numerous shoe 
manufacturing concerns, some of which 
began business there many years ago and 
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are still continuing to occupy this incon- 
spicuous but central locality. Many small 
concerns began business there and later 
expanded and moved to more pretentious 
quarters. Other shoe manufacturing houses 
contented with this location as one 
right in the center of things are taking 
more space from time to time as their 
business grows. 


Returns from Trip 


A. W. Greeley, for many years identified 
in Haverhill with the production of bou- 
doir slippers, recently returned from an 
1800-mile motor trip through the moun- 
tainous regions of Pennsylvania and New 
York State. 





BUFFALO 


Fall Season Opens Strong 


Period of Cool Weather Influences Buying of New Fall 
Patterns 


DEAL weather ushered in the fall 

footwear season in Buffalo and 
erased much of the pessimism which had 
prevailed during August, principally due 
to the prolonged stretch of hot, dry at- 
mosphere. Just when it seemed that sum- 
mer was never going to let up, several 
days of rain, followed by a cool spell, 
served to turn the shoppers’ thoughts to 
heavier shoes. 


Calls for Children’s Shoes 


The demand for children’s shoes during 
the first week of September was decidedly 
encouraging. The registration in Buffalo 
schools this fall is over 60,000 establishing 
a new record. This army of sturdy young- 
sters, boys and girls, is in itself a decidedly 
welcome asset to the shoe merchants. 

Opening of the larger theaters and re- 
sumption of autumn social activities has 
served to stimulate the inquiry for women’s 
footwear. So far gray suede pumps and 
those in shades of brown are proving most 
popular, all the various strap effects 
striking the fancy of the women buyers. 
Medium heels 12-8 and 14-8 are receiving 
the preference, though some higher heels 
are being worn on special occasions. 

The few wet days in September re- 
vived somewhat the rubber trade, which 
had fallen to a low ebb during the sum- 
mer. However, it is the colder days that 
create a real demand for foot covering. 


Retail Men to Meet 


Charles H. Barton and Fred C. Kim- 
ball, Buffalo’s representatives at the 
State convention at Utica early this month 
returned to the city. Both were honored 
by the convention, the former being elected 
a director and delegate at large to the 
national convention while Mr. Kimball 


was chosen third vice-president. Both of 
these shoe merchants will tell their fellow- 
membersin the local association some of the 
accomplishments of the State gatherings, 
at the next meeting of the retail merchants 
to be held during the week of September 
17 at the new Statler Hotel. At that time 
plans for the fall and winter activities will 
be discussed. 


New Fall Models 


William Eastwood, Son & Co., are dis- 
playing in their store on Main Street, 
beautiful slippers and pumps, featuring 
the new shade of ooze calfskin trimmed 
with colored kid; in log cabin, otter and 
gray, welted sole and walking heel at 

7.50. Also strap effects in fawn ooze, 
alone and trimmed with tan calfskin and 
in gray ooze at $8.50. 


New Men’s Store 


Completion of additions to J. L. Hud- 
son’s men’s furnishings store on Main 
Street, gives this establishment one of the 
finest men’s footwear departments in any 
similar store in the city. It is located on 
the balcony overlooking the giound floor 
and carries an extensive range of styles in 
men’s footwear for all occasions, both 
medium and high-priced. 


First Fall Meeting 

The Buffalo Association of Traveling 
Shoe Salesmen inaugurated their fall and 
winter series of monthly meetings, with 
their first luncheon-session at the new 
Statler Hotel recently, when a large at- 
tendance was one of the gratifying features. 
The proximity of Labor Day brought to 
the city a larger number of travelers than 
would otherwise have been the case. 
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It was the consensus of opinion that 
autumn business not only in this city, but 
in the territory throughout western New 
York and in northern Pennsylvania would 
be exceptionally good this year and hold 
up well throughout the winter months. 
Travelers base their predictions on the less 
conservative attitude of the retail mer- 
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chants, generally, which has been in 
evidence of late. They are getting away 
from the “hand-to-mouth” practice and 
are ordering further in advance. 

At the next meeting the travelers will 
depart from the usual custom and bring 


along their wives. Ladies’ day will be, 


made an annual feature henceforth. 





ROCHESTER 


Trend for Better Footwear 


Sales Conferences Held by Three Manufacturing Concerns— 
Salesmen Now on Territories 


ETAIL shoe merchants report a ten- 

dency on the part of the consuming 
public to demand better footwear. Since 
the war there has been a demand for shoes 
at a low price, but local shoe men report 
that this fall they have noted a marked in- 
crease in the number of customers who 
have found that cheap footwear is most 
expensive in the long run and as a result 
are looking for better footwear. 


Moore-Shafer Sales Confer- 


ence 


Salesmen, representing the _ Moore- 
Shafer Shoe Manufacturing Company of 
Brockport, New York, gathered at the 
factory recently for a style and sales con- 
ference. 

An outing was held at Manitau Beach 
where a banquet was served. Owing to the 
cold weather, the boys were unable to 
enjoy a dip in the Lake Ontario. 

Orville Romig, who represents Moore- 
Shafer in the Middle West, received a 
watch and chain for his feat in leading the 
sales organization during the first six 
months of 1923. 


Utz & Dunn Salesmen Out 


Salesmen, representing the Ut: & 
Dunn Company, left for their territories 
on September 20, after a week’s conference 
at the factory where styles, patterns and 
merchandising plans were discussed. The 
““Heel Hugger”’ line, which has proved to 
be a big success, was discussed by Mr. 
Maxwell of the Maxwell, McLaughlin Ad- 
vertising Agency. He told of the advertis- 
ing plans for further increasing the sale of 
“Heel Hugger”’ shoes. 

The Utz & Dunn Company is repre- 
sented in the various territories by the 
following men: P. M. Prosser, Kansas, 
Nebraska and Western Missouri; Marvin 
Wheeler, Iowa and Eastern Missouri; John 
Vorvant, Illinois; J. H. Brady, Kentucky, 
Tenneasee and Georgia; Ray Montgomery, 
Ohio and Western Pennyslvania; H. P. 
Utz, Pennsylvania; Frank Rice, New York 
State; W. B. McNutt, Rocky Mountain 
States; C. H. Kennett, Wisconsin and 


South Dakota; Ben Stout, Minnesota and 
North Dakota; H. 8S. Diehl, North and 
South Carolina and Virginia; A. B. De- 
Ville, Northern Ohio and Indiana, Murry 
Crosby, Michigan. 


Dugan & Hudson Men 
’ Leave 


Salesmen, representing the Dugan & 
Hudson Company, left for their territories 
recently with a smart new line of children’s 
welt and turn footwear in addition to their 


91 


women’s shoes and the Duson Adjustable 
Arch line. 

The following men comprise the Dugan 
and Hudson sales force: John Tuthill, 
large cities between Philadelphia and Kan- 
sas City; George Crane, Deiroit, Chicago, 
Louisville, Lexington and Winchester: 
George Wilson will call in Milwaukee and 
other cities on the way to his territory 
which is from Denver west. William Car- 
hart, South West; Jacob Adams, Ohio and 
Indiana; Roy-Duffus, New York and Penn- 
sylvania; A. B. Clark, New York City and 
New England, are other salesmen. 

John Tuthill, sales manager of the firm, 
states that it is their aim to put the style 
tendency into growing girls’ footwear and 
that their new line of 114 to 2 shoes em- 
bodies all the style features of women’s 
footwear. 


New Store to Open 


Larry Horan, well known shoe man, has 
completed arrangements for opeaing a , 
women’s specialty shop on East Avenue, 
where he will feature women’s apparel, 
including footwear. The shop will be de- 
voted primarily to sport apparel and foot- 
wear. 
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College Opening Helpful 
Retail Shoe Merchants Enjoy Good Business When Educa- 
tional Institutions Open 


HE opening of college and educa- 

tional institutions here marked the 
beginning of a promising season for. the 
retail shoe merchants. The merchants were 
prepared for the opening and one of the 
methods used to add a little zest to the 
trade was by inserting advertisements in 
the local papers, advising the college stu- 
dents of good values in the latest of pat- 
terns. 
It is estimated that about 2000 students 
attend the institutions here. The follow- 
ing are the places of education: Randolph- 
Macon Women’s College, Lynchburg 
College, Virginia Episcopal School, Sweet 
Briar College, Virginia College and 
Theological School, Washington and Lee 
University at Lexington and the Univer- 
sity of Virginia at Charlottesville. 


Craddock-Terry Shoe Com- 
pany Employes Hold Meeting 


More than 1000 employees of the Crad- 
dock-Terry Shoe Company, members of 
the company co-operative association, 
met here in their annual gathering re- 
cently and heard the address of John W. 
Craddock, chairman of the company’s 
board of directors. Mr. Craddock stressed 
co-operation. 


Officers Elected 


Company affairs and prospects were 
reviewed by Mr. Craddock and mention 
was made of the growth of company from 
its inception in a small city to branches in 
Milwaukee and St. Louis. The officers 
elected were: S. G. Fulks, president; 
Thomas Fortune, vice-president; and J. 
H. Butler, secretary and treasurer. 


J. W. Craddock, Jr., Ill. 


John W. Craddock, Jr., superintendent 
of the Jefferson factory of the Geo. D. 
Witt Shoe Company,.has been ill in his 
home for 10 days. 


Advertising Error Corrected 


In the issue of Sept. 1 in the advertise- 
ment of the Kannally-Wick Corporation, 
shoe manufacturers of Highland, IIl., there 
was an error. Two shoes used as illustra- 
tions to parts of the advertisement were 
misplaced. The shoe above the words 
featuring the ““Bobs’’ Army shoe should 
have been placed above the advertisement 
featuring ““Bobs’’ and the shoe illustrating 
the “Bobs” shoe should have accompanied 
the “Boos’’ Army de cription 
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Dr. Scholl’s Bunion Reducer 


is a shield made of pure gum rubber, fits closely and snugly and 
by excluding all air and moisture reduces the size of the bunion 
and prevents further growth through absorption. Relieves all 
pressure and friction, hides the deformity and preserves the shape 
of the shoe. Three sizes, small, medium and large. Made in 
rights and lefts. Retail 75c each; wholesale $6.00 per dozen. 


Dr. Scholl’s Toe-Flex 


Straightens the crooked toe, gives immediate relief and corrects the 
cause of buni»ns. Madeof pure para gum rubber, is soft, sanitary 
and very com:ortable. Retail 75c each; wholesale $6.00 rer dozen. 


‘Dr. Scholl’s Bunion Spring 


This improved bunion spring should be used where the bunion is 
of long standing. Acts as a lever which draws the great toe into 
normal position. Three sizes, small, medium and large; rights and 
lefts. Retail $2.50 each; wholesale $18.00 per dozen. 


BUNIONS 


Sore, tender, inflamed, painful 
bunions have always been the de- 
spair of shoe men. To satisfactorily 
put a stylish shoe over such a foot 
is absolutely impossible. Bunions 
are frequently the cause of com- 
plaints that shoes do not hold 
their shape and wear well. 


Dr. Scholl’s Zino-pads (for Bunions) 


A medicated, antiseptic pad that prevents friction and 
pressure and immediately relieves pain and soreness. 
Zino-pads are thin, waterproof and healing. Retail 
35c per box; wholesale $2.80 per dozen. 


Dr. Scholl’s Bunion Lotion 


For painful, burning, tender and swollen joints and 
bunions. Alleviates pain and soreness and reduces 
irritation and swelling. Easily and quickly applied. 
Retail 35c per bottle; wholesale $2.80 per dozen. 





Order a supply of these five thoroughly reli- 
able, tested, widely advertised bunion appli- 
ances and remedies. They are profitable, sell 
rapidly and give excellent satisfaetion. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller St. 
Chicago 


62 W. 14th Street 
New York 


112 Adelaide St. E. 
Toronto 
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The Designer’s Color Criterion 


Salesman (off the road) 


“Every, time I come in here, I notice you have 
that skin of Havana Brown on your bench, Mr. 
Gordon. I’ve often wondered why.” 


Designer 


“T’ll tell you—that’s the best and most distinguished 
Havana Brown I have been able to find—that’s 
New Castle. 


“T used it constantly as the basic color for designing 
brown whole shoes, and contrasting combinations.” 


New Castle Leather Company 
New York 


NEW CASTLE KID 
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Selling 
Styles 


for 


Fall 


wi Here aretwoexamples of what Fairy 2157 


Fairy 1152 can be found in the line Of Growing Girls, Log Cabin Nubuck Ox 
; ford, Tan Calf Cut-Out Apron, Tan 

Pacent leather Pony Polish Calf Shield and Tip, 10/8 Rubber Heel, 

C hampagne Top, Patent Collar, Imitation Turn Edge, Goodyear Welt. 

Imitation Tip, Turn. 3 to 8, C 2% to 8, AtoD...............$4.40 

& D eeecdaanege 

Fairy 1142—Same with White JOS 

Calf Top, Patent Collar. 3 to 8, 

ft 2) eee eer TRADE MARK 


AVAILABLE FOR FALL SELLING AND 


which are already demonstrated to be good active numbers. Your children’s and young 
women’s departments will be all the stronger for showing these models — and the merit that 
goes into every Fairy.Shoe will be found in these two—and that means customer satisfaction. 


GRIEB SHOE MFG. COMPANY  **hirapecrina, Pa. 


FACTORIES: PALMYRA, PA. and ANNVILLE, PA. 
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~ Ready to Ship October Ist 
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Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND 
DEALER'S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin .°. Wisconsin 
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Bedell’s Shoe Dept., Chicago 


In a large percentage of the 
better class shoe stores and 
shoe departments recently 
opened the seating installa- 
tions are of 


American 
Interlocking 
Shoe Store Chairs 


Shoe men who have had experience in opening 
and operating several stores have learned to 
judge chairs on these four points. Comfort of 
customers—conservation of floor space—appear- 
ance—economy. In general these men have 
shown a marked preference for American Inter- 
locking Shoe Store Chairs, 


AMERICAN SEATING (COMPANY 


General Offices, 1016 Lytton Bldg., CHICAGO 
Room 707, 250 So. Broad St., PHILADELPHIA 
Room 601, 119 W. 40th St.. NEW YORK 
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From the viewpoint of shoe specialists, havin 
shoes built with Crawford Arch Sup- have 
ports are scientifically correct. From visit 
the viewpoint of your customers, they cony 
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The Crawford Arch Supporting Shank TI 
is built right into the shoe—fitted be- stag 
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SHOOK TRAVELER ® 


This Department +s cot ducted by Helen M. Haney, Associate Editor 


The National Is Planning Its 1924 Convention 


The Dates Are January 749—The Place Is Boston—Chicago Shoe Travelers Promoting 
the Sale of ‘“‘Shoes for the Occasion” 


4E 13th annual convention of the 
Tx S. T. A. will be held in Boston at 

the Hotel Somerset, January 7-9. 
All available space at the hotel has been 
reserved and applications for accommoda- 
tions by the National office have already 
been received from members throughout 
the country. The boys believe in getting to 
work early and plans already under way 
show that this will be one of the most con- 
structive and business-like “get togethers” 
in the history of the organization. 


Banquet and Ball January 9 


The Boston Shoe Travelers’ Association 
the Boston Shoe Associates and the South- 
ern Shoe Travelers’ Association, all three 
having headquarters in the City of Boston, 
have joined forces to act as hosts to the 
visiting delegates. A special feature of the 
convention will be the banquet and ball. 
This will take place on Wednesday even- 
ing, January 9. On thisoccasionmen of na- 
tional importance will address the gather- 
ing. 

The big affair will by no means be a 
stag party, as every delegate from associa- 
tions affiliated with the national will be 
accorded the privilege of purchasing two 
tickets, one of which will be for a lady 
guest. After this lot of tickets have been 
sold, the balance will be placed on sale to 
shoe manufacturers, leather men, and men 
from other branches of the industry. 


“‘Mother New England”’ at Her Best 


It is the aim of the committee on this 
occasion to give a demonstration of real 
New England hospitality. The chairman 
of the Convention Committee will be A. 
L. Puffer, President of the Boston Shoe 
Travelers’ Association. Mr. Puffer with 
T. A. Delany, National Secretary and the 
following executive committee: W. M. 
Oakman, Frank J. Fanning, William Noll, 
Fred W. Stanton, Charles W. Morrill and 
Harry H. Ripley will do their best to create 
an atmosphere of genuine good fellowship 
and gracious hospitality, typical of 
‘Mother New England”’ at her best. 


Tentative Program for January Meet 


It is expected that Mayor Curley of 
Boston will ‘‘do the honors’’ for the City 
of Boston and officially welcome the dele- 
gates. On the second day, it is planned to 
have a member of the Boston Chamber of 
Commerce speak; on the third day, a 


FRANK B. KING 
Chairman of the Styles Committee of the N. S. 


T. A. and one of the big leaders in the activities 
of the Chicago Shoe Travelers’ Association. 


member of the Boston Rotary Club, and 
other persons of local and national im- 
portance. 

The evil of cancellations, against which 
the N.S. T. A. have been working most 
strenuously will come up for thorough dis- 
cussion, and measures will be adopted to, 
at once and for all, rid the industry of this 
pernicious practice. 

N. S. T. A. Employment Bureau 
International 


All shoe travelers are aware of the fact 
that the National office has an employ- 
ment bureau, the best services of which are 


always at their disposal; so do the shoe 
manufacturers and wholesalers of the 
United States. But recently the N.S. T. A. 
Employment Bureau has sprung into in- 
ternational repute, through requests from 
England, Canada, and South America, for 
Americanshoe travelers to sell in this coun- 
try foreign-made lines. One day last week, 
an English manufacturer of men’s shoes 
visited Secretary Delany. This manufac- 
turer had been in correspondence with the 
National Secretary for some time and 
called upon him by appointment for the 
purpose of signing up salesmen to repre- 
sent his line in the United States. The Eng- 
lishman stated that he wanted men of very 
high grade, those who had prior aquaint- 
ance with foreign-made footwear, espe- 
cially English types. One of the require- 
ments was that salesmen should go to Eng- 
land to visit the home factory at least once 
a year. 


Chicago Boys Hold Important Meet 


On Saturday afternoon, September 4%, 
the Chicago boys held a meeting at the 
Great Northern Hotel, that for importance 
exceeds anything that they have attempted 
for several years back. The Chicago Shoe 
Travelers’ Association is showing much ac- 
tivity these days, due in large measure to 
the efforts of President George E. Harri- 
son and Frank B. King, chairman of the 
Styles Committee of the N. S. T. A. Mr. 
King has for a great many years been em- 
phasizing the slogan, “Shoes for the 
Occasion.” 


Paris Styles Interpreted 


At this meeting a talk was given by 
Henry Sells, Editor-in-Chief of Harper’s 
Bazar, who gave an exhaustive interpre- 
tation of Paris styles. He stated that it is 
now the custom of the women of Paris to 
buy a gown and with this one gown they 
purchase at least two hats, four of five 
pairs of gloves and four or five pairs of 
shoes. This gives the wearer the proper 
costume for every occasion. 

Mr. Sell presented to the shoe travelers 
an advance page which is to appear in the 
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VULCO-UNIT BOX TOES FOR STYLISH SHOES 
\ Clean cut, well formed, stylish toes are assured when shoes 
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\ THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 
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F. J. SMITH 


Who will cover the West and the South for B. 
Rothman, Inc. 





October issue of Harper’s Bazar, en- 
titled, “Dressing the Foot for Day and for 
Evening.” 


Men’s Apparel from Head to Foot 


M. O. Hopkins, sales manager of Hirsh 
Wickwire, Chicago, makers of high grade 
ready-to-wear clothes for men, gave an 
interesting talk showing the proper shoes 
to wear with the proper costume for men. 


Onli-Wa’s Sales Roster 

The Onli-Wa Fixture Company has re- 
cently added two men to its sales force: 
W. W. Van Gorden, with headquarters at 
the Tuller Hotel, Detroit, who covers 
Michigan; J. W. Hiller, Jr., formerly with 
The McKenna Brass & Mfg. Co., who 
covers Eastern Pennsylvania, New York, 
Maryland and the District of Columbia. 

The other salesmen and _ territories 
covered are, as follows: B. L. Hull covering 
Indiana and Illinois; David F. Russick, 
covering Iowa and Nebraska; J. E. Ver- 
milion, covering Ohio; F. C. Foote, Head- 
quarters, 501 Federal Reserve Bldg., 
Pittsburgh, Pa., covering western Pennsy!l- 
vania; G. E. Zumwalt, headquarters 
2712 Bagby St., Houston, Texas., covering 
Texas. 


Joe Brooks on Trip with 
“Tootsies” 


“Joe” Brooks, of Rochester, who covers 
Michigan, is now in his territory with the 
Flexible Shoe Company’s line of children’s 
and misses’ turns and the Mater-Mack 
Company line of ‘“Tootsies.” 

Business is always good with Joe, but 
he looks for exceptionally good business 
this fall. He has only been in Michigan a 
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JOSEPH D. SAXE 


Of Chicago, who formerly covered the large cities 

in the South and Middle West for the Levie Shoe 

Company, has taken the line of Huckins § 

Temple of Milford, Mass., and will cover New 

York and Pennsylvania. Mr. Saze is enthused 

about his new line of samples, and will leave for 
his territory on September 24th. 





few se&sons but in that time he has made a 
host of friends and is well known by ail 
the trade. 

E. T. Wright & Company’s 
Inc., Salesmen in Semi-An- 
nual Conference 

All of E. T. Wright & Company’s sales- 
men, from coast to coast, were present at 
the factory and attended the very enthu- 
siastic sales conference which was held 
at the factory, Rockland, Mass., Sep- 
tember 4-8. 

Modern Salesmanship was particularly 
stressed and commercial directors in- 
structed the salesmen in practical methods 
of modern retailing. C. C. Parlin, merchan- 
dising director of the Saturday Evening 
Post and R. R. Wason, of the Proctor & 
Collier Company, brought to the salesmen 
new ideas in a particularly convincing way. 

On the first day, after 4 welcome had 
been extended by E. T. Wright, founder 
of the business, the entire party spent the 
day in the factory. 

A. W. Donovan, president, explained 
in detail all of the fine points in modern 
quality shoe making and laid special em- 
phasis in the quality of material used and 
the system of rigid inspection in every de- 
partment. 

A. Fred Donovan, the buyer, spoke very 
interestingly on the product and the pres- 
ent situation of the leather market. 

The foreman of the different depart- 
ments spoke and stressed the special ef- 
forts which are necessary to make the shoe 
a quality product in all respects. 

The second day was devoted to selling 








SENATOR E. T. WRIGHT 


Founder of E. T. Wright § Co. Inc., who wel- 
comed the travelers to their semi-annual sales 
conference 





plans for the coming season and it was on 
this day that the new line of samples were 
presented to the salesmen by Harry T. 
Wright, General Manager. The salesmen 
all agreed that this year’s line eclipsed all 
others, not only in distinctive styles but 
also in high quality of every shoe shown. 

Great enthusiasm was displayed over 
the new line of stock shoes which include 
20 styles of Arch Preserver shoes and 10 
style$ of Just Wright shoes. On this day 
the advertising of the Just Wright Shoes 
was stressed by Mr. McCarthy, who 
pointed out that the number of accounts 
using Just Wright branded shoes is in- 
creasing. Some beautiful new display signs 
for the dealers’ use were shown. 

Carroll Swaa, in a brass tacks speech, 
suggested many ways in which the sales- 
men could show the retail merchant meth- 
ods of increasing his Arch Preserver sales 
by this advertising. 

Throughout the meeting James A. Mun- 
roe, Vice-President and Sales-Manager, 
through his speeches showed his confidence 
in the ability of the salesmen to again reach 
the increased quotas for this season’s busi- 
ness, both on Arch Preserver and Just 
Wright Shoes. 

Mr. Donovan’s inspiring speech at the 
close of the meeting was enthusiastically 
received. 

Salesmen Present 

Among the salesmen present were M. F. ° 
Baker, C. J. Bobay, Charles Brandman, 
John S. Donovan, Lester Fallon, P. C. 
Jenkins, C. B. Lanning, Bert J. Marrer, 
Fletcher Pishpaugh, K. Fred Pitcher, 
Frank J. Sullivan, Charles T. Walls, 
George White, Charles F. York. All left 
for their territories Friday evening, Sep- 
tember 7. 
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There are lots of shoes for Kiddies, 
but only one BILLIKEN— 
‘The shoe the child outgrows. 


M-ElroySloan 


Shoe Company 
Saint Louis U.S.A. 
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J. I. RUTTENBERG 


Who represents the Center State Shoe Company 
in Southwestern Tezas 


Ruttenberg says Southwest- 
ern Texas in Fine Shape 


J. I. Ruttenberg represents the Center 
State Shoe Co. in Southwestern Téxas 
which comprises all the Southwest Mexi- 
can Border and also takes in the Rio 
Grande Valley, commonly known as the 
‘Magic Valley”’ which is one of the richest 
cotton, fruit, and vegetable districts in the 
whole South. 

Mr. Ruttenberg has recently written to 
us in regard to business conditions in this 
territory as follows: 

“At present Southwestern Texas is 
flourishing with wealth, and is in a better 
shape than it has been in the last few 
years. Business conditions existing there 
at present are, according to indications, 
even better than during the war. The mer- 
chants are up-to-date in every respect, and 
are going after business according to mod- 
ern methods. Heretofore, they would stock 
up with merchandise to last them all year, 
and then carry some over for two or three 
years. But now they buy often, of course 
smaller bills, but in the long run they buy 
even more than they did, and are able to 
meet their bills when due. 


Merico’s Recognition Has Helped 
Business 

“The Mexican Border, which also is 
part of . my territory, has been very quiet 
in the last few years, but since the re- 
cognition of Mexico by the United States 
I verily think that it will stimulate busi- 
ness relations between the two countries 
and be of mutual benefit to both. 

“T have spoken to several large buyers 
from the City of Mexico, and their opinion 
seems to be that business conditions will 
be bettered by the United States’ recog- 
nition of Mexico. 











“AL” GOODMAN 


Who travels in Alabama for the F. M. Hoyt 
Shoe Co. 


Co 


Emerson Salesmen Hold Con- 
ference 


Emerson salesmen met for their semi- 
annual conference at the Rockland factory 
last week. 

After several days spent in going over the 
new line at the factory, the boys adjourned 
to Scituate for an outing. They were en- 
tertained at the homes of H. T. Drake, 
president, and T. P. Smith, sales manager, 
on Second Cliff. In the evening they sat 
down to a shore dinner at the Scituate 
Yacht Club, of which Mr. Drake is com- 
modore. 

The sales force and their territories are 
as follows: 

A. L. Carlisle, Ohio; J. F. McGraw, 
Michigan; H. T. Ingham, Indiana and 
Kentucky; S. L. Ledman, Virginia, Mary- 
land, Delaware, and North Carolina; F. C. 
Davis, New England; S. H. Pinkham, New 
England; L. A. Hunt, New York State; 
L. E. Webster, A. F. Bartlett, Geo. Wil- 
liams and A. E. Phille, New York City, 
Long [sland and New Jersey; R. M. Rich- 
art, Texas; U. W. Mitchell, Mississippi, 
Arkansas, Oklahoma and Louisiana; Geo. 
M. Rowalt, Rocky Mountain States; T. J. 
Kennard, California; S. R. Newton, South 
Carolina, Tennessee, Alabama, Georgia 
and Florida; J. D. Hanrahan, Illinois and 
Wisconsin; Geo. A. Sherwood, Colorado, 
Nebraska, Iowa, Kansas and Missouri; 





Skinner With Pedigo-Webber 


W. W. Skinner, who formerly traveled 
in Ohio, Western Pennsylvania, West Vir- 
ginia and Western New York State for the 
R. P. Smith Sons Co. of Chicago, now re- 
presents the Pedigo-Weber Shoe Co, of 
St. Louis.. 








HERBERT L. POYNEER 


Who travels the Middle West, including the 
territory west of Ohio for C. S. Marshall Co. 





C. S. Marshall Company’s 
Sales Force 


The past week saw the departure from 
Brockton of the five traveling salesmen 
representing C. S. Marshall Co., makers of 
men’s high grade welts. A newcomer to the 
force this season is Herbert L. Poyneer, 
who will look after the Middle West, in- 
cluding tetritory west of Ohio. Mr. Poy- 
neer was for ten years with Howard & 
Foster Company, Brockton, and during the 
past three years was associated with Dobbs 
Shoe Company, Chicago. 

The other four men carrying the “Mar- 
shall-Made”’ line include: B. M. Brewer, 
New York City, Philadelphia, Baltimore, 
Washington and large cities of Pennsyl- 
vania; Chas. O. Miller, Ohio, New York 
State and New England; Dave D. Doran, 
smaller points in Pennsylvania and part 
of West Virginia; Fred W. Johnson, entire 
South. 


Lynch and Woodworth Off 
for St. Louis 


“Harry” P. Lynch and J. C. (‘“Jack’’) 
Woodworth of the Howard & Foster sales 
staff left Boston on Wednesday, Sept. 12, 
for a two-weeks’ auto trip with St. Louis as 
the objective. They plan to visit the Berk- 
shires, Adirondacks, the Thousand Islands 
and so on through Buffalo, Cleveland, 
Chicago to St. Louis where Mr. Woodworth 
lives, and where his samples for the fall sea- 
son will reach him. 

- Mr. Lynch will return via Pittsburgh, 
where his sample line is being forwarded 
October 1, into his middle-western territory. 
Mr. Woodworth has been spending the 
summer at Hull and Crow Point, Boston 
Harbor. 
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“Nothing T+ the Place of Leather’’ 


Honest GOOD: ~. leather is largely 
| up to the personal honor oi 


Leqther your shoe manufacturer. 


The customer very ‘* ou insist on pretty bottoms, he must 
seldom sees the . 

“flesh side” of the give them to you. 

soles of his shoes. But he will probably warn you that pretty, even run- 
But he can be sure, ning bottoms mean acid bleaching, which eats out a lot of 
if they aremadefrom wear. 


ASHLAND O45. A Avoid Sole Troubles—Specify ASHLAND 


that the extra flesh 
d 
and hets walking on ASHLAND LEATHER CO. 


Honest Leather. al BOSTON + CHICAGO + ST.LOUIS 
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The Styles That You Need for Fall — 
Are Here. in 


And also in 








our new Fall 


Catalogue. 


el ‘ Send for it. Stock No. 849—Welt—Price $4.35. Last 
— Stock No. 815—Welt—Price $4.15. Last No. 65. Widths AA to D. Heel 1244-8R I 
— , No. 53. Widths A to D. Heel 8-8 R L. i White Stitched Sole . a 
White Stitched Sole “Diamond” Oxford—Medium 
Medium Shade Cocoa Calf Shade Cocoa Calf 


Terms: 3% 
Stock No. 715 Price $4.15 N mo 10 Stock No. 649 Price $4.35 
Same as above, wanes in Soft Gun Metal e ays Same as above, except in Black Russia Calf 
Cal 
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BEN C. DAVIS 

Now covering Illinois, Iowa and Nebraska in- 

eluding the city of Chicago for the Bettmann- 

Dunlap Co., Cincinnati. Mr. Davis was formerly 
with The Holters Company 





Ault-Williamson Held First 
Semi-Annual Sales 
Convention 


The Ault-Williamson Shoe Company 
held its first semi-annual Sales Convention 
at its General Sales Headquarters in St. 
Louis, during the past week. 

Addresses were made by A. H. Kenyon, 
Sales Manager, and J. S. Hutchinson, Ad- 
vertising Director, for Wood, Putnam & 
Wood Advertising Agency of Boston, who 
will handle the national advertising cam- 
paign of the Company. 

A very interesting address on “Credits 
and Collections,’’ was made by James E. 
Black, Credit Manager for the Curlee 
Clothing Co. 

Claudius P. Pendill of the Curtis Pub- 
lishing Co., of Philadelphia, gave an ad- 
dress on the “Value of Advertising.” 

Charles E. Williams, President of the 
C. E. Williams Shoe Company of St. 
Louis, spoke most entertainingly on the 
“Importance of Featuring Staple Shoes,” 
and also the relation of the retailer to the 
Traveling Man. 

The meetings were held at the Jefferson 
Hotel, and also around the banquet board 
of the Missouri Athletic Association. 

C. R. Williamson, President of the Com- 
pany, acted as host and toastmaster. 


The Attendance Roster 


Charles Ault, Treasurer of the Company 
and who also is in charge of the factories 
at Auburn; Lester B. Shackford, Sales 
Manager; Richard P. Boothby, Credit 
Manager; J. T. Greene, Manager of the 
“In Stock Department,” and the following 
salesmen were present: 

R. T. Bowman, West Virginia and Ken- 
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Henry Deidesheimer, Missouri and 
‘se "iinois; A. J. Eastham, Texas; 


O. Q) amilton, Iowa; J. H. Hannah, 


Mis -and Southern Nebraska; W. C. 
Hollid) ‘4 the smaller towns in Alabama, 
Florida, Georgia and Tennessee; P. R. 
Howard, Michigan; W. S. Johns, Los An- 
geles, Calif.; J. G. Llewellyn, Northern 
California, Nevada and Utah; J. J. Ward, 
Washington, Oregon and Idaho; H. W. 
Klos, Southern Minnesota and Wisconsin; 
A. W. Luft, Minnesota, Montana, Ne- 
braska, North and South Dakota and 
Wyoming; Gordon McDaniel, Alabama, 
Florida, Georgia and Tennessee; F. H. 
Maatsch, Kansas and Oklahoma; O. L. 
Rappleye, Illinois and Iowa; David Shel- 
ton, Ohio; E. F. Smith, Mississippi, 
Louisiana and Arkansas; J. M. Voorhees, 
Indiana and Western Ohio; F. L. Van 
Arsdale, Virginia, North and South Caro- 
lina; E. J. Walker, Chicago, and vicinity, 
except State St. 

J. B. Curtis covers Los Angeles and 
vicinity. 

The following men travel out of the 
Eastern Sales Department at Auburn: 
J. T. Carroll, Pennsylvania; Delaware, 
Maryland and District of Columbia; J. 
Stuart Campbell, Greater New York and 
northern part of New Jersey; W. K. Hart- 
zell, New York State; Maynard Moulton, 
Maine, New Hampshire and Vermont; A. 
J. Minshall, Massachusetts, Connecticut 
and Rhode Island; F. L. Van Arsdale, 
Virginia, North and South Carolina; E. J. 
Walker, Chicago and vicinity. 


Ralston Men Hold Sales 
Conference 


The annual fall meeting of traveling 
salesmen of the Churchill & Alden Co., was 
held Sept. 12, at the Campello factory, with 
25 salesmen present. Addresses were given 
by members of the firm and informal dis- 
cussions followed. 

The morning conference opened with 
an address by President Frank S. Farnum. 
Other speakers were Treasurer and Sales 
Manager Stephen P. Alden and Adver- 
tising Manager Harold Messenger. 

In the afternoon Vice-President W. H. 
Emerson was the first speaker. Addresses 
were given by Director of Manufacturing 
John H. Farnum, Joseph H. Coulter of 
the cost department and Arthur Ryder of 
the order department. 

A visit to the leather tanneries at Pea- 
body, Mass., was made. President Frank 
S. Farnum accompanied the party. 


P. Sullivan Men on Trips 


The salesmen of the P. Sullivan Com- 
pany have just left for their early fall road 
trip with complete new samples of winter 
and spring footwear. The P. Sullivan 
Company reports that its fall business has 
been very satisfactory. 








FRED SNYDER 


Of the Charles K.Foz sales force covers Michigan, 
Illinois, Indiana, Kentucky. 





Creel, Maudlin & Chambers 
Salesmen Hold Conference 


The Creel, Mauldin & Chambers sales 
force visited the factory headquarters, 
Highland, Ill., the week of August 27, to 
get the new samples for Spring 1924. In 
their several conferences the salesmen 
expressed themselves as highly enthusias- 
tic over the snappy styles and unusually 
attractive prices. Following is a list of the 
salesmen with their territories. 


Roster of Salesmen 


T. J. Becker, Missouri and Kansas; C. 
A. Berkshire, Northern Mississippi and 
Arkansas; W. H. Brockway, Wisconsin 
and Minnesota; C. F. Denman,Kentucky, 
Eastern and Middle Tennessee; Hugh M. 
Dickey, Virginia, Maryland and District 
of Columbia; C. T. Foreman, Indiana and 
Michigan; P. W. Hardman, Virginia and 
West Virginia; R. C. Herbert, Oklahoma 
and Northern Texas; G. W. Hewitt, Illinois; 
A. A. Kendrick, Colorado, Wyoming, 
Montana, Utah and Idaho; J. A. Lord, Jr., 
Alabama, Florida, Georgia and Louisi- 
ana; F. C. McGriff, Pacific Coast; Wm. 
A. Nobel, Texas; H. J. Noell, North and 
South Gerolina;J.E. Roach, Louisiana; M. 
M. Sclosser, Greater New York, New 
Jersey and Philadelphia; C. H. Shoop, 
Ohio and West Pennsylvania; K. C. 
Wert, fowa and Nebraska. 


Roth Salesmen on Trips 
The salesmen of The Roth Shoe Com- 
pany will leave about October 1 with a 
new line of patterns, including anklets and 
straps. Among the spring patterns will be 

low-heel sport sandals in bright colors. 
Fancy McKays and light-weight welts 
are selling very well, according to the 
Roth Company. 
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MENIHAN’S ARCH-AID SHOES 
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MANUFACTURERS & DISTRIBUTORS 


Rochester, V.% 
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When a woman being fitted in your store, are feeling the first symptoms of falling 
rises, takes a step or two and, with a arches. And all over the country new i 
happy sigh, expresses her feeling of com- converts are exclaiming with satisfaction t 
fort and support, you know the sale is that they have found comfort at last in . 
made. If you have an exclusive fran- a really STYLISH shoe. c 
mr es wr , 
pro — ee —_ Aid shoes, Above is a picture from our striking series of F 
you Know also that she will come to you advertisements running each month in 
for her next pair. Saturday Evening Post—and now in Vogue. 
AB ever thi Write for full particulars of our remarkable , 
All over this country een ae proposition, if we are not represented in your 
girls and misses as well as matrons—who community. 
1 
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“Don’t Forget Your Welt Business’ 


ON’T forget your welt business,”’ is 
a timely bit of advice which is 
being offered to shoe wholesalers. The 
welt has a logical place in every shoe store 
of the country,” said a traveler going out 
from Boston the other day. “And many 
welts nowadays, are being made with 
just as light-weight soles and are almost 
as flexible as turns—some as flexible. 
Another point to be considered is that 
welts conform well to the foot, give a good 
service as street shoes, and lend them- 
selves well to repairing. For the cold days 
of fall and winter just ahead of us neat 
oxfords, in Blucher and circular vamp 
styles, with flexible inners, in both black 
and tan, with leather Cuban heels are good 
numbers. I am suggesting oxfords as a 
solution for stitching room problems and 
delayed shipments. I believe by accepting 
this solution business can be brought more 
nearly to normal.” 

New lines for fall show some very beau- 
tiful patterns, with straps in the ascenden- 
cy, although there are many pump styles 
with cut-outs and inlays at the top. Welt 
shoes for women were never more graceful 
in line or pattern. Turns have thus far been 
the favorites but welts are coming into 
good favor with heavier buying in sight 
for oxfords especially. Felt slippers and 
moccasins for the holiday trade are being 
delivered by wholesalers to retail stores. 


Earl Rice on Western Trip 


Earl Rice travels for Bell Bros. Mr. 
Rice started on a four weeks’ Western 
trip Sunday night, September 16, with 
Western-most limit, Kansas City. He is 
carrying with him a line of comfort and 
semi-comfort, also semi-dress shoes, made 
in the five factories of Bell Bros., the 
Richmond Shoe Company, the Mechanics 
Shoe Company and Somerset Shoe Com- 
pany in Maine; that of the Wolfboro 
Shoe Company in Wolfboro, N. H. re- 
cently started, devoted to the manu- 
facture of men’s slippers, also the one at 
Salem, Mass. 

Mr. Rice stated that he felt the best 
thing for the shoe trade would be to“Get 
Back to Earth” with fewer styles. 


H. I. Benedict a Tariff Expert 


H. I. Benedict is not a shoe man, but he 
is interested in shoes and is associated with 
Hiram Meyers, commission shoe man, at 
Room 215, 139 Lincoln Street, Boston. 
Mr. Benedict is a lawyer and is an ex- 





pert on tariff legislation. He was formerly 
Secretary of the American Cotton Waste 
Association, worked in the treasury depart- 
ment and in the Division of Customs, 
Washington. Some weeks ago he repre- 
sented the American Cotton Waste As- 
sociation at a hearing which was held at 
Washington. 

The subject under discussion was the 
clause from the tariff laws of 1909— 
“Otherwise advanced in value” under 
which there was a duty levied of 5%, but 
no waste was so classified, until 1922 and 
23, when Mr. Benedict states that there 





(Photo by Waid) 
H. I. BENEDICT 


Altorney with office in the midst of the boys who 
sell the wholesale shoe trade at 139 Lincoln Street. 
Mr. Benedict is an | expert on tariff legislation. 


were large quantities of low grade cotton 
waste imported from Europe, under the 
belief it was free from duty. After it ar- 
rived, the Government decided that it 
was dutiable and had it so classified. Mr. 
Benedict’s mission in Washington was to 
prove that he believetl that this waste had 
not advanced in value and that the duty 
therefrom should be removed. 


H. P. Goss on Short Trip 


H. P. Goss, who represents the lines of 
the J. H. Murray Shoe Co., Perkins Bros. 
Shoe Co. and the Mohican Shoe Co. left 
Sunday night, September 9, for a ten 
days’ trip to New York, Philadelphia 
and Chicago. 
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(Photo by Waid) 
GEORGE E. PARROTT 


Who sells the wholesale trade of the country for 
The Beerett Shoe Mfg. Company 





Parrott Makes Trip to Pitts- 
burgh 

George E. Parrott with office at Room 
213, 139 Lincoln Street, Boston, left the 
Hub on Sunday night, September 16, for 
about a week. Mr. Parrott’s itinerary took 
him as far as Pittsburg. 

Mr. Parrott covers the wholesale trade 
of the country for the Everett Shoe Mfg. 
Company. He makes two long trips a 
year, covering the West and South. The 
rest of the time he covers New York, 
Baltimore, Pittsburgh and Philadelphia. 


Cuban Heel New York Favorite 


He states that the Cuban heel, also the 
military, ranging from 13-8 to 15-8 inches 
high, are quite popular now in New York 
City, also a stage last. The stage last 
is good in Philadelphia, Baltimore and 
Pittsburgh, and this demand, Mr. Parrott 
finds,returns about every five or six years 
—then it seems to die out after a short 
run and New York has it all its own way 
again. 

Black Satins Popular 

He states that black satin is very strong 
and black suede with dull black kid collar 
and saddle strap; also the New York last 
with the half dollar toe, with a 14-8 
Spanish wood heel. 


Always Something New 

In the very high-grade lines, Mr. Par- 
rott states that the five and six-strap 
sandals are good. “While black is the 
favorite seller this fall and winter, cut- 
outs, perforations and fancy stitchings 
make up for the severity of color’’ said Mr. 
Parrott, “so whether itis plain pump, straps 
or anklets, it is ‘something new every 
minute.’ ” 
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The Hallmark of Hospitality, | 








Why Business Men Like 
to ‘‘Make’’ These Cities 


Not only for business reasons will you be glad to visit the cities 
below. There is another inviting factor. 


Upon arriving, travelers have no annoying hotel question to settle. 
They register immediately where they know comforts await them— 
at one of the hospitable hotels of the United Chain. 


Here the business man, wearied with a day of calls or a tiresome 
journey, can be sure of relaxation and rest, for his needs are under- 


stood and provided for. 


United Hotels are modern, fireproof structures, conveniently situated 
within easy reach of business sections and railroad stations, 


List of Hotels 


THE BANCROFT WORCESTER, MASSACHUSETTS 
Charles S. Averill, Mgr. 
THE TEN EYCEK ALBANY, NEW YORK 
. Harry R. Price, Mgr. 
HOTEL UTICA UTICA, NEW YORK 
Walter Chandler, Jr., Mgr. 
THE ONONDAGA SYRACUSE, NEW YORK 
Proctor C. Welch, Jos. Grogan, Mgrs. 
THE SENECA ROCHESTER, NEW YORK 
Lewis N. Wiggins, Mgr. 
HOTEL ROCHESTER — NEW YORK 
Lewis N. Wi Mgr. 
THE ROBERT TREAT NEWARK, NEW JERSEY 
Charles A. Carrigan, Mgr. 
THE STACY-TRENT TRENTON, NEW JERSEY 
Charles F, Wicks 
THE PENN-HARRIS HARRISBURG, PENNSYLVANIA 
B. F. Welty, Mgr. 
THE LAWRENCE ERIE, PENNSYLVANIA 
W.A. Cochran, Mgr. 
THE PORTAGE AKRON, OHIO 
Harry Halfacre, Mgr. 
THE DURANT FLINT, MICHIGAN 
Geo. L. Crocker, Mgr. 
THE MOUNT — MONTREAL, CANADA 
Vernon G. Cardy, Mgr. 
KING EDWARD norm, TORONTO, CANADA 
L. S. Muldoon, Mgr. 
ROYAL CONNAUGHT HAMILTON, CANADA 
A. E. Carser, Maer. 
PRINCE EDWARD HOTEL WINDSOR, CANADA 
J. T. B. Foote, Mgr. 
THE CLIFTON NIAGARA FALLS, CANADA 
Open May to September 
Building 
THE ROOSEVELT NEW YORK CITY, ¥. 
THE OLYMPIC SEATTLE, WASHINGTON 
THE ALEXANDER HAMILTON PATERSON, N > 
THE NIAGARA NIAGARA FALLS, NEW YOR 


UNITED HOTELS. COMPANY 
pent tye Vt 
Executive Offices 
25 WEST 45th STREET, NEW YORK 
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And now it’s “Grip Sures” 
for fall and winter sports 


Here is an all-round sport shoe 
that brings you year-round sales 


RIP SURES have no off season. They sell 

the year round and sell big. For winter 
sports wear, especially on slippery gym floors, 
they are unmatched. 

Suction Cup Sole of long-wearing lively 
rubber is a safety feature found only in Grip 
Sures. Because of this safety feature, the Govern- 
ment has granted a patent on Grip Sures. 

Grip Sures meet every requirement for all 
indoor sports—basket ball, handball, boxing, 
fencing and general gym work. They combine 
speed with safety. A player wearing Grip Sures 
can depend on them for a quick get-away or a 
sudden stop. 


Grip Sures will please your most exacting cus- 
tomers. The sturdy long fibre Top Notch duck 
uppers and the moulded soles of lively rubber 
assure long satisfactory service. 


National advertising in the Saturday Evening 
Post, American Boy, Boy’s Magazine, Boy’s 
Life, Association Men and Physical Culture has 
made Grip Sures nationally known. 


Thousands of merchants have found Grip 
Sures to be their leader for sports wear. If you 
do not handle this profitable, steady seller, write 
now to our nearest branch office for interesting 
details. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber Footwear 
Beacon Falis, Connecticut, U. S. A. 


Factory Branches in 


NEW YORK 
106 Duane Street 


MINNEAPOLIS 
311-15 Ist Ave. No. 


+a TRADE 


BOSTON 
241 Congress Street 


KANSAS CITY 
926-8 Broadway 


CHICAGO 
208-10-12 So. Jefferson St. 


SAN FRANCISCO 
530-2 Howard Street 


MARK a4 


RIP=jURE 


REG. U.S. 


Grip Sure / 


“ The shoe for. 
all year wear. 


PAT. OFF. 
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How 


They Do Love 


“ACROBATS” 


Mother loves ‘‘Acrobats,’’—she knows their Nature 
lasts are right for small feet, and she knows they wear 


and Wear and WEAR! 


Children love ‘‘Acrobats,’’—they are so pretty, soft 
and flexible, so nice to play in, and have no tacks, nails, 
or staples to hurt. 


Shoe Merchants find it a delight to sell “Acrobats,” — 
they are such good shoes, sure sellers, and the best little 
customer-builders a man could wish for. o& 


“ic 


A 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 


are famous for their uniformly high quality and excellent work- 
manship. They are made by the wonderful Acrobat “Double Welt” 
Process, which has enjoyed 8 years of steadily increasing success, 
and is today widely recognized as a superior shoe construction. 


A New Fall ‘‘Acrobat’’ 


No. 1318—already a big success. 
Mahogany Calf Vamp and Back 
Stay, Smoked Bear Quarter, 3 
to 8, 8% to 11, 11% to 2. 

Also No. 1371—Patent Vamp 
and Back Stay, Tan Elk Quarter, 
3-8, 814-11, 1114-2. 


Send for Catalog 23-F 


Yeu owe it to yourself to learn ALL the features of “‘Double Welt”’ 
construction, and how “Acrobats” will build up your children’s shoe 
sales, profits, and customers. Send the coupon today. 


SHAFT-PIERCE SHOE CO. 


220 3rd St., Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 


Shaft-Pierce Shoe Co., 220 3rd St., Fairbault, Minn. 
Please send me Catalog 23-F showing you 
Fall line, and full details of the 
Acrobat sales proposition. 











pec 
Patterns for all re- 
quirements, built 
strictly to measure- 
——_ diagrams or 


casts. 
A type of the shoe we 
manufacture to order 
—2%% inch cork ez- 
tension. 


Through 
You, the 
Merchant, 


we want the public 
to know: Our fac- 
tory is equip) to 
build shoes for all 
cases of troubled 
feet. 
Built-In Arch Sup- 
ports-Rigid, Tem- 
pered —. Steel. 
Or Flexible Shanks, 
Metatarsal P ads, 
t Counters, 
Bunion Protectors, 
Heel Levelers Cork 
Extensions, Cush- 
ion Innersoles. 
Extensions for 
Short Lim un- 
ions, Hammer Toes, Callouses, Sore or 
Tender Spots, Club Foot, Rheumatic 
Foot, Paralytic Foot. Permanent Dis- 
tortio' 


ms, 
Our shoes are made with Tempered Steel 
Spring Arch and specially built arch- 
es to suit individual cases. 


CUSTOM SHOE COMPANY 


10 Barton Place 


Worcester, Massachusetts 











If you could see the motors from 
distant places pull up in front of 
the Essex and their happy occupants 
alight and pass their travelling cases 
to a waiting porter, you would 
understand how far reaching is the 
prestige of this popular hotel. Make 
the Essex your headquarters when 


in Boston. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T A McCarthy, Treas. 
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Stock No. 500 Stock No: 501 


Black Kid Oxford < > Black Kid Oxford 

14/8 Cuban Heel a __ OC _@ 12/8 Military Heel 

Rubber Top-Lift. Rubber Top-Lift 
$4.00 $4.00 





Stock No. 503 S : Stock No. 502 
Black Kid 8% inch Black Kid 81% inch 


Trade Mark Registered 


Three-quarter Fox Boot Three-quarter Fox Boot 
14/8 Cuban Heel 12/8 Military Heel 


Rubber Top-Lift : IN STOCK Rubber Top Lift 
OXFORDS 
$5.00 , AA-E. $5.00 
BOOTS : 


IMMEDIATE 10; bs ar SHIPMENT 














The wise retailer is featuring 


CORRECTIVE FOOTWEAR AT POPULAR PRICES 


ARCHANGELS are making profits for an increasing number of merchants 


v.K&AH. JONES & THOMAS company 


LYNN MASSACHUSETTS 


Boston Sample Rooms—141 Lincoln Street 














_ Dealer Influence is.secured thru advertising in the Boot and Shoe Recorder. 
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Brockton Rr 
SHOE STYLE SHOW 


OCTOBER 2-3-4-5-6 


5 DAYS 5 NIGHTS 


Continuous Skow Every Day 
from 12 o'clock till 8 P. M. 


Shoe Men’s Hour 12 to | 
Children’s Shoe Style Show 2 to 4 
Men’s Style Show 5 to 6 


Style Revue 6 to 8 


Showing shoes and costumes from 
Civil War period to present day 


_Wonderful Decorations 
Bewitching]Models 
Beautiful Gowns 
Special Attractions 

Continuous Music . 


BRICKTON, famous for its Shoes 
and the most wonderful Fair in America, 
now celebrating its Golden Anniversary, 
50 years young. 


The entire Educational Building devoted to the display of shoes. You are 
within. 15 minutes’ auto ride of practically every shoe factory in the Brockton 
District. {Combine business and pleasure. Take’ in’the famous Brockton Fair 


and Shoe Style Show. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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United States Rubber Company ile Medal 


UsrRuBCcO 


1790 BROADWAY New Yorx 


New YORK 





AN OPEN LETTER TO 
SHOE MANUFACTURERS : 


Gentlemen:- 
Just a little tip about toplifts. 


And it can best be brought home by citing the ex- 
perience of a large shoe retailer in New York which is typical 
of thousands of other retailers throughout the country. 


This man, who handles a very high grade line of women's 
shoes, sold a pair of black satin, cut through effect, strapped 
sandals, with Spanish Louis heels, and was very much surprised 
three weeks later to have the customer complain that she had 
been sold an inferior shoe. Upon examination it was found that 
all that was wrong was a worn-down toplift. 


EUT SHE WAS PREJUDICED AGAINST THE WHOLE SHOE. And it 
took a lot of talking to convince her that it wasn't the fault 
of the shoe. 


Are you handicapping the sale of your shoes with ordinary 
toplifts that wear down quickly and become ragged and uneven? 


For the past four years, many manufacturers of high-grade 
shoes have been using USKIDE for toplifts. It is not new - it is 
not an experiment. USKIDE has proved to be the longest wearing 
toplift on the market. It wears evenly, and never becomes ragged. ~- 


USKIDE comes in strips from which you can out any shape 
of toplift you may require for the numerous shapes of heels. In 
this way you can cut USKIDE to fit your own style ideas without 
shaping your ideas to fit the toplift. 


Protect the good name of your shoe with an USKIDE toplift. 
Our expert will be glad to show you the ease with which USKIDE 
toplifts can be shaped and attached. Write for him to cail. 


UNITED STATES RUBBER COMPANY 


Sole and heel stocks in our following branches: 


BOSTON CINCINNATI NEW ORLEANS PITTSBURGH ST. LOUW:3 
CHICAGO LOS ANGELES NEW YORK FORTLAND, ORE. SAN FRANCISCO 
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‘Sure, Ornaments Are Needed” 


To Complete Present Footwear Sales 





The wide variety of shoe designs now in vogue require ornaments of Individu- 
ality, Artistic Beauty, and High Quality, to bring out their Real Style Value. 


Send for our $10.00 dozen pair assortment, or $5.00 half dozen pair assortment, 
appropriate patterns in RHINESTONE and CUT STEEL. 





NEW RIBBON ORNAMENTS FOR THE GORING STYLES 


Rosette Effects with dainty jet, silver or steel trimmings. Black or Brown. 


One dozen pair assorted $4.00 





Ask about “WINNER” Brand real value laces. Write for Samples. 


W. K. CHANDLER, INC. 


125 SUMMER STREET BOSTON, MAS 








Didi, 


Tested By Time 


‘Time makes more converts than reason.” Selected black glazed kid. Kid Tip. 

m 3 ‘ oe Five eyelets. Heel height 1% 

For years particular folks have demanded the original inches. Light close edge welt. 
2 ae Pu ’ ~ Last 155. 

cushion shoe --- the DR. A. REED SHOE. They Tr a 

have proven to themselves the makers know how to make Widths AA to E 


this shoe perfectly. 


R-501 Semi-dress Oxford 











Isn't it easier to sell Dr. A. Reed Cushion Shoes today — rather than a newer line — 
with the selling handicap of many “reasons why” the customer should buy ? 


Wise merchants stock these shoes because they sell easily with a quick turn-over. 
Also, because we give complete in-stock service at all times. 





Wire at once for a real sales plan and prices 


J OHN EBBERTS SHOE CO., Ine. surrito “New york 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CHILDREN’S BUSINESS 
NOW IS THE BEST TIME TO GO AFTER IT 
WE OFFER FOR YOUR NEEDS SOME OF TODAY’S BEST SELLING NUMBERS 


IS PROFITABLE 











IN STOCK 











Tan Kid Shoes 


PLAIN TOE 
490 Butt, no heel, 1-6... . $1.90 
491, Lace, no heel, 1-6.... 1.90 
415 Lace, sp. heel, 3-8.... 2.25 
416 Butt, sp. heel, 3-8.. 2.25 
STOCK TIP 
2415 Lace, sp. heel, 3-8. . . $2.35 
2416 Butt, sp. heel, 3-8... 2.35 


EXTENSION SOLES 
2420X Butt, sp. heel, 4-8. . $2.60 





2421X Lace, sp. heel, 4-8.. 2.60 
Tan Russia Calf 
PLAIN TOE 
560 Butt, no heel, 1-6... .$1.90 
561 Lace, no heel, 1-6. 1.90 
STOCK TIP 


Wn un 


562X Butt sp. heel, 3-8. . .$2.3 
563X Lace, sp. heel, 3-8.. 2.3 


EXTENSION SOLE 


2562X Butt, sp. heel, 4-8.$2.60 
2563X Lace, sp. heel, 4-8. 2.60 








Is 


SIEADERSHIP FOR 
SO MANY YEARS 
IN OUR OWN, 
PARTICULAR FIELD 
YOUR 
GUIDE TO OUR 
ABILITY TO SERVE 
YOU PROFITABLY 


BEST 











Dr. Posner’s Scientific Shoes will single 
your store out as the Children’s Store and 
the store of satisfaction. Fill the children’s 
needs and you will get the parents’ business 
too. Our shoes are built to uphold two 
REPUTATIONS—YOURS and OURS. 





No. 447 X 





COMBINATIONS 
PATENT LEATHER VAMP 
AND GRAY KID TOP 
446 Butt pl. sp. heel, 3-8. . $2.50 
447X, lace tip, sp. heel, 3-8 2.60 
PATENT LEATHER VAMP 
AND WHITE KID TOP 
272 Butt pl. no heel, 1-6. . $2.10 
273 Lace, pl. no heel, 1-6.. 2.10 
274 Butt Pl. sp. heel, 3-8. 2.50 
275X Lace tip, sp. heel, 3-8 2.60 
PATENT LEATHER VAMP 
AND GRAY KID TOP 
462X Butt tip, sp. heel, 3-8 2.60 
463X Lace tip, sp. heel, 3-8 2.60 





Black Kid Shoes 


PLAIN TOE 
500 Butt, no heel, 1-6... . $1.70 
501 Lace, no heel, 1-6 1.70 
STOCK TIP 
618 Butt, sp. heel, 3-8 $2.00 
621 Lace, sp. heel, 3-8 2.00 
EXTENSION SOLE 
2624 Butt, sp. heel, 4—8. . . $2.25 
2625 Lace, sp. heel, 4-8 2.25 




















White New Buck 


PLAIN TOE 
642 Butt, no heel, 1-6... . $1.% 
643 Lace, no heel, 1-6. . 
TIP 


644X Butt, sp. heel, 3-8 
645X Lace, sp. heel, 3-8 





Genuine Buck 


2642 Butt, no heel, 1-6. . .$2. 
2643 Lace, no heel, 1-6... 2 
2644 Butt Tip, 3-8 2. 
2645 Lace Tip, 3-8 2. 


1. - 2682 Butt, 


? 
235 38| aos Butt, 


VIM 


| White Washable Kid 
PLAIN TOE 


no heel, 1-6 

|2683 Lace, no heel, 1-6. . 
TIP 

sp. heel, 3-8.. 2.75 

| 2685 Lace, sp. heel, 3-8.. 2.75 


5| Dr. Posner’s White Shoes 

5|Are Eaceptionally Service- 

Sjable as Well as Dressy in 
Appearance. 











No. 2625 





Many More Styles in Our Complete IN STOCK CATALOGUE. Write for Catalogue B 12 





Address All Communications 
to the 
New York Office 


Dr. A. POSNER SHOES, Inc. 


140 WEST BROADWAY 


NEW YORK CITY, - - 





N. Y. 


Factory 
Roebling and Pope Streets 
Brooklyn, N. Y. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OUR FULL CONE 
HINGED LAST 


Prevents straps from 
riding above the cone 
and into the hinged 
opening, thus saving 
much time, and speed- 
ing up production. 











Straps can be buttoned 
in the exact proper 
position when the shoe 





is on the last. 





‘‘Just What We Have Been Looking For’’ 


That’s how some of the largest volume 
producers of smart style footwear characterize 


Our New Full Cone 


Hinged Last 


This last can only be obtained through us, and 
is now made only at our Auburn, Maine, and 
Rochester, New York, factories. Others of our 
plants will shortly be equipped to provide it. 


UnrtTep Last COMPANY 


Headquarters— Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 
: . AGE > BOSTON 
BROCKTON ROCHESTER RS - he 5 212 Essex St. 
NEWARK HAVERHILL RES Se 4 g NEW YORK 
LYNN AUBURN ‘ f > 1402 Bush Terminal Bldg. 
CHICAGO ST. LOUIS BANS ip: by scewewer d 
NEW YORK MILWAUKEE KS \ lf : ST. LOUIS 
‘ \ 7 Adv. Bidg., Rm. 303 
: ’ RW SZ CHICAGO 
wenyeny eben aa Vv Wells Bidg., Rm. 406 
United Last Company, Ltd. PHILADELPHIA 
Montreal 331 Arch St 


with Branch Office at Toronto MILWAUKEE 
10 Metropolitan Bld,. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MMOUNCING < « , 


ARCH PROTECTOR SHOES 
IN NOVELTY FALL STYLES 


Women everywhere will welcome this announcement. 
Throughout the land women who have worn ARCH 
PROTECTOR footwear, will wear no other. They have 
learned the satisfaction, the ease and poise that come from 
perfect foot comfort—from the shoes with arch supports 
cleverly built in. 

Duttenhofer’s have recently extended this remarkable line 
of shoes to include light weight welts in the smartest 
designs of the moment. : 


May we send you samples or have a representative call? 


The fetching cross strap (M752) illustrated 
is one of the ARCH PROTECTOR novel- 
ties—a light weight welt of otter buck 
trimmed with calf to match. One and three- 
quarter inch covered Spanish wood heel. 
A beautiful shoe on the foot. 





THE VAL DUTTENHOFER SONS COMPANY 
BRANCH OF THE UNITED STATES SHOE COMPANY 


CINCINNATI 


iilliasaienomntintae: VAR — nies 
——~+ 5,4! a ae 


There is but one Arch Protector—and that is made by Duttenhofer 
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School Bells Ring! 


Pat. Chrome, Field Mouse 
Top, White Rubber Welting, 
Pat. Chrome Collar, McKay 
455—Misses, 113 to 2, D & E, rubber heel. $2.90 


456—Child’s, 8% to 11, D & E, rubber heel. 2.65 
457—Child’s 84 to 11,'D & E, spring heel. - 


WEIMER, WRIGHT & WATKIN CO. 


35 S. SECOND STREET, PHILADELPHIA 


Pat. Chrome, Field Mouse Top, 
3 Bar Collar, Rubber Heel, 
McKay 


330—11% to 2, =, rubber heel . 
" rubber heel 
wing beel......... 2.75 
turn, spring heel.. 2.05 


Same in Tan Calf, Smoked Elk Top 


E, rub 

E “spring heel. - 

=, spring heel. . 

399—Child* E, spring heel, 
hand Pr re 

237—Child’s, E, wedge heel, hand 
WEE Ccnsac codecs i ree 2.05 
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Martin’s Genuine Imported 


Scotch Grain College Oxfords 


—= IN STOCK 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 86!—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B6-11,C 5-11, D5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade } 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER MASS. — essere 











W hen Baby Walks 


Mothers do not want to jump babies from soft shoes to 
stiff ones. ‘“Tri-To-Walk”’ Shoes are a happy compro- 
mise which have delighted thousands of aidbee—end 
brought an easy, quick profit to lots of merchants. 
Are you getting yours ? 


Blucher Boot 
of First 
Quality Elk 
in All Popular 
Shades 
Pearl Chrome 


Sole 
Guaranteed 
not to rip 


Send for catalog of In Sk Soft Sots, “Tri-To-Walk” 
and Hard Soles 
LITTLE WITCH SHOE CO. 


(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST. SALEM, MASS. 
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LARGEST IN STOCK DEPARTMENT 


of 


, No. “a? eee came'hair, good 
pe ne Yd camelhair, quality, 6 6/12. $1.20 
> ggg ad pg No. 115—Ladies’ camelhair pompon, 
i iid.reecee quality, 3/8 oa aon 3/8 1.15 
camelhair No. 127—Misses’ camethair, good 
a, Rad 
No. —Child. 
quality. 7 ll 
No. 127—Inf. 
en wy 5/8.. 


good 
.$1.60 

good 
1.30 


1.20 
good 


1.10 
camelhair, good 


1.05 


No. 101—Men's imt. camelhair 
Everett 6/12 .. 

No. 102—Ladies’ 
Everett, pom n, | 
Re. 103—Misses’ imt. 
iverett, pompon » 12/2 
No. 103—Child. imt. 
Everett, pompon, 9/11. 
No. 103—Inf. imt. camelhair 


‘imt. camelhair came'hair, 


camelhair, 


camelhair 


47\5 


Everett, pompon, 5/8 


Golo made, imported slippers, hand-turned, full grain leather soles, hand- 
sewed socks, guaranteed, absolutely flexible. 


SF A 


No. 211—Quilted satin, oe. sock, 
satin covered heel in Biack, Copen- 
hagen, Old Rose, Blue, Pink, Purple, 
Lavender, Navy, Revel, Am. Beau- 
ty, Wisteria, Gray, $1.45 


Every desirable style in quilted satin boudoirs from 70c up, always in stock in leading colors 


BLSi~ 


No. 650—Turned Opera, oo No. 84—Colored suede leather 
— and Tan Everett, soles to match in Fawn / 
652—Turned Leather aie he ae Copen, Gray/Rose, Copenhagen, 

Black and Tan Lavender, Purquoine Old Rose, | 
Ten ~ Turned Leather Romeo Brown, Purple, Coral, Wine. . $0.85 
an only | 
No. 655—Turned Leather Cavalier 

Chocolat 

No. 658 Turned Leather Faust 

Chestnut .. 


SLIPPER COMPANY 


No. 4452—Imported hand turned 
ui ted satin D’Orsay in Black, Old 
ose, Copenhagen, Lavender, Pur- 


4409—Imported hand turned 
pm Te satin mule in Black, Old 
Rose, Copenhagen, Lavender ~— 


Purple ple 


No. 37—Childs felt, astrachan trimmed Leather 


bootie. Red, Copenhagen, Wine, all with 
Gray astrachan 
5/8. : $0.75 
8% /ll .80 


11%/2 -85 2.40 


Pa TERMS NET 30 DAYS 





et GsSTiniD 


Manufacturers of House and Bedroom Slippers 
129 DUANE STREET NEW YORK, N. Y. 
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Promoting Cooperation and 
Fair Competition 











ABP Standard No. 8 


“To COOPERATE with all organ- 
izations and individuals engaged 
in creative advertising work.’’ 


————$___——_____—. 

















HE distance between buyer and seller 

must be shortened; the road-way 
which leads from producer to the final 
consumer must be made straight, broad 
and smooth; the cost of distribution must 
be reduced—that is why we pledge our- 
selves to cooperate with all others en- 
gaged in creative advertising work. 

We believe that advertising is an 
economic force, a piece of improved sales 
machinery, which, properly employed, 
becomes a boon to business and society. 

So we ARE cooperating in every move- 
ment that will put advertising on a 


higher plane and make it more efficient. 
Recently we conducted in the larger cities 
a 6-months course in Publishing and 
Advertising which was attended by over 


1000 employees of our various papers, ° 


and for which the students paid over 
$60,000.00. 

As an organization we are active mem- 
bers of The Associated Advertising Clubs 
of the World, Chamber of Commerce of 
U.S. A., and of the Audit Bureau of Cir- 
culations. Our members are solidly behind 
every movement for better merchandising 
and better selling. 











ABP Standard No. 9 


“To avoid unfair 
competition.”’ 

















AIR-PLAY is ingrained in the 

American character, and it is one 
of the practical working standards of 
The A BP, Inc. It is enforced too— 
if someone’s foot slips a little, he is 
brought back into line with kindly 
but insistent firmness. 


Concretely, our idea of fair com- 
petition is to see who can build the 
most, not who can tear down the 
most, but this involves no easy 
tolerance of evil practices whether 
in publishing or the fields we serve. 


If you have read the preceding advertisements in this series, you will 
begin to understand that the A B P papers are of superior merit, 
because they are built upon the solid rock of right principles. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 


HEADQUARTERS: 


220 WEST 42nd STREET 


NEW YORK CITY 
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HE EXCLUSIVE SHOE 


DESERVES AN EXCLUSIVE HEEL 







a 





@® ® 





Such a heel—a trade-marked 
heel of the highest quality, sold 
to makers of fine shoes only—is 


ye the Seiberling Rubber Heel. 





SEIBERLING RUBBER COMPANY, AKRON, OHIO 


((@ SEIBERLING 
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GRAY NUBUCK 
STRAP PUMP 








| In Stock -- Ready for Immediate Shipment 


SIZES AND WIDTHS 





No. B 419—Gray Nubuck Strap Pump with Gray Kid BAh..... cee Diidee<ccuun 3 to8 
—— | ST RR 8 
Trimming, 244 Last, 12/8 Wood Cuban Heel... ... $5.50 6h odence a (Re Hews 


Terms: Net 30 Days 


| C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 
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Starensier Shoe Ornaments 















In Stock for Immediate Delivery 
) Get Ready for the Social Season 


From the thousands of sets of Beautiful Rhinestone Strap Ornaments 
which we have made in our own workshops, you can pick patterns that will 
; surely please your trade. We prepared to meet the big demarid for these 
popular selling ornaments and are able to ship from stock. Every pattern 
priced to pay dealers large profits. The novelty and richness of our designs 
assure quick turnover. Thirty-six different patterns, all effective designs. 





We offer three special assortments, 12 pair each. You can sell them readily, 


Line Up on These Ornaments. Re-orders Will Surely Follow 








Assorted No. 1 - $4.80 Set 
Imported Steel Beaded Buckles, Assorted No. 2° - $6.00 Set France, Newest designs, high 


Assorted No. 3 - $7.00 Set grade workmanship. Endless 


Assortment. We feature over 25 


S. STARENSIER designs at $3.00, $4.00, $5.00 


Pr. Excellent values. 


Imported Cut Steel Buckles from 


6 Designs. Some with Jet and 


Steel, Artistic, Effective. 


00 and $1.50 Pr. 
$1.00 and $1.50 Pr Manufacturers & Importers 


HAVERHILL, - MASS. 


Other grades for $2.00 to $25.00 
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BS 


One of the LATEST and BEST moving numbers 
the early Fall has produced. 


**HONEY?”’ 


No. 171 


HIGH GRADE FLEXIBLE 


No. 171— Black ooze calf, No. 176—As No. I71, in No. 175—As No. 171. in 
gun metal calf trimmings Black Satin, Black Ooze all patent colt. 13-8 Cu- 
13-8 Full Breasted Span- calf trimmings. Widths ban heel. Widths A to D. 
ish heel. Widths A to D. A to D. Sizes 3 to 8. $5.25 Sizes 3 to 8. .. $5.25 
Sizes 3,to 8 $5.50 


THE INEVITABLE 


The NEW HOME of HOMES for those ““BETTER SHOES.”’ 
We are now making final arrangements to move to larger 
quarters— 

132 DUANE STREET 

NEW YORK CITY 


where we will continue to keep up the REPUTATION and 
GOOD-WILL{which has enabled us to rise as the LEAD- 
ING_WHOLESALER in the shoe industry. 


Our SPACIOUS QUARTERS will give us ample room to 


serve you to greater advantage with those “BETTER 
SHOES,”’ that are QUICK TURNOVERS. 


Manufacturing :::: Wholesalers 
112 Reade St., 109-11-13 W. B’way, New York, N. Y. 


Pittsburg Office Philadelphia Office Raltimore Office Cleveland Office 
Blackstone Bldg., 345-5th Avenue 32 N. 3rd Street 100 N. Eutaw Street Old Arcade Bldg 
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Twelve Styles-IN STOCK 


B-325—All Pat. Colt, 3 strap pump genes 
with Bik. Kaffor Kid, cut-out on sid 
Colt underlay, close edge welt. 14-8 tA 


leather heel $4.85 B-329—Al! Black Satin Cross-Strap, trim- 
med qt tl Kaffor Kid, 14/8 nish 


turned $5.85 
B-330—Same in rn Leather, toteenes 
with Black Kaffor K: $5.7 


B-326—Same in Blk. Suede, trimmed with 
Blk. Kaffor Kid $5.35 heel. 
B-331—Same in Brown Suede, trimmed 

with Brown Kid $5.60 


B-327—All Pat. Colt, out-out 
gore, 14-8 Cuban leather 
edge welt 





B-324—Same i in Black Satin. Trimmed 
with Bik. Ooze Calf $6.00 


B-328—Log Cabin Ooze Two-Strap Pump, 
Trimmed with Cc 


abin Kid arouw 


Throat, French binding around throat, 


Sizes and Widths — ait 16-8—A--3-8—B, 
Cc & D~-2\%-8 Terms: Net 30 Days 


JOY, CLARK & NIER, INC., 


collar and straps; 


14/8 Covered Cuban 
Wood Heel, Hand Turned $6.50 


cm N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 


September 22, 1923 














$1.00 Per Pair 
Save time and ship at once the shoes you want to have remcdeled and we will have them 
ready for you to meet the Fall demand. The Brooklyn Shoe Remodeling Co. is recog nized 
as the only concern doing work of this kind. Get in touch with us immediately. 





BROOKLYN SHOE REMODELING CO. 





Attention, Merchants 
and Storekeepers! 


Brooklyn Shoe Remodeling Co. 
has reduced the cost of remodel- 
ing shoes fifty cents per pair. 

Old-style Boots and Low Shoes 
remodeled into New Strap 
Effects and Oxfords. 










_— 


80 Cents Per Pair 


205 ROCHESTER AVE. 
BROOKLYN, N. Y. 








GREELEY 
BOUDOIRS 


Your customers will see a 
difference in GREELEY 
BOUDOIRS from the ordi- 
nary foot covering of this 
kind. They won’t know how- 
ever, that years of boudoir 

manufacturing experience 
on sy 3 has shown us how to get 
only. the style and wear intothem. 


If your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .°. Haverhill, Mass. 





















Shoe Thread for At 
Once Shipment 





On our floor is thou- 
sands of dollars 
worth of thread, 
carried on hand, so 
your immediate de- 
livery orders can be 
taken care of. 
When you buy 
Meyer’s thread = 
have the best 

can bemade. Black, 
white and colors. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S. A. 
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Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 
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A.SHOEWISE 
says— 





No. 0145 
IN STOCK 


$2.35 


5%—30 Days 













“You might pick a ‘peach a la Parisian’ that will be out of style 
before you get it on somebody’s foot. BUT the good old staple 
turn shown above will bring a lot of comfort to dealers when they 
check up sales. Stylish enough to make it desirable—comfortable 
enough to make it a ‘hot-cake’ seller. The usual FISHER High 
Quality predominates and at this price the profit per pair is going to 
send a lot of fellows to the bank with a smile on their face.” 


No. 0145, High Grade Turn—Made on Dress Last of High 
Grade Black Kid. Sheep Sole Lining and Quarter Lining. 
FLEXIBLE SPRING-STEEL Arch Support. 12-8 Wingfoot 
Rubber Heel. Sizes and Widths In Stock—B, C, D, E—2' to 9. 


‘Our Catalogue Like Our Shoes Contains Some Real Stuff --- SEND FOR IT’ 


FISHEBCOMFORTS 


) SISHER 05 \QN 


LYNN,MASSACHUSETTS 








ae 
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BUCKLES ARE FINDING FAVOR 


DVANCE STYLES in Women’s Footwear as forecasted by the Boot and Shoe 
Recorder in their issue of September Ist, portray a tendency toward a 
marked increase in the use of Buckles as Fastener Trim. 











Nineteen of the Models (beautifully illustrated) require Fastener Trim 
of some nature and of this number, five (better than 25%) feature a Buckle as 








the Fastener. 


1371\% 
Sizes 34-144-54-% Inch 


Convex Pattern 





1063 


3 


Sizes %@-% Inch 


Convex Pattern 


1286 


Sizes 34-14-54 Inch 


Convex Pattern 





1375 13751 
Composition Iron 
Sizes 44-14-54-%-%ln. 
Convex Pattern 


Are Your plans complete for meeting this trend? 


ELITE BUCKLES 
FOR FOOTWEAR 


afford a wide range of selection and every 
number merits favorable consideration. 


Whether your designs feature the Anklette idea or 
whether they utilize varying widths of Instep 
Straps, ‘“‘ELITE’”’ Buckles are obtainable to suit 
the condition. They are furnished in all the desired 
widths and in finishes which will harmonize beau- 
tifully with the preferred Leather shades. 


Bulletin No. 135 illustrating the full line of ‘‘ELITE 
BUCKLES for FOOTWEAR’”’ is yours for the asking. 
You will find it invaluable as an aid in selecting the 
Buckles you require. 


Free Buckle Sample Cards on Request 


A Postal will bring them as surely as will a letter. 


NEW YORK Simply Address . “seen oF 
cHicasco NORTH&JUDD } 
DETROIT MANUFACTURING COMPANY * 





ST. LouIS 486 EAST MAIN STREET 


san rnancisco NEW BRITAIN “Saco 


TORONTO CONNECTICUT 
Wholesale Only 














1364 1370 
Sizes 44-34-%-1 Inch Sizes %-1 Inch 
Straight Pattern Straight Pattern 





1067 
Size 34 Inch 
Convex Pattern 





1141 


Sizes 3¢-14-54-%4-1 In. 


Convex Pattern 





1368 
Sizes 54-34-%-1 Inch 
Straight Pattern 





1374 1137414 
Composition Steel 
Size 10 line (13-16 in.) 
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Unfolds the social season 
in all its splendor and brings 
a demand for new and dainty 
styles in dress and evening 
footwear. The Hamilton- 
Brownlline is rich in novelties 
that will instantly appeal to 
the most exacting. 









e Wdvent of Vall 


aaro¥-BAOWN SHOE Co, 





ER 





We picture our No. 7353— 
the latest mode in French 
short vamps, developed in 
Black Calf Suede, covered 
Spanish heel and light flex- 
ible sole. Has cut-out quarter 
—-plain yet elegant. Delivery 
October 15th. Price $4.60. 


St. Jouts. USA 
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Rubber Heels 








You want your shoes to 
express your Own care- 
fully thought out ideas 
for correct design and 
craftsmanship. Now you 
can follow this idea 
through even to the rub- 
ber heels you put on 
them. 

We are prepared to make 
rubber heels for you ac- 








September 22 , 1923 


_ Tailored to Your Shoes 


cording to your own 
specifications. We can 
put your name and trade 
mark on every pair. 


Prompt shipments as- 
sured. 


Write us your require- 
ments and we will ex- 
plain our proposition in 
detail. 


THE REPUBLIC RUBBER CO. 


YOUNGSTOWN, OHIO 





REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 











ANOTHER SENSATION! 


Shoe Ornaments Attached and 
Detached Instantly 


STAYS PUT COMFORTABLY 


Our new invention Clasp-On, illustrated here, can be adjusted 
in any way desired on strap or vamp. Simple and easy adjust- 
ment. To put on--press clasp together. To take off—lift up or- 
nament. No more pinning—no more sewing. Clasp can be 
adjusted over fifty times without breaking and does not injure 
fabric. Nothing else like it on.the market—be the first in your 
locality to offer this newest idea in shoe ornaments to your trade. 
Samples submitted on request. 


KAHN & BUCK, Inc. 
291 Adams St. Brooklyn, N. Y. 








A, A & 


Patent Applied For 














Fine Calf Leathers 


HR 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 


growing children and as a fully venti- 

lated shoe, the Burkley Ventilated Foot 

Developer is unexcelled. Well known 
surgeons recommend its use. 

Lite your —_ of 

children’s shoes 

ay complete by sending 

mentee our order loday. 
hone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


}1156 No. Main Street 
Brockton, Mass. 

















S- 


| 
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|KARELIS 


NEW FALL NUMBERS 


IN STOCK. FIRST COME, FIRST SERVED. ORDER NOW 


You can make a quick get-away on fall business if you have our turns to show trade. Rapid turnovers and attractive profits are 
within your reach on the numbers shown here. Don’t delay your order. We advise ordering now, as it has been our experience, that 
notwithstanding ev¢ry effort to keep sized up on floor goods, those who delay purchases for a considerable time after our advertisement 


appears, run up against a shortage on some wanted sizes and widths. Every shoe offered you is exactly as represented.g Every style ad- 


vertised we have, ready to ship in 12 pair lots or cases. Ours is a coast to coast service on quality turns. 





Stock No. 853. Patent Chrome Ee 
Cut Out Quarter, Spanish Junior Louis Full 
Breasted Celluloid Covered Heel, Im. Fr. 
Cord Silk Binding, Leather Quarter and Sock 
Lining, Solid Leather Grain Counter, High 
Grade Sole, Ocean Pearl Buttons. Sizes 244-8, 
2-8 OPT rere eee .25 
Stock No. 304—Same as above. Full Grain 
Black Gun Metal Calf, 12-8 Cuban Heel. 

Price, $4.00 

















$4.25 


Stock No. 843. Patent Chrome One Suep 
Diamond Sandal, Spanish Junior Louis Full 
Breasted Celluloid Covered Heel, Im. Fr. Cord 
Silk Binding, Leather Quarter and Sock Lining, 
Solid Leather Grain Counter, High Grade 
Sole. Sizes 248, B, C. Price. .....-++.-- 25 
Stock No. 826. As above (843) with 8-8 Fla 
er Covered Celluloid Heel. Price...... . 2 
tock No. 714. As above (843) in Black Kid 
with 12-8 Cuban Covered Heel. Price... . $4.25 


REGARDING PRICES 








$4.00 


Stock No. 816—Patent Chrome One Strap. 
Flapper Heel, Imported French Cord Binding. 
Leather Quarters and Sock Lining. Solid 
Leather Grain Counter. High Grade Sole. 
Ocean Pearl Buttons. Sizes 244 to 8, B-C. 
Price, $4.00 

Stock No. 833—Same as above with Spanish 
unior Louis Heel. Price.............. -00 

tock No. 733—Same as above. All Black Kid, 

Spanish Junior Louis Heel. Price....... $3.85 





All prices are based on orders of not less than 12 pair lots. 
Single pairs at 25 cents per pair extra to cover costs of shipments. 
Terms 2% 10 days. Net 30 days. 





Stock No. 743. Genuine Black Kid One-Strap, 
Black and White Steel Beads on Strap and 
Vamp, Full Breasted Junior Spanish Covered 
Heel, High Grade Sole, Solid Leather Counter, 
Im. Fr. Silk Bound. B, C, 244-8. Price. . .$4.25 





Stock No. 403. Imported Brocaded Silver, 
One-Strap, Full Breasted Junior Spanish Heel, 
White Leather Lined, High Grade Sole, Solid 
Grain Leather Counter, Im. Fr. Cord Silk 
Bound. B, C. 244-8. Price.............- $4.75 





$4.50 


Stock No. 623. High’Grade Black Satin, Two- 
Strap, Black Suede Calf Strap and Collar, Cut 
Out, High Grade Sole, Solid Leather Grain 
Counter, Leather Quarter and Sock Lining, Full 
Junior Spanish Covered Heel, Genuine French 
Silk Cord Bound. B-C, 24-8. Price... . $4.50 
Stock No. 616—Same as above, with 8-8 
CE | Were decccécesvecess $4.50 


FOR ADDITIONAL STYLES IN STOCK SEND FOR ILLUSTRATED CATALOGUE. 





—————— 
| KARELIS SHOE CoO. 


HAVERHILL, MASS. 


WOMEN’S TURN SHOES OUR SPECIALTY 
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eT PTA 
4° Het 








THE LATEST CREATION 
OF THE SEASON 


£6.50 

PER 
DOZEN 
PAIRS 


NO. 1510 





This Number Especially Is for Strap and 


Front Goring. 


We Have Many Other Numbers in Beaded 
and All Combinations of Leathers for Side, 
Strap and Front Gorings. 


Sample Pairs Sent on Request. 


We Do Not Issue Any Catalogues 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave., Brooklyn, N. Y. 


FOOT-LITE 
BALLET SLIPPERS 


ARE KNOWN THE COUNTRY OVER 


IN STOCK 


HARD TOE 
For Toe Dancing 
No. 606—Black Glazed Kid 
Women's— 2.75 
i 2.65 
Children’s—2.60 


SOFT TOE 
No. 601—Black Glazed Kid 


Women’s—1.50 

Misses'— 1.40 

Child’s— 1.35 
White. Red and Pink Satin. 





1731-41 N. 6TH ST. 








Have you seen our new right and left last Ballet Slippers— 
If not, send for samples of this new model of perfect 
ballet slipper style. 











GYMNASIUM SHOES 


141—“Flexo”—Women’s Black Kid—Nonslip sole— _—'1.05 
703—“‘ Ironclad” —Women’s Black Kid—Heavy Elk sole 1.35 
701t—*Ironclad’”—Women’s Black Kid—Rubber sole— 1.70 


BROOKS SHOE MFG. CO. 


PHILADELPHIA 











No. i 
pater 
sole. 


No. | 





23 
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The Newest Novelties For Fall 


NOW ON THE FLOOR 


FOR IMMEDIATE 
DELIVERY 









No. 3439—Gunmetal Calf Oxford, patent leather trim, 
high grade welt,13/8 military rubber top lift, A, B, C, D 
widths . : $4.50 
No. 3435—Same style, all over black ooze calf oxford, 
fancy perforation, 13/8 military covered heel. A,B, C, D 
widths $4.85 


No. 3389—Black Ooze Calf, two button 
pump, imitation turn, 16/8 Spanish full 
Louis heel. A, B. C, D widths... ... .$5.25 
No. 3391—Same style as above, black satin, 
black ooze trim, 16/8 Spanish full Louis heel. 
A, B, C, D widths.. 


No. 3437—Gunmetal Calf Oxford, patent trim, cottage 
last, high grade welt, 8 8 military rubber top lift. A. B. 
$4.50 


C, D widths..... 
No. 3438—Same style, tan calf, Mahogany calf trim. 
B, C, D widths . $4.50 


No. 2201—High grade black calf, trimmed in 


No. 5103—High grade black satin anklette pat- 
patent leather, 16/8 full Louis covered heel, turn 


tern, suede trim, of cut outs, 16/8 full Louis cov- 


sole. Ato D widths _.. . $5.75 ered heel, turn sole. A to C widths........ $5.50 
No. 2200—Same in black satin $5.75 No. 5104—Same in patent leather. .. $590 
Y aN 
‘@) 
= 











“TRUE TO ITS NAME’ 


32 SWELLS ST\ Qs CHICAGO, ILL. 
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The Prosperity 
That ls Within Us 


ee OOPERITY is the health of the Business Body. 

ies #| Confidence- --its blood. That there is a sound 
SMH) prosperity and an abiding confidence in the spirit 
of the American people at this time is the firm conviction 
of the Boot and Shoe Recorder, a conviction strengthened 
by recent investigation and research throughout the 
United States by this publication. 





ri. 


We desire our readers to share it with us. 


In every direction the external evidences of this pros- 
perity are clear and unmistakable: Fine banking conditions, 
abundant crops, moderate manufacturing inventories, a 
record-breaking volume of railroad freight, practically no 
unemployment and Labor reasonably contented. Also a 
coal strike settled, a Greece and Italy pacified and a strong 
ground swell of peace between France and Germany. 


All these are provable facts and events of record. 


But look deeper! 


We are pointing out “The Prosperity That Is Within 
Us,’ not merely “With” us. It is that tremendous new 
prosperity of the American people that many manufacturers 
and merchants still look on as a mirage, but which is truly 
real and enduring—the spirit to live better and more com- 
fortably than they used to. It is that national habit in each 
and everyone to spend money sanely yet generously, thus 
keeping a great volume of national assets liquid. 


The buying of so-called luxuries will endure because our 
confidence is the very-present reflection of the spirit of 


prosperity. 
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Perhaps you have not believed it possible to teach an old 
world new tricks—you consider style buying and comfort 
buying are war babies doomed to an immature grave. If 
you do, just stand beside any popular automobile highway 
next Sunday and look and ponder. 


In 1904, an output of 21,281 cars; in 1922 an output of 
2,406,396 cars. Luxury, extravagance, a bubble prosperity? 
Not at all. Merely the sign of a great national awakening. 


Behind those 2,406,396 are 100,000 miles of new high- 
ways built in 1922—a hundred thousand new reasons 
why Farmer Sam can more easily buy footwear and other 
merchandise for the family inthe town, why Commuter Sam 
can slip into the big city for work, pleasure and marketing, 
why Cityman Sam, in his store or factory, has a gigantic 
new market opening out for his wares. 


And the automobile is only one example among a score 
which could be quoted to show the ingrained prosperity of 
America in this Fall of 1923. 


The Boot and Shoe Recorder prophesies three months of 
good business for retail shoe merchants, and, as a conse- 
quence, to shoe and leather manufacturers. Beyond that 
no statement can be authoritative. 


We are makeing our Fall and Winter plans with our heads 
up—we expect no repetition of 1920—and we pass this con- 
fidence on to each of our readers. 


Treasurer & General Manager 


Boot and Shoe Recorder Publishing Co. 


Seo OOH 
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Repco Makes Shoes Look New 


R= is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana ae, 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ANNOUNCEMENT 


We Are Pleased to Announce 
that we have resumed the man- 
ufacture of Children’s high- 
grade turn footwear, from First 
Steps to Young Women’s, in- 
clusive. 


Our line will comprise all styles 
for the child, including the latest 
im evening wear and good ser- 
viceable shoes for every day. 


You will be impressed with the 
smartness and individual char- 
acter of every pattern. Distinct- 
ive style, sound quality, good 


value and faultless workman- — 


ship. 


Salesmen now in their territories 





DUGAN & HUDSON CO. 


Shoemakers for Over Forty Years 


Rochester, N. Y. 















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 

Milford, Conn.—Scott & Scott, sporting goods, re- 
ported petitioned or petitioner in bankruptcy. 

Waterbury, Conn.—Edward Udelowitz (74 Grand 
Street), shoes, etc., rubber goods, reported pe- 
titioned or petitioner in bankruptcy. 

Tampa, Fla.—Glen Shoe & Toggery Co., boots and 
shoes, etc., reported assigned. 

Cornelia, Ga.—C. Kesler, general merchandise, 
reported petitioned - titioner in bankruptcy. 

West Point, Ga. aches. general merchan- 
dise, reported cvaidened or petitioner in bank- 
ruptc 

Caney, Renee. —W. O. Truskett, general merchan- 
diese, reported petitioned or petitioner in bank- 
ruptcy. 

Cherryvale, Kansas—Guy Hackler, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Frontenac, Kansas—Louis Brisnicker, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Haverhill, Mass.—Emery & Marshall Co., shoe 
manufacturers, reported assigned to A. W. Blake, 
Fred J. Thompson and W. G. Cogswell. 

Worcester, Mass.—C :olonial Leather Goods Co., 
reported assigne 

Wilmington, N. C wt Abrams, general merchan- 
dise, reported offering to compromise at 25 per 
cent. 

Newark, N. J.—Chapot Chamois Tanning Co. (35 
( ‘ommercial Street), reported petitioned or pe- 
tioner in bankruptcy and receiver appointed. 

Candor, N. Y. —libeond F. Goodrich, general mer- 
chandise, reported petitioned or petitioner in 
bankruptc 

New Yor City—Franco-American Trading Co., 
(104 ng | Avenue), reported assigned. 

Brooklyn, Y.—Fink & kenden (1661 Pitkin 
Avenue), _& and shoes, reported assigned. 

Youngstown, Ohio—Nathan Rosenbaum (Smith's 
Cut Rate Shoe Store), boots and shoes, reported 
petitioned or petitioner in a oy 

Dayton, Ohio—Bond Shoe Co., boots and shoes, 
reported receiver appointed. 

Philadelphia, Penn.—David Harris, Est. (638 
South Street), leather and findings, reported 
offering to compromise at 40 cent. 

Lehighton, Penn.—Wilson R. Harding, boots and 
shoes, etc., reported petitioned or petitioner in 
baokruptcy. 

Williamaburg, Penn.—Tony Terrizzi, general mer- 
chandise, reported petitioned or petitioner in 
bankruptc 

Corona, 2 D. ee pen he F. Penney, general mer- 
chandise, reported assi 

Memphis, Tenn. —idie Shoe Co., boots and 
shoes, meeting © of creditors called. 

H Va. ‘s Army & Navy Store 
(Queen Street), general merchandise, reported 
petitioned or petitioner in bankruptcy. 

Makemie Park, Va.—Asa C. Taylor, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 





BUSINESS CHANGES 


Bisbee, Ariz.—Herbert J. Waters, boots and shoes, 
ete.,succeeded by Waters & Son. 

Chicago, Ill.— Midwest Jobbing Co. (651 W. Roose- 
velt Road), jobbers of shoes, etc., reported re- 
moved to Aurora, Ill. 

Weisberg & Glick (3418 S. State Street), boots 
and shoes, reported succeeded by Sid Weisberg. 

Storm Lake, lowa—Douglas & Ja m, boots and 
shoes, ete., reported partnership dissolved and 
succeeded by L. A. Douglas. 

New Orleans, La.—Israel Mayer & Co. Inc., boots 
and shoes etc., increased capital to $700,000. 

Lowell, Mass.—Mongeau Shoe Co. (304 Merrimac 
street) boots and shoes, succeeded by Mrs. 
Arthur J. Bernier 

Somerville, Mass. —Ball Sqnase f Shoe Store, boots 
and shoes, recently cc 

Boston, Mass.—Bancroft- Walker Co., shoe manu- 
facturers, increased capital to $200,000. 

Brockton, Mass.—Preston B. Keith Shoe Co., 
shoe manufacturers, increased capital to $395,000. 

- Avon Rand Co., findings, etc., recently commenced 
business, capital $10,000. 

Boston, Mass.—Hamilton-Brown Shoe Co. of 
Boston, who!esale boots and shoes, name changed 
to Hambro Shoe Co. 

Erman Shoe Co. (194 Lincoln Street), whole- 
sale boots and shoes, reported liquidating. 

Detroit, Mich.—Klasky & Siegel, boots and shoes, 
increased capital $10,000. 

Suen, Mich.—I. Immerman, boots and shoes, 
ete., reported sold or closed out business. 

Newark, Rs J.—Jacob Monkarsh (113 Ferry street) 
boots and shoes, succeeded by Benjamin Kauf- 





man. 

Newark, N. J.—Sarah Bender (377 South Orange 
Avenue), boots and shoes, etc., succeeded by P. 
Rosen. 





New York City—Burke & Miller (123 W. 33rd 
ee, boots and shoes, succeeded by Miller 
ros. 

Central Shoe Co., Inc. (116 E. 14th Street), 
boots and shoes, reported sold or closed out 
business. 

Louis Goldstein, Inc. (125 2nd Avenue), boots 
and shoes, reported dissolved. 

Manufacturers’ Shoe Outlet, boots and shoes, 
etc., increased capital $10,000. 

New York City—Ra _ Bloom (2308 Third 
avenue) reported sold or closed out business. 
Brooklyn, N. Y.—Ess & Ar Shoe Co., Inc.(11 Hope 
Street), manufacturers turns shoes, David Rosen- 

baun, secretary-treasurer, retired. 

Exclusive Shoe Co., boots and shoes, increased 

— $30,000. 

‘rank Friendel, boots and shoes, reported 
selling or sold out. 

G. C. & Z. Shoe Mfg. Co., manufacturers of 
boots and shoes, increased capital $10,000. 

Brooklyn, N. Y.—Daniel Davis (2697 Atlantic 
avenue) boots and shoes, reported succeeded by 
Edward Weiss. 

Harry Goldberg (244 Thatford avenue) boots and 
shoes, reported selling or sold out. 

Everlasting Children’s Shoe Co., Inc. (850 De 

alb avenue) shoe manufacturers, reported sold 
or closed out business to Radio Shoe Mfg. Co. Inc. 

Yonkers, N. Y.—T. Levy (25 Main street) boots 
and shoes, reported moved away. 

Canton, Ohio—Rosenbaum’ 's, ees and shoes, etc., 
will yy shoe sect 

Providence, I.—Albert ert Pfeifer Co., department 
store, Louie C. —s. vice- -president, retired. 

Denton, Texas—Dossey & Holloway, boots and 
shoes, etc., reported succeeded by Dossey & Evers. 

Antigo, Wis.—W. H. Wolpert & Bros., boots and 
ae. etc. reported succeeded by M. E. Harris 


Fond du Lac, Wis.—W. F. George, boots and shoes, 
etc., reported succeeded by Secor- Se Shoe Co. 
Montreal, Quebec—Lepage Shoe Co. (45 Savoie 
Street), men ’s shoe manafacturers, recently 








Not to Change List 


Boston, Sept. 16—As a result of the 
opposition manifested by the boot and 
shoe and other industries affected, the 
proposal of the New England railroads to 
remove manufactures of steel and iron 
from the commodity list and make them 
subject to class rates apparently has failed. 
This change would have materially in- 
creased the freight rates on shoe nails 
and tacks, and was strongly opposed by 
the New England Shoe and Leather 
Association and the traffic managers of 
several of its member-concerns, on the 
ground that theshoeindustry cannot stand 
any additional production costs. 

The New England Freight Association, 
before which the matter was originally 
heard, voted in favor of the change, but 
the industries appealed to the New 
England Railroad Executives’ Committee, 
who gave another hearing, with the result 
that the New Haven management has 
notified the protestants that it will not 
make the proposed change. 

The chief credit for this outcome 
belongs to Traffic Manager C. B. Baldwin 
of the United Shoe Machinery Corpora- 
tion, who initiated the protest. 


William’ H. Kreider Is Dead 


Palmyra, Pa., Sept. 13.—William H. 
Kreider, of the W. L. Kreider’s Sons 
Mfg. Co., Inc., passed away recently. 
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Cuban Market for Boots and 
Shoes 


According to a report received from 
William B. Murray, clerk, consulate 
General at Havana, Cuba, American 
manufactured shoes continue to be 
popular in that section. There is a steady, 
though relatively small, demand for 
ladies’ turned shoes. The importations of 
boots and shoes from the United States 
have recovered from the slack period of 
1921-1922. Due to unfavorable financial 
situation, the importations from . Spain 
have not been as important in quantity 
as formerly, and American manufacturers 
might supply this deficit as well as the 
demand created by the present low pro- 
duction of Cuban factories. 

The season for manufacturing white 
shoes extends from January to June, and 
the Cuban factories recently closed a 
successful season, but report a very 
noticeable falling off in orders for colored 
footwear to be delivered in November. 
During the winter season there is a large 
demand for women’s black shoes. For men 
the principal shoes manufactured in 
Cuba are a type suitable for laborers. 
Although Cuban manufacturers have 
factories equipped to make turned shoes 
of good quality, at the present time the 
high grade men’s shoes are produced only 
by a few custom shoe makers. 





C. C. Ferrers Manager of 
Burton, Inc. 


C. C. Ferrers, formerly manager of 
the children’s shoe department of Jordan 
Marsh & Co., and more recently a travel- 
ing shoe salesman, has again entered the 
retail business as manager of Burton, Inc., 
32 Pratt Street, Hartford, Conn. Mr. 
Ferrers is conducting a rousing big sale to 
“clean house’’ and states that he will then 
be in the market for the best money can 
buy, as Burton, Inc., is a high-grade store 
and on a high-grade street. 





Racine May Get Factory 


A new shoe manufacturing company 
may be established in Racine, Wis., fol- 
lowing a meeting of directors of the 
Association of Commerce which heard 
tentative plans of an Eastern Shoe manu- 
facturing company which is reported as 
considering Racine as its future home. 
The factory was highly recommended by 
Charles Davies, president of the Davies 
Shoe Co. 





New Shoe Stores 


Peacock Shoe Co, Little Rock, Ark., 
201 West Capitol Avenue. 

Ralph Rosen, 1357 Madison Street, 
Indianapolis, Ind. 

J. E. Goldberg, Mitchell, Ind. 

Skeese & Ridgley, New London, Ohio. 
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Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
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except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED 


SALESMEN WANTED 





GALESMEN WANTED—Live wire men to sell 
high grade line of shoe laces and assortments in 
Mississippi Valley, Western and Southern States. 
Liberal commission. Address E-277, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 


WANTED—Good salesmen with established 
‘trade to carry (with their present lines) 14 
men's welts to retail at $5.00. All carried in s 
Commission basis only. Commissions paid each 
month. State what yee | you cover and what 
line carry. Samples y now. Address E-278, 
care Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 


IDE-LINE SALESMAN—For "+ riced 

children’s turn shoes, sizes 1 to On liberal 
commission basis. All styles in stock. “Good oppor- 
tunity for live wire. Address E-279, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











TRAVELING SALESMEN—AN OPPORTUNITY 


Are you desirous of adding to your income by handling a side line of in- 


terest to all shoe stores and in no way competing with your present prod- 
uct? This line really helps your present work and pays big. Address E-283, 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 





GALESMEN WANTED—To carry as a side line 
on a commission basis. Kozy Komfort slip 

in the following territories, Minnesota, North Da- 
kota, South Dakota, Iowa and Michigan outside 
of Detroit. If you. are a high class salesman and 
want a line that is in demand write for particulars. 
Kozy Komfort Shoe Mfg. Co., 161 Center St., Mil- 
waukee, Wis. 





ALESMEN WANTED—A No.-1 sal to 

sell our line of men’s fine welts, made in the 
Brockton district to retail at $5 and $6. 6 per cent 
commission, pa paya able 50 per cent on accepted or- 
ders, balance when invoice is paid for. Line con- 
sists of | 20 samples. Will work well with high grade 
women’s. Territories open, Wisconsin, Illinois, 
Indiana, Michigan, Ohio. Address, E-280, care 
pe and Shoe Recorder, 207 South St., Boston, 

ass. 





GALESMEN WANTED—To sell side line in- 
fants’ 1-6 flexible turn shoes and soft soles, over 
50 styles in stock, strongest line baby shoes in coun- 
try. Good territories open. Give references, how 
long sold, present line, age, annual sales, etc. Ad- 
dress E-281, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


IDE LINE RECORDS SMASHED—Our 
children’s stitch down and women’s McKay 
comfort line proving big winner for real live aggres- 
sive side-line sal 5 bers in all—sales- 
men reaping big harvest and dealers ordering in 
case lots from coast to coast. Attractive commission 
plan. Now allotting territory to unusual producers 
who can show substantial and clean records. Write 
to-day. Wobst Shoe Company, Milwaukee, Wis. 











Te carry as side line, Tootsie Better Baby 
shoes, in Iowa, the Mountain and Pacific Coast 
states. Commission 10 per cent. The Mater-Mack 
Co., Rochester. N .Y. 































West Virginia, 
Western Maryland 
and Ohio 


New York’s largest exclusive infants’ 
shoe house stocking all the leading 
sellers at competitively lower prices 
has an opening for sal with es- 
tablished trade in the above territories. 
We have some accounts in this terri- 
tory and will turn them over tosalesmen 
of proven ability who seek permanent 
connection on a straight 6 percent com- 
mission basis with weekly drawing ac- 
counts as soon as results are shown. 
In addition to our long line of infants’ 
shoes, we have a line of children’s and 
misses’ novelty McKays and also a 
complete line of Stitehdowns. 

Samples ready now. Write giving all 
particulars in first letter. Address E-284, 
care Boot and Shoe Recorder, 127 
Duane St., New York City. 







































GALESMAN WANTED—To carry our line of 

women’s comfort shoes, sandals and men’s slip- 
pers through the state of New York. We now have 
a fair volume of established business in this state. 
A salesman carrying a non-competing line on a 
commission basis preferred. Merrill, Porter & Co., 
113 Munroe St., Lynn, Mass. e* 


WANTED—We have openings in New England, 
Kentucky and Tennessee, and Indiana and 
Illinois and Southwest for live-wire men to carry 
our infants’ soft soles and infants’ and _ children’s 
turns in connection with present line. Line is es- 





WANTED — Retail salesmen, e ii single 
men from surrounding small Ohio towns pre- 
ferred. An unusual opportunity for energetic young 
men to connect with a large and pros; concern 
operating many stores in Ohio and elsewhere. 
Apply in own handwriting. C. E. Petot, Petot Shoe 
Company, 730 Euclid Avenue, Cleveland, Ohio. 


ALESMAN WANTED—Young or middle-aged 

man, experienced in buying and selling women’s 
high- grade footwear, to e charge of department 
as well as wait on trade. Town of 6,000, largest, 
best store in a handling ready-to-wear for men 
and women. Will pay living wa and good com- 
mission to right party. Address E-282, care — Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED—A factory wishing to 
double its output wants salesmen to carry 
infants turn shoes as a side line. We want inquiries 
from all territories, 6% oe — x. 
ition. Address E-258, care 
ecorder, 207 South Street, Boston, _— 











tablished, advertised and we pay highest 
sion. Want none but experienced men with estab- 
lished trade. J. J. MacMaster, Rochester, N. Y. 


ALESMEN WANTED —Live wires to sell side 
line of quality soft soles, intermediate self- 
starters, 1 to 5 turns. Good territory open. High 
rate of commissions paid: Proven repeat line. Rep- 
resentatives receive full — on all mail busi- 
ness. C. H. Hawker & Sons, Inc., Rochester, N. Y. 


WANTED SALESMAN—To sell leather, shoe 
findin, and shoes with largest shoe findings 
roe y in the Middle West; established territory, 

peg yep | State experience. Address E-291, 
care o! tt and Shoe Recorder, 189 West Madi- 
son St., Chicago. 


S read tert WANTED—We still have some 


tory 0} for capable men calling on 
ished tt trade. ur line omnis of 1 to 5 turns 














nal with mock-h 4 to 8 spring-hee!s, and a 
snappy line of stitchdowns, sizes 5 to 2. Packed ina 

case, priced and 60 styles 
carried in-stock carrying a non-con- 


Salesmen 
fiicting line of children’s shoes preferred, although 
bf fit in with any at line. High rate of com- 


Liberal drawing account to parties 
furnishi A-1 references. R R.C. Milow Shoe Co. 
Inc., Rochester, N. Y 





SALESMEN! SALESMEN! 


To sell “BISON BRAND” Solid leather 
service and dress shoes. Territories: 
2 Southern, 3 Central Western, 2 City. 
If interested and alified write full 
details at once to Portage Shoe Mfg. 
Company, Portage, Wis. 








Milwaukee Work Shoes 


Several choice territories open. 
Excellent Opportunity for Sales- 
men who can produce. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 














ALESMEN WANTED—Experienced Men to 

handle complete line of Nationally Advertioed 
Felt, Satin and Leather Slippers in Minnesota, 
Iowa, Nebraska, Kansas, Ohio, Indiana and Michi- 
, State territory traveled and furnish references. 

A. Bradley, 404 S. Wells St., Chicago, Illinois. 


en ey WANTED—Salesmen selling retail 
trade to sell good stitch-down line including 
Sally Sandals, Kid Romeos, } pe Oxfords, 
Barefoot Sandals, etc. ny ele line read Mwy in 
modern up-state New York ill pay six 
— (6%) commission, Following states open: 
ew Jersey, Southern Pennsylvania, Delaware, 
Maryland, the Virginias, the Carolinas, Kentu rie oy 
Mississippi Louisana, hio, Indiana, Illinios, 
Wisconsin, Minnesota, =? the Dakotas, Nebraska. 
State e freference. Confidential. 
Write Address 3 E362 ome Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








POSITION WANTED 


ENERAL MANAGER and merchandise man 
recently with chain store organization desires 
tion same capacity. Best references. Address 
551, care of Boot and Shoe Recorder, 127 Duane 
St., New York. 











Shoe factory office man de- 
sires position. With makers of 
nationally-known shoe for over 
17 years as treasurer, in full 
charge of correspondence, cred- 
its, adjustments on returned 
merchandise, etc. Thoroughly 
reliable, strictly temperate and 
willing worker. A-l references. 
Address E-288, care of Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 
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HELP WANTED 


BUSINESS OPPORTUNITY 





MISCELLANEOUS 





WANTED -Young retail shoe salesman, mus! 
have had some experience and be a willing 
worker. State experience, salary expected and give 
references. A. Ruff’s Son., Butler, Pa. 





ETAIL SHOE MANAGER WANTED— 
Applicant must have had ten years or more of 
experience, with ability to buy and manage Shoe 
Department in a live and energetic manner. Must 
know how to sell the last three pair of the dozen. 
John Sewell & Bro. Miami, Florida. 





ANTED—An exceptional opportunity is 
offered by an active Western Shoe Manufac- 
turer, to a young man, High School or College 
graduate preferred who has had retail shoe experi- 
ence in a city of not less than 10,000 population 
and has a thorough knowledge of shoe. retailing 
methods—is able to it mer plans 
that will be of real service in helping retail senkente 
to sell more shoes—clean up his stock etc. He will 
be under the personal supervision of the Sales 
Manager where abundant opportunity will be 
given for rapid advancement. in answering give 
age, educational advantages, name of and address 
retail merchant he served and three character 
eghwensts. Address E-274, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








LINE WANTED 


GAL .ESMAN—With following New York terri- 

tory, wants line fine turns or McKays. Refer- 
ences. Address K-549, care of Boot and Shoe Re- 
corder, 127 Duane St., New York. 








V /ANTED—A line of up-to-date women’s and 

children’s footwear, in Texas preferred. Must 
have some numbers i in stock. Eleven years’ experi- 
ence women's and children’s footwear. Plenty of 
energy. Best of references. Address E-286, care of 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





ws NTED—A line of men’s and boys’ or women's 

and children’s shoes for jobbing trade by high- 
grade salesman with exceptional references. South- 
ern, Middlewest and Eastern territory. Salary and 
expenses. Address K-547, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 





W ANT ; D by progressive selling agents popular 
priced, fast-moving shoe, and specialty lines. 
What have you? Address E-285, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





I INE WANTED—Wantel a high-grade in-stock 
4 misses’ and chi dren's shoe line to carry with a 
complete tine of well known felt st poers. Covering 
Pennsylvania and Mary'and. Address E-287, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





ELIABLE shoe man, 30, is looking for a line of 

medium price! Women's and Children's shoes 
for Pennsy!vania and Southern N. J. selling. Office 
and saiesroom to in Philadelphia. If interested 
kindly write. Address E-268, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass., for 
interview. 





WANTED—Aa up to-date line women's 
flexible McKays to sell to the ire jobbing 
trade—by a well-known salesman wi a first- 
class Boston office. Address E-253, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





OPPORTUNITY 
ON PACIFIC COAST 


Partner wanted; man with twenty years 
experience in wholesale shoe business 
im East. also year on the Coast, has an 
opportunity to secure an established 
wholesale shoe business in San Fran- 
cisco, is looking for partner able to 
invest $40,000 or more. Excellent oppor- 
tunity for manufacturer who is looking 
for distribution on Coast, or individual 
to establish himself in a going, profit- 
able business. Address E-290, care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 














FOR LEASE 





FroR LEASE—Shoe department established in a 
department store in best location in city of 
25,000, 15 miles from St. Louis. Correspondence 
invited. Address E-289, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





FOR SALE 


FoR SALE—Men’s and boys’ store outfitters. 

Inventory about $12,500, established 10 years. 
Retiring from business. Best location in the city of 
10,000. Most modern store and front in the city or 
county 25 x 100. Will give long lease. Factory town, 
four railroads, 42 minutes from New York City on 
Jersey Centra! Railroad. E. Harold Levy, Bound 
Brook, N. Y. 








frorR SALE—Shoe store, long eStab'ished. Excel- 
lent suburban location. Lease available. Retir- 
ing. B. Falkenstein, 4007 Hamilton Ave., Cincin- 
nati, Ohio. 





FcR SALE—The only exclusive Shoe Store in 
Ocala Florida, Stock about $5,000.00. Must be 
sold soon. M. M. Little, Proprietor. 





FOR SALE 


Lease and fixtures of exclusive ladies’ 
novelty shoe shop for sale. Located in 
finest section of New York City. Mag- 
nificent front and beautiful interior 
decorations. Very reasonable to cash 
buyer. Wonderful opportunity for any- 
one. Address K-548, care Boot an: 
Recorder, 127 Duane St., New York. 

















MISCELLANEOUS 








FOR RENT 





i )R RENT—By an established firm of 49 years’ 
standing, 700 square feet of space for shoe de- 
partment on our main floor. General department 
store catering to good farmers’ and mechanics’ 
trade. For further information write us direct. 
Jacob Lewit & jon, Richmond, Virginia. 

‘ 


Unusual opportunity for some manu- 
facturer of women’s shoes to divide 
Providence, R. I1., store with a high 
grade men’s line. One of best locations 
in Providence and occupied for many 
ears as shoe store. Address E-276, care 
t and Shoe Recorder, 207 South 
Street, Boston, Mass. 








Skilled 


Shoemen 


Furnished 


Competent 


men with four 


years’ intensive training on welt 


shoes furnished to reputable 


firms. They 


know costs, pat- 


terns, systems, management 
and production. Ages 18-30. If 


you need trained men, write to 


Lynn Ind. Ind. Shoemaking School 
M. J. TRACEY, Director 


235 Euclid Avenue, East Lynn, 
Mass. 


Tel. 


Lynn 5562. 

















Milbradt Rolling 
Step Ladders 


2416 No. 10th Street 
ST. LOUIS, MO 














SHOE STORE 


CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


WN 











The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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Records Show Healthy 
Growth 

The register of deeds of Milwaukee 
County announces that 385 new firms re 
presenting an aggregate financial strength 
of over $70,000,000 have filed articles of 
incorporation since January 1. This is a 
considerable gain over those filed last 
year and shows that the city is steadily 
developing. 


Novelty Pumps 


The Travers Shoe Company of Lynn 
has some new opera pumps of black suede 
leather and lattice inlays of black kid on 
the sides; also some new patent leather 
pumps with novelty perforations. But the 
bulk of the business is on one-strap pumps. 
Heels are lower. Oxfords are selling slowly. 
Some welts, by the way, have lately been 
put through in 10 days. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
PHONE—SPRING $965 


WILL(\SLOW SELLERS 
SURPLUS bibexs| FO 

BUY (ENTIRE sTocKs }CAS 

Bargains nm — gue Se a SH 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


293 Church St., New York, N.Y 
Phone Canal 0679 








We buy quick and =F cash — 
aod soloale socks 











Ci 
Phone Spring 5160-5161-5162 








I PAY SPOT CASH 


For entire Shoe Stocks, Surplus Shoe Stocks and 
Slow Moving numbers. Any quantity. Will 
give you immediate reply. 

S. CLEARFIELD 
116 W. 32nd Street, New York 








. for entire shoe stocks. We also 





HIGHEST CASH PRICES PAID 


surplus or slow sellers. Quan " 
ae 2 a term leases taken 
ope toe ire or phone us. 
spondence confidential. Establi 
MAX GLAUBERG 
also" purchase clothing, at Log 








We also purchase clothing 
goods, etc. 
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WANTED TO PURCHASE 








DO YOU CONTEMPLATE 
Retiring er going out of businces? pay 
Lane Loving «short tre van as 
ever. 

I. OLENICK 


650 Breadway, New York Tel. 0095 Spring 














MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


ec, « THE CHICAGO 
and Pre WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 








N str t, lightest and most 





esuvenirat fitting stool on the market. 





Fin s v d ( o den Cak or 
Mahogany 
Phee. .. cscs scccss QRED enah 
Carri-d in stock. Available for shipment any- 


where by parcel post or expr: ss. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 

































Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 





foe giving full 
ing 

on cription 
and prices. 

THE BICYCLE 

STEP LADDER 
COMPANY 

67 Randolph St. 
Chicago, Ill. 
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THE 


BRAEBURN NEW FALL MODELS 


THE 
Bsc Nervosa, S : SHOE 


overweight sole 
A, B 7-11 


.=* | NOWINSTOCK 


THE 
ORMOND In the spring but especially in the fall a 
young man’s fancy turns to the prevailing 
styles in footwear. 


There isn’t a chap in your town who will pass 
by your windows if these models are displayed. 


And you don’t have to wait to have them 


1. made—they’re IN STOCK—NOW. 


English Blucher oxford ¥ 
(Trouser crease) Rush service! 
A, B, 7-11 
C, D, 6-11 


meee” in Black Speaking About Service 


During 1922, 98.9% of all orders received in our I N 
THE STOCK DEPARTMENT were shipped within 48 


BRAEBURN *”* 


Let us help make this THE 
department a profitable ESSEX 


part of your business. 


No. 605 : No. 591 
Tony — ~ Lace Tony Brown Calf 
Polo Lace Oxford 
2 > 7-11 
» D, 6-11 
Number 601 same style in (Harness fitted) 
No. 4 Russia Calf . 


M. A. Packard Company 


Brockton . Massachusetts 
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eae ee | MS) 


oe, _ 
RUEBEN et REO 
Sat Ye gt Cot etme Ee 


A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


eee Neth ase greenness tag ane Tei ay Lone me want ane wd My 
ka ots OOOO PT Nar ter” ee CS ek RE De Ea 


gis x Utes, 


With the -new demand for both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. , b 


Ce Pe pI RELIC OD OL ae 


on ch = eS 














Sell shoes that combine the 
features which men demand-- | 
comfort, convenience, fit-- 

Shoes with lacing hooks! 
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No. 4593 R—A new 
In Stock 
Grover Foot-Arch Shoe. 
















: No. 4593 R 
Here’s a smart easy-fitting shoe that will make you more . 
friends than you ever hoped to have. ae: 
Brown Kid, Combination Oxford, built on No. 191 last with E. 
medium toe, perforated tip, vamp and eyelet row. Welt sole Be 


carrying | % inch rubber-topped heel. 


Not only is it a splendid fitter but the Grover arch supporting 
shank makes it the ideal shoe for feet with weakened arches. 





pabiaiesti cat x's 


In Stock: Ball widths AAA 5 to 9, AA 4% 














to 9, A 4 to 9, B-C-D-E 3 to 9. s 
Instep widths two sizes narrower. ae 
Shoes stamped to show both ball $6.25 e 
and instep measurements. ..... . =s a 
- a 
be 


J. J. GROVER’S SONS CO. - Lynn, Mass. -. 
*‘Soft Shoes for Tender Feet’’ % 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
Marbridge Bidg., 47 W. 34th St. Corner Madison 




















ee 


Py Sans Ms - 
ee ros 4 ae 





Vol. 84, No. 2. Published every week by the Boot and Shoe Recorder Publish'rg Cc mpany, 207 South St.. Beston, Mass. Entered as second = 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congvett of March 3, 1879. Subscription price, $5.00 0 > ag Preeedin Uo A. 
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WISE & COOPER CO. Goodyear Welts 


| aks" - WISE & COOPER CO. Goodyear Welts 





ESTABLISHED '864 


RELIABLE FOOTWEAR FOR MEN, WOMEN AND GHILDREN 


15 WEST FEDERAL STREET 


w.A.SMITH 


ome sioeNs YounGstTows, O1ni®, 


September 8, 1923 


Wise & Cooper Co., 
Auburn, Me. 


Dear Sirs: 


We have just given Mr. Newton 
an order for about 1000 pairs of shoes for at once 
delivery. This is a rather large order for us to 
give anyone at this time, however the shoes look 
very fine and we expect to sell them. To merchandise 
them successfully we must have them as soon as 
possible. I am therefore writing to you to ask if 
you will see to it that we get these in the shortest 
time good shoes can be made. 


Allow us to compliment you on the line 
this season, it’s better than ever in our estimation. 


Thanking you for your consideration, we are, 


Very truly yours, 


THE J. W. SMITH AND SONS CO. 


— 
JWS/J 





- WISE & COOPER CO. Goodyear Welts 
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C hor popular fox high grade 


priced footicar exclusive’ lines 


)e 
1g ! 


VW 





VGo 
TAN NERS 
Me Wnite House of Cmvuca, 
New York, Gloversville. Boston 
. atl iak Joree 
(Z/ous SF GetoW. Newman Leatuer @.,C. 
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Altering or Remodeling 


LASTS 


UR salesmen and Branch Managers are fully 
qualified to give shoe manufacturers competent 
advice on the above subject. We consider it a part of 
the service we are trying to render to our customers to 
show them when they can have lasts they already 
have remodeled or altered with advantage and profit 
to themselves. 


It costs nothing and may mean substantial savings 
to go over your old lasts with one of our representa- 


tives. 


Untrep Last COMPANY 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


Headquarters—Boston, Mass. 





SEVEN SHOW ROOMS 
BOSTON 
212 Essex St. 
NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Syracuse St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bidg. 
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KEWPIE [WINS 


REG. U. S. PAT. OFF- 


IN STOCK WHEN NEEDED 
No, 9840 





OUR LARGEST SELLING CHILDREN’S 
STYLE! OF GENUINE CALFSKIN 
‘*RED-LINE-IN’”’ LINING, BEST OAK 
SCLE LEATHER-SOLE LEATHER 
COUNTERS AND BOXES— BUILT OVER 
OUR FAMOUS FOOTFORM LAST. 


A LEADER IN OUR LINE—A LEADER IN EVERY LINE 


STOCKED IN SIZES AND WIDTHS AS FOLLOWS: 
2/5 E, $1.85—5%4/8 DE, $2.35—8%/11%, $2.60 
12/2 CDE, $3.00 

_ LEATHER HEEL ON 12/2 RUN 


A TRIAL ORDER WILL DEMONSTRATE THE WONDERFUL 
TRADE BUILDING FEATURES OF THIS SHOE 


STOCK DEPARTMENT 
THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 


STOCKED AT THE SAME PRICE BY 


PACIFIC COAST (wEsT) SOUTHEAST 
WILLIAMS-MARVIN Co. W. H. MILES SHOE CoO., INC. 
SAN FRANCISCO—LOS ANGELES RICHMOND, VIRGINIA 


—S= _=L=SH_ =—SH_ S| jSSSSj SS SSS Sj xJJSq qq 
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VULCO-UNIT BOX TOES FOR STYLISH SHOES 


Clean cut, well formed, stylish toes are assured when shoes 
are made up with Vulco-Unit Box Toes 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG CO. 


argest Manufacturers of Box Toes in the World 
ili SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. __ @RRFAMB) GEO.A SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. } = 


LCC —- - *| ; — 
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Trade Mark 


De Lipp Shoes \ 





3} Where Real Style Originates 


THE “LAURETTE’”’ 
(Originated by WILLIAM LIPP) 


Shown in Black Ooze, Pa- 
tent Leather. Trim and 
Straps. It is effective in all 
combinations of material, 
leather or fabric. 





This model bids fair to become a national style. Its 
graceful lines appeal to the feminine eye, while the cor- 
rect designing gives comfort and practicality in wear. 
Perhaps this accounts for its having been extensively 


copied. 











DEGEN-LIPP, Ine. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 





FACTORY DISPLAY 4 SHOWROOM 
133-143 FLOYD STREET CREATES 607 MARBRIDGE BLDG. 
BROOKLYN, N. Y. SALES NEW YORK CITY 





yt eS poe Sts rae. Th ge v 4 LY mY; Tgvae, ae te Fg dee, } See”, Jian 
“& *. Te” Vibs BY ae™ het Da gS NEE Gs cE een eae 
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Demi-Sizes 


On“Combination Lasts 








604—Black Kid Oxford, Combination Last 
Sizes 3% to 10, C-EEE $4.25 
In Stock 





Seal Brown Suede Cut-Out 3-Strap, Com- 
bination Last $5.25 
Not carried in stock. Can be made in from 3 
to 4 weeks in all leathers and combinations. 











Full 
Deni S 













present 





QUALITY STATEMENT 


1 


These shoes are made from 
high-grade kid and patent 
leather; “‘Red-line-in’”’ lin- 
ing ; first-class soles; ““Craw- 
ford’’ Arch Supporting 
Shanks; “O’Sullivan” rub- 
ber heels; specially moulded 
first quality grain leather 
counters and grain leather 
boxes; flexible all-leather in- 
nersoles. 


Latest catalog of In-Stock 
Styles is yours for the asking. 











Anderson-Owens Shoe Co. 


373 Washington Street 
LYNN - - - MASS. 


Boston Office: -'- - - 186 Lincoln St. 





ANDERSON-OWENS SHOE CO. 
STY LE-FULL 


Over-Sizes 
On Fat-Ankle Lasts 





675—Black Kid Fat Ankle Boot. . .$5.00 
670—Brown Kid Fat Ankle Boot. $5.75 
Sizes 3% to 10, C-EE. 

In Slock. 





611—Biack Kili Fat Anx'e Gui 
616—Brown Kid Fat Ankle Cross- Stop 

$5.00 
631—Same in Patent Leather... .$4.50 


Sizes 3% to 10, D-EE 
I» Stock. 
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PATENT 
$4.85 


31I2X—SAME STYLE 
IN DULL BLACK 
CALF $4.50 





IN STOCK 
A to D 


PATENT DANCE OXFORDS 


One style on which quick deliveries are imperative. Marion’s 
central location and excellent rail facilities will save you several 
days. Order a run of sizes now. Your further orders will be 
shipped just as you need them. 313X is carried IN-STOCK the 
year round. Two-step last. Flexible insole and outsole. Beveled 


edge. Hollow leather heel. 





















































MARION SHOE CO. 
M ON, INDIANA 


NU 3 


ott 


WESTERN QUALITY AND EASTERN STYLE 





| 
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No. S$ 160 
Luster Patent Leather 
$5.60 
AAtoD A-Dandy Last 5to ll 


to 
Muy" 


Smith In-Stock Styles 
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No. $158 
Brown Hickory Calf 


$5.85 
No. S$ 168 
Imported Black Hickory Calf 
$5.85 


AA to D Legion Last 5to ll 


No. $ 157 
Imported Tan Moor Calf 
$6.75 
No. S 167 
Black Apollo Calf 
$6.25 


AAtoD He-Man Last 5to ll 






































No. § 134 
Tan Exmoor Calf 
$6.25 
No. $234 
Black Exmoor Calf 
$6.25 


AtoD Chatham Last 5to ll 














No. $ 156 
No. 4 Tan Apollo Calf 
$6.00 
No. $176 
Black Apollo Calf 
$6.00 


AtoD Chatham Last 5toll 





nal 




















THE J. P. SMITH SHO 


CHICAGO 
671 N. SANGAMON ST. 
Tel. Monroe 4550 














E MFG. CO 








MPANY 


NEW YORK 
148 DUANE STREET 
Tel. Whitehall 7546 
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The Season’s Most Wanted 
Styles ---IN STOCK 


Note The Low Prices— 
Consider The Quality— 
Then Order. 







OL 35 
B O1489H $4.35 B 1496B $4.25 


Net 30 Days 
Women's Star Otter Brown Delhi Calf quarter and 
Vamp, Star Russia calf collar and straps, two-strap 
Arline sandal, Inwood last, McKay sole, Russia calf 
tip, 144 inch military heel. 


Net 30 Days 
Women’s Star Black Satin Quarter and Vamp, Black 
Suede straps .two-strap Coma sandal, Savery last, Mc- 
Kay sole, 1 34-inch satin covered Spanish Louis heel. 





A5 to8 AA 4% to 8 
A4%to8 A4 tw7% 
B4 to8 B3%to7% 
C3%to8 IN STOCK C3%tw7% 

















B 0987B $4.00 B 1447G $4.35 
Ww Oo Bi = Band Colt Valk go 
omen’s Otter Brown i Calf, one-strap Valkyrie Ww m’s Sta : , . 
pump, Lagan pal apelin oe ont 2 fom Suede Collen —| — — : fe a 
punchings, w le, Cam’ ge last, 1 '4 inch military sand a 
heel with rubber top lift. — ino sole, 13-inch Cuban 
AA 4% to8 AAS t8 
S 4% to : 4 4% w8 
4 w& 4 w8 
BS co ox IN STOCK B4 tos 
D3%to7% D3%to7% 











Send for New Fall Stock Catalogues 


UTZ & DUNN CO. 


ROCHESTER « NEW YOK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Bidg.,Los Angeles, Cal. 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 G. C. McATEE, Representative 
Representatives S. A. McOMBER, Representative 
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The 
Satin Situation 


Some uncertainty existing in the minds of the shoe trade 
as to the effect of the Japanese calamity upon satin pro- 
duction, we wish to state that: 


Although raw silk prices have advanced considerably, we 
will keep our regular customers supplied on our 


Permanent 
Lustre Satins 


for the next sixty to ninety days at a slight advance. 
We have sufficient silk on the looms and at the dyers to 
assure this. 


By the expiration of this period, the situation as a whole 
will have become more permanently adjusted, and even 
though silk prices will stay high, they will be on a more 
reasonable basis. 


J. EINSTEIN, Ine. 


9.SPRUCE ST. NEW YORK CITY 


Boston St.Louis Montreal, Can. Buenos Aires, Arg. 
Cincinnati Milwaukee 


TANNIN WN DV 7BV BN N77 BV BV BV BV 7B" 7 078017878 7BV'7BV'7 BV 7 V7 B77 BV BN BN N77 7700171700 
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STRAPS That Appeal to 
Your Popular Price Trade 





No. 251. Price $4.35 
Black Satin Betty Cross Strap, Black 
SuedefStrap, Single Sole, Military Wood 
Covered Heel, Newport Last. AA to C, 





No. 180. Price $4.15 
Black Kid One Strap Natalie, Black Suede 
Trim Single Sole, Full Spanish Louis 
Heel, Euclid Last. AA to C. 

No. 181. Price $4.15 
Same in Patent Dull Kid Trim. 





No. 178. Price $4.75 
Autumn Brown Suede One Strap Bernice, 
Brown Kid Front and Trim, Single Sole, 
Full Covered Spanish Louis Heel. Euclid 
Last. AA to C. 


al al la AMBONNO KUpmx 





No. 123. Price $4.25 
Patent One Strap Bernice, Dull Kid 
Front and Trim, Single Sole, Military 
Wood Covered Heel, Newport Last. 
AA to C. 





No. 110. Price $4.35 
Black Satin One Strap Marion, — 
Suede Strap and Trim, Single | 
Wood Covered Heel 
AA to D. 





No. 193. Price $4.50 
Black Satin Betty Cross Strap, Black 
Suede Strap, Single Sole, Full Spanish 
Louis Covered Heel, Euclid Last. to’C. 


THOMSON -CROOKER SHOE CO. 


18-26 STATION STREET 


BOSTON, MASS. 
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Entire Surplus U. S. 
Army Trench Shoes 


‘New! Offered at a Bargain 








2,606,300 Highest Grade, 
Finest Made Work Shoes to 
be sold through Regular 
Trade Channels. An Excep- 
tional Opportunity. 














U.S. Army Trench Shoes were made to stand up under the most gruelling con- 
ditions. No shoes before or since have been expected to withstand comparable 
punishment. Imagine the wear that shoes built to resist the extraordinary condi- 
tions of trench warfare will give under normal conditions. x 
Today you can buy these super shoes at about one-third present manufacturing 
costs. You can sell them at about one-half of their true value and make a splendid 
profit. 

Every pair carries Government inspection stamp guaranteeing perfect materials 
and perfect workmanship. 

This opportunity must be acted upon immediately. We control the entire surplus 
released. We are moving it faster than we ever dreamed it could be moved even 
at our low prices. When present stock-is gone there will be no more shoes of this 
type available. 

It is bargain day iu Shoedom. Get in touch with your jobber now. If he does not 
have GENUINE U. S. ARMY TRENCH SHOES with GoodyearWelt and all 


leather write ns. We will tell you where you can get them. 


THESE SHOES 
ARE 100% 
GOODYEAR 

WELT 
100% SOLID 
LEATHER 


Do not confuse them with 
metallic fastened shoes 
previously sold by Goy- 
ernment: 








Trench Shoes 


AVAILABLE IN 
TWO STYLES 


CONSTRUCTION 


CAP TOE 


Pictured above. Made of 
best chrome leather. Flesh 
side outside, smooth inside. 
One piece fall vamp with 
cap toe stitched four times. 
Solid brass eyelets. 


HOB NAIL 


Heavy Hobnails cover the 
sole of this type. They will 
give the maximum amount 
of wear. Practically same as 
shoe pictured with excep- 
tion of hobnails and plain 
toe. 

Complete assortment of 
sizes and widths in both 
models. 








GEORGIA WHOLESALE COMPANY 


63 South Broad Street 


ATLANTA Jobbers Accounts Solicited 


GEORGIA 


WE HAVE SOME OF THESE SHOES STORED NEAR YOU 
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LEATHER 
BACKSTAY 





eames 
LEATWER TRIMMED 7 | v ; 
@ CV ELET FAcine ) 


j 
GENUINE LEATHER q 
REINFORCEMENT 








)};00O 
First Four Weeks 


Here is the fastest selling shoe we have ever built. It combines the good qualities of 
a leather outing shée with those of a canvas rubber soled shoe. Light, long-wearing 
and can be repaired like an ordinary leather bottom shoe. 


Get Your Order in Now 





378. 6-11 Men’s Brown Canvas Kicks, Black 540%. 1-2 Youths’ to follow 540 . ¢ 1.40 

trimmed, Athlete seas rubber Sole and heel. : 

Munson : ‘ ; 2 1.80 540%. 9-13% Little Men’s to follow 540 1.25 

379. 6-11 Men’s White ‘Chivas Kicks), Brown 541. 2%-6 Boys’ White Canvas Kicks, Brown 
trimmed, Athlete pattern, rubber sole and heel. trimmed, Athlete pattern, rubber sole and heel. 
ee eee) 8= Monson... ee ee ee | 


540. 2%-6 Boys’ Brown Canvas Kicks, Black 1 , 
trimmed, Athlete pattern, rubber sole and heel. S41%. 1-2 Youths’ to follow 541 . : 1.40 
Manson wit fe ts + SS 541%. 9-13% Little Men’s to follow 54%. 9.25 


Et, We are acce orders for spring iidiieny on all these sizes. Our : 
? Bader: om this riew line of canvas shoes when he calls. Rei 
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Did you see our announcement 
in the Sept. 15th RECORDER? 


ON 


That 
~ WILO Isn't 
New Elk Stretchy; 


Leather 


That Cuts 
That Dries c. L & So Economically 


In Its Original 


That Every 
een The Most Foot Can 
When Wet Be Ueed 
Ideal Leather 


for 


Children’s Shoes 


So soft for the small tender kiddies are proud of their 


feet that they never tire. new shoes. 
So sturdy that it defies § 9 pleasing to mothers 
their careless abuse. when it dries out so perfectly 


So handsome that the when wet. 


Get WILO ELK on your customers’ feet- 
and receive their thanks and loyalty 


You’ll find WILO ELK one of the best good-will producers 
you ever installed in your store. It’s different from any 
ELK you ever saw. 


Ask us for the names of 
manufacturers who can 


show you sample shoes of (1, T), Kepner Leather Co. 


You can only appreciate Sole Selling Agents of Wilo Leathers 

the remarkable advance we 

have made in the tanning 139 South Street, Boston, Mass. 
art by getting the shoes 

into service. 10 Spruce Street, New York 


We know what your cus- 308 Leather Trades Bldg., St. Louis, Mo. 


tomers will tell you. 
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NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 


















A MOST UNIQUE AND ATTRACTIVE 
GORE EFFECT, IN ACCORD WITH Why consider 


THE MOST ADVANCED STYLE TENDEN- turn imitation? 
CIES. THE EXTREME GRACE OF DESIGN Buy real turns 

AND UNIVERSAL FITTING QUALITY ARE with our reputation. 
TYPICAL OF THE KIMBALL & SHERMAN 

LINE. 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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fee Hew 


MMORTRED CUSTOM Heel 


22-333 ° 2 > DE ee = 
Allows the Shoe 


to Set Flat and 
Tread Flat 











Another evidence of the 
Quabaug purpose to set 
the pace in rubber heel 
development. 


a Te Te i | i oe 


As rubber heels progress 
in popularity ARMOR- 
TRED Heels will play 
their part in that progress. 


ARMORTRED _ rubber 
heels on your shoes will 
helpin increasing customer 


good will. 


ce ce Te Fe Pe FY ee 


ae Fe | 


SS ee ee ee -O- ee a =a sae ae ee 


Quabaug Rubber 
Company 











By graduating the heel from bax 
to breast (4% inc “~ Ly k at back an F North Brookfield Mass. 
4 —+ me wh at bre , as shown ee ve 
etly fiz striking surfac 
Armor This illustration shows how the or Wr 
a Ks: STOM ie eL he - to giv dinary heel tends to rise and strike ‘ 
th rctly ‘fot tread at the breast, but not at the top. \ 


ARMORTRED 


RUBBER HEELS 


* 
Se ee ee ee ee Te ee ee ee Se SS Ee 
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WEAKNESS OF WELT CONSTRUCTION 
OVERCOME 


LL the weakness of welt construction has 
been eliminated in the Eaton shoe. The 
shank is strong, but flexible. It is made 
entirely of leather. It cannot sag or spread. 
This is due entirely to the exclusive construc- 
tion of the Eaton shoe, which is built under 
the A. E. Little patents. 


The Eaton shoe makes orthopedic shoes 
unnecessary. 


The Eaton shoe will be sold on an exclusive 
agency basis under a new plan which assures 
increased profits to the retailer. 


There’s an Eaton salesman who wants to 
see you, wants to give you the complete story. 
Please be sure to see him when he calls, or 
write us direct for details. 


EE 


” SEE 
The ne CATO N Shoc 








EATON DIVISION 


CHARLES A EATON (@) SHOE INDUSTRIES 


BROCKTON MASS.,U.S.A. 


19 
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~EVAN S~ 
~ the standard black kid in 


factories and stores where 


quality is inflexibly upheld- 








SH 






uate SR 
: a | XPERIENCE has taught many shoe- | A (i aie 4) | 
? kK makers and retailers the value of se- V4 | Lab Yue 
lecting for their standard lines of shoes iW (hs ‘at F a ; 
certain leathers of known value, and adhering LA) ¥_ 
to them constantly. 5 ry i 


RUBY KID has been for many years past the 
standard black kid in many such factories and 
stores. 


a I ‘ 
eererracinreeneet 8 nn 








Such confidence in RUBY KID does not make 
us in any sense complacent. It rather serves to 
whet our vigilance that these valued “stand- 
ardizers on Evans Brands” may always find 
Evans Leathers constant in value. 
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HERE Black Glazed 

Kid of the utmost soft- 

ness, pliability and beau- 

——» ty of finish is required, RUBY 

Essai be will unfailingly repay your speci- 
fication. 





To rigidly preserve the utmost 
sameness in skin after skin, we 
adhere always to the use of a par- 
ticular class of raw skins. 











A separate unit tannery is 
devoted wholly and exclusively 
to the making of RUBY KID, 
that no preventable variation 
may ever occur. 


| And the color—a “bronzy”’ black 
gives shoesa permanent brilliancy 
that never grows rusty. 





JOHN R. EVANS & COMPANY 


CAMDEN - - - New Jersey 
(Branches in All Principal Shoe Centers) 





WI) 





Seplember 29, 1923 


22 BOOT AND SHOE RECORDER 


ave you written 
about 





This is the last call! 





Rules of the Contest 


l—Letters must be written in the 
English language, and on only 
one side of the paper. 


2—The competitor's name and ad- 
dress must be written at the top 
of the first page of the letter. 


3—The letter must be mailed in a 
sealed, stamped envelope. No 
post cards will be considered. 


4—There shall be no limits to the 
length a letter may be; and any 
competitor may send in as many 
letters as desired. 


5—This Contest shall be freely 
open to anyone, anywhere. 


6--The first prize will be awarded 
to the contestant whose letter on 
the subject, “Nothing Takes the 
Place of Leather,” is the best in 
the opinion of the judges. 
7—The Contest opens officially 
June 30, 1923, and closes Oc- 
, tober 31, 1923. 


8—In case of tie, both or all tying 
contestants will receive the full 
amount of the prize tied for. 





N October 31st the “Letter about 

Leather” contest will close! Get your 
letter in right now. There is surely no 
reason why one of the prizes listed on the 
opposite page should not go to your pocket. 
You, who live leather day in and day out, 
know more about:it than anyone else. You 
know what wonderful wear it gives in soles 
and heels. You know how leather shoes hold 
their shape, how it keeps them style-fresh. 
From your personal experience there are a 
score of incidents that would make a good 
Letter about Leather. 

The nation’s greatest publications are 
carrying the story of the leather contest 
to literally millions of people. Letters about 
Leather—leather in soles and heels of shoes ; 
in the great belts that drive industry; 
leather used in every conceivable way—are 
being written. 

Think what this is going to mean to you 
when you sell shoes and heels of honest 
leather. How. much more your customers 
will appreciate what you offer them. Think 
what added interest the salesmen of shoes 
are going to take in leather soles and heels 
and the all-leather shoe. 

Read the list of prizes on the opposite 
page. What a wind-fall one of them would 
be! And why shouldn’t one of them be 
yours? Perhaps the big one of $2000 in 
hard cash. 


Wothing takes 
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your Letter 
LEATHER 


PRIZES 
For the best Letter about aeeter heme $2 OOO 


complies with the rules - - - 
For the second best Letter about Leather $5 00 


For the next best Letter about Reother “ss $200 


Next come five awards of $100 each for 
the five letters adjudged next in merit. 


Then ten prizes of $50 each. Twenty prizes of $25 each. 
Eighty consolation prizes of $10 each. 
$5000 in prizes for Letters about Leather. 


These are the prizes that every one is striving to win. But you, with your 
special knowledge of leather, have the jump on the crowd. The time is 
getting short. This is the last opportunity that we will have to remind you 
that your letter is still to be written. Do it NOW. 


The judges for the contest who will award the cash prizes are 
Martha E. Dodson 
Associate Editor The Ladies’ Home Journal 


President Frederick C. Hicks 


of the University of Cincinnati 
President Fraser M. Moffat 


of the Tanners’ Council 


The cash prizes will be paid to the winners just as soon as the judges 
render their decision. The names of the winners will be announced in these 
columns as soon after October 31, 1923, as possible. 


Write your Letter about Leather to-day! Mail it to the 


Contest Judges 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


the place of foather 
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SCHERER S 


“FLOWER CITY°KID 





Beauty Brown 


A Scherer color origination 
which shoemen of fashion 


foresight are freely ord ering. 


Shall we mail you a sample? 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. F. 





The (Colors of Absolute Fashion Authority 





BEAUTY BROWN CHANTICLER SAHARA HAVANA BROWN 
No. 5 No. 36 No. 10 
ROYAL PURPLE IVORY CHAMPAGNE LIGHT BROWN" 
No. 15 No. 41 No. 18 No. 8 
CARDINAL RED BELGIAN BLUE BOOZIE BLUE - 
No. 19 No. 21 TERRA COTTA No. 3 
CANARY MAPLE BROWN No 2 JADE GREEN 
No. 30 No. 12 No. 13 
SEA-GULL GREY MIDNIGHT BLUE WINE BRONZE 
No. 23 No. 14 No. 6 No. 34 
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SALESMEN WANTED 


HE I. Miller Truwauk shoes for women have been so 
well received that there is now a demand by dealers 
for a Truwauk shoe for men of the same high quality. 


Field & Flint, of Brockton, Mass., have acquired the fran- 
chise for the Truwauk features to be applied to men’s 
shoes. 


Salesmen are required to represent both the men’s and 
women’s products. Liberal territory will be allotted, 
offering every opportunity for volume sales. Service to 
dealers will be backed up by a liberal Stock Department 
and Advertising Service Department. 


We want men with records of achievement—men whose 
character and loyalty are unquestioned and who are 


KNOWN to the trade. 


All territories open-—with exception of the Pacific Coast. 
Applications should be made by mail only—they will be 
held in strictest confidence. 


I. MILLER & SONS 


| -.. O Gee ee. Fo CO Bek, Le 


— SALES DEPARTMENT 


ONE CARLTON AVENUE 
BROOKLYN, NEW YORK 
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How 
TONY RED fooled 


the head salesman 


Some months ago he advised his firm not to 


include TONY RED in their stock shoes for 
fall. “It’s seen its best days” he told them. 


But since that time, the head salesman has seen 


a new light. 


Just recently he turned in a whopping big 
order —the greater part of which called for 


TONY RED CALF. 


They're kidding him proper at the factory, and 
stocking TONY RED stronger than ever. © 


| | Ol O O O O Ol O 


CREESE and COOK COMPANY 


TANNERIES 


SALESROOMS 
DANVERSPORT, MASS. 


195 SOUTH STREET, BOSTON 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK CITY 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg , St. Louis, Mo. 
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7 O-SO-EZ-E 


Men's Kid Comfort Shoes 
the fit,— 


the unusually flexible 
sole,— 











the Taylor Quality, — 


have made an extraor- 
dinary number of loyal 
customers. 


They are the profitable 
¢ =6kind. 


Ask Your Wholesaler 


Raolovias Brockton Naw bedford NashuaNAK | 











/n Stock with a 


widespread number 
of leading 


WHOLESALERS 














BOOT AND SHOE RECORDER 


Tweedie Footwear 


TO ORDER 


S68-2—Black Satin Vamp and Quar- 
ters, Black Suede Cross Strap and Col- 
lar, 15/8 Covered Spanish Heel. Can 
be made over any one of our three 


French Toe Lasts; 


viz., 


Modified, 


Medium or Wide; also Medium French 
Toe, 13/8 Heel Height. 


Patterns adapted to a variety of com- 
binations of materials. 


Prices quoted on request. 


TWEEDIE FOOTWEAR CORPORATION 


Flexible Imitation Turns and Welts 


Main Office 


JEFFERSON CITY, MO. 








410 
400 
1400 
412 
402 
1402 
414 
404 
1404 








McKAY BOOTS 


Medallion Perforated 


Gun ——* Polish, High 
quite. wide toe 
etal ae. a 
Rubber Heel, wide toe 


Cut, 
Cut, 


Gun Metal Polish, High Cut 


English toe, Rubber heel 


Patent Polish, High Cut, wedge, 


wide toe 
Patent Polish, High Cut, 
ber heel, wide toe 
Patent Polish, High Cut, 
lish toe, Rubber heel 
-—" Polish, High 
Maio any Polish, High 
heel, wide toe 


Male any Polish, High 
shows toe, Rubber heel 


a Kid Polish, High 
Black ‘Kid Polish, High 
ubber heel, wide toe 
Black Kid Polish, High 
English toe, Rubber heel 
ms Brown Polish, High 
Nut >» ™ Polish, High 
Rubber heel, wide toe 
Nut Brown, Pol- 
ish, High Cut, 
English toe, 
Rubber heel 
Mahogany Pol- 
ish, Rubber 
heel, wide toe 
Meheomy Pol- 

english 
toe, "Rubber heel 


Rub- 
Eng- 
Cat, 
Cut, 
Cut, 
Cut, 
Cut, 
Cut, 
Cut, 
Cat, 








5-8 844-11 1144-228 


1.40 


1.55 


1.70 
1.70 


1.90 
1.90 


1.75 
1.75 


1.85 
1.85 


1.85 
1.85 


1.95 
1.95 


2.20 
2.20 


2.00 
2.00 


2.15 
2.15 


2.15 


2.25 


2.50 
2.50 


School 


HAGERSTOWN SHOE & LEGGING CO., INc. 
HAGERSTOWN, MARYLAND, U. S. A. 


In Stock 






September, 29 1593 


Sales Office 
1421 OLIVE STREET, ST. LOUIS 











STITCHDOWN 


Elizabeth Hager’s Little Boots 


for Baby 


Men’s Rubber Heel 


30 Brown 
31 Black Kid Romeo, double sole 
3 Brown Kid Everett, double sole 





Romeos 


11 
2.10 
2.10 
2.10 
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“THE PROUD PRODUCT 
OF BROOKLYN” 





SEE MORE 


TROY SHOES 
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_CZIMPERIAL CABRETTAS S 


qf. Cabrettas of Character 

























a COLORS 
. } FIELD MOUSE 
4 Choice Raw Stock LOG CABIN 
4 SILVER GRAY 
BI: Careful Manufacture a 
fF , BLUE 
< Standard Selection = creen 
S ey HAVANA BROWN 
4 IVORY 
C? PRICES NO HIGHER THAN FOR. | 
sin INFERIOR LEATHER. ee eee 
Z| notice. F . 









\ 








5-65 SOUTH ST. SIGAUREE BOSTON, MASS. Pee 









Always the same true and tried quality—Always correct 
in style, WEBER UNION MADE SHOES for men are 
your best Sales and Satisfaction producers. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 
New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 


I. F. STAPS, 735 Boston Block, Minneapolis, Minn. 
C. E. QUIGLEY, Maryland Hotel, St. Louis, Mo. 
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HE Goodyear Wingfoot name is widely 

known. W ingfoot is recognized instantly as 
the name of that longer-wearing heel, and 
therefore it helps make sales. 


Along with its wearing quality, the Goodyear 
Wingfoot Heel has better style and better fit. 
There is no substitute for Goodyear W ingfoot 
Heels. More people walk on Goodyear Rubber 
Heels than on any other kind. 


Goodyear Means Good Wear 


ENGEO® 
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the SIGN that gets attention / 





F903—IN STC CK 


Black Calf High Shoe, Harvard Last, 
Pinked Tip, 12 Iron Sole, Rubber Heel. 
$5.00 


the SHOE that makes good customers 


Your windows will have more drawing power when thé skoes in them are identified by 
this attractive display card. It’s a sign of dependably good shoemaking of positive shoe 
satisfaction. This is one of several effective “helps” furnished to dealers in the Certified 
Shoe. 

You can strengthen the good name of your store by linking it with that of The Certified 
Shoe—a make on which there has never been a let-down in quality. 





RAPID IN-STOCK SERVICE. Write for Catalog F 


tHe Stonefield-Evans Shoe Co. 


hicago Sales Office, 410 Security Bldg. J.twurmser 


Kansas City, Mo. Sales Office, 444 Sheidley Bldg. Rw.marur 
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The BUCKMINSTER 
No. 073 
Imported Tan Scotch Grain 
Blucher Oxford. Shop Made. 
A, 7-12; B, 644-12; C, D, 6-12. 
Two Full Soles 


In Stock Now 


A NEW SCOTCH GRAIN BLUCHER 
OXFORD ON THE BUCKMINSTER LAST 





A smart, heavy Fall and Winter Oxford designed to appeal par- 

ticularly to the young man. Built on our famous Buckminster 

last with its wide tread and splendidly fitting back part. Ready 

| NOW in all sizes and widths. With the Nettleton reputation for 
quality and workmanship behind it this shoe will move quickly 
from your stock. 


Our complete Stock Department offers 29 styles of Shoes and 
a Riding Boot. A valuable asset to the aggressive retailer. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE: : : NEW YORK 


“Tlettleton 


SHOES OF WORTH 


MEN LIKE TO SAY THEY WEAR THEM 
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BEACON 
SHOES 


FOR MEN, WOMEN AND BOYS 


In our Stock Department we carry over sixty different styles in men’s, women’s 
and boys’ Goodyear welts. They are all live numbers which you can turn over rapid- 
ly. Let our Stock Department serve you. 


YOU CAN SIZE UP ON BEACONS ANY TIME 














WOMEN’S 
No. R 7076 





METAL CALF CUBIST OXFORD 


22-8 Mil. Heel, Wingfoot Toplift per or pase hee ah ws : r 
Knicker Last B, C, D, Sizes 3-8 B, 6-11 C-D, 5-11 
Price 
$4.10 Price 










No. R7080 za 


GUN METAL CALF JUDY OXFORD 
12-8 Cuban H Patent Trim: - 
Rhoda Last A, $,C-D,3-e al 


F. M. HOYT-SHOE COMPANY 


MANCHESTER 


CHESTNUT NORWEGIAN CALF OXFORD 
wt 86 Vim Last, Overwt. Outersole 
B, 6-11 C-D, 5-11 






NEW HAMPSHIRE 


¢ 
Write for a copy of our Buyer’s Chart 












ay BEACON) 
SHOES |; 








<>. - . - . » 


Prealer th pabrice 1¢ sects alt iu wadverttsthy th tie Boor and Shoe Recorder. 
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The Standard 
Tackless 
Style-shoe! 







Stampt on the Sole 






TANDARD—because many fac- 

tories and millions of well-shod 
feet have tested Wilson Sewed shoes, 
here and abroad, for four years. The 
Wilson process of shoemaking has 
set a new modern standard by mak- 
ing practical light, flexible, tackless, 
close-edge shoes that combine style, 
economy, and service. 


ECONOMICAL—because your reg- 
ular manufacturer can make Wilson 
Sewed Shoes for you—dainty yet 
durable tackless shoes—on his regu- 
lar lasts, with his present machinery, 
plus only trivial additions to his 
equipment. 


BETTER TO SELL—and better 
to wear—because they combine 
new selling features with McKay- 
‘economy, welt-strength, turn-dain- 
tiness in flexible, tackless shoes. 
They satisfy the modern woman’s 
style-desire for all seasons—and 
give greater per-dollar service. 


TO ALL 
MANUFACTURERS 


It costs nothing to find out 
how economically you can 
make tackless, flexible, 
close-edge Wilson Sewed 
Shoes—using your present 
equipment. Just write us 
what you're equipped to 
make now. 


The trend of the times is 
toward Wilson Sewed! 








Address all Inquiries 
Wilson Process Incorporated 
_ Canadian Pacific Building 
City of New York 
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Brevity is the soul of snap-judg- 
ments! 


As long as facts, information, and 
news hold out in any subject you 
and I are vitally interested in, 
there’s no excuse for brevity. And 


if — es have omitted any- 
thing ink you should know 
about Vileon Sewed shoes and why 


they are tackless, stylish, comfort- 
able, serviceable and better to sell, 


ask me — and I'll write you 
a letter To ong enough to do the job 
properly. 


I could blare at you in big, black 
letters, “Ask Your Manufacturer 
for Wilson Sewed Shoes—They’re 
Tackless, in All Weights and 
terns.”” That’s exactly what I want 
all retailers to do eventually. But 
first I want them to know «a any 
manufacturer’s Wilson Sewed shoes 
are worth careful consideration and 
thorough trial. 


These photographs above will tell 
part of the story.. The left picture 
shows why shoes marked 
Sewed must have a dependable all- 
leather insole. Can’t channel imita- 
tion ones. On the right is a Wilson 
Sewed shoe lasted. Lasting tacks have 
all been pulled out. Upper and lining 
have been securely fastened to that 
insole-channel by same 

and machine heretofore used only on 
welts. And the finished shoe is tac 
with a flexible, — sole. 


Simple, isn’t it? No freak shoemak- 
ing—just easy, logical, ‘ familiar 
operations! That’s why so many 
manufacturers make Wilson Sewed 
Shoes dainty and durable-—H.L.A. 


37 
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Still More New Numbers! 


Hannahsons Satins and Patents 
Have the Call for Fall 





No. B7818 $3.60 


No. B7868 $3.35 


B7818—Black Satin One Strap with Beaded Forestrap, 


genuine turn, 14-8 Full Louis heel, A to D, code “Sinai’ 
$3.60 
B7808— As above except with 16-8 Full Louis heel, 
code “Hulla’ . $3. 
B7668— As shove « except imitation turn, 14-8 Spanish 
OG, Oe OD Bh GOs CN kc cccscvcécocvss $3.00 


SPECIAL 


B8508— As above eet Dees | Satin, Genuine Turn, 
. $3.00 


16-8 Full Louis Heel. ... 


IN STOCK 





No. B261 $4.25 


B261—Patent Leather Two Strap, side cut-outs, single 
row fancy stitch on quarter, genuine turn, 15-8 Full 
Spanish heel, A to D, code, “Rae”............. $4.25 

B262— As above except with 12-8 Cuban heel, B to 
D, code “Nuovo” ‘ . $4.00 


‘ 


HAVERHILL 


HA 


IN STYLE 


Send for the Septem- 
ber issue of Han- 
nahsons News. It 
has real news and 
information for you! 
We shall be pleased 
to add your name to 
our matling list and 
to send you all forth- 
coming issues of the 
News 


NNAHSON 


SHOE CO. 


B7868—Black Satin One Strap with beaded forestrap, 
genuine turn, 9-8 Military heel, B to D, code i. 
35 


B7168—As above verge with 12-8 Cuban heel, code 
“Beatrice”’ - .$3.35 
B7768—As above ennegt imitation turn, “9. 8 ‘heel, code 
co a SA ca Mall. ti EN ES $3.00 
B7678—As above except with 12-8 Cuban heel, code 
$3.00 


PEE chic cccscveesdersnpescenspekebet<wes 


IN DEMAND 





No. B265 $4.10 


B265—Patent Leather One Strap, strap and side cut- 
outs, genuine turn, 15-8 Full Spanish heel, A to D, 
GU TEED = 060 oo. 50 5000 ccocdetcns sagined $4.10 
B623—As above except Black Satin suede trimmed, A to 
i TU cena hineknsccondegscoqceneneea $3. 85 
B624—As above except with 12-8 Cuban heel, B to D, 
a Vg ee DS re ae $3.60 


- MASSACHUSETTS 
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S| Brand New Winter Boot 
Hf Built to meet the de- St | 

(( mand for Winter 

iN Sports Models 


Black and Tan 
Moorland Calf 


$5.60 


IN STOCK 
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Style 6190-B 
Made of high-finished Black Moorland 
Calf. Plump oak outer sole with heavy 
square Moulton welt. Oak inner sole and 
leather counter B, C and D widths. .. .$5.60 


Style 6195—Sa me, except made of medium 
Tan Moorland Calf... a . $5.60 


W 7ITH winter sports now an established feature of midwinter life, these two 
new Bates Boot models for Men have a most timely introduction to the 
trade. 

Becausé, in addition to being perfect footwear for Men’s business and general 
use in winter, they are extremely serviceable for every kind of midwinter sport 
use except where extra height of top is essential. _ % 

The last has a moderately full forepart and is fine-fitting at every point. 
Built in the best Bates style, with choice Moorland Calf uppers and very serv- 
iceable bottoms, including the special water-resisting Moulton welt, these two 
boots are certain to have ready sale wherever shown. 


Samples of Styles 6190 and 6195 ready now for dealers’ inspection and are sent by mail on 


PSI 





request. Ask us also for illustrations and descriptions of other new winter Bates models. \ 
A. J. BATES COMPANY 
WEBSTER 3 MASSACHUSETTS 5 
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A New All-Daylight 
Home for 
The Pioneer 
Sport Shoe Makers 
of America . 







On October Ist 


NORMAN and BENNETT, Inc., 
will occupy the new factory above illus- 
trated, at 90 Wareham Street, Boston. 





We shall have more room, better light and 
many other conditions which will afford 
greater economy of operation than our old 
quarters which we have occupied 32 years. 


This change has become necessary through 
a pronounced increase in the demand for 
PINEHURST Golf Shoes as well as for 
our numerous other specialties in athletic 
and sport footwear. 


NORMAN & BENNETT, Inc. 
90 Wareham Street, Boston, Mass. 
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“IT’S A LORRAINE PRODUCT” 


Coat", slten ol 


“Milady. ‘The finest of 
leather Moor the highest 
grade foot-wear. Easily 

cleaned. ‘Excellent cuiting 


Value. 
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MIDSOLES 





Vaughan’s lvory or Arctic Midsoles 


A leather slipsole used between welt and outsole. 
These midsoles are split to a uniform substance, 
they trim even with the edge and they do not 
bulge at the edge when worn and they will not 
crumble between the stitching and the edge. 


May be obtained in MEN’S, WOMEN’S, 
MISSES’ and BOYS’ Cut Soles. Irons 2-4. 


Midsole Stock also Svictbchid to be cut by manu- 


facturers themselves. 








GEORGE C. VAUGHAN CO. 


TANNERIES AT 
PEABODY MASS. 





—— ~——- 





na 
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joyed from the lead- 
line of fabric 
s only 


holesalers who take pride 


ing our 





We sell to wholesaler 
the Boot and Shoe Recorder. 


featur 
footwear. 


: 


The value of our name’ and 
product is best attested by 
the long years of patronage 


we have en 
ing w 


in 
54LINCOLN STREET 


BOSTON OFFICES 
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Fabric Shoe [Manufacturers 
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RICE & HUTCHINS 


Making the Eucntor 


at the 


BROCKTON — 
FAIR 


Fifty years ago saw the beginning of the 
Brockton Fair and eight years prior to that 
date, the beginning of the Rice & Hutchins 
organization. It is fitting then, on this 
anniversary, that the public should see 
“thow it is done today.” Machines operated 
by skilled workmen will make EDUCA- 
TORS for men just the way it is done at our 
Rockland, Mass., factory. Hundreds of 
thousands from all 
over New England 
will view this exhibit. 
They will see how 
the far-famed Comfort is built into EDUCATORS. They will go away deeply 
impressed and sold on “the shoe that lets the foot grow as it should.” 


Mr. Dealer, how is your EDUCATOR stock? 


An example from the many EDUCATOR styles and the world’s fastest 
selling shoe stock, is this Russia Calf Blucher, Rubber Heel. Sizes 51% to 12. 
Widths A-E. In stock at any of the Rice & Hutchins branches. 




















RIcE & HUTCHINS 


INCORPORATED 


13 High Street BOSTON, U.S.A. 


Wholesale Distributing Branches: 


Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co, Inc. Phila., Pa. 
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One Type of Shoe for All Uses 


A Dangerous Tendency Needs Correction by a Return to 
Shoes for Occasions 


HE uppermost topic in the distribution of shoes 
fk today is, that you should emphasize SHOES 

FOR OCCASIONS. During the month of Sep- 
tember, more publicity in that direction has been done 
in national and local papers, in stores and in the trade 
than for a long time previous. 

The present impetus to a consideration of SHOES 
FOR OCCASIONS came from a speech by President 
John Slater of the N.S. R. A. He explained that the 
selection of shoes by the public today was out of keeping 
with both the function and the dress, because of the 
attitude of the merchant and his clerk in selling. 

Once a woman entered a storg and called for a shoe 
suitable for some function whether morning, noon or 
night, sport or dance. The idea of the selection of cos- 
tume and footwear was always first based upon where 
it was to be worn. Today in stores, a customer comes in 
and asks merely for a pair of shoes. The clerk instinc- 
tively goes to the smartest and prettiest shoes in the 
store, though they are satins, turns or fancy suedes or 
kids. He wants to show the customer the best in the 
house. 

Now the customer buys because of the beauty of the 
shoe and the salesmanship of the man serving. She 
wears the shoes, morning, noon and night, and change- 
ably with any amount of gowns and for any function. 
Shoes now worn generally on the street were at one 
time only to be classed for evening use. — 

The development of the sandal has almost produced 
a tendency that would make bouddir slippers the next 
style note. Mr. Slater calls a halt to this sort of mer- 
chandising because it leads into dangerous stocks. The 
merchant who has good taste in the selection of SHOES 
FOR OCCASIONS finds that he must follow the com- 
mon standard, of shoe store practices and handle shoes 
merely as pretty foot coverings, when. he knows that 


the customer would be better served and he would profit 
more by emphasizing the welt shoe for walking and 
shopping, a turn for afternoon and evening wear, a sub- 
stantial pattern for utility and fancy patterns for dis- 
play. 

Now the message of SHOES FOR OCCASIONS has 
within it a proper diversification of stock in a store, 
more pairs per person and a safer management of busi- 
ness. Shoe stores are getting one-sided in their stocks. 
A good baker sells more than frosted cakes, likewise, a 
good shoe merchant sells more than cream puff types of 
shoes. Indications are that more and more attention is 
going to be paid by the trade to SHOES FOR OCCA- 
SIONS. 

The Recorder on its part is going to make many sug- 
gestions to bring about a more orderly understanding of 
both style, stocks and sizes. It is only when we get down 
to fundamentals that we see the way clear for making.a 
profit in the shoe business. Some of the shoe-making in 
the last six months would almost indicate that feet are 
just ornamental appendants upon which hosiery and 
shoes are placed for the profit of the merchant and the 
pleasure of the eye. Fundamentally, feet are for the pur- 
pose of walking. More thought on the part of the mer- 
chant in the direction of encouraging walking will have 
its corresponding effect upon the selection of proper 
types of shoes as well as the obvious increase in number 
of pairs. Shoes no longer wear out from friction; they 
pass out because style changes. 





Lengthening the Season 


HEN merchants in a summer or winter resort 

spend thousands of dollars in publicity to enlarge 
the selling season, isn’t there a thought that something 
similar, can be done with merchandise? 
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For example, in felt footwear. The great demand and 
effort in selling are centered on the mid-winter months. 
All the system of the industry from the preliminary 
blanket orders, through to the final selling and display 
in stores, is based on a merchandising system of a short 
season. What have you done to lengthen out the sea- 
sonable demand, not only for felt footwear, but rubbers, 
golf shoes and other specialties? 

Several merchants have already started their over- 
shoe business by putting the little style innovation of 
colored initials on the tops. The customer is tempted to 
buy in advance, because of the time it takes to do hand 
initialing. 

It is also now the custom to completely outfit chil- 
dren going away to school. This means winter apparel 
sold in the fall, and it means rubber boots and felt slip- 
pers and heavy walking boots as well. There are many 
ways to keep public attention in each of the commodi- 
ties that you handle and to keep it not for a month, but 
for an entire year. Put your mind to it. There is profit 
in it. 





Discourage Outlaw Advertising 


E had occasion recently to comment critically on 

the misuse of outdoor advertising. The Poster 
Advertising Association, alert to the welfare of its mem- 
bers, jumped to the defence of legitimate bulletin and 
poster advertising. 

We want to be constructive in our criticism and want 
to give proper recognition to the value and benefit of 
good outdoor advertising and to nationally state that 
there has been an improvement in many of the signs 
which bring in beauty and art in not only the frame, 
but in the subject advertised. 

If you remember the article, we took particular ex- 
ception to the tacking of small tin signs and cards along 
the highway. We have traced out some of them and find 
that they are furnished by manufacturers and the mer- 
chants carry it on by having one of theirclerks goout on 
the adjacent highway and put the tin sign on every 
post and tree. 

Quite a few years ago, the decorations on trees and 
fences were somewhat of a welcome reminder of civiliza- 
tion, for most pedestrians and drivers of horses were 
rather surfeited with scenery. Today, such signs give 
the appearance that the road is breaking out with the 
measles. They injure the merchant, rather than benefit 
him, because the customer is irritated by the outlaw 
advertising. The helter-skelter of sign advertising should 
be discouraged. 

Now for a good word on the bill poster. The associa- 
tion takes exception to the name and we don’t blame 
them. We hope that the association can purify its own 
field of service by bringing good taste into road-side 
advertising. They will contribute their part in the bet- 
terment of communities and at the same time, pursue a 
legitimate business. 


The association tells its members, “We don’t post 
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bills, we post advertising copy. It is true that our busi- 
ness developed largely from the old-time poster of circus 
and play bills. We are not ashamed of our ancestry. All 
honor and credit to the old-time billposter—he was a 
remarkable character. But we are as different from him 
as is the butterfly from the moth. The business has 
changed, developed. 

“The public calls our panels billboards and our business 
billposting. Due to the unsightly appearance of old 
time boards and to certain grave faults in the old-time 
billposter’s conduct of his business, both names are a 
fuzzy coating on the public’s tongue -“ have no dig- 
nity of standing. 

“Because billposter and billboards hii a bad im- 
pression on the public and since the words no longer are 
really applicable to us or our business let us drop them. 
Never say billboards; never say billposters.”’ 

It is a mighty refreshing thing to think that an asso- 
ciation like this is fighting all the time for high stand- 
ards of ethics in its field. Industry is improved by such 
militant association work. 


Needle Styles 


HE needle is a chief style maker of today. In wit- 
ness thereof, observe the fancy stitching on stylish 
footwear. 

Three-thousand stitches a minute is the rate at which 
a single needle machine will stitch shoes. Six thousand 
stitches a minute is the maximum rate. 

A multi-needle machine will stitch as many as six 
rows of threads in a single operation. The inside needle 
will halt, while the outside needles stitch around a cor- 
ner, like a line of soldiers, wheeling around a corner. 

A new machine will stitch a double row of threads, 
and will make a line of perforations between them. 

An operator of a stitching machine will make 50 or 60 
stops and starts of a machine, in stitching a single nov- 
elty style shoe. A touch of the treadle stops and starts 
the needle. 

Latest madels of stitching machines have electric 
motors built into them. Common models are connected 
in a series with motors. 








Using Bronze Again 


S Bronze coming back? Of course it is coming back 

some day; every known material comes round and 
round over and over again at some time or another. The 
question is suggested by the success of a big eastern 
store with pumps and straps made of good grade bronze 
kid and calf. The manager made a dash into bronze as 
an experiment, and women took to it very readily. Of 
course, its peculiarities are well known to the trade; one 
of them being its tendency to bestow a pink tinge on 
material brought in contact with it when damp. If some 
one can invent a method of making the juice of those 
little Mexican bugs “stay put” in the leather, it will 
help the material greatly. 








Seplember 29, 1923 





























Boot and Shoe Recorder CREED 





BOOT ANDS HOE RECORDER 


Getting More Shoes Sold Right: not only “more™ but “right"’; sold for the right purpose, to 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Here’s a Workable Plan for the Selling of 
Felts All the Year Round............ 49 


Let’s see if we can’t add some profit by doing 
a little more than confining our activities to 
holiday trade. 


Put More Originality into Your Public- 
Ce ee Pry Skis’ 6 hot itee 52 
What many merchants need is not mere ad- 
vertising, bul something to help them tell 
their story better. Here it is. 


He Bought His Store on the Installment 
Plan—$5000 a Week................ 57 
The remarkable story of a remarkable mer- 
chant who seized on the “minimum profit- 
mazimum volume” plan when it was young 
and made it his own. 


A Similar Style Trend the World Over.. 60 
Based on the observations of a shoeman who 
has just completed a long trip through many 
countries. 














Why Phineas Bought a Suit 


Phineas MacDoodle had $30 in his pocket. 
He was in a spending mood. 


He read his morning paper coming in on 
the 8:10 train. There were ten big clothing 
advertisements in the paper; only one small 
shoe advertisement. 


His eye finally rested longingly on a Kup- 
penschaeffer suit for $30—worth $45. 


That night he had a clothing box tucked 
under his arm as he wended his way back to 
Smallhurst. 


It pays to advertise. 
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“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—And Other News 





Publisher Going to Europe 
Boston, Sept. 27—Everit 
B. Terhune, treasurer arid 
general manager of the Boot 
and Shoe Recorder, will sail for 
Europe on. the Leviathan, 
September 29, for an extended 
study of foreign markets. 

In addition to his other 
activities, Mr. Terhune is a 
member of the foreign trade 
committee of the Chamber of 
Commerce of the United 
States, and his mission abroad 
is partly in relation to the 
work of this committee. Dur- 
ing the past few years Mr. 
Terhune has rendered advisory 
service to Secretary of Com- 
merce Herbert Hoover. 

During his stay in England, 
Mr. Terhune will visit the 
24th Annual Shoe and Leather 
Fair, to be held in the Royal 
Agricultural Hall, London, 
October 8th to 10th, and on 
October 9th, will address the 
British Shoe Manufacturers’ 
Association in that city. He 
will present the official greet- 
ings of the New England Shoe 
and Leather Association and 
extend a cordial invitation to 
the British manufacturers to 
attend the Annual Interna- 
tional Shoe and Leather Ex- 

sition and Style Show, to be 
eld in Boston next July. 
Style Committee Meeting 

New York, Sept. 27—A 
meeting of the Joint Styles 
Committee including shoe 
manufacturers, retail shoe mer- 
chants and tanners has been 
called by the National Boot 
and Shoe Manufacturers’ As- 
sociation for Nov. 13. The 
meeting will be held at Hotel 
Astor. 





Favors Merging of Railroads 

Boston, Sept. 26—Charles 
H. Jones, vice-president of the 
New England Shoe and Leather 
Exchange, at a hearing before 
the interstate commerce com- 
mission, endorsed the report 
of the Storrow committee 
which favors the merging of 
all New England railroads as 
a solution to the traffic prob- 
lem in New England. 





EnglisheMade Shoes 
More English-made shoes 
for men are being sold in New 
York, Baltimore, Philadelphia 
and Washington, than many in 
the trade realize. Three of New 


York’s leading department 


stores are carrying lines of 
—_ xy ~ shoes as 
4 two of the leading specialty 

shopS havé been bvcties con- 


siderable advertising space to 
them. One of the new styles 
in. British-made shoes being 
shown here is a patent leather 
evening pump with a small 
bow, the entire shoe being 
lined in red satin. 


White Calf for 1924 

Peabody, Mass., Sept. 25— 
Tanners are sampling white 
calf for spring and summer 
shoes for 1924, and, also, are 
delivering white calf for sport 
shoes to be. worn at winter 
resorts. 

Lamp black suede calf is the 
blackest black calf yet. 





Rosewood Pumps 
Philadelphia, Sept. 27—To 
match the rosewood frocks, the 
John Wanamaker store is feat- 
uring rosewood suede pumps. 
They are strapped with brown 


Salesmen on Territories 


Boston, Sept. 27—The close 
of the week of September 24 


_ marked the- departure of shoe 


salesmen of several eastern 
companies for their territories. 
Most of the salesmen left on 
their trips a few weeks ago and 
first reports indicate orders are 
coming in well. 


Pigskin Oxfords 


low 


Although pigskin as a leather 
for men’s shoes has been tried 
for several seasons, it is not 
making much of a hit with the 
New York public at least. 
Sales of all pigskin oxfords are 

ite small. One retail mer- 
chant, however, has developed 
a shoe of a pigskin and calf 
combination which bids fair to 
attain ope popularity. In this 
shoe the quarter is made of 














Concentrating on One Style 


New York, Sept. 27—Retail shoe merchants are pushing 
a smaller variety of styles this season than has been the 
case in recent seasons. Instead of crowding their windows 
with a dozen or more styles, the newest method of display 
is to show but one style, particularly of women’s shoes, 
worked up in different leathers and combinations. James 
McCreery & Co. recently showed in one of their large win- 
dows on 34th street about 20 pairs of shoes, all of the same 
style, but worked up in patent, satin in brown and black 
and ooze in four shades of brown, two of gray and a black. 
Further variation was given in the strappings. 








kid and have a round toe, low 
heel and an extension welted 
sole. They sell at $11. 


Brown Shades Sell Freely 

Cleveland, Sept. 27—Busi- 
ness in both men’s and women’s 
lines in the retail shoe stores 
showed a marked improve- 
ment over last week. This is 
attributed mostly to a change 
in the weather which brought a 

riod of cool, bracing weather. 
Vomen are buying various 
shades of browns and patent 
and black satin. As yet, men 
are not showing any eagerness 
toward high shoes, sticking to 
tan and black oxfords. 








New Women’s Styles 

Lynn, Sept. 28—Styles in 
women’s footwear for October 
continue to be varied. Strap 

tterns predominate, particu- 
ate cross strap models and 
other complex strap numbers. 
Suedes, patent leathers’ “aiid 
satins are being used exten- 
sively. Welted oxfordsae-be- 
ing turned out in large volume. 


~ while the vamp is of 
calf. 





Men Wearing Blacks 

New York,’ Sept. 27—The 
growing vogue for black shoes 
among women has been ex- 
tended to the male contingent. 
Leading retail shoe merchants, 
catering to the high class trade 
report that fully 50 per cent of 
the men’s trade this fall is run- 
ning on black shoes. In some 
stores the proportion has run 
as high as 60 per cent blacks 
to 40 per cent tans. 





Low Shoes All Winter 

San Francisco, Sept. 26— 
“San Francisco is quite a style 
leader,’’ said several retail mer- 
chants when the first rains of 
_ a found 100 per cent 
of San Franciscans in low shoes, 
black satins and patents lead- 
ing. J. E. Fleming, manager of 


‘ the Emporium, said: “In spite 
* ofain, look at the demand for 


opera pumps and tent 
leather trimmed with kid in 
gray, brown and otter shades.”’ 


H. A. Ballentine has in- 
vented a few styles that have 
become generally popular. J. 
R. Rogers of the Bootery said: 
“Spats and rubbers, yes, but 
low shoes all winter.” 





Returning from Europe 

Sylvan M. Barnet of the 
Barnet Leather Co., Inc. is 
returning from France bring- 
ing with him the continental 
leathers and colors and infor- 
mation relative to the probable 
style trend for the coming 


year. 

Mr. Barnet has been care- 
fully investigating the entire 
European field and its rela- 
tion to the colored leather 
styles. He is bringing a number 
of new suede shades that are 
the last word in Paris. 





Cut Steel Popular 

Cut steel ear rings are com- 
ing. Paris started it and New 
York is following fast. With 
these looped ear rings comes 
the wearing of wristlets. This 
brings about a buckle of cut 
steel on opera pumps. 





Spring Wool Fabrics 

This week has been an 
important one in the deter- 
mining of mill runs of spring 
wool fabrics. Bold stripes and 
plaids result from the union 
of sport and jazz. White is 
being favored in foreign fashion 
centers for next spring. 





New Novelty Line 
Lynn, Mass., Sept. 26— 
James W. Hitchings Gonnane 
is adding a line of wood heel 
McKays. 


Mah Jong Leathers 
Peabody, Mass., Sept. 25— 
Tanners here are getting out 
Mah Jong leathers in Chinese 
blue and fire-cracker red, em- 
bossed in dainty Chinese de- 
signs. 








Gudes New Store 

Los Angeles, Sept. 26— 
Gudes recently opened a new 
shoe store on Seventh street. 
Brown shades, especially beige, 
are reported as selling freely. 
Velvet pumps are displayed. 
Buckles sold well. 





Buys Shoes Often 

Philadelphia, Sept. 27—Wil- 
— — buyer for 

nellenburg’s department store 
says he now buys shoes every 
week whereas four years ago: 
there were only two buying 
seasons. in the year—fall an 
spring. 
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Felt slippers are in the high style class to stay. Their color range is two-score-plus. And the whole family is wearing ’em. From three-months- 
old baby, whose tiny feet are encased in fur-trimmed Juliette, or one-strap, up to mother and “‘dad”’ himself. The two-year-old oft chooses an 
embroidered ‘“‘Chinese’’ slipper. The five-year-old girlie likes a few flowers, hand-painted, on a rich shade of blue felt while “*Miss Seven- 
Year-Old”’ likes a beige felt with turn-over and cut-out top. Brother Tom likes the Indians and his big sister a beige felt with turn-over cuff 
in a charming pattern of mahogany. Master Twelve- Year-Old still walks with the Redskins. 


‘Here’s a Workable Plan for Selling Felts 
All the Year Round 


few hundred thousand dollars invested, the felt 
footwear industry has grown by leaps and bounds 
until now many millions of capital are involved, scores 
of plants have been built or acquired and thousands of 
men and women employed in the making of felts. 
From equally humble style beginnings, with the 
principal product a staid black felt bal with red lining, 
the lines have now grown to include features as styleful 
and as novel as were ever conceived in the minds of the 
millinery shoemaker. Colors are as varied as those of 
the rainbow. Patterns range from the simplest to the 
most elaborate. Decorations are legion. 


What Happens When They Wear Out? 


And yet, even with this basis upon which to build, 
and with the people of the country generally educated 
to the all-year-round wear of felts, the average retail 
shoe merchant displays and actively pushes felts only 
during the Christmas season and entirely ignores their 
sales possibilities during the remaining weeks of the 
year. Surely, if felts are worn the year round, they must 
wear out at some time and need replacing. They don’t 
all wear out during the two weeks prior to Christmas. 

Of course, it is necessary to remember that felt foot- 
wear is a Christmas gift habit of the American people, 
made so by reason of the facts that they are pretty and 
getting more so every year; that they are practical and 
not overly expensive; and that their purchase does not 


piers a humble beginning, with not more than a 





involve the necessity of knowing accurately the exact 
size of the recipient. But that is no reason why they 
should not be sold—and sold at a profit—during the 
rest of the year. Some few merchants, of course, are 
doing it and the Recorder is able in this issue, to sum- 
marize the methods involved and to present a workable 
plan for the buying and selling of felt footwear during 
the entire twelve months of the year. In skeleton form, 
here it is: 


How to Sell Felts the Year Round 


FIRST—Decide on the line you want—one from 
which you can size in readily and quickly; and 
stick to it. 

SECOND—Don’t overbuy on styles—keep them 
to a minimum, although it is the part of wisdom 
to have a wider style range for the holiday trade 
than for the months following and preceding. 

THIRD—Place your order early for your holiday 
trade—about 60 per cent of your estimated re- 
quirements. During the holiday season, size in 
every two or three days on the best selling styles. 
This may not be feasible because of your distance 
from the market, but follow the schedule as 
closely as you can. 

FOURTH—Take stock immediately after the 
close of the holiday season—noting carefully 
what have been the best selling styles and sizes. 
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Not felt rer ee but used for the same inti tipi IE and carriage boots 


FIFTH—Cut prices on your poorest selling 
styles and get rid of them. 

SIXTH—Size in only on the best selling sizes of 
the best selling styles. 


Methods of Increasing Sales 


You are now all set for the selling of felts for the rest 
of the year. There are a number of ways in which the 
public purse can be opened. You can give them a bit of 
your window space every two weeks, with a suggestion 
as to some special use to which they may be put. You 
can instruct your sales force to sell them by suggestion. 
You can devote some of your newspaper space to them 
—or just a line of bold faced italic type some place in the 
advertisement to the effect that you have attractive 
felt footwear which will wear well. 


Selling Points to Emphasize 


A felt slipper has all the selling points of a leather 
shoe and more. It is warm and restful and affords 
absolute relaxation. Made up in an array of colors and 


designs, it is easily harmonized with the house dress or 
the lounge coat. The children select bright hues to 
please the eye. Everyone has an opportunity of a satis- 
factory selection. 

Outside the home we find them a pleasure when 
traveling and the vacationists appreciate their comfort 
in summer homes and camps. The nurse in the sick room 
uses them; for their soft comfortable tread does not 
disturb the patient. 

Here are four distinct uses for felt slippers opening 
opportunities for development and extending the selling 
season from four months as it is now, throughout the 
entire year. In your show window arrange a series of 
illustrations showing the use of felt slippers for these 
various occasions. 


Used as Beach Slippers 


Felts, particularly in the east, are being used more 
and more, also as beach slippers—something to slip 
over the feet in traveling from water to bath house, 
Other uses are easy to find or to devise. 
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Other products of the house slipper industry are the quilted satins and brocades and even patents. 
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Another simple but efficient method of merchandis- 
ing is in direct communication with the people of your 
immediate neighborhood. A polling list will supply the 
names. Send them a pamphlet showing an assortment 
of felts for every member of the family, laying stress on 
the opportune time to buy; when stocks are complete 
and abundant in style and color. Help them maintain 
good health by keeping the feet warm. 


Selling in Bunches 


Perhaps you have a camp of Boy Scouts in your 
vicinity. If so, sell them on a “‘Club”’ basis, donating a 
discount to their vacation fund. Do the same with the 
Camp Fire Girls, or any other organization. These are 
the suggestions offered to help merchandise and are 
simple and practical. Perhaps you have methods of 
your-own which will accomplish the same or better 
results, but no ideas are going to increase your felt 
sales which do not encourage their use from January 
to December. 

Quick Turnover Possible 


In your all-year-round merchandising of felt foot- 
wear, you are helped by the fact that it is possible to 
size in very quickly; that your stock on hand does not 
need to be large; that you do not have to contend with 
widths as well as sizes. Your stock does not represent a 
heavy investment on which you have to charge off 
interest. 

Competition in the sale of felt footwear is keen—just 
as it is in their manufacture. Consequently, merchants 
who do a sizable volume of business in felts have 
adopted the policy of adding a mark-up of not more 
than 33% per cent—not because of the volume done 
but on the theory that the more keen the competition, 
the smaller the margin of profit. 
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Prices of felt footwear are established by the man- 
ufacturer usually in November and cover a six-months 
period, during which same period the manufacturer is 
covered on his purchase of raw materials. This price 
stability is urged as an argument in favor of the early 
placing of orders. 


Problems of the Manufacturer 


A study of the manufacture and distribution of felt 
footwear is not only interesting, but develops facts not 
applicable to leather shoes. There is an uncertainty in 
shoe manufacturing just as there is in any commodity 
depending upon supply and demand, but making felt 
slippers presents problems entirely apart from those 
found in the manufacture of leather shoes. 

Materials must be contracted for months in advance 
and finances must be arranged to cover not only this 
item, but also provide for months of labor cost. 
Preparation for the year’s business is made during the 
month of January when new samples are created and 
salesmen prepared for their annual visit to the trade. 


Short Factory Selling Season 


The selling season from the factory standpoint is very 
short. During the months of February and March 
sufficient orders must be received to keep machines 
operating the entire year. Fortunately the wholesalers 
are large factors in distribution, and as a rule furnish 
enough business to absorb the output of the factory to 
July 1st. Reorders from the wholesaler and direct sales 
to the retailer make up the balance of business neces- 
sary to operate beyond this date. 

Orders from wholesalers are as a rule placed in 
February and March, calling for delivery in July and 

(Continued on page 64) 
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Mother has adopted this year a high-art, ribbon-trimmed, sandal, in one of the pastelle shades; or she will don one of the more familiar 
a tterns with pom-pom and ribbon trimmings. The re pattern in a variety of color combinations is another one of mother’s favorites. 


rother Jim, for his college wear, likes the turn-over cuff sly 


while father, not a bit behind the rest of the family in felt slipper style pro- 


gression, has chosen a turn-over cuff model, or a stately Cavalier ‘‘boot.”’ 
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Put More Originality Into Your Publicity — 





—_—_— 
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Advertising Must Be Suggestive of Fall 


—— a COMPLETE change of advertising copy and 
= wo L ik }: ll borders, a complete change of window trim 
EX yy : IRC afd and store interior, even a complete change in 
the minds of the salesmen to tune with the shifting 
Sunset winds, the browning of corn tassel and oak leaf, are 
the great essentials. 
The public is undergoing a transition that is nat- 
ural and that brings with it a natural demand for an 


entirely new type of raiment, just as the cat family’s 
coat starts the turning toward prime. 




































































Customers Are Out to Buy 


The same thought and ideas that worked out of 
the “Summer Slump” become superfluous at this 
time. They have done their work or not—that is a 
story yet to be told. From creative work advertising 
now turns to the guidance of demand that is already 























felt. The preliminary work of determining tastes is 
Your N a over and the shoes now on sale must have the benefit 
Street — TOW! f | of the best surroundings in advertising and store 
display 


Advertising Sells More Pairs 


Advertising such as is shown on these pages is planned to direct the thought of wearers into the realm 
of satisfaction by the route of style and newness. There must always be some idea behind the sale of 
anything and it is just as logical for the shoe merchant to advocate more pairs for greater satisfaction 
as it is for coffee roasters to increase the number of cups of coffee drunk by each coffee user a day— 
decidedly more so, in fact, although — 
the latter case demonstrates the 
power of ideas sufficiently for the 


purpose here. Che“ Turn” of the Season. 


Ad No.1 Arouses Curiosity ——___. esithiinataiiamaaes 
“Like a Fall Sunset” is a head- ie Y= > 
ing that gives the imagination a ——— —— 


chance to work. Can be followed 
by this sort of copy when a pair of 


exquisite turn slippers are dis- YOUR NAME HERE 


played: VES 
“Our store blazing with the STREET —- TOWNS 


colorful new fall styles. The mellow iS 


sunlight on the turning leaves, on 
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Put More Originality Into Your Publicity 
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hedge, straw-tinted meadow or glassy lake of an October 
afternoon cannot contrive color more fascinating, for 
that is just where the tanner got inspiration for this 
season’s shoe colors. 

“Browns, light, medium and golden; grays, crisp 
greens, luxurious golds, fawns, straws, reds. 

‘Everywhere it is said that brown leads in popularity 
in gown or footwear, but there are so many influences, 
from Chinese to Spanish, that the choice is unlimited.” 


Ad No. 2 Tells the Story of New Numbers 


Before the fall lines are complete this ad will tell the 
story of latest arrivals: 

“The “Turn’ of the Season,’ 
here is a suggestion for copy: 


’ is the ad’s caption, and 


stand a season of strenuous use without losing any 
of its delicacy.” 

Another version—“An epic in grace and attractive- 
ness—you can see the difference in pattern, its exclu- 
siveness, now—later you'll see the advantages of a 
shoe made of reliable material. It takes a long 
while to see the worth of our shoes because it 
takes them so long to show signs of wear. If that’s the 
kind of shoes you want then you want a pair of these.”’ 


Ad No. 3 is on Quality 


“This Fall—Better Shoes, Men—It Pays. 

“It isn’t because these shoes are being sold here— 
you'd feel just the same toward us if they weren’t 
worth the price as you would against anyone who mis- 
represented—but because of our experience that we say 
better shoes. 

“And when we say better shoes we don’t mean more 
money. We mean comfort from the start, a finish that 
lasts, a last that stands up under continued strains, a 
shoe like the one pictured in Tan Russia or Black Calf.” 


Ad No. 4 is Instructive 


“More Thought, Less Money,” is a heading for copy 
designed to make men think more of their footwear. 

Use this copy—*The Arkansas farmer who wouldn't 
mend his roof in the rain, and argued it as being un- 
necessary to do so when the sun shone, no doubt could 
offer proof of his wisdom; everything rests on one’s 
point of view. Perhaps he’d have a plausible argument 
against the purchase and use of more than one pair of 
shoes at a time. 


“But the fact remains that one shoe used alternately 
mowing the lawn, fixing the car, at the office, in the 
workshop straight through the busy man’s day isn’t 
going to yield in looks or wear,a fair return on its price.” 





“It pays to come here often just to 
know values and to set a standard. As each 
new fall shoe comes in with an improve- 
ment here and there in the fitting or 
pattern, it shows that one always gets 
some distinctive quality, which means 
greater satisfaction. 

“As the season turns, the ‘Turn’ becomes 
the style of the hour. From the roughness 
of links, court or mountain trail to the 
smoothness of the ballroom floor, the 


change is sketched in the lightness of sole 
and trimness of pattern in our Turns. It 
is a relief to know there is such a delicate 
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shoe that has strength enough to with- 
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Advance 


In Mandalay suede with 
kid strap and trimming in 
darker shade, 14-8 Span- 
ish covered heel.—Kozak 
& McLaughlin, Long Is- 
land City. 





Black patent two strap, 
with its two ankle straps 
in black suede. Suede 
trinfming on at instep, 
14-8 covered box heel.— 
Witherell & Dobbins, 
Haverhill. 
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Cut-Outs and Gores Are 


Seen in All Popular 
Materials 





Patent leather gore pump, lattice work 

at instep, cut-outs on quarter, 16-8 

— Louis heel.—Goldstein Sons & 
orio, Inc., New York’ 
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A Nile Green satin cross 
pump, with cross straps 
and all ornamentation in 
silver kid. 16-8 Louis 
covered heel. — Mackey 
Shoe Co., Inc., Brooklyn. 





Black patent gore pump, 
16-8 Spanish heel.—Fred 
A. Eyre & Co., Inc., 
Brooklyn. 
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In log cabin suede, with 
log cabin kid trimming, 
14—8 covered Spanish heel. 
The Carfagno Shoe Co., 
Rochester. 





In Congo kid, with straps 
in thrush ooze, buckle 
fastened. Trimming of 
thrush ooze, 14-8 Cuban 
heel—Degen-Lipp, Inc., 
Brooklyn. 
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Strap Patterns Still 
Continue High 
In Favor 





In Oakwood brown kid, with patent 
ladder saddle and 14-8 celluloid mili- 
tary heel. Crimped front effect. French 
last.—The Travers Company, Cin- 
cinnati. 





In Congo suede, with 
front instep strap; decora- 
tions defined in kid of 
same shade—cut-outs on 
quarter, 14-8 Spanish 
Louis heel—Burrows 
Shoe Co., Inc. Rochester. 


A three-strap gore in 
Mandalay suede, kid trim- 
mings of same _ shade, 
17-8 Spanish Louis heel. 
—Benjamin Rothman, 
Inc., New York City. 
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Advance 





Black suede cross strap 
pump. French toe, 14-8 

x heel—Johnson-Ste- 
phens & Shinkle Shoe Co., 
St. Louis. 





Style in an_ over-size 
model. This number of 
brown suede from the 
Anderson-Owens Shoe Co. 
Lynn. 
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Suede Leathers In 
Many Shades 
Are Offered 





Log cabin suede welt with perforated 
calf toe cap, saddle, backstay foxing 
and strap in calf leather of contrasting 
shade, dull brass slide buckle, 8-8 
military heel—Monroe Shoe Co., 
Buffalo. 
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In log cabin buck with 
cut-out front strap. Kid 
trimming to match. Welt 
sole and covered Cuban 
heel. — Friedman-Shelby 
branch, International 
Shoe Co. 





A light-weight, close 
trimmed, two-strap welt 
shoe from the line of the 
Watson Shoe Co., Lynn. 
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He Bought His Store on the Installment 
Plan— $5000 a Week 


And then, in Order to Pay for it Out of Sales, Elmer L. Volkmor, of Cleve- 
land, Formulated His Policy of ““Minimum Profit, Maximum 
Volume,” which has Made Him Successful 


Two new stores 
have been added to 
the Volkmor chain, 
which now includes 
five in Cleveland 
and one in Toledo 
and Mansfield, 
Ohio. The new 
stores were recently 
opened in Cleve- 
land, one in the 
Cleveland Hotel 
building and the 
other on East 
Fourth street. El- 
mer L. Volkmor of 
Cleveland operates 
the chain and the 
main brand of 
shoes carried is 
made by the Endi- 
cott-Johnson Co. 

Mr. Volkmor’s 
success as a retail shoe merchant has been remarkable 
and has been accomplished within a period of five 
years. He carries stock worth a quarter of a million 
dollars in his seven stores. 

He purchased the S. & E. shoe store in the Hippo- 
drome Building without paying a dollar down, just five 
years ago. The fixtures in the store, which was one of the 
handsomest on Euclid avenue, were he]d at $40,000, 
and it was quite well stocked. But the unusual terms of 
payment are what put over the deal for him. He agreed 
to pay the purchase price in notes of $5000 each, with 
each note falling due in successive weeks. 


Met $5000 Note Every Week 


It looked like a pretty big job to pay a $5000-note 
every week, and the task would scare the fellow without 
a backbone that is as stiff as granite. Mr. Volkmor 
went to work and in two days he paid the first note of 
$5000. In three months he paid the entire purchase 
price for the store, which ran into thousands of dollars. 

The first thing that he did, when he bound himself to 
the contract to buy the store under terms that appeared 
a stupendous undertaking was to put on his “thinking 
cap,” and devise a merchandising policy that would 
make a strong appeal to the consumer. Volkmor says 





ELMER L. VOLKMOR 


“If you want extraordinary results” 
says Mr. Volkmor, “‘you must do some- 
thing that is extraordinary.” 


that if you want extraordinary results you must do 
something that is extraordinary. He was in a tight situa- 
tion, an extraordinary situation, if you please, with a 
note for $5000 that bore his signature falling due every 
seven days. 


Concentrated on Volume of Sales 


Out of this period of contemplation came forth the 
merchandising policy of advertising what he had to sell, 
the lowest possible return to himself on each pair of 
shoes sold and then to seek volume of trade so that 
quantity sales, like quantity production for the manu- 
facturer, could be relied on to develop his net income. 

Another important factor in the Volkmor success was 
the location of his retail establishments. He set his max- 
imum price for shoes at $5 in 1918, and when others 
predicted that he would lose his “‘clothes on his back” 
at such figure, he boldly sought the best and most ex- 
pensive locations in Cleveland along Euclid avenue and 
Superior avenue. In 1918 prices were soaring. 

Other men, who opened $5 shoe stores in those days, 
either went into second-story rooms or on the back 
streets or in the neighborhoods of the city where rents 
were cheaper. 

Mr. Volkmor took a chance on his idea that $5 shoes 
should be sold in a good location. Today he has success- 
ful stores at Euclid avenue and East 14th street, Play- 
house square, 643 Euclid avenue; 260 Superior avenue; 
Hotel Cleveland, Superior avenue; and at 2034-2036 
East 4th street. 


Advertised Extensively 


This is the way he went about it—after he signed that 
contract to purchase the store in 1918 and agreed to pay 
$5000 every week on the purchase price, he ran eight 
full-page advertisements in seven days. The first day he 
sold several thousands of pairs of shoes and paid off the 
first $5000 note on the second day. In the seven days he 
ran the eight pages of advertising in city newspapers he 
sold $23,000 worth of shoes. 

When the last of the weekly notes had been paid, 
Mr. Volkmor found himself the owner of a handsome 
store, with his stock almost depleted. Then began his 
fight for credit to get his stock back to where it should 
be. He sought and won the confidence of the Endicott- 
Johnson Company and he lately has been advertising 
himself as the greatest distributor of the world’s largest 

(Continued on page 61) 
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There has been a crimp in 
men’s shoe selling for so long 
that shoe men thought it about 
time to take it out of trade and 
pul it into the leather—there- 
fore, a creased vamp blucher 
leads off as a number for 


young men. 
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Shoes for occasions 
means a black shoe in its 
place, a patent and plenty of 
tans—both light and dark. 
There is opportunity lo ex- 
pand the sale of shoes to men 
by stressing Shoes for Occa- 
sions. 











A Shoe for Every Occasion 


You Are Entitled to a Larger Share in the Common 
Prosperity of the Nation 


OUR success indicates and regulates the success 

not only of the manufacturer and the wholesaler 

but of every one connected with the shoe in- 
dustry. The volume of your business determines the 
hours of factory operation; it decides the requirements 
of the wholesaler; it dictates the earnings of the sales- 
man and, being the determining factor in the business 
life of these branches of the shoe industry, you have a 
perfect right to expect from them their co-operation 
not only in the institution but also in the propagation 
of new thoughts and ideas that build the success of all 
parties at interest. 

At a meeting of the Chicago Shoe Travelers’ Associa- 
tion, September Ist, an entire afternoon was utilized 
in your interest in the study of merchandising—*A 
shoe for. every occasion.”” This thought was firmly 
impressed on the minds of those present by very able 
speakers, among them Frank B. King, former president 
of the Association and one of the originators of this 
slogan, and Geo. E. Harrison, present executive, who 
have spent considerable time in exploiting this idea 
among the salesmen. : 

Certainly a more timely phrase was never more in 


order. It helps solve the one great question of mer- 
chandising, confronting manufacturers, wholesalers 
and retail merchants, not only in shoes, but in every 
industry connected with the distribution of wearing 
apparel. Whe savings deposits increase from six to 
fourteen billion dollars and national bank deposits 
from six to seventeen billion dollars since 1913 it is 
high time the shoe industry awakened to the fact that 
it is not receiving its share of the common prosperity 
of the nation. Something must be done and the idea of 
a shoe for every occasion will go a long ways toward 
creating a healthier condition throughout the entire 
industry. 
The Harmonies of Dress 

Three years ago short skirts compelled smart foot- 
wear. Femininity is vain and quick to realize that to be 
attractive she must pay special care to the selectionof 
shoes and hosiery. Consequently the boot was dis- 
carded and fancy patterns in low shoes became abun- 
dant. But they were bought to please the eye and not 
because they fitted into the habiliment. No attempt 
was made to harmonize the shoe with the dress or vice 
versa. Silk hosiery was at a premium because it was the 
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fashion and the combination of shoe and hose ofttimes 
showed ridiculous taste. 

The same is true of men. Observe for your own 
information how many correctly dressed men you 
have in your acquaintance. We do not mean the 
“flashy”? dresser, but the fellow who is dressed 
for the occasion. Not very many, perhaps only 





THE EARLIEST PALM BEACH TREND 


No sooner is a season over then it is time to 

think of the next. Here is a shoe for the proper 

occasion—an Eric grain calf vamp with a black 

calf binding-leather, by Carl E. Schmidt § Co., 
ne. 


one or two. Still their clothes are becoming and 
each article of dress in itself looks the part but 
the combination of the whole is entirely out of 
harmony. A tan shoe is all right in its place and 
so is one of patent leather, but not respectively 
in combination with a gray suit or a business 
suit. There must be a proper balance, and it is 
up to you to show your customer what is proper 
balance. You must devote considerable study to 
correct dress for men and women to make of 
yourself an absolute authority on what to wear 
for every occasion. You must be recognized as 
the style store for not only what is new in foot- 
wear, but what is proper and once you have this 
reputation your problem of merchandising is 
solved. 

But before you proceed on this plan it is imperative 
that your faith in the idea is firmly established and 
ready to withstand any obstacles which may be con- 


fronted in its application, for the development of this_. 


idea is only successful in proportion to the amount of 
confidence you have in its truth. Certainly you can 
sense its value to yourself; and this being true modifies 
the effort necessary to make it profitable to your 
business. 

Talk it over with your sales force; show them the 
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new plan under which they must operate; how it 
reflects greater remuneration to them and why it is not 
only necessary to their success and yours but its 
neglect a violation of every law of salesmanship. 

In your future buying keep this slogan ever in mind. 
Be sure you buy only shoes that have a definite place 
in this new scheme for the basis of this idea is in the 
purchase of merchandise fitting to the application of 
the thought. Unless your shelves contain shoes for 
every occasion you cannot proceed. Your sales depart- 
ment will be stunted in its ambition to promote the 
thought you have impressed upon them and the result 
becomes retroactive. Have the salesman who solicits 
your trade show you why certain shoes are advisable 
and where they belong in the makeup, if the styles you 
have decided on are proper shoes for proper occasions, 
and the amount of care and judgment you use in buy- 
ing ‘“‘a shoe for every occasion” will quickly establish 
your reputation as an authority on style merchandise 
and bring about the solution of the greatest problem 
confronting you today, and that is the education of the 
American people in the economic purchase of footwear, 
resulting in the establishment of a new basis of mer- 
chandising which will mean greater volume of sales 
with correspondingly greater profits. 


Artcraft Opens New York Office 


New York City—The Artcraft Silk Hosiery Mills, 
Inc., of Philadelphia, makers of full-fashioned silk hos- 
iery for women, have opened a New York sales office in 
the building at 358 Fifth avenue, corner of 34th street. 
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Sending a Series of 
Letters 


















Ure 8. Pasnington, 
1324 8. Sth St., 
Biles, Bich. 


Dear Mrs Washington: 


why. 


peeded any since. 


hope s0. 





128 Rocre Meco. Greasy 


A short tise ago we noticed that a 
valued patron hadn't been in for some time. Ge 
wrote her, 40 we are writing you, te inguire 


Ber anewer delighted us. She ssid 
that ber two pairs of shoes, 
year ago, hed worn so well that she hadn't 


Maybe that's the case with you. Se | 


But, Mire Gasbington. if there has been 
any feult in our gervice or our shoes, we sin- 
cerely ask---for our gutual benefit---that you 
Give us the opportunity to rectify it. 


ho.20 youre, r 
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How Paul O. Kuehn, of South Bend, Ind., brings back to his store “past customers.” The letters have a real punch in 
every paragraph 





A Similar Style Trend the World Over 


A Study of Styles, Lasts and Patterns, People 
and Standards in Europe 


By J. H. GROVER 
Of J. J. Grover Sons Co., Lynn 


competence of European manufacturers to 

take care of their own péople satisfactorily. 
The situatién has certainly changed in this regard dur- 
ing recent .years. Factories over there now possess 
machinery similar to ours and the same types of more 
or less skilled wo-kmen as migrate to America and 
become the dominant factor in the labor supply in 
Lynn and many other shoe centers. : 

The wage, standard is far below ours. At.the same 
time the rate of dollar exchange ever since, the War has 
been unfavorable to every European country except 
Sweden and this has been a potent factor in discourag- 
ing imports. Prosperous and enterprising Sweden makes 
her own shoes, practically one hundred per cent. 
Great Britain and Switzerland have always been among 
the largest producers and exporters- of feotwear, and 
their product appears to satisfy the ptiblic demand for 
durable and inexpensive shoes, except for the consider- 


Ixus, * 


ablé ‘number ‘Obatesident ‘Americans and,a few other 


Oro in Europe indicates the entire 


discriminating folk. Granted equivalent machinery, 
methods and men, a far lower rate for labor and the 
protection of a prohibitive rate of foreign exchange, as 
well as a protective tariff in some countries, why should 
European shoe manufacturers fear any serious competi- 
tion from American factories? As a matter of fact, I do 
not recall seeing in the retail stores any advertisement 


of trade-marked American shoes,.except the Sorosis, 


Walk-Over*and Hanan product. Our own concern has 
maintained sample lines for many years in London and 
Christiania, but finds it difficult-to secure the amount of 
foreign business enjoyed prior to the post-war deflation. 


More Imports than Exports 


It looks as though the imports of shoes into U.S. A. 
are likely to exceed the exports before long. From 
January 1 to July 31, 1923, the imports were 1,020;573 


-pairs, of which 492,180 pairs were of leather and so 


free of any tariff tax. During the same months.of 1922 
only 78,256 pairs of leather shoes were imported: One 
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of our salesmen now on the road in the South writes 
that samples now being shown in that section by Swiss 
shoe manufacturers ‘‘have created quite a sensation and 
rhake quite an impression on the trade here.” It will be 
interesting to watch developments and to determine 
whether the foreign invasion of our domestic shoe 
markets is likely to develop. 


No Demand for Boots 

Throughout Europe the greater part of shoes display- 
ed in the stores show the broad, round toe and short 
vamp which have been characteristic for many years. 
The shoes look cheap, crude, serviceable. The highest 
priced kinds were marked usually the equivalent of 
$4.50 or $5.50 retail. Certain style trends which have 
proved so revolutionary in our country during recent 
years exist abroad as well. I refer to the lessened sale of 
high shoes in women’s footwear and to the well-nigh 
universal use of strap pumps, with some oxfords, in 
season and out of season. Even in Norway and Sweden 
the window displays of shoe stores in cities like Trond- 
jhem, Bergen, Gothenburg and Stockholm include a few 
types of attractive low shoes which would not be out of 
place in New York. Beside them, however, are still 
shown the nine-inch lace and button boots traditionally 
favored by Scandinavain trade. By the way, only the 
widest widths such as E and EE seem to be required by 
the feet of those northern peoples. The shoe stores of 
Reykjavik, Iceland, are supplied from the British 
market, since the only regular freight service to and 
from the mainland is by a steamship line out of the port 
of Leith, Scotland. 


American Standards of Style 

In Paris one “‘de luxe” store on the Avenue Champs 
d’ Elysees showed a long line of exquisite samples of 
strap pumps and other slippers of bewildering variety 
of pattern and material for evening wear, made on a 
long vamp, pointed toe last, high heel. This was excep- 
tional, however, and the less pretentious stores offered 
the familiar round toe models and inexpensive grades 
previously referred to. The main traveled tourist routes 
were swarming with visitors from U.S. A. last summer 
so that everywhere a countless army of well-dressed 
men and women were in reality a walking advertisement 
of American styles in footgear. Doubtless this peaceful 
invasion has influenced materially the development of 
correspondingly pretty styles for the more discriminat- 
ing buyers over there. Whether you sit on a bench in 
the fashionable Tivoli Gardensat Copenhagen, Denmark, 
to observe the people from all countries as they pass, 
or from the window of your room in the Inn at Voss in 
old Norway watch the natives stroll by in their Sunday 
clothes, the conclusion is that styles in clothes and 
shoes and everything else are becoming cosmopolitan 
and universal. 


Place for Better Grade American Shoes 


My tour which extended from Iceland and the North 
Cape to the Lake Country of Italy, wound up with a 


, 
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week in London. Even there the importation of Amer- 
ican shoes has fallen off seriously, reflecting the long- 
continued period of deflation, depression, unemploy- 
ment, from which Great Britain has suffered since the 
Armistice. Except in the finer shoe stores (as on Regent 
Street), where novelty shoes were marked as high as 
sixty-two shillings, the equivalent of a five dollar bill 
seemed to be about the limit of popular prices for 
women’s shoes. The more conservative of U. S. A. lasts 
and patterns of up-to-date styles are now acceptable to 
English trade, but not the extremes. There is, however, 
an amazing retention of high French heels (leather and 
wood) on shoes which such heels would render unsalable 
in this country. Nevertheless, the Londoners are grad- 
ually getting to like the lower types of heels shown on 
walking shoes and semi-sport novelties. 

Some of the cities in the Irish Free State are already 
renewing their welcome to high grade imported shoes 
and with an eventual settlement of political problems 
on the Continent, such as may bring to an end the hard 
times in England, it is hoped that there may once again 
be a good demand in Great Britain for American shoes 
of the better grade. 





He Bought His Store on the Installment 
Plan— $5000 a Week 
(Continued from page 57) 

tannery and shoe manufacturer. Volkmor is the sole 
owner of his stores and Endicott-Johnson nor nobody 
else has any financial interest in these establishments. 

He has financed himself from the income from the 
stores and while he has suffered from growing business 
pains at times, yet he says he is now at the point where 
everything is lovely. New units are to be added to the 
Volkmor chain of stores, but just where and when Volk- 
mor does not know. When he does expand he says he 
will do so himself, and there won’t be any financial 
angels hovering in the background. 





















Where 
Crafismanship 
finds appreciation 


No product of shoe- 
making skill expresses 
the real beauty of leather 
like the riding boot — 
a masterpiece by 
The Pels Co. 


Brockton 
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Black grain calf men’s oxford, plain toe, crimped 
vamp, rubber toplift—The Nunn-Bush Company, 
Milwaukee. 





Black grain calf boot, No. 16 Haig last.—The 
Edmonds Shoe Company. 























Portland Merchants Boosting New 
England 


Retail shoe merchants of Portland, Maine, have been 
working closely with their local advertising club the 
past week. For Portland, Maine, on September 23, 24, 
25, has been the convention city for the New England 
Association of Advertising Clubs. One of the big sug- 
gestions of the convention is a nation-wide campaign 
to advertise New England, the six New England 
Governors to be asked to appoint a committee to 
exploit the advantages of New England as being unsur- 
passed as a summer resort and as offering exceptional 
industrial opportunities. 

Among the Portland retail shoe merchants who 
helped “‘to put the convention over” were: T. Henry 
Black, Treasurer and Advertising Manager of Mc- 
Dowell & Black Shoe Co., and one of the biggest shoe 
store advertisers in the big Maine city; E. M. Hutchin- 
son of the Hutchinson Shoe Co.; John Harvey, adver- 
tising manager of Porteous, Mitchell & Braun (shoe 
departments; Alvin N. Randall, buyer for Rines Bros. 
(shoe department); Fred E. Eastman, President of 
Eastman Bros. & Bancroft (shoe department); Alvin 
F. Dean, Dean Bros.; William H. Monroe, The Tiger 
Shoe Store; Robert Goldstem, Boston Shoe Store, 
Merton A. Lane, Lane’s Shoe Store; James A. McFaul 
Holmes Shoe Store; Raymond O. Seavey, Manager 
shoe department A. H. Benoit & Co. 





Steele-Lobell Company in New Home 


Baltimore, Md., September 26—Having outgrown 
its plant at Charleston, W. Va., the Steele-Lobell 
Company, shoe polish manufacturers, has purchased 
a large building on the Key Highway at Jackson and 


West streets, this city, in which all departments— 
general offices, manufacturing, sales, laboratories and 
research—have been concentrated. In looking for a 
new location, Baltimore was decided on as the best 
for many reasons but primarily because it enabled the 
company to give better service in the matter of ship- 
ments. “Service,” says the notification issues by the 
company, “‘is quicker, costs lower and fewer embargoes. 
Also, most excellent service is maintained to Pacific 
coast and foreign ports.’’ Manufacturing is now under 
the personal supervision of J. V. Lobell and sales service 
under the personal supervision of J. D. Steele. 





Hosiery in Quarter Sizes 

‘A departure worthy of note in the hosiery field is 
the determination of the Sohn Hosiery Company of 
New York City to manufacture hosiery for women in 
quarter sizes from 8% to 1014. This decision was based 
on the number of ~equests for sizes somewhat smaller 
or somewhat larger than those provided by the con- 
ventional half sizes. 








The moccasin is universal in its demand as a slipper. 
A new beaded and slashed number by Arrow Novelty 
Company, New York 
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Leg coverings assume more importance as the weather 
grows colder. To the left is a novelty known as the 
“ Knickerette,” designed for winter sport wear with 
Knickerbockers. To the right is a novelty boot-top 
with leather cuff at the top from the line of the 


Tweedie Footwear Corporation, St. Louis. 














Travelers Still Fighting for Lower 
Passenger Rates 


Washington, September 27.—In an effort to obtain 
relief from the high rail charges, the International 
Federation of Commercial Travelers’ Organizations 
has appealed to the Supreme Court of the United 
States for authority to intervene in the action brought 
by the New York Central and other railroads against 
the Interstate Commerce Commission in the inter- 
changeable scrip coupon ticket. The organization 
declares it has a membership of 700,000 in its affiliated 
bodies and insisted that the order of the Commission 
should be enforced. It will be recalled that an injunc- 
tion was issued about two weeks ago in Massachusetts 
prohibiting the sale of such tickets. 





No Tariff Tinkering Now 


Washington, Sept. 27—It is believed that President 
Coolidge soon will announce a definite policy with re- 
gard to the tariff generally and the flexible provisions 
of the present law particularly. Indications are that he 
will follow the program laid down by the late President 
Harding, although it is doubtful if he will prove himself 
to.be so ardent a supporter of the flexible provisions as 
President Harding was. 

At the same time the flexible provisions are a part of 
the law and consequently, reports to the contrary not- 
withstanding, President Coolidge undoubtedly will re- 
sort to them for the purpose of either raising or lowering 
rates, whenever he thinks such action is justified, on a 
basis of careful investigations by the Tariff Commission. 

The statement has been made at the White House, 
however, that the President will be extremely cautious 
in disturbing business by tinkering with the tariff, but 
this does not mean that he will not authorize changes in 
rates where such action is shown to be justified. It is 
assumed that the Commission soon will announce its 


program with regard to beginning investigations abroad. 





So far this feature of the work of the Commission has 
been delayed. Apparently this has been due to the 
change in the administration, occasioned by the death 
of Mr. Harding. All members of the Commission, except 
Chairman Marvin who was absent from Washington on 
account of the ill-health of his father, called on President 
Coolidge last week. It is understood that the object was 
to make reports on investigations so far conducted in 
the United States, including those concerning lumber 
chemicals, etc. It is also said that the matter of the gen- 
eral policy was discussed with the President. It is be- 
lieved, therefore, that plans for beginning inquiries 
abroad will begin soon. 





‘‘Bobbed”’ Shoes 


‘““Bobbed” shoes is the name a tanner gives to the 
low cut shoes that flappers are wearing. He borrows 
from the barber. 

Also, he says that the long wearing of “bobbed” 
shoes is making ankles thicker. But he does not call 
them “bobbed” ankles. 

And a shoe merchant says he is selling ‘“‘ankle re- 
ducers” to flappers whose ankles have grown too thick. 
“Ankle reducers” are elastic corsets, which are worn 
on the ankles at night. 

Incidentally, this merchant sometimes calls them 
“French ankle reducers’ to give them a touch of 
fashion, that is sometimes sales compelling. 





Advertising Error Corrected 


In the full-page advertisement of Dr. A. Posner 
Shoes, Inc., appearing in the September 22 issue of the 
Boot and Shoe Recorder, Stock Nos. 462X and 463X 
were described as patent leather vamp and gray kid top, 
whereas it should have read “‘gray suede top.” The fac- 
tory address also was incorrectly given. It is Roebling 
and Hope streets, Brooklyn, N. Y. 













Here’s a Workable Plan for Selling 
Felts All the Year Round 
(Continued from page 51) 


August. During this period orders are solicited by the 
wholesalers particularly in early spring when business 
on leather shoes declines. As these orders are received 
they are checked against the original, and deductions 
made where necessary, and greater stress placed on 
selling inactive styles that are apt to lie dormant. 


Sell Well During Open Winters 


Until recently it was presumed that an open winter 
would discourage the sale of felt goods but the three 
winters past have proven this notion false; in fact 
retailers have learned that the consumer purchases 
warm footwear not only on the arrival of cold weather 
but also on its anticipation. But cold weather should 
not be the only factor in merchandising this article. 
Felt slippers have a place in every wardrobe every day 
of the year, and retailers should find means of encour- 
aging sales throughout this period. Because leather 
shoes increase in demand in spring does not mean that 
felt slippers should be neglected. An honest effort should 
be made to create a demand for this article outside of 
the period now considered the felt goods season. 
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Improved Fabric Linings 


Fabric linings are at a new high standard, for quality, 
strength and durability, so say linings experts. 

One reason for this is the use of lighter leathers 
especially in novelty shoes. By the use of stronger 
linings, manufacturers give substance to the uppers. 
The stronger lining takes the inside wear of the shoe 
and, also, helps to keep it in shape. 

“A top grade lining stretches only a third as much as 
a leather upper,” so says a linings authority. Of course, 
much depends on the sort of leather with which the 
fabric lining is compared. 

Also, the same authority says that the stretch of a 
top grade lining is approximately equal both ways. 
Hence a strong lining takes up the lengthwise stretch, 
as well as the side stretch of shoes, when people tread in 
them. 

A small fortune of time and money is spent in making 
sure that lasts are of the right shape. The use of stronger 
linings helps to keep the shoe in shapé as it is worn. 
Hence the larger use of better grade linings. 





““Man’s extremity is God’s Opportunity,’ but God 
can do nothing for the fellow who doesn’t try.—W. 
M. Sloan of McElroy-Sloan Shoe Co. 





Report on Leather Stocks 


Washington, D. C., Sept. 25—The Department of 
Commerce announces, subject to correction, prelimi- 
nary figures from the monthly inquiry with regard to 


stocks and production of leather for the month of 
August, 1923, accompanied with comparative figures 
for July, 1923, and for August and July of 1922: 








August, August, July, July, 
— 1923 1922 1923 1922 
SOLE AND BELTING LEATHER 
Stocks held by tanners at end of month: 
Sole leather: . 

Cattle, total*—backs, bends and sides. . 8,863,273 9,143,540 | 8,547,063 | 9,685,309 
Hemlock, backs, bends and sides. . ie Vaneeebbhakes ss &h hone eae . 221,149 457,765 243,684 525,130 
Oak and Union, backs, bends and aides... OT Tr eee oe oe 8,559,727 8,640,082 | 8,231,617 | 9,117,545 
es Gn OD usw wins ve bu co Wews deat vnedceausceseda 82,397 45,693 71,762 42,634 

11,128 14,473 15,267 23,561 


mI SN IN os Ss 6 06k d'b daha redc acancdendsedesesesecaes 


STOCKS IN PROCESS OF TANNING AT END OF MONTH: 


Sole Leather: 
Cattle, total,* backs, bends and sides. . 
Hemlock, backs, bends and sides. . 


Oak and Union, backs, bauds end cides. wvsssonseneeseveunssstonenens cent 
Sn Ge, GU GE SIDS vnc écccdscvccaccbludaccnidssecevéceee 


Horse—chrome, whole butts. . Cukswd Gwdlaves KE eaaeee 
Belting Butts, butts and butt bends... 


PRODUCTION DURING MONTH: 
Sole Leather: 
Cattle, total,* backs, bends and sides 
Hemlock, backs, bends and sides 


rage ery rae bed and ses. Weds SUES ee 8k Us ee eV en sae ein cedal 


Chrome, backs, bends and sides. . 
Horse—chrome, whole butts. . 
*Includes a small quantity of Ghrome-tenned Buffalo. 


6,245,565 | 5,777,389 | 6,366,810 | 5,700,905 


.95% 20 owes 2,098 
6,155,203 | 5,724,710 | 6,278,536 | 5,634,327 
90,362 52,659 88,274 64,480 
15,306 6,900 33,244 6,143 


487,573 370,287 536,670 391,270 


1,710,177 | 1,509,364 | 1,646,592 | 1,397,594 
ioe. 13 Side hole « 
1,661,009 | 1,459,446 | 1,595,192. | 1,356,364 
49,168 49,905 51,400 41,230 


53,325 12,071 22,117 6,899 


—T 

















September 29, 1923 














Sep 













BOOT ANDS HOE RECORDER 





September 29, 1923 











Greater 
“Foot Mileage” 


means greater business for 
the retail shoe merchant! 


When men realize they can get “real mileage from their feet” 
by wearing the shoe with a real “‘chassis,” they demand the 
Arch Preserver Shoe, and insist upon getting it. They come 
back again and again—and they bring their friends. New 
business comes—and stays. That’s why the Arch Preserver 
Shoe is the outstanding success of the shoe industry today. 


THE 


ARCH PRESERVER 


is not only a superior shoe that gives a greater measure of satisfaction, 
but it is being advertised by a great national campaign in the Saturday 
Evening Post, Review of Reviews, Atlantic Monthly, World’s Work, 
Century, Harper’s and Scribner's. The men of your community are being 
told about this better shoe, this smartly styled, comfortable shoe. 


We want to hear from you if you are interested in taking on this 



































yg ’ franchise, ifyou afe interested in building a bigger and more profitable 
at business. © * ’ 
Twenty good-styles carried in stock, thus making unnecessary a large 
investment of capital. 
‘E. T! WRIGHT & COMPANY,’ ENG., Rockland, Mass. 
Makers of the “Just Wright” Men’s Fine Shoes since 1876. 





“KEEPS THE FOOT WELL” 


This Trade- Mark is found on 
the sole and lining of every 
— Arch Preserver Shoe. 
ere are seven patents | i 
embodied in Arch Preserver 
Shoe construction. These 
are vested solely with E. T. 
Wright: &- y= = Iné., 
Rockland, . Massachusetts, 
for the making of men’s and 
*boys’ shoes and with the 
Selby Shoe Company, Ports- 





mouth, Ohio, for the mak- 
ina of women’s and misses’ 
oes. 












\ 
\ 
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therwolt, - 


TRADE MARK REGISTERED 


THE FINEST WELT MADE 
PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 








“ZARA” 
ANOTHER DECIDED WATSON SUCCESS 
MADE iN 
ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS 


WELT CONSTRUCTION ~~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


‘Wadson Shox Company 


LYNN—“MAS SAC 














ibK- Over 


TRACE MARK REG. U.S. PAT OFF. 


MEN'S STYLE SHOES IN STOCK 


Stock No. 3949 
Oak Norse Grain, Square Throat Quarter Ox- 


. $5. os 
ford, Delmar last, (Brogue) Rubber Heel. $5.45 tae Saks Mo. 00 
3 Tony Red, Fox Bal, Earle last, (French Eng- 
A\ , i lish) Rubber Heel . . . . . . « $5.05 
TA KN No. 1241, Same in Kaffor Calf . - . $5.95 
Stock No. 3745 | l! 


106 Nutan, Crimp Blucher Oxford, Delmar 
last, (a new Brogue Type) Soft Toe, Crease 
Vamp, Black Vinette Newark Fit Top, Black 
Sole and Heel, Rubber Heel. . . . . $5.85 





Stock No. 3841 


Russia Pigskin, Square Throat Quarter Ox- 
ford, Delmar last, Rubber Heel . . . $6.25 







Many other new styles in Black as well as Tan leathers on the floor ready to ship. 


Complete lines of staples in Kangaroo, Kid and Calf. The variety of styles carried in stock makes it easy for 
merchants in all localities to get what they need the most in the quickest possible time. 


GEO. E. KEITH COMPANY 
CAMPELLO, (BROCKTON,) MASS. 
CATALOG ON REQUEST DEPARTMENT SIX 








No. 


No. 
No. 
No. 


No. 


No. 





Walz- Over 


TRACE MARK REGUS. PAT 


Unparalleled Stock Service 


‘NEWEST THINGS READY TO SHIP 


4 A 


HIGH HEELED FRONT STRAP 


10624, Nutmeg Brown Ooze, Camel Kid 
Trim, Turn, Short Round French 





Toe, 2 inch Louis Heel. $7.35 
5706, Patent Leather, Turn $6.40 
10532, Black Ooze, Turn $6.80 
10801, Black Satin, Turn $6.35 
CUBAN HEEL GORES 
10729, Snuff Nubuck, Concealed Gore 


Pump, Tan Get Trim, Welt, Leath- 
er Heel. - - - = $5.80 


10719, Snuff Nubuck, Burnt Brown Nu- 
buck Trim, Welt, 
Tongue. - 


Gore Without 
. $5.75 


\ 
ws. 


No. 


No. 


No. 


No. 


No. 


HIGH HEEL GORES 


10817, Brown Satin, Brown Ooze Trim, 
Turn, Short Round French Toe, 2 
inch Louis Heel. - $6.85 


10698, Log Cabin Kid, Turn $7.80 





COVERED CUBAN HEEL STRAPS 
10585, Burnt Brown Nubuck, Brown Kid 
Trim, Welt, Covered Cuban Heel. 
$6.45 
10683, Snuff Nubuck, Burnt Brown Nu- 
buck Trim, Welt. $6.45 


10684, Slate Gray Nubuck, Patent Trim, 
Welt. - - - + = $6.45 





RAMOUS WALK-OVERS AND OTHER STAPLES IN STOCK. 


CATALOG ON REQUEST. 


GEO. E. KEITH COMPANY 
CAMPELLO, (BROCKTON,) MASS. 
DEPARTMENT SIX 
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Shoe Styles to Play Important Part at 
Brockton Fair Show 


of the features listed in connection with the 

Brockton Fair to be held at Brockton, com- 
mencing October 2, and continuing the entire week. 
The newest designs in men’s and women’s footwear, 
made in the shoe factories in the Brockton District, 
will be displayed daily at the show. 

Brockton’s reputation as a center for the manufacture 
of all grades of men’s shoes is far reaching, but the prog- 
ress accomplished in making women’s shoes is not so well 
known and the show will do much to stress Brockton’s 
marked development along women’s lines. Today many 
concerns in the Brockton district make a smart line of 


N SHOE Style Show is one of the most impressive 


Philip Mulvihill, plant superintendent. Men’s welts— 
Educator and All America brands—will be made. 
Among other features, two pairs of shoes will be made 
for President Coolidge, one a patent leather plain toe 
oxford for dress wear, and the other a gun metal, plain 
toe, blucher oxford for street wear. Two pairs of shoes 
will also be made for Governor Cox, of Massachusetts, 
one pair to be made in fifteen minutes as the governor 
inspects the process. A pair of shoes also will be made 
for Mrs. Cox, the only woman’s shoes scheduled. 
And then, just to show what they can do when hard 
pressed, a pair of shoes will be made for the biggest 
man in the world, John Aasen, 8 feet, 9 inches, size 20; 
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women’s shoes which com- 
pare favorably in pattern 
with those made in other 
shoe manufacturing cities, 
specializing in making wom- 
en’s footwear. 


Golden Anniversary of Fair 


This year marks the 50th 
anniversary of the Brockton 
Fair and as the shoe industry 
in the city has progressed 
and expanded with the Fair, 
the development of the shoe- 
making business will be em- 
phasized as a feature in 
connection with the Style 
Show. 

Forty-two shoe manufac- 
turing firms will show their 
products in booths, surround- 
ing a long runway extending 





BROCKTON FAIR EXHIBITORS 


Brockton Shoe Manufacturing Company, C. E. 
Lynch Shoe Manufacturing Company, E. T. 
Wright & Co., Inc., Field & Flint Company, T. D. 
Barry Company, Charles A. Eaton Shoe Indus- 
tries, Wall, Doyle & Daly, Inc., J. E. French Com- 
pany, Howard & Foster Company, C. S. Marshall 
Company, The P. B. Keith Shoe Company, 
Thompson Bros. Shoe Company, M. N. Arnold 
Shoe Company, Stone-Tarlow Company, Inc., 
E. E. Taylor Company. 

Churchill & Alden Company, Geo. E. Keith 
Company, Richards & Brennan Company, Brock- 
ton Co-operative Boot & Shoe Co., Three K. Shoe 
Company, Union Shoe Company, Superior Shoe 
Company, Rice & Hutchins, Inc., Regal Shoe 
Company, Bion F. Reynolds Company, Selis Shoe 
Company, Whitman & Keith Company. 

Progress Shoe Company, Emerson Shoe Com- 
pany, W. L. Douglas Shoe Company, Belco, Inc., 
Stacy-Adams Company, Conrad Shoe Company, 
Hurley Shoe Company, Reynolds, Drake & Gabell 
Company, Poole & Johnston, Lewis A. Crossett, 
Inc., M. A. Packard Company, Barney, Capen & 


and a pair for the smallest 
man in the world, Major 
Mite, 22 inches high, who 
wears a man’s shoe the 
length of which is that of 
size 2 in the infant shoe 
class. 

Fred F. Field, head of the 
Field & Flint Co., is 
president of the Brockton 
Fair. 


Promoters of the Show 


The committee includes 
Hon.John S. Kent, honorary 
chairman, president of the 
Brockton Shoe Manufac- 
turers’ Association and 
treasurer of the M.A. Pack- 
ard Shoe Company; Frank 
E. Packard connected with 
the Geo. E. Keith Company, 





the entire length of the mam- 
moth Educational Building. 


Denham. 





is general chairman; Geo. 
M. Rand, with the Tolman 








The main floor is devoted 

only to the Shoe Style Show and exhibits of shoes. 
Around the hall in enclosed glass show cases, 12 feet 

long, five feet deep and six feet high, representing the 

street of an ideal city, are windows reserved and hired 

by associated industries and exhibiting their merchan- 

dise as goes into the Brockton shoes. 


Rice and Hutchins to Make Shoes 


An interesting and instructive feature of the fair 
will be a complete shoe manufacturing exhibit in which 
Rice and Hutchins, Inc., and the United Shoe Ma- 
chinery Corporation will co-operate. A number of new 
machines will be introduced at this exhibit which will 
be manned by 50 skilled operatives from the Rockland 
pis nt of Rice and Hutchins, under the supervision of 


Print, is managing director; 
William B. Nash, connected with the W. L. Douglas 
Shoe Company, is Style Show director; Miss Mollie F. 
Hurley, Dancing Teacher of Brockton, has charge of all 
models, dancing and children’s style show. Frank E. 
Cobb, with the Tolman Print, has charge of exhibits 
and exhibitors; W. W. McArthur, with the Mawhinney 
Last Company, has charge of all entertaining features; 
Frank M. Bump, secretary and treasurer of the Brock- 
ton Shoe Manufacturers’ Association, is secretary and 
treasurer of this committee. Besides this working group, 
there is an advisory board which includes many other 
people connected with the shoe industry throughout 
the district. 
The gentlemen who put on the whole show, exhibit 
etc., are employees of Brockton factories. 
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The ‘‘Balfour’’ 











VERY sale of an Edwin Clapp Shoe 

will pay you financially. In addition 
it will earn for you that which only a 
quality product can—the reputation of 
selling the best. We invite your consid- 
eration of the Edwin Clapp Shoe. 


Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 
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iOE + ELLING you how well we make them” are words 
that are most effective when you see our new offerings 
Imported Brandmoor for Fall and Spring delivery. For Highest Quality and 
Calf Seamless Lace Ox- ° — ° 
ja Deku died Superior Workmanship is truly exemplified to make them 
3 stitching on Vamp, the utmost in fine footwear. Value is well displayed in the 
Tip and Lace Stay. : : ’ 
Grovmaiahie Shuttle Bete. prices. The long wear impresses your customer’s regard 
Flanged Leather Heel. for economy. 
Our salesmen are visiting ’round. Take a mo- 
ment to take a look at our latest achievements. 
& i OF 
‘ . 4 -) 
cf Manufacturers of 
’ 
BOSTON CHICAGO 
© tere, MEN'S FINE SHOES ,,, gnc... 
2 NEW YORK SHOES FOR YOUNG MEN LO8 ANGELES 
= MARBRIDGE BUILDING AND MEN WHO KEEP YOUNG THE ANGELUS HOTEL 
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“Noone but the Best™ 


REPUTATION 


puts a seal upon any 
article of manufacture. 


To uphold a “good rep- 
utation,” the producer 
must be square and sound 
in business methods, ever 
alert toimprove whenever 
possible, and always will- 
ing to acknowledge mis- 
takes and profit by them. 


Our trade-mark 
‘*‘None but the Best”’ 

is the mark of excellence which 
we have for forty-seven years 
striven to achieve, and today 
we are “on the jump” to hold 
and improve that almost half a 
century of endeavor. 


Mr. Merchant: 

Whenever you buy a shoe 
bearing Stacy-Adams name, 
you may know at once you are 
buying the best that human 
endeavor can accomplish. 


We (arry NO Shoes In Stock 


STACY-ADAMS CO. 


High-grade Shoes for Men 
BROCKTON, MASS. 





Dealer Influence is secured thru_qdvertising in the Boot and Shoe Recorder. 
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aon THE PREFERRED PATTERNS 
IN MOST LEADING LINES 
ARE ORIGINATED BY US 


For many years we have been 
co-operating with manufacturers 
in the creation of ideas which 
give to their lines exceptional 
eye value and selling strength 


OUR EXHIBIT AT 


THE BROCKTON FAIR 


Will reveal the newest style ideas 
of our clever craftsmen. We can 
bring equally interesting pattern 


suggestions to the attention of all ~ 


manufacturers everywhere. ° 


DUNBAR PATTERN COMPANY 


BOSTON, 207 ESSEX STREET 
BROCKTON, 99 CENTER STREET 
NEW YORK CITY, 33-34th STREET & 8th AVENUE 
ST. LOUIS, 1602 LOCUST STREET 
CHICAGO, 40 SOUTH CLINTON STREET 
MONTREAL, 12 MAYOR STREET 
TORONTO, 76 RICHMOND STREET, WEST 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 76 
Women’s 

Tan Eric Calf 

Saddle Lace Oxford 
BCD48 

Crepe Rubber Sole 

and Heel. 






The 


Somerset 






No. 83 





NOW IN STOCK 


represents styles that every up-to-date 
shoe merchant should: have—first, because 
they are models that are popular, and 
secondly, because as soon as you sell a 
pair you can re-order immediately and your 
order will be filled at once. 


No effort is spared to keep up our reputa- 
tion for service, and if you are interested 
in a quick turnover, let us have your 


Men’s 
Tan Eric Calf order today. 
Saddle Blucher Oxford 
C D é11 
Crepe Rubber Sole and 
Heel. An analysis of our Stock De- 


partment in 1922 shows 98.9% 
of all orders shipped within 


48 hours. 





5 
Same style in Black 
Calf 


(P) M.A. Packard Company 


kes 


Brockton . 






The 
Aberdeen 






No. 604 

Black Russia Calf 
Derby Bal 
(Double Sole) 

BC D E&11 

No. 606 

Same style in Mahog- 


any 


. Massachusetts 
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Ad A 
Standard ( 
(Cet The Facts . ix 
IELD’S Unit method—a radical depar- 4 
ture from the usual way of making 
shoes—makes it possible to give so 
much value for so little money. That’s a fact. ; 
Field’s Unit shoes are built to meet the pes 
needs of the vast majority of men who Ci 
appreciate the style, the fitting-qualities and sh 
the appearance of men’s high-grade shoes, 
yet must give consideration to the price they 
pay. That’s a fact. gr 
They are priced to sell at a profit. That’s he 
scorch grain panel Callin ned quartera a fact. . “ 
Rubler Heels. Stee Sto il. BCD $5.00 They are built to bring repeat business. 
ee aa ae ee That’s a fact. yo 
They are of solid leather construction. wi 
b 
That’s a fact. 
They are shoes you can sell and sell 
volume. That’s a fact. fai 
You can prove these facts with a post card sh 
—send a trial order for specimen pairs lee 
2 ad > oa 
e) e) x é y é Ss 
e 
Smooth Calfskin oxford. A winner! Calfskin 
vce Gaeta ef, gas Black Brown Red ' 
5 to ll. Widths Ato D. Price, . and Kidskin. High Shoes 
uianiie Oxfords $4.85, $5.00, $5.25 and $5.50 : 
529 guy Black Kidskin. Made on the best 
fitting last in thé country. 13-iron 
edge single soles. Goodyear Wing- 
foot Rubber Heels. Sizes 5 to 11. 
Widths A to E. High Shoes, $5.85. 
Oxfords, $5.50. 
Terms 65%, ” oan omplete | 
on Req 


530 Black 


Field & Flint 


Montello Prockto 


Calfskin oxford. Six rows of stitching on back- 
quarter, vamp and tip. Calfskin lined quarters. 
13-iron edge single soles. Goodyear Wingfoot 


Rubber Heels. Sizes § to 11. Widths $4 &5 







“Colonel” 








A 4 D. Price, PAB Rah Last Station ass. 
535 Oxford 
~ 
“Made One “W 2 
/ / : » 
Viade ne ay CJ 
eee = 
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See These Shoes! 


HE pictures and the price can’t tell the 

story. See the shoes themselves. Feel 

them. Bend them. Look them over in- 
side and out. Note their style, Field & Flint 
Co. smartness, Brockton finish, and high-class 
shoemaking. 






rere ere & & & 








Examine critically the fine selected, full- 
grain calfskin or kidskin uppers, the extra “Snap” 
m . Last 

heavy oak insoles, the fine heavy oak single 





Patent 
Colt 
Oxford 


A real, live, young man’s style. Wanted now— 






























outersoles. that’s why we have it. Gray sheepskin lined 

quarters. 13 iron edge single soles. Goodyear 

Compare them with any other shoes in Poll BCD widths Price, $9.00 
your store at any price. You will see at once mene 
what Field’s Unit shoes can mean to you. 503 Tan 


Send a trial order for styles illustrated, a 
famous ‘“Field’s Unit Split-Chicken”—a cut 
shoe showing the solid leather, selected 
leather construction. 


**Buddy”’ 


in Stock Now! * ==. 


smartest brogue last. Perforated and pinked. 


, Scroll tip. 15-1 d h ingle sole. 
Tan Patent. Calfskin Goodyear Wingiost Rubber Heels. @& (0) 
d O d Sizes 5 to 11. Widths AA to E. Price, ° 
ar xfo r s Style 501 Tan; 502 Black—High shoes, 


High Shoes $5.00, $5.35, $5.50 and $5.85. eee 
STYLE 


Heavy Calfskin blucher Police- 531 
Motor-Mail-Fire Shoe. Extra heavy 
outersoles, full rubber slip soles. 
Weatherproof reverse welt. Sizes 


6 to 12. Widths C to EE. $5.65 


rice, 



















omplete Catalogue 







on Request 
“Buddy”’ 
be Last Medium 
int 0 Dark Tan 
- Calfskin oxford on a swagger last. Smart new 
D pattern. Six rows of dark, burnt orange stitch- 
brockton, STYLE ing on back quarter, vamp and tip. Calfskin 
lined quarters. 13-iron edge single sole.“ Good- 
ass 528 “Service”’ vear Winefoot Rubber Heels. Sizes 4 85 
. Last 5 to 11. Widths A to D. Price, ..... - 


533 
528 Black 533 Tan 


WSo/d One “Wa Lyf 
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NONE BETTER 














Ta QUALITY 77 
UNION SHOE CO. | 


q ‘BROGKION a 


“tes 


“In UNION there is strength” 
WE MAKE 


Men’ s Welts Exclusively 


TO RETAIL AT 


$5.00, $6.00, $7.00, $9.00 


We Will Exhibit at The Brockton Fair 
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' 
A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER LooKs| 
SHABBY. 


























The Aristocrat 
of Shoe Laces 


Many shoe manufacturers are now supplying Cordo- 
Hyde Laces to merchants who write this into their orders: 


“‘Use Cordo-Hyde Laces 
in these shoes”’ 


Until you see how a pair of these super-excellent laces will 
add distinction to a medium-priced shoe and improve the 
looks of the finest footwear, you cannot truly appreciate 
them. Allow us to send you a sample pair to make this 
test—just tell us what color and length you want. 





LACE DIVISION 


O. A. MILLER TREEING MACHINE COMPANY 
BROCKTON” - . . . . MASSACHUSETTS 
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Se 
| eA New 

English Oxford 
Moor’s Imported Tan 
Calf Oxford on a new, 

wider Haig Toe. S; 

; 

WHITMAN & KEITH COMPANY N 

















A Young Mans Shoe 


Number 350 


No. 36 Colored Calf—The 

, Season's most popular color 
—Trouser Crease Vamp, 
Scot Last, Plump Leather 
Soles, one-half Rubber 
Heels. 


No. 300 As above in Black 
Calf. 


B wide—Sizes 7 to 11 
C & D—Sizes 6 to 10 





Less than 12 pairs, extra 
IN STOCK NOW charge 35 cents per pair 


HME PRESTON B. KETTH SHOE CO. 
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CUSTOM SHOEMAKERS SINCE 1856 














HURLEY 
ARCH 


, ; SHOE 
“* Holds the Foot in Soothing 


Embrace’’ 


ee 








The complete Hurley line this 


Salesmen are now on the road 
season merits your attention 


with those famous Gripsem 











PAT. APPLIED FOR 
Arch shoes formen and women. as never before. 


NEW YORK OFFICE HU Ri € Y SH of Co. BOSTON OFFICE 





183 ESSEX ST. 


1177 BROADWAY 
ROCKLAND, MASS. (C} 1922—H. 8. CO. 














aie aon a on oa 
A BEAUTIFUL TURN SHOE 


For Parties, Weddings and Receptions 


Be Sure and Have This Shoe In Your Stock 











Silver Carries 
Tinsel Spanish 
One Strap Louis Heel 











Stockbridge Shoe Company 
Haverhill - - Massachusetts 
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The Visible Kyelet— 
The Perfect Shoe 


Diamond Brand (Visible) 
Fast Color Eyelets because 
of their own inherent fea- 
tures of quality, practicabil- 
ity and style identify almost 
invariably the perfect shoe. 


You will find it easy to cre- 
ate a consumer demand for 
shoes with Diamond Brand 
(Visible) Fast Color Eyelets. 


United Fast Color Eyelet Company 


Boston, Massachusetts 


be ia WJ sil 
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Quantity Production Makes It Possible to 
Build $10 Shoes to Retail at $5-$6-$7 


Quantity, large buying, modern equipment, continual operation, are 
the combined forces which keep our quality up and our prices down. 
OUR SHOES give the merchant a popular price line with no 
“‘grouches”’ hidden in it. Independent of what other merchants are 
doing, the Decidedly Brockton Shoe Dealer is leaping ahead in sales 
and profits. No matter where your store is located you will always be 
on the Main Street with our line. 


WNW). O)\ ONO) O)NO)NOIIN 


This is the reason why two large plants are humming with activity, 
oversold almost all the time, keeping its army of public-wise retailers 
supplied with $10 values to sell at a final cost of $5, $6, $7. 


Merit in a low priced shoe is a rare thing today, but merchants 
recognize it in our line. 


If you visit the Brockton Fair we invite you to inspect our organiza- 
tion and see how we do it. Once you have been inside one of our fac- 
tories you will never doubt that we are making $10 shoes to retail 
at $5, $6, $7. 


Be sure and see our exhibit Booth No. 70 
at the Brockton Fair Style Show 


BROCKTON SHOE MANUFACTURING CO., 


BROCKTON, MASS. 


Boston Sales Dept., 117 Lincoln St. 


Stock Dept. 
N. Y. Office 5 N. Fourth St. Chicago, Ill. 
127 Duane Street Philadelphia, Pa. Security Building 
Atlanta, Ga. Portland, Oregon San Antonio, Tex. 
238 Peachtree Arcade Worcester Building 801 Russell Building 
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AMERICAN 
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COLORED 
CHROME SIDES 

















()OZE (CALF 


(Reg. Trade Mark) 




















Desirable Colors; Grays, Fawn 
and Black; excellent quality for 
good and fine shoe making. 


The Suede (OOZE) finish was 
first successfully done in our 
Lowell Tannery and has since 
kept up its high standing. 


Ask for newest shades. 
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AGH GRADE 
CALF & SiDE Sy 
LEATHER 






































OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Northampton, England 
CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Peabody Woburn Chicago 
Sheboygan Ballston Spa Curwensville 
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CHICAGO 


Satisfactory Shoe Trade 


Need of Cooler Weather to Stimulate Buying in New Fall 
Patterns for Women 


ARLY fall business thus far has been 
satisfactory with improvement set- 
ting in as the days go on. On days when 
the weather is warm and summer-like, 
business slacks up a little, but when a 
cool, typical fall day makes its appearance 
business takes on a more promising aspect. 
There are still many window shoppers. 
Many women are just buying what they 
must have in shoes, waiting until they feel 
all of the new patterns are in to decide on 
the extra pairs. 


Black Still in Lead 


While the woodsy shades of brown have 
found favor with the well-dressed women, 
black shoes still hold their own in sales 
totals, closely followed by browns. In 
black, patent, satin, and suedes are in de- 
mand, while in the brown and gray, suede 
trimmed with calf and kid are the leading 
sellers. Some very attractive patterns for 
afternoon wear are shown in bronze kid, 
many of them beaded or with bronze 
buckles. 

Evening Slippers 


The stocks of evening slippers are being 
replenished for the coming social season. 
Innumerable patterns and combinations 
are on display. Gold and silver cloth in 
paisley biocades trimmed in either gold or 
silver kid are much in evidence. 

The dainty strap designs, so much in 
demand at the present time, afford many 
opportunities for a variety of patterns, and 
designers of shoes have certainly taken 
advantage of these opportunities. While 
evening slippers have made their appear- 
ance in every strap pattern imaginable, 
plain opera pumps having rhinestone 
buckles and various other effects in large 
buckles are seen in most of the stores. 


Men’s Business Good 


The men’s shoe business has been good, 
and that the advocating of tan shoes for 
daytime wear has been productive of 


results has been evidenced by the amount 
of tan, in all shades from light to dark, 
worn on the streets. A survey puts the 
blacks and tans on close to a 50-50 basis, 
the blacks being but a few in the majority. 


Shoe and Leather Meeting 


Frank C. Rand, president of the Inter- 
national Shoe Company of St. Louis, 
spoke at the luncheon meeting of the 
Shoe and Leather Association held at the 
Sherman Hotel on September 24. 


Annual Election Date Set 


The next meeting of the Chicago Shoe 
Trades Association, at which the election 
of officers for the coming year will take 
place, will be held at the Great Northern 
Hotel on October. 11. 


Bootery Changes Hands 


L. S. Berg has purchased the stock and 
fixtures of H. J. Bubeck, who has operated 
the Bubeck Bootery at 751 East 49th 


cl 


Bp Getting «More Shoes Sold Right 
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A Suggestive Display 


Otto Hassel has found it to his 
advantage to carry patterns in both 
tan and black, and is showing this 
in his windows. Among autumn, 
leaves and an appropriate fall 
setting, Mr. Hassel has shown his 
shoes in pairs, showing the right shoe 
in black and beside it, the left shoe in 
tan. This gives the customer a choice 
of either black or tan in the same 
pattern. 











Street. Mr. Berg will continue the business 
at this location, changing the name to 
L. S. Berg’s Bootery. A general line of 
shoes for the family will be carried and 
Florsheim shoes will be featured. 


Retail Store Incorporates 


The Silberberg & Bauer store, 7906 
South Halsted Street, has been incorporat- 
ed under Illinois laws, capitalized at 
$20,000. The name is changed to The 
Bootery. The officers are Arthur Bauer, 
president; Morris Silberberg, vice-presi- 
dent; and Harold M. Greeneberg, secre- 
tary and treasurer. Mr. Greeneberg will 
manage and do the buying. 





MILWAUKEE 


Black Is Leading Color 


Fall Patterns in Suedes Are Strong—Brown Shades and Gray 
Sell Freely 


ARIETY distinguishes the sales 
made by retail shoe merchants dur- 
ing the week ending September 22. It is 
evident that Milady has not yet centered 
her fickle fancy on any particular type of 
footwear for fall, as almost all patterns 
offered are being sold. Monotones in suede 
are very strong. Brown calf trimming on 
brown-body suedes have scored a decided 
hit in this class of footwear. Patent trims 
are also good on suedes. 
Black retains color leadership thus far 


into the season, with log cabin, mandalay, 
and other brown shades following closely 
behind. Some of the better class stores also 
report a continuation of the call for darker 
shades in gray. 
Light Shades for Men 

A strong effort is being made here to 
force sale of lighter shades for men this 
fall. Browns are strong, but the merchants 


in better class stores are pushing light tan 
as a fall color. It is felt that the more tans 
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that are sold, the more footwear for men 
will be turned ‘over, as black shoes are 
practically a requisite. At the present time, 
the tendency is to buy black shoes and 
wear them on all occasions, a practice that 
is wrecking havoc with volume sales. 
Scotch grain and other grain leathers are 
wanted by better dressed men, buying up 
around $10.00 to $12.00 shoes, while the 
bargain hunters and the $6.00 to $7.50 
buyers take what is offered. 


Manufacturing Steady 


Shoe factories making better grade foot- 
wear are working steadily, while the com- 
panies producing lower-end merchandise 
are not so active at present The latter 
companies, however, are gaining steadily: 
and should attain capacity late in the fall 
if orders continue to come in as steadily as 
they have during the past few days. It is 
conservatively estimated that the com- 
bined production of all shoe factories in 
Milwaukee is now about 80 per cent of 
production capacity. 


Shoe Merchant Dies 


John Hauer, retired shoe merchant of 
Jefferson, Wis., died at his home in that 
city after a brief illness. Mr. Hauer was 75 
years old, and a prominent figure in mer- 
cantile circles in Jefferson. 

University to Help 
Merchants 

Retail development on an extensive 
scale through the extension division of 
the University of Wisconsin is the step 
which the Wisconsin Association of Com- 
mercial Secretaries may take until such 
time as a state chamber of commerce is 
organized and a retail bureau established 
in connection with it. Plans for such ex- 
tension service were formulated by the 
Wisconsin secretaries attending the Na- 
tional School for Commercial Secretaries 
held at Northwestern University, Evans- 
ton, Ill. 


Hold Fall Openings 


Practically every large city of conse- 
quence in Wisconsin has planned a fall 
opening, fall harvest festival, autumn 
style week, or some similarly titled event 
for the last days of September and early 
October, in order to officially usher in the 
fall season. By offering special prizes and 
bargain inducements to shoppers, mer- 
chants hope to inaugurate fall buying on a 
large scale. One solid week of intensive 
promotion of fall merchandise is the sched- 
ule for most cities. Merchant's associations 
are generally in charge of arrangements. 
Cities where special plans are being made 
for more than the usual display of fall mer- 
chandise include Madison, Appleton, Fond 
du Lac, Oshkosh, Wisconsin Rapids, Mon- 
roe, Hartford, Racine, Sheboygan, Chip- 
pewa Falls, and Oconto. 
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New Company Works Fast 


Within three months after the forma- 
tion of the Doerman & Herbst Shoe Co. 
of South Milwaukee, Wis., a fine three- 
story building has been erected, a complete 
organization has been gathered together to 
make and dispose of the output, and the 
finished product is now ready for the mar- 
ket. The Doerman & Herbst Shoe Manu- 
facturing Co. will make nothing but chil- 
dren’s shoes, and will concentrate on 
“Great Scott” brand. The factory output 
is 1500 pairs daily. Scott H. Doerman is 
president, George Leiser and Frank Sher- 
win, vice-presidents; Carl Herbst, secre- 
tary, and Ray Hook, treasurer of the new 
company. 


Florsheim Formally Open 


The new Florsheim shoe store at 228 
Grand avenue, Milwaukee, one of the fin- 
est equipped shoe stores in the city has 
formally opened for business. The store is in 
the new Breithaupt building, just across 
the street from the Majestic building 
where the store was formerly located. 
The new Florsheim Milwaukee head- 
quarters is furnished throughout with 
American walnut fixtures, Vermont marble 
and giant mirrors. Joseph J. Klawitter is 
manager. 





Building New Factory 


A two-story factory building with base 
30 x 100 feet is being constructed at Cedar 
Grove, Wis., for the Cedar Grove Shoe 
Manufacturing Company. The new fac- 
tory will be ready for occupancy about 
December 1. 


Merchants Stage Exhibit 


Shoes for young and old, for big feet and 
little feet—and in-between feet, all these 
were found in the Merchants’ and Manu- 
facturers’ building at the Fond du Lac 
county fair, where the leading merchants 
of Fond du Lac, Wis., had displays. The 
building at the fair grounds is owned by 
the merchants and business men and con- 
trolled by a stock company. Among the 
shoe merchants whose displays contrib- 
uted to the success of the exhibit were the 
M. Fitzsimmons & Sons Co., The Secor- 
Buerger Shoe Company, The Egelhoff 
Shoe Company, and the Jahn shoe store 
display. 





Praises American Dyes 


““As far as we are concerned, American 
dyes are perfectly satisfactory,”’ said W. H. 
Rueping of the Fred Rueping Leather 
Company, Fond du Lac, Wis., discussing 
the assertion made at the American Chem- 
ical Society convention in Milwaukee that 
America has reached the same point in the 
manufacture of dyes in six years, that 
Germany had reached in 40. Mr. Rueping, 
whose company is one of the largest manu- 
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facturers of colored upper leather in the 
world reported that only for a brief time 
during the war was the lack of German 
dyes felt. 


Merchants Plan Festivals 


Fall festivals of one kind or another will 
be the merchandising features of the next 
two months in Wisconsin. Nearly every 
large city in the state is to hold some kind 
of a fall, harvest or autuma gift festival 
to inaugurate the new season, with local 
merchant associations sponsoring the 
movements. Cities where plans are 
already unde: way for such events in- 
clude Racine, Madison, Fond du Lac, 
Appleton, and Green Bay. 





Resigns School Position 


——— 
Joseph H. Zens, president of the 
Milwaukee Hosiery Co., and general 
manager of the United Hosiery Mills of 
Chatanooga, Tenn., has resigned his 
position as director of the Milwaukee 
school board, due to his leaving this city 
for Chatanooga where he will make his 
future home. Mr. Zens retains the presi- 
dency of the Milwaukee Hosiery Co. of 
which his brother William Zens, vice- 
president, will become active general 
manager. 


Seaman Leaves Mason Co. 


W. H. Seaman has resigned his posi- 
tion as superintendent of the Mason Shoe 
Mfg. Co. of Chippewa Falls, Wis., to 
take effect at once. Mr. Seaman returns 
to Milwaukee on ‘account of his wife’s 
health, but will retain his holdings in the 
company and continue as a director. He 
will be succeeded as superintendent by 
George Porter, who comes to the Masoa 
Company from the La Crosse Boot & 
Shoe Co., La Crosse, Wis. 


Two Serious Tannery Fires 


Fire of unknown origin destroyed the 
Uber Brothers tannery at Hartford, Wis., 
resulting in destruction of sheepskins and 
hides valued at $60,000 and causing a 
building loss of $30,000. Most of the hides 
were owned by the W. B. Place Tanning 
Co., of Hartford. Loss was covered by 
insurance. 

The three-story frame plant of the 
Berlin Tanning Co., of Berlin, Wis., was 
totally destroyed by fire and a loss of 
$60,000 suffered by owners when refuse 
in a flue caught fire and spread to the 
tannery and glove plant of the company. 
The loss was fully covered by insurance. 





In Business 40 Years 
Jackson, Mich., September 25—The 
Palmer Shoe Company, for 40 years en- 
gaged in the retail shoe business here, is to 
retire from the tirade on January 1, 1924. 
The concern handled high grade footwear 
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CINCINNATI 


Formal Opening of Season 


Periods of Cool Weather Influenced Buying of New Fall 
Footwear—Black Very Popular 


HE formal opening of the fall season 

was obser ved during the week ending 
September 22. The opening was held on 
Tuesday and Wednesday and, despite the 
unfavorable weather on the former day 
and the attraction of a monster fraternal 
parade on the afternoon of the latter, retail 
merchants report that their sales were very 
good. Several of the large women’s stores 
displayed the latest creations in feminine 
dress by means of living models and these 
style features proved good drawing cards 
for the individual houses that advertised 
them. 

Cincinnati retail shoe merchants bene- 
fited by the fall opening. The cold weather 
during the early part of the week acted as 
a stimulus for good sales and the latter 
part of the week, when the weather was 
rather like summer in character, also wit- 
nessed a nice volume of business for the 
retailers. 

Cincinnati women are buying many 
strap patterns and gore pumps. They are 
not, however, neglecting the oxfords which 
are having good sales. Log-cabin browns in 
solid color or in combination of the popular 
shades have been meeting with favor 
among the women Blacks seem to have 
much popularity and many women are 
showing a decided preference for black 
satin. Patents are in demand and are hay- 
ing good sales. Cinnamon brown is a great 
favorite. Sandal effects in the three-button 
anklet sandal of satin sell well. 


Buying Better Footwear 


One noticeable feature about the early 
autumn sales is the demand among women 
for quality footwear. Cincinnati women 
are apparently being educated to the fact 
that shoes made of good material are the 
best in the long run and also have an 
added style feature which cannot be 
ignored if one wishes to be well dressed. 
Merchants report the high-priced footwear 
is selling unusually well and that more 
women seem to be purchasing high-grade 
shoes. 

Slippers for evening wear are having 
nice sales among the downtown stores 
which cater to the quality trade. Gold or 
brocade slippers and also slippers of beaded 
or plain bronze are in demand for wear at 
social affairs. It is expected, however, that 
the call for evening slippers will increase 
greatly as cold weather approaches and 
the fall and winter season get under way. 

Several merchants report they are sell- 
ing more men’s shoes than they have for a 
long time. Men are buying both black and 
tan oxfords with the broad toes. An en- 
couraging feature is the increased sales of 





patent leathers being sold for evening 
wear. The publicity drive to get men to 
conform more rigidly to the style decrees 
is having some effect here and indications 
point to good sales throughout the season 
on patent leathers for men. 





Production of Footwear 
Declines 

The production of footwear in the var- 
ious Cincinnati shoe factories has de- 
clined during the past few weeks. This is 
only to be expected, however, for the sales- 
men have only been on the road a short 
time and orders from them are just begin- 
ning to come in. Many salesmen left early 
in September, while others went out about 
September 15. All of the factories, with the 
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exception of one, have men on the road at 
present with samples for late fall and win- 
ter and also with advance samples of foot- 
wear for the spring season of 1924. 

Shoe manufacturers are optimistic about 
the outlook for operation of their plants 
through the next couple of months. They 
feel that the retail merchants are experi- 
encing a good opening of the fall season 
and that the consumption of footwear by 
the public will be normal or may even 
show an increase. 





Good Fall Business 


The salesmen of the Roth Shoe Manu- 
facturing Company will leave for their fall 
road trip on October 1. Previous to their 
departure there will be a “pep” meeting 
and banquet given by the company. The 
Roth Shoe Manufacturing Company has 
been enjoying a splendid fall business and 
the production of footwear at the plant 
has held up to a high standard. Orders for 
the B. W. (Business Woman) shoe have 
been good. * 





ST. LOUIS 
Healthy Tone to Business 


Black Shoes in Patent and Satin Continue to Sell Freely— 
Suedes Popular 


WO distinct situations mark the sum- 

mary of the past week’s business 
ending September 22. Both are contrasts. 
A majority of shoe stores reported business 
fell off during the week. On the other hand, 
two of the largest department stores con- 
ducting yearly sales at this period and 
offering shoes during this sale at special 
inducements reported a very good busi- 
ness. The sales in these stores ran an en- 
tire week and business in the shoe depart- 
ments was big throughout the sale. Some 
of the retail shoe merchants were of the 
opinion that this forced business in the de- 
partment stores was responsible for the 
dropping off in their stores. Saturday 
failed to reach the sales mark of the previ- 
ous one. Though the retail district was 
crowded with people the shoe stores did 
not get their share of the business on this 
day. 

Business Is Good 

However, the general condition of the 
retail shoe business is sound and healthy. 
Practically every retail shoe merchant who 
responded to the question, “‘Is business 
ahead of last year?”’ stated that gains dur- 
ing September were considerably larger 
than a year ago. 

The demand for black shoes continues 
strong. Calls for black satin continue to in- 
crease. Most merchants have depleted 
their stocks considerably on this material. 
Black suede, trimmed with patent or dull 
kid, has gained second place in the race for 





supremacy in this field. Patent ranks third 


‘with suede showing greater demand as the 


season advances. Plenty of black shoes are 
on order for later delivery and many num- 
bers are being duplicated. Colors are still 
selling and there will be some demand for 
suedes in the dark shades through the sea- 
son. One of the largest operators placed 
the percentage of color and black at pres- 
ent as follows: black, 80 per cent, colors 20 
per cent. His view was that if the pattern 
is beautiful, colors will be sold quickly and 
demonstrated his point with the fact that a 
beige suede lot of shoes in a fancy pattern 
was sold almost as quickly as it was placed 
on the floor. 
Call for Welts 


A note of unusual interest is the demand 
during the past week for brown kid ox- 
fords. All stores report increased business 
in this field. This is the first indication of 
welt oxford business of this type so far this 
season. 


Anniversary Sale 


Hutcheson’s held their 23rd anniversary 
sale. A 10 per cent discount was placed on 
all shoes in the house as a special attrac- 
tion. Large space was used in the morning 
papers, featuring the event. 


Gray at Brandt’s 
R. M. Gray has been made assistant to 
Russell Agnew, manager of Brandt’s. 
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Gray comes to the new organization with 
much retail experience. He was connected 
with the Bryblock Mercantile Company, 
of Memphis, where he was in charge of the 
shoe department. Previous to this he was 
with Anthony Brothers, Asheville, N. C., 
as manager of that store. 





Open Branch Store 


The Swope Shoe Company, one of the 
oldest established shoe stores in the city, 
opened a children’s branch store at Mary- 
land and Euclid avenues. Only children’s 
shoes will be carried. There will be a hos- 
iery department. 


Annual Meeting Held 


The St. Louis Shoe Retailers’ Associa- 
tion held its annual meeting at the Kirk- 
wood Country Club recently. The affair 
was a dinner and dance and ladies were 
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invited. Special guests of the evening were 
the members of the St. Louis Shoe Manu- 
facturers’ and Wholesalers’ Association. 
In the afternoon there was a golf tourna- 
ment between the manufacturers and re- 
tail merchants. Wylie Creel was toastmas- 
ter. The following weie winners in the 
tournament: Harry Vinsonhaler, Gus 
Fredericks, Al. Lutz, Wylie Creel, Russell 
Agnew, John Hutcheson, H. Miltz, W. H. 
Melton, E. E. Allen, P. Gaddis. 
Addresses were also made by M. M. 
McCain, A. G. White, Paul Jamison, 
John H. Wilson, and Chas E. Williams. 


Horn Makes Change 


Oscar Horn, for the past five years con- 
nected with the Huette Shoe Company, 
has joined the sales organization of the 
R. E. McDonald-Katzmann Company, in 
the capacity of city salesman. Horn is well- 
known throughout the retail field. 





CLEVELAND 


Style Show Promotes Business 


Volume of Business in September Exceeds That of 1922—More 
Seasonable Weather Needed 


ALES of shoes have been augmented 
S by the ingress of thousands of persons 
from all over Northern Ohio to attend the 
annual Palace of Progress in the Public 
Auditorium. The Palace of Progress is 
Cleveland's annual style show, at which 
time models step forth in the season’s gar- 
ments; merchants dress their stores, put 
out their best exhibits and then sell mer- 
chandise. 

One of the principal reasons for the 
event is to show women what there is to 
wear and show them how to wear it. 

The public auditorium, in which it is 
held, is one of the largest halls in the 
world. There are special features, such as a 
board walk extending for the length of 
two city squares, on which the living 
models parade every day at certain hours, 
clad in the latest wearing apparel, includ- 
ing fashionable models of shoes. Then 
there are times when the models come out 
attired for shopping trips and in other gar- 
ments suitable for the various occasions. 


Betier Business this Year 


While the style show has helped sales of 
shoes in the city, yet without it, merchants 
stated business the first three weeks of 
September has been ahead of the volume 
that was done in the same period a year 
ago. 

The city has grown in the last year and 
under such a situation it would be peculiar 
if the shoe stores did not increase their 
sales. Merchants stated their increase in 
business about kept pace with the growth 
in population. 

Business conditions here generally are 
good, yet a little cold and wet weather 
would help ‘shoe merchants wonderfully. 
The weather has been comfortable—of the 
kind that induces one to wear a little 
longer the shoes that were purchased for 
summer. 

So when the first frosty days come 
to the city, quite a boom in shoe sales 
may be expected. 





DES MOINES 
Sectional Meeting of Merchants 


Inspiring Addresses by Prominent Men and Banquet Recently 
Held at Ottawa 


HE second big sectional meeting of 
the Iowa Shoe Retailers’ Association 
was held recently in Ottumwa. After the 
banquet, the Southern Iowa shoe mer- 
chants listened to a number of inspiring 
talks of vital interest to them. All of the 


State officers were present, R. E. Stevens 
having charge of the local arrangements 
for the meeting. 

T. Frank Jaques, chairman of the meet- 
ing and president of the State Association, 
praised the Ottumwa retail shoe mer- 
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chants for their enthusiasm and expressed 
his gratification at the resultsof thegather- 
ing. He then introduced A. H. Lamb of 
Cedar Falls, who spoke on the topic of 
styles in women’s shoes. 

Mr. Lamb explained what he thought 
would be the most successful way of keep- 
ing an up-to-date, attractive and profitable 
stock of stylish footwear for women. 

He said: ‘The best policy, I believe, is 
not to give an order which will be delivered 
more thansixty days after the signing of the 
order. Orders should be given at frequent 
intervals, but only a few numbers should 
be ordered at one time. A definite schedule 
of sizes should be made up by each mer- 
chant which will not be the same for all 
shoe merchants, but will vary according to 
the particular locality in which the shoe 
store is located. By effective window dis- 
play and advertising, new numbers can be 
placed before the public. When these style 
numbers begin to run low, push them hard, 
as a style number out of style is a certain 
loss. The selling of hose to match shoesisa 
source of profit which many of usinSouth- 
ern Iowa are overlooking.” 


Harry Jacobson Talks 


Mr. Jacobson said: ‘““There is little diffi- 
culty in selling men’s shoes, as styles are 
fairly stable. The most important thing in 
selling is for the salesman to sell himself 
first. If you are sold on the shoes you have 
bought for your own stock you will make 
the people like them to whom you expect 
to sell them.” 

Mr. Stevens said: “Know your stock 


- and keep no inactive merchandise. Mix 


plenty of service with this combination 
and the result will be a dividend-paying 
store.” 

Success of Penney Company 


C. C. Coupland of the J. C. Penney 
Company told how that concern grew 
from one little store to more than 200 
stores all over the United States. Their 
principle of success is that a store belongs 
to the public and not to the man who owns 
it, he said. The second factor Mr. Coup- 
land emphasizes was in making sound pol- 
icies and sticking to them. 

W. S. Arant, Des Moines, gave an ad- 
dress on “Those Dollars that Walk Out of 


a Store.” 


New Standard Price Store 


The Heggen Shoe Store, 313 Seventh 
street, recently commenced a standard 
$7 and $8 price policy. It is the first store 
in the city to standardize on these two 
prices. 


Plan Shoe Department 


The Utica store is now remodelling its 
six-story building preparatory to putting 
in a shoe department along with several 
other new lines of merchandise. 
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Frankel Store Opens 


The Frankel store, one of the largest 


men’s and boy’s outfitters in the city, 
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recently held its formal opening. The 
store has opened a shoe department in 
which Nettleton and Selz shoes are to be 
sold. 





SALT LAKE CITY 


Warm Weather Retards Sales 


Women Prefer Blacks in Strap Patterns—Gores Going Well 
in Brown Shades 


ARM weather has retarded buying 

of fall merchandise in the retail 
shoe stores here. During the middle of the 
day the sun has been very hot and the 
temperature corresponded to that of 
August. Many summer models in women’s 
footwear are being worn, but merchants 
predict all this will change quickly when a 
period of cooler weather develops. In spite 
of the interference of the weather, mer- 
chants report business is better than a 
year ago. 

Window displays of shoe stores are re- 
ceiving much attention. Some of the lead- 
ing firms have a mailing list for the pur- 
pose of advising customers when they have 
some new style of shoe that is likely to 
appeal to them. 

Shoe merchants are buying carefully. 
They no longer give orders for shoes sev- 
eral months in advance of the time they 
expect to finish selling them, except, of 
course, for certain lines that are regarded 
as staples, such as work shoes and chil- 
dren’s shoes. 


Black Leading Color 


One of the leading women’s stores re- 
ports as follows regarding present demand 
in the matter of styles: ‘““We are selling lots 
of gored pumps, French toes, heels about 
two inches. Color is largely black; black 
suedes, black satins, black kid, patents. 
Brown comes next and then suedes. Ox- 
ford business is better.” 


Wisconsin Notes 


A Schumacher’s Event 


Schumacher’s Shoe Store, considered 
the largest of its kind in Madison, capital 
of Wisconsin, has thrown open its re- 
modeled store. The building is occupied 
by Schumacher’s, the Mosely Book Store 
and the Danielson, Mueller & Simpson 
haberdashery. The three firms combined 
in announcing the reopenings. An entirely 
new front with the latest type of display 
windows and entrances has been installed 
and the general establishment beautified 
throughout. 


Now Sager-Tuley Company 


The Sager-Brunner-Tuley Shoe Com- 
pany of Green Bay, Wis., has amended its 
corporate articles to change the official 


title to Sager-Tuley Shoe Company. The 
Brunner interests retired some time ago. 
At the head of the firm is Richard E. 
Sager, who was elected president of the 
Wisconsin Retail Shoe Dealers’ Associa- 
tion at the annual convention held in 
Milwaukee in August. 


Bear Brand Enlarges 


The Bear Brand Hosiery Company has 
awarded contracts for the construction of 
a factory addition of 10,000 square feet at 
its plant in Waupun, Wis., which will be 
made a full four-story building, 300 by 
500 feet. This plant hereafter will “throw” 
all of the silk required by the mills of the 
company, located in Hartford, Horicon 
and Beaver Dam, Wis., and Kankakee, III. 


Open New Penney Store 


The J. C. Penney Company has opened 
another of its chain of dry goods, women’s 
wear and boot and shoe stores at Berlin, 
Wis. The store occupies a commanding 
location in the heart of the city. It is 
under the local management of C. C. 
Atkinson, a veteran in the Penney or- 
ganization. 





Sell Brothers Building 


Work on the superstiucture of the 40- 
foot addition to the Sell Brothers Depart- 
ment Store at N. Eighth and Niagara 
avenue, Sheboygan, Wis., is well under 
way. The addition will give the store a 
total of 43,000 square feet of selling space. 
One of the departments to be enlarged 
through use of the new addition will be the 
shoe section which will have. excellent 
quarters in the store building. 





Another Kinney Store 


The ninth Kinney store to be opened in 
Wisconsin during the past few months 
made its debut at Eau Claire, Wis., when 
The G. R. Kinney Company, Inc., opened 
its store at 209 South Barstow street in the 
building formerly occupied by the Family 
Shoe Store. Leo A. Spooner of Sheboygan 
is manager. 

The man who is a great man in the eyes 
of his neighbor is indeed a great man.— 
Indiana Shoe Traveler Live Wire. 
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Sam Davis to Tour 
Pennsylvania in October 


Philadelphia, Sept. 27—-Sam_ Davis, 
field secretary of the National Shoe Retail- 
ers’ Association, will tour the State of 
Pennsylvania during October and will 
address retail shoe merchants on vital sub- 
jects pertaining to retail shoe merchandis- 
ing. 

Secretary Davis is well known as a pep- 
pery speaker and possesses the faculty of 
instilling his enthusiasm and constructive 
ideals to his audience. The board of direc- 
tors of the Pennsylvania Shoe Retailers’ 
Convention is promoting the Davis tour. 

The itinerary, arranged for Mr. Davis, 
and the names of the officers or directors 
who will accompany him on the respective 
stops, follows: 

Erie—Oct. 1 and 2, C. J. Mensch; 
Pittsburgh,—Oct. 3, M. H. Neuwahl; 
Johnstown,—Oct. 4, C. Ludebuehl and C. 
J. Mensch; Altoona,—Oct. 5, Albert J. 
Schmidt; Harrisburg,—Oct. 6,7 and 8, Lee 
Reineberg and A. N. Foster; Williamsport 
—Oct. 9, S. S. Schweriner; Wilkes-Barre— 
Oct. 10, John B. Irwin; Scranton—Oct. 11, 
Martin F. Murray and Roy Walters; 
Reading—Oct. 12, George N. Geuting; 
Allentown—Oct. 13, 14, 15, Martin F. 
Murray; Lancaster—Oct. 16, Lee Reine- 
berg; Philadelphia—Oct. 17, entire execu- 
tive committee; York—Oct. 18, B. W. 
Shaub; Baltimore, Md.—Oct. 22, George 
N. Geuting and David Strumpf; Dover, 
Del.—Oct. 23, Albert Forster; Newark, 
Del.—Oct. 24, 25, Lee Reineberg and C. J. 
Mensch; Wilmington, Del.—Oct. 26, 
George M. Garman. 





The Fair Store Enlarged 


Indianapolis, Ind., Sept. 25—The Fair 
Store, Traugott Brothers, recently opened 
their new enlarged store at 311-325 West 
Washington Street. Now the firm has 
three times the floor space it formerly had. 
The store is a ready-to-wear store and can 
outfit any member of the family from head 
to foot. The building has three floors and a 
basement, the front being built on a Pom- 
peian design of semi-glazed terra cotta. 





Old Firm Retires 


After more than 50 years in business at 
Lancaster, Wis., the general mercantile 
firm of Ivey & Webb, which has fitted 
shoes to many generations of Lancaster 
residents, will retire from business. The 
firm has been located in the same building 
in Lancaster since 1878. It was founded at 
British Hollow, Wis., in 1866. 





Sheep from France 


Quite a lot of sheep leather is coming 
from France into Lynn. It is used for 
trimming stock. 
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Light—yet full of elastic 
conforming strength 


The present day vogue for the light, airy type of shoe makes HUB PIG- 
SKIN COUNTERS increasingly popular with manufacturers and mer- 


chants who know that 


Louis heeled shoes (and Spanish 
Louis heels are most demanded) 
are subjected to strains that soon 
warp a back part all out of shape— 
unless a counter of elastic conform- 


ing strength is used. 


Light soled, turn or McKay shoes 
must have a light, but shape re- 
taining counter to prevent bulging 
and spreading, with sufficient elas- 
ticity to conform perfectly to the 
last. 


HUB PIGSKIN COUNTERS are the lightest and, at the same time, the 


most flexible leather counters. 


We repeat—they are leather. And in proportion to their price and service, 


they are the most economical counters procurable. 


A. C. LAWRENCE LEATHER CO. 


New York Philadelphia 


Rochester 


Boston, Mass. 


Branches: 
Chicago St. Louis 


Cincinnati Milwaukee 
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Na shoe of this character with 
its deep cut-out and strap effect 


| flexible firmness in the counter is 





an absolute essential. The model 
illustrated is from a famous manu- 
facturer of turn footwear—the type 
of shoe in which “the Hidden Hub 
Holds the Quarter” 






























Reg. U. B. Pat. Of. 


PIGSKIN 
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The consistent growth of our 
plant is the direct result of shoe 
merchant demand for Brown's 


Leathers—‘‘SUNPRU ” colors 
and Suedes. 


ATTA BROWN ATTA TAN ATTA RED 


C.D.BROWN & co. inc. 

Canneries and Executive Offices Z Rochester. NV. Y 

C2. BROWN COMPANY | ing Branches | GP; BROWN & CO.. ING 

50 South Street. Boston, Mass. 130 Wo.Wells Street, Chicago, lil 
SUEDE LEATHERS OF ALL POPULAR SHADES 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 









Browns Leathers 
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Comparative Leather and Hide Prices 
Upper Leather — Per Foot) 
Pre-War December, 1922 Today 
Calf, suede, top grade................ $0.32 @$0.35 y 0 rai. » 65 @$0.75 60 @ .65 
Calf, , top grade....... -28@ .30 45 .50 40 @ 45 
Calf, smooth, black, top grade........ -26@ .28 t rH 43 45 SS 
Side leathers. , top —. Liiineaeis 18@ .22 oe : 00 26 @ .30 .28 -32 
Side leather, black, top grade. . 16@ -20 65@ _.90 24 26 26 128 
Genuine buck. . 45@ .50 1.40@ 1.60 65 .80 .60 -70 
White buck, » Lop grade (side leather)... 28@ .30 -90@ 1.00 35 40 35 @ 44 
Elk, heavy side............... 24@ .26 65@ .70 24 -26 2 % 32 
Elk, for sport - oh 320 @ .42 
, colors, best —~ botease 35@ .40 1.40@ 1.65 80 @ .90 90 @ 1.00 
Kid, colors, top grade. . -28@ .30 1.35@ 1.60 -70 @ .80 -70 @ .85 
Kid, black, top grade. . 28@ .30 1.35@ 1.50 60 @ .70 65 @ .75 
Kid, medium, Mi ccce 20@ .24 -70@ 1.10 35 @ .55 35 @ .60 
Kid, Sb 6.6:6024000000008 18@ .22 -60@ 1.00 30 @ .50 35 @ .50 
incite etdieieceneanees @ .12 -20@ .36 . & ae oo 2 ae 
Chrome, pad sides and kip......... 25@ .30 -85@ 1.05 45 @ .50 40 $ 46 
ne 6tctccbousgesencedoeses 40@ 1.40@ 1.60 -70 @ .80 65 -75 
Sole Leather (Price Per Pound) 
Gomme hide sole (backs).............. $0.32 8:33 $0. @$0.58 $0.34 @.. $0.35 @$0.40 
Nentabeeseedeseesdoovccesesuse as .36 90@ 46 @ 50 48 @ 55 
No. OIL, cecdnatenecdsoducwes 38@ .39 92@ 95 55 @ .58 40 $ 50 
No. 1 oak bends, shoe mfrs.’ use... .. . 46@ A7 -98@ 1.05 60 @ .65 55 65 
No. 1 oak bends, finders’ use.......... .-@ 48 1.15@ 1.25 70 @ .80 -70 @ .80 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers. as used in sole leather, Sept. 1, 1922 Today 
I, GO, occigecbisnstoxecies - - @$0.18% $0.52 @$0.55 -. @$0.20 oe $0.14 
Heavy Texas steers, for sole leather.. --@ .18 --@ 50 -. @ 18% on 12% 
Light native cows, for side upper leather .. 17 oa 62 aa 19 ‘me 12 
ended coms, for light sole leather. . 3 17 ed 50 os .16 ce 10 
No. 1 buffs for heavy weer andsidelea |. AS 45 50 13 13% $0.08 08% 
No. 1 Chicago City iskins for fine 
RES EES ..@ 17% rt 4 1.02% 15 @ .21% 12 @ .17 
wt for u SR -.@ 16% ‘ 80 15 @ .20 ll @ .16% 
B. A. hides for sole leather........... ..@ .30 26 .26 16 @ .17% — Oo wae 











HE volume of leather business is 

showing a steady increase, although 

the policy of buying continues the 
same as in the past—as close to needs as 
possible. Purchases aremade frequently for 
fear that some undesirable or unnecessary 
stocks of leather may be accumulated. 
Another feature of the market is the se- 
crecy regarding prices. It is'said that on 
certain types of sole leather quotations 
mean nothing unless the tannage and se- 
lection are right. Sole leather stock is being 
very carefully examined and tested before 
its real value is decided upon. 

More activity has prevailed in the raw 
hide and skin market with slight advances 
of packer hides. The country hide market 
is also stronger. Leading authorities main- 
tain that prices have reached their lowest 
ebb for this season. 


Upper Leather More Active 


A better tone prevails in the upper 
leathe: market and the tendency is toward 
a demand for better quality leathers. With 
the higher wages now prevailing in shoe 
factories and tanneries, it is deemed more 
profitable to improve the quality of foot- 
wear. 

The price situation in upper leather 
shows comparatively little change. The 
top selections of most upper leathers are 
being maintained at full asking prices. 
Formerly, where large sales were made for 
regular delivery there was more likelihood 










of concessions but with the new methods of 
buying there is not much inducement for 
price reduction, excepting to move off 
lots. 
Calf Leathers 

The demand increases for the better 
grades of calf leathers. As the men’s shoe 
trade increases in volume, the demand for 
smooth calf increases. The standard tan- 
nages of full-grain colored calf are quoted 
at 45c, 40c, and 35c for the first three 
selections. Blacks and light weights are 
quoted at 3c to 5c less per foot. The ac- 
cumulations of lower-grade calf which 
were held at 20c to 25c per foot are in 
small supply. Business has increased on 
the lighter weights for women’s shoes in 
blacks as well as colors. While the demand 
is not as strong for suede leathers the lead- 
ing tanners are busy on old orders. Prices 
of suede are not as high as a few months 
ago. The choice selections of colors bring 
from 55c to 65c per foot; medium grades 
from 45c to 55c; cheaper grades of ooze 
calf are quoted lower according to quality. 


Side Upper Leathers 

Side upper leathers show some improve- 
ment and as shoe factories increase produc- 
tion the demand for the many finishes of 
side upper is more active. Prices are firm 
and show virtually no change. The best 
selections of full grain colored side range 
from 26c to 32c per foot; medium grades 
from 20c to 25c. Top grades of colored 


Sieady Increase in Leather Business 


buck are still quoted from 40c to 50c 
with medium selections ranging from 30c 
to 38c per foot. Considerable quantities of 
lower grades are also used ranging from 
24c to 28c. 

There is a fair business in kip, veal, and 
waterproof grain, prices ranging from 24c 
to 32c. Business on elk leathers is steady 
with plump weights bringing from 26c to 
42c per foot. The most popular shades of 
this leather are now being produced mostly 
on order from shoe manufacturers. 


Patent Leathers 


There has been less activity on patent 
leather which was due more to dullness in 
the shoe trade than to lack of popularity. 
A demand for the better grades is apparent 
and prices are on the same level as the past 
few weeks. Top grades of patent sides are 
bringing 45c, 40c, and 35c. Patent kips are 
quoted at 43c to 46c. Considerable medium 
grade leather is moving with prices rang- 
ing from 32c to 35c. Lower grade sides are 
quoted at from 20c to 30c. Better selections 
of patent kid are bringing from 65c to 75c 
per foot, and patent colt is quoted at 55c 
to 70c for top selections. 

In glazed kid the most activity is noted 
on the popular shades of brown and staple 
colors. Choice skins are bringing 85c to 90c 
per foot with the next grades quoted at 
65c to 80c. Medium grades of kid are 
bringing from 45c to 60c, and the cheaper 
leathers below 40c according to quality. 
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RADIO 


ON AND OFF IN A FLASH 


Over the Shoe 


GET YOUR SHARE OF 
CHRISTMAS TRADE 


(NEWS ITEM) 
“This year many dealers will stimulate their Christmas 
trade with the popular Radio Boot.’’ 


The Children’s and Misses’ 
sizes are the most popular 
holiday gifts in the entire 
rubber footwear line. 

ORDERS SHOULD BE PLACED AT ONCE 
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THE CUFF TURNS HIGH 
ABOUT THE LEG FOR 
STORMY WEATHER 


Nearly half a million satisfied wearers 
have made Radio Boots more popular 
than ever. 








ASK FOR ILLUSTRATED PRICE LIST 


CAMBRIDGE RUBBER CO. 


Cambridge, Mass, 
TURNED UP THE CUFF 
LOSE 


WHEN 
BRANCHES MAY BE FASTENED C 
BOSTON, 186 Lincoln Street NEW YORK, 127 Duane Street mT os 


CHICAGO, 19 South Wells Street 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HE indoor athletic season is at hand 

and it is opportune for the alert retail 

shoe merchant handling canvas rub- 
ber sole footwear to dress his window with 
a display to remind the consumers of this 
fact. Manufacturers of athletic footwear 
with the canvas tops and rubber soles are 
advertising the fact that the indoor ath- 
letic season commences Oct. 1 and stress 
the need of wearing proper footwear, 
according to the nature of the exercise 
indulged in by the individual. 

“Shoes for Every Occasion,” a slogan 
heard frequently from manufacturers and 
retail shoe merchants, is almost applicable 
to the indoor athletic season. “Shoes for 
Every Sport,”” would be an ideal slogan 
for the retail shoe merchant selling rubber 
soled canvas footwear. There are several 
types of canvas shoes for the athletic man, 
woman or child. They are made to with- 
stand the most strenuous kind of sports in 
the gymnasium and then there are types 
made for those who go into the gymnasium 
for only that kind of exercise that demands 
a light canvas shoe. 


Much Interest in Indoor Sports 


Today there is more interest than ever 
before in indoor athletics during the fall 
and winter monihs. Healthful exercises are 
participated in nationally and it is 
essential that foot comfort is assured 
while the individual is exercising. From 
the setting up exercises of the school 
children to the “keeping fit’ stunts of the 
adult or volley ball and hand ball, basket- 
ball, squash or indoor tennis there is a 
particular type of canvas shoe properly 
designed to withstand the strain. 


Shoes for Every Sport 

For the basketball player the canvas 
shoe is made with a heavy rubber sole, 
usually in such a way that it grips and 
releases instantly. Of course, putting such 
a strain on a shoe means it must be made 
of du:able materials to last a season. All 
companies claim the basketball shoe will 
last through a season. There are distinctive 
features about the basketball shoe. The 
top is of sturdy canvas material and there 
are pads to protect the ankles from knocks. 

For all-around indoor work in a gymnas- 
ium there is a canvas shoe for men, women 
and children that is ideal for its purpose. 
It doesn’t possess the heavy sole of the 
basketball shoe, but the outsole is made of 
tough rubber able to serve well when 
used for strenuous indoor athletics. 

A lighter shoe, when the nature of the 
floor work is such that the individual 


needs only a light shoe, is the third type 
featured by several manufacturing com- 











Indoor Athletic Season Means Sales of Rubber 


Soled Footwear 


panies. This last named type is worn 
mostly by women and children who use 
the gymnasium for indoor athletics. 


Suggestive Window Displays 


Attractive window displays suggestive 
of indoor athletic sports will do consider- 
able to promote the sales of these types of 
rubber soled footwear. The durability of 
the shoes is a point worthy of stressing, 
but not at the expense of comfoit which is 
assured in the gymnasium when the 
individual wears the proper canvas shoe 
for the sport. 


W. R. Athletic Line 


The W. R. line of athletic shoes will be 
made by the Hood Rubber Products 
Company, Inc. on a foot fitting last 
designed by Louis P. Haight, Boston, 
founder of the Walk Straight Club, and 
foot specialist. 


Sells Initialed Gaiters 


Geo. H. Wirth Company, a high grade 
retail shoe store in Boston, has been 
selling four-buckle overshoes with good 
success for the past few weeks. Twelve 
pairs in two days were recently sold at the 
store. 

He had some of his four-buckle gaiters 
initialed in silk embroidery in a shade of 
yellow which contrasted well with the 
black cloth. He placed a pair in his window 
on September 19 and at the same time, 
sent a letter to each one of his customers. 

Mr. Wirth's letter in part: “If your 
galoshes will not do for the coming season, 
our stocks are now complete, and I suggest 
that you let us fit you to a pair now, so 
that we can initial them, fancy or plain, as 
you desire. And you will be insured 
against joss. 

“There is more beauty and art in 
women’s shoes this fall than ever. Hosiery 
styles were never prettier. Low shoes and 
dainty hosiery require protection as well 
as comfort, during inclement weather. 
This is best afforded by fine fitting jersey 
cloth overshoes. You will not lose or mis- 
mate them, if you initial them.” 


Radio Boots 


Reports have reached the Cambridge 
Rubber Co. saying that Radio boots have 
been mentioned by retail shoe merchants 
as appropriate for Christmas gifts. W. 
MacPherson, president of the Cambridge 
Rubber Company, says, “The movement 
to 1ecommend Radio boots for Christmas 
gifts started with some merchants who 
realized their appropriateness for the 
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purpose. Last season Radio boots ‘went 
big’ and there is every indication now 
that this season will see the sales of some 
largely increased. The convenience of 
Radio boots is a strong appeal to women.” 


Changes Firm Name 


The Mishawaka Woolen Mfg. Co. of 
Mishawaka, Ind. has changed its firm 
name to Mishawaka Rubber & Woolen 
Mfg. Co. The rubber department has 
increased in importance, and now the 
rubber business is far in excess of the 
woolen. This fact resulted in the firm in- 
cluding the word ““Rubber”’ in its name. 

This is a change in name only— it does 
not affect the business in any way. 





Soc-O-Mocs to ““Trail-Mocs”’ 


Saco, Maine, Sept. 25—The early part 
of 1923, the Soc-O-Moc Shoe factory had 
to go into the hands of a receiver and the 
entire Saco plant was closed out. Immedi- 
ately after this happened, a new corpora- 
tion was formed under the name of Trail- 
Moc Shoe Company, Saco, Maine. 

In forty days’ time after the Soc-O-Moc 
plant was closed out the new co1poration 
had the necessary equipment together and 
was turning out Trail-Mocs ready for de- 
livery. This line is made genuine Good- 
year Welt construction. 

The Trail-Moc plant is being run by 
Mr. Joseph Cordeau, President and Gen- 
eral Manager, and Mr. Horace B. Went- 
worth, Treasurer. 

These moccasins are being distiibuted 
to the retailer by the Bliss & Richardson 
Shoe Company of Portland, Maine, under 
the name of “Trail-Mocs,”’ and by the 
J. M. Arnold Shoe Company of Bangor, 
Maine, under the name of “Orono.” At 
the present time these two jobbers are 
handling the entire output of the Trail- 
Moc factory. 


Shoe Industry Represented 


Omaha, Sept. 25—The 18th semi-annual 
Merchant’s Market Week was the event 
of interest here. Approximately 1500 mer- 
chants attended, and manufacturers, 
wholesalers and jobbers greeted them with 
very attractive exhibits, resulting in an 
unusual amount of buying. 

The shoe industry was represented by 
the Kirkendall Shoe Company, manu- 
facturers, and Hayward Shoe Company, 
jobbers. Both of these concerns had ex- 
cellent displays of footwear and received 
their share of orders placed. 

















BOOT AND SHOE RECORDER 


REG. U.S. PAT. OFF. 
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In Stock 


No. P703—"Bobs.”’ in mahog- 
any and gun metal, full grain 
Fred Rueping's Calf leather. 
with Rock Oak sole, rubber 


heel 
Sizes 9 to 13% ... $3.00 


Sizes l to 5% ........ . 3.50 
In case lots 


The boys demand them 


“BOBS” will put new life in your b ys’ 
business. Replenish your stock right 
now. These two profit-making styles 
are ready for immediate delivery. 


We make “BOBS” as good as it is 
humanly possible to make any boys’ 
shoes at the price. They are made with 
our special Shoulder Channel Process. 
Send your order today. 


In Stock 
No. K703—"Bobs”™ in mahog- 
any and gun metal, full grain 
Fred Rueping's Calf leather, 


with Rock Oak sole, rubber heel 
. $3.00 


Sizes 9 to 13% ........ 
Sizes 1 to 5% .......... 3.50 
Sines ©6008 ..cccccccees GD 


In case lots 
A wonderful value. 
Order now. 


K ANNALLY-WICK 
CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 
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ened its line of in-stock 
shoes by the addition of two 
new numbers. 


Style 29-R, Tony Brown 
Calf Bal, L’Etoile Last. 


Style 30-R, Gun Meta! 
Calf Bal, L’Etoile Last. 


These two styles are shown 
in Stock Book 33-R, along 
with all the other in-stock 
models. If your copy hasn’t 
come yet, write and we'll 
send it. 


The Stetson Shoe Co. 


Incorporated 


South Weymouth 
Mass. 


New York Chicago 
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Feature this rare value---at $1.00 


“Minnehaha.” Extra fine gauge, 240 needle, 
heavy weight fibre silk and pure Japan silk mix- 
ture, twenty-inch boot, elastic mercerized top, 
double sole and high-spliced heel. Black, White, 
Cordovan, Log Cabin, Coating, Congo and Beige. 
Sizes 814 to 10. Three pairs to the box. Recog- 
nized as the best value in a $1.00 ladies’ hose on 
the market. 





“Minnehaha” is one of the most popular numbers 
in the Arrowhead line. The beauty of its silken 
texture and the trimness of its ankle-clinging 
feature will make it hard for your customers to 
realize the price. 


Consistent advertising keeps the name Arrowhead 
constantly before your customers. Sell the whole 
line, consisting of pure silk, fibre silk, mercerized, 
worsted and cotton stockings for men, women 


and children. 


Your orders will be filled promptly. 


Ricumonp Hosiery Mitts, Inc. 
Established 1896 
CHATTANOOGA TENNESSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family - 
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/. GRIP 
\ SHOES 


Here is something your 
customers can’t get in 
any other shoe— 


ARNOLD GLOVE-GRIP COMFORT with STYLE 


It’s a patented and exclusive feature. Sell your customers Glove-Grip comfort and they will come back 
for the next pair because they can’t get it in any other shoe. Arnold Glove-Grip shoes are nationally 


advertised in the Saturday Evening Post. 
Style and quality are first considerations in Glove-Grip shoes. They come in all the popular shapes 
and leathers. But, in addition to being good-looking, they are comfortable as well. 


It is easy to explain the comfort feature to a customer. The soft leather of 
the upper grips the instep like a glove. Lacing a Glove-Grip shoe lifts up the 


arch instead of pressing it down. 
Glove-Grip shoes come in a wide variety of styles and sizes, including com- 


bination widths. 


Send for Fall and Winter Stock Style Catalogue—S. 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 


_ = NEW YORK OFFICE 
oie Hilah , 127 Duane Street 


Footprint of normal 
Newrow Shank Upper | heeegg ol Grip Inner MODEL S—485 
| og see tO Owes Bt OUT sole conforms to shape | THE HAIG—Genuine Tan Scotch Grain, Arnold Glove-Grip Brogue Oxford, Soft 
side. of foot. Upper leather is | Toe-Cap, Half Rubber Heel, In Stock Sizes AA—A, 7—11; B, 6-11; C and D, 5-11; 
drawn under arch and POR 6s 6:6 U5 eNEHd Chan ncddninned saeeeE KS LENMEEss Piss Obwkcneseanedes cue 
supports the foot. 
. : — MODEL S—486 
THE HAIG—Genuine Black Scotch Grain, Arnold Glove-Grip Brogue Oxford, 
Soft Toe-Cap, Half Rubber Heel. In Stock Sizes AA—A; 7-11; B, 6-11; C ans D, 


5-11. Price.. , 


RNO 


LOVE-GRIP SHOES 
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This Department is conducted by Helen M. Haney, Associate Editor 


‘*First, Sell Yourself on Your Line’”’ 
President Frank J. Weber Sends Out Inspirational Letter to N.S. T. A. Boys—More 


recently sent out to N. S. T. A. 

members a letter, which well sets 
forth the importance of organization work 
and friendly co-operation between the 
manufacturer, the shoe traveler and retail 
merchant. We are presenting President 
Weber’s letter herewith: 

“‘Whenever men meet in organization 
work, it brings out the best that is in them, 
giving to the man interested, greater en- 
lightenment, a broader vision, and an 
opportunity to get experience in a short 
time, that would take years to acquire if it 
were not for the personal contact in the 
exchange of ideas through his membership 
in his association. 

“The fellow who doesn’t take advantage 
of this opportunity is usually one of the 
‘What do I get out of it?” type, and this is 
the type that always insists something 
ought to be done, but the other fellow 
should do it with his time, brains and 
money. 

““About twelve years ago the National 
Shoe Travelers’ Association became an 
active organization to work out problems 
in a co-ordinated way, matters that affect 
shoe travelers. Much has been accom- 
plished that reflects itself to the benefit 
and uplift of the shoe salesman. 


IP ceceuty on Frank J. Weber has 


4 Friendly “Triangle” 

“Today there are three organizations, 
manufacturing, traveling and retailing, 
working in friendly co-operation in the 
most pleasing way in matters of moment 
to the shoe business, forming as it were, a 
triangle of interests. Each one is necessary 
to the success of the other, as neither can 
stand without the support of the other two. 

“The selling force is an important link 
in the chain between factory and retail 
merchant. A contented, alert, loyal selling 
force make much for the success of any 
employer, whether manufacturing or re- 
tailing. 

“The employer who confers frequently 
with his selling force usually gets the best 
results, for the selling force is just as, if not 
more, important than the production end. 


About Pullman Surcharge 


Three Good Rules 


“Three of the greatest assets to a man 
in any business is to: 1. Study and know 
his business. 2. Be an optimist and happy 
in his work. 3. Apply himself to his busi- 
ness—in plain words, WORK. 

“These are the virtues that bring suc- 
cess whether you are selling shoes on the 
road, retailing, or manufacturing. 


Styles of Today 


“Styles of today are a perplexing prob- 
lem, yet with their complex features they 


FRANK J. WEBER 
President of the N.S. T. A.. who stresses im- 
portance of association work. 


produce more sales per pair today, whole- 
sale and retail, than the old order of things 
several years ago. After all, the more pairs 
put out, the better the business for all con- 
cerned. In years gone by, the milliner got 
the call, but today, shoes are discussed 
more than millinery. 


Look for the Sun 


“One solution is to first sell yourself 
your own line, believe in what you have to 
sell, then sell the other fellow. This holds 
good whether you aré manufacturing, re- 
tailing, or traveling. Work at it and see if 
it doesn’t help. And always remember, the 


sun shines most of the time and always 
will, so keep looking for the sun.” 


Travelers Asked About 10 Per Cent Increase 


Final testimony in the inquiry into Pull- 
man charges has been taken up before the 
Interstate Comme:ce Commission. Organ- 
izations of traveling salesmen have pro- 
tested the surcharge as unjust and unfair 
to the traveling public. 

The railroad officials insisted that the 
surcharge was made to increase the earn- 
ings of the road. 

Inquiry was made as to the attitude of 
the travelers in event the Commission 
should find the revenue act was necessary, 
whether or not a 10 per cent additional 
charge for travel in Pullman cars would be 
less objectionable than the present method 
of imposing the 50 per cent surcharge on 
the Pullman fare. It had been explained 
that a 10 per cent increase in the straight 
railroad fare would produce substantially 
the same revenue as the 50 per cent sur- 
charge on the Pullman tickets. It was 
brought out that anything in the nature of 
a surcharge was objectionable, but that it 
would be preferable to have the added 
charge included in the rail ticket. 

The Pullman Company favors the elimi- 
nation of the surcharge, but is desirous 
that the railroads should have sufficient 
revenue. 

Gordon Goldsmith, a member of the 
legislative committee of the N. S. T. A., 
represented the National Shoe Tiavelers 
and the International Federation of Com- 
mercial Travelers’ Organization at the 
Washington hearing, as well as did Ira 
F. Libby and David K. Clink. 


Covington Reports Good 
Business 


Harry Covington, resident represenative 
of E. P. Reed & Co., living at Louisville, 
and traveling Kentucky, Tennessee, West 
Virginia and Indiana, reports an excellent 
volume of business over his entire terri- 
tory this season. 
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They buy them 


for all ‘round 
out-door wear 


















No. AS74— Men's 16-inch Chocolate 
Water proof Chippewa Chrome. Goodyear 
Welt Hand-sewed Vamp. Single Sole. 
Widths A to E. In stock‘C, D and E 
only. $9.25 
No. A5S73—Same as above—12 inch. $7.75 
No. A5S71—Same as above—S inch. . $6. 

No. A50—Men's Oxfords in Tan and 
Chocolate Elk $3.50 


And there’s the point. 


They BUY them for all ’round WEAR and unless ihe 
wear is built in along with honest-to-goodness fit and- 
satisfaction they don’t want them. 

The Original CHIPPEWAS are built to satisfy the 
mostfparticular sportsman or sportswoman, for they 
fit and wear first of all. 

They have the cleanness and trimness of line that 
appeals to the eye of the customer. They deliver in 
service and satisfaction more than a full measure. 
Make them your standard of comparison. Send for 
samples or write for salesman to call. 
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No. A534—Women's_ 15-inch Chocolate 
Waterproof Chippewa Chrome Hand- 
sewed vane. Goodyear Welt, Unlined. 
Single Sole, In Stock C and D only. . $7.00 


stock C and D only. . 


No. A533—Same as above—i2 inch. In 
. $6.25 





= wee, Han 
uarter. Single Sole. Wid 
stock C, D and E only... aes ho  shi.vo 


No. AS83—Same as above—12-inch . $9.50 


‘sewed Vamp and 


No. A553—Same as above—l2 inch. 
California Calf only. . . . $6.25 
No. AS54—Same as above —15 inch. Cali- 
fornia Calf only........ ... $7.00 
No. A&93—Same as above—12 inch.Choco- 
Se is 0 eet si tantesquned $6.25 
No. A594—Same as above—i5 inch. 
Chocolate Elk........ oo 0+ SIO 
No. AS3—Women's Oxfords in Tan and 
Chocolate Calf $3.50 


CHIPPEWA SHOE MFG. CO. 
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Edwin Clapp & Son Hold 
Sales Conference 


After a strenuous week, given up to the 
planning, the detail and the preparation, 
incident to their semi-annual “Get To- 
gether,” the Edwin Clapp & Son’s sales 
organization met for their final luncheon 
on Thursday, September 13, 1923, at noon. 

Following luncheon, the “wind up” con- 
ference was held for consideration of the 
merits of a few “late comers’”’ among the 
samples, S. Preston Moses, being in charge 
of the discussion. The new runway, in use 
this week for the first time, was employed 
to demonstrate not only appearance, but 
also fitting qualities, and it has worked 
out to the enthusiastic satisfaction of all. 

At 6 P.M. with everything in readiness 
for their departure, the salesmen began to 
gather in the lobby of the new big sample 
room on the office floor. Promptly at 6.30 
P.M. the doors were thrown open and din- 
ner announced. The tables were resplen- 
dent in their decorations of cut flowers, 
while palms and potted plants added 
greatly to the attractiveness of the bril- 
liantly lighted scene. 


Fifty in Attendance 


There were present about 50 of the sales- 
men, invited guests, heads of departments, 
and executives. At the close of the dinner, 
Horace R. Drinkwater, the treasurer, as 
toastmaster, extended the greetings and 
welcome of the firm. Aftet a short address, 
touching upon “Economic Conditions,” 
in which he presented the views of Edwin 
Clapp & Son upon the business outlook, he 
presented as the first speaker, Thomas F. 
Anderson of the New England Shoe & 
Leather Association. 

Mr. Anderson, in his remarks, referred 
to a trip to South America which he made 
some time ago, and in that connection paid 
a splendid tribute to the late Owen S. 
Chandler, a former member of the Edwin 
Clapp organization, who accompanied him 
on that trip. He spoke of the prominence 
that New England has always held in the 
shoe industry, and said, “If all did as much 
as Edwin Clapp & Son to keep up the qual- 
ity of New England shoe making, there 
would be no question about her leadership 
in the years to come.” 

James H. Stone of the Shoe Retailer 
was the next speaker, who made a very 
convincing presentation of the New Eng- 
land shoe situation as he saw it. Mr. Stone 
laid great stress upon the idea of bringing 
the male population of these United States 
to the realization of “‘shoe consciousness,” 
—in other words, the need of having the 
correct shoe to harmonize with the balance 
of the costume—the proper shoe for every 
occasion. 

Harry Marschalk, President of the 
Marschalk & Pratt Advertising Agency of 
New York, gave an interesting account of 
some of his experiences, in which he very 
vividly showed the value of advertising in 
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general, and the kind that Edwin Clapp & 
Son was doing in particular. 


Summers Speaks for Salesmen 


Robert L. Summers, who has been rep- 
resenting Edwin Clapp & Son, since 1887, 
and now travels from Coast to Coast, acted 
as spokesman for the salesmen, and in that 
capacity proved himself an orator, as well 
as a salesman. His descriptions of the early 
conditions were absorbing in their interest 
to his audience, while his tribute to the 
late Edwin Clapp was a masterpiece, and 
found instant and appreciative response. 

John Thomas entertained delightfully 
with some of his most humorous stories 
and character impersonations, and this, to- 
gether with the vocal and instrumental 
numbers, completed one of the most suc- 
cessful affairs in the history of the concern. 





ROBERT LEE SUMMERS 


“Of the United States of North America.”” Mr. 

Summers travels from Coast to Coast for Edwin 

Clapp ¢ Son. Mr. Summers has a successful sales 
record of 36 years with this house.” 


The salesmen are now in their respective 
territories. 

Those present were: S. Preston Moses, 
H. Marschalk, A. H. Lockwood, Edwin C. 
Lincoln, Horace R. Drinkwater, Thomas 
F. Anderson, James H. Stone, William A. 
Hodges, John Thomas, Col. A. C. Drink- 
water, T. J. Evans, Robert L. Summers, 
P. A. Conathan, M. F. Buckley, J. W. 
Covill, L. K. Jones, E. F. McIntosh, Ells- 
worth J. Our, F. J. Harrington, Edward 
Gaillardet, Henry T. Burke, Carl F. Pres- 
cott, J. E. Fabyan, Harry Speare, Gerald 
Cleary, Sumner W. Chandler, L. H. Bur- 
gess, E. W. Thayer, Thomas F. Lynch, 
Frederick Drinkwater, C. A. Rogers, E. F. 
Doble, W. L. Stowell, Alfred Taylor, 
Harry F. Malloy, S. D. Houx, Shelton R. 
Houx, Arthur C. Davenport, Willard H. 
Holbrook, J.C. Hauser, Augustus C. Lud- 
lam, Guy P. Moses, W. H. Fletcher, 
George F. Farrar, W. H. Borden, William 
T. McKee. 
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“Dick” McCarthy Kept 
Sharks Away from Prize 
Swimmer Henry Sullivan 


“Dick” McCarthy who covers 
portions of New England for the 
Brown Shoe Co. tells many a good 
story, but this new one looks like 
the real medal winner. 

Henry Sullivan, who recently won 
fame by swimming the English 
channel, sells shoes in a retail store 
in Lowell, Mass., when he is not 
swimming. 

“Dick,” always interested in pro- 
moting athletics, his hobby since 
he was knee high to a grasshopper, 
asked Henry if there was any aid 
he could give him. “Dick”’ is always 
thinking up new ideas, but for the 
life of him he could not think of 
a way of getting a pair of shoes to 
feature in that channel swim. 


A Rubber Band Antidote 

“Sharks is the only thing I’m 
afraid of,” said Henry. “If you can 
keep the sharks away it will help to 
swim the channel.” 

That gave “Dick’’ his cue. Next 
day, just about closing time, he 
arrived at Henry’s store in Lowell, 
and in the presence of the salesmen 
he presented Henry with a broad 
rubber band, to fasten on the breast 
of his swimming suit. On the band 
was stenciled, ““Germany won the 
war.” 

“What's this for?” 
Henry. 

“Why,” said Dick, “You just 
fasten that to your swimming suit. 
Nobody, not even a shark, will 
swallow that.” 


exclaimed 











Clarke Browning with The 
Krippendorf-Dittman Shoe 
Company 


Clarke Browning, widely known on the 
Pacific Coast as a popular shoe salesman 
and always identified with shoes of quality 
and character, has become a member of 
the sales force of The Krippendorf-Ditt- 
man Shoe Company, Cincinnati. 

Mr. Browning formerly traveled on the 
Western Coast for The Val Duttenhofer 
Sons Company. His home is in Oakland, 
California, where he has a host of friends. 
Mr. Browning expresses confidence in his 
ability to make Krippendorf-Dittman line 
one of the biggest sellers on the Pacific 
Coast and his past reputation as a_pro- 
ducer bears out his prediction. 

Mr. Browning will begin working his 
territory for The Krippendorf-Dittman 
Shoe Company about September 1, at 
which time all of the salesmen of this con- 
cern will go out on a selling trip. 








September 29, 1923 


102 BOOT AND SHOE RECORDER 





THE 


PRE 
ARCH to CR 
More than 2000 successful dealers 


are answering your questions about 
wc? ' 
this epoch-making shoe! : wf 


Write us about the Franchise 32; ps 
for your community--- OS 
Rg 


THE SELBY SHOE.CO. S27 OR 
Portsmouth, Ohio xe , 





pes : “>” SHOE Sy 


WE) +> 
3 ex “KEEPS THE FOOT WELL” 
xe 


There are seven patents embodied in Arch Preserver 








a So 

RC Shoe construction. These are vested solely with The 
a. T) Selby Shoe Company, Portsmouth, Ohio, for the 
se making of women’s and misses’ shoes, and with 
ey) E. T. Wright & Company, Inc., Rockland, Massa- 
* chusetts, for the making of men’s and boys’ shoes. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ALBERT F. FIFIELD 


Who covers New England, New York Siate, 
and Pennsylvania for the Thomas D. Gotshall 
Shoe Company. 





Fifield Will Visit Empire 
State About October 15 
Albert F. Fifield travels for the Thomas 
D. Gotshall Shoe Company, covering all 
of New England, New York State and 
Eastern Pennsylvania. Mr. Fifield was 
‘on the firing line’’ on Wednesday evening, 
September 19, when H. H. Storer of Ros- 
lindale, Mass., “pulled off” his second 
shoe style show. Mr. Fifield brought with 
him from the factory, Mr. Killeen, factory 
superintendent, who acted as one of the 
shoe fitters of the 1unway models and 
little Dorothy Killeen, who exhibited 
growing girls’ shoes of the Thomas D. 
Gottshall line on the runway. 


Fifield in Good Health 


Mr. Fifield is now in splendid health. He 
was taken ill in Amsterdam, N. Y., on his 
last trip in that section, in May of this 
year, and was operated on for ulcers of the 
stomach, but he has now completely re- 
covered and has been covering New Eng- 
land for Massachusetts for immediate bus- 
iness for some weeks. He expects to com- 
mence his longer trips about the middle of 
October. Mr. Fifield was in the service 
during the late war and helped “Uncle 
Sam” “put it over’ as instructor in the 
infantry in South Carolina. 





“Ted” Legler with Krippen- 
dorf-Dittman 


““Ted’’ Legler has recently joined the 
salesforce of The Krippendorf-Dittman 
Company. Mr. Legler will cover Chicago 
and part of the territory in the North- 
west. He was formerly with Charles K. 
Fox, Inc., Haverhill. Mr. Legler’s office 
will be inJthe Great Northern Building, 
Chicago. 


HARRY LE FAVOR 


Who is traveling the States of Colorado and 
Nebraska for the W. L. Douglas Shoe Company. 





Thompson Men in 
Territories 


Salesmen representing Thompson Bros. 
Shoe Company are now in their respective 
territories, with new samples of men’s high 
grade welts from this concern. “‘Joe”’ Kal- 
isky is taking over North and South Da- 
kota, in connection with the territory of 
Minnesota, and Michigan, 
which he has covered the past season. Wil- 
liam E. Campbell will cover Illinois and 
Iowa, in addition to Kansas and Missouri, 
which he has been looking after. Other 
salesmen who will cover their regular terri- 
tories include Gould S. Pitcher, J. L. 
Schlesinger, J. M. Comings, C. E. Gunn, 
W. R. Rehkugle, Marshall Nazro, J. H. 
Tremble, H. T. Baldwin and George W. 
Vroom. 


Wisconsin 


Kahn on Western Trip 


Edward E. Kahn of Edw. E. Kahn Com- 
pany, Inc., Brooklyn, is planning to make 
an extended trip through the Middle West 
with a line of the latest ideas for goring 
pumps and strap ornaments. Said Mr. 
Kahn: “‘Ow: line for the holidays has been 
decreed by the most fastidious buyers as 
one of the cleverest lines of novelties they 
have seen. The line comprises ornaments 
in leathers, beads and fabrics of all kinds 
including gold and silver cloth, and dis- 
criminating buyers all over the country 
should be quick to take advantage of it.”’ 


Holtz with Schwartz & 
Benjamin, Inc. 

Sam Holtz, who has traveled the South 
for the last ten years for Krohn-Fech- 
heimer Company of Cincinnati, has taken 
the Schwartz & Benjamin, Inc., line for 
the South. 
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J. R. MORRISETTE 


Who covers North and South Carolina, Georgia, 
Florida, Alabama and Mississippi and Tennessee 
for the Charles K. Fox, Inc. 





Roster of Crawford Salesmen 


The names and territories of the Craw- 
ford salesmen who attended the Chas. A. 
Eaton Shoe Industries convention are as 
follows: J. J. Anthony, southern territory; 
M. W. Belcher, New England; F. S. Buill, 
New York State; J. J. Buckley, Texas, 
Louisiana, Arkansas, Oklahoma; PhilHar- 
1is, Pacific Coast; J. J. Kaltenbiun, Ohio; 
Indiana, West Virginia; W. H. Reichel, 
Illinois, Michigan; Frank Supple, Penn- 
sylvania, Southern New Jersey, Delaware, 
Maryland, Washington, D. C., Virginia; 
L. A. Tremblay, New York City, North- 
ern New Jersey; W. M. Wiggers, Ken- 
tucky, Tennessee, Kansas, Missouri; S. G. 
Wright, Minnesota, North and South Da- 
kota, Iowa, Nebraska. 


McGlauflin on Western Trip 


Hairy A. McGlauflin, sales manager for 
the Becker Shoe Company, Inc., Haver- 
hill, with Boston office at 147 Lincoln 
street, left the East Monday, September 
24, for a two weeks’ Western trip, with 
Chicago as his furthest west objective. 


Whittredge with Field & Flint 

Edga: H. Whittredge of Jamaica Plain, 
who has traveled for the past eight years 
for Plant Bros. & Co., of Manchester, 
N. H., has joined the selling staff of the 
Field & Flint Co of this city and is to rep- 
1esent this firm in New York State terri- 
tory. 


“Jack” Gillis with Alden, 
Walker & Wilde, Inc. 
“Jack ’ Gillis, formerly with the C. & E. 
Shoe Co. and the Cahill Shoe Company, is 
at the present time with Alden, Walker & 
Wilde, Inc. 
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TWO 
MORE 


; READY TO SHIP é 


No. 7182—Women’s Black Ooze Calf with Patent Leather No. 7187—Women’s High Grade Pa it 
arter, Collar and Straps. 17-8 Full Breasted Spanish Pump with ty and S ent een ne 
eel. Finest Turn. Widths, AA to C. Sizes 24 to 7. $5.00 Full Breas Baby Spanish Heel Finest Turn. Widths 
AA to C. Sizes 2% to 7. $5.25 
No. 7183—As 7182 with 14-8 Covered Cuban Heel. . 
> § No. 7177—As above in Mandalay Brown Ooze with 
Widths AA to C. Sizes 2}4 to 7. $5.00 Brown Kid Trimming. Round Toe. Widths AA to C. 
Neate Veet Ca ent Seat Guu RSL TTD No, 7176—he ee, Clt wit Gen Met 
mp wi arter, Collar and Str id. No. 7176—As 7177 in Black i 
Full Breasted Spanish Heel. Widths AA to C. Sizes 214 10 7. Trimming. Widths AA to C. Sises 254 07,” esas 
“No. 7186—As 7187 in Black Ooze Calf with Patent Leather 
a No. 7181—As 7180 with 14-8 Covered Cuban Heel. Trimming. Medium Toe. Widths AA to C. Sizes 2 to 7. 
: Widths AA to C. Sizes 2% to 7. $5.00 : $5.25 
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= No. 7184—As 7182 in Black Satin with Black Ooze Calf : 
- uarter, Collar and Straps. 17-8 Full Breasted Spanish a 
“ eel. Widths AA to C. Sizes 2% to 7. $5.00 : 
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No. 7185—As 7184 with 14-8 Covered Cuban Heel. Widths 
AA to C. Sizes 2% to 7. $5.00 








Always Ready fo Serve 


SAW LL Ll belie lA ALLL LL ALLL LL LLL 


BLEECKER SHOE CO. Inc. 
LIVE WIRE_HOUS 


SOLES OUT ETERS SANSONE ue vere 3 I} 
138-140 DUANE ST. NEW YORK CITY = 
BOSTON OFFICE 214 ESSEX STREET 
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0. G. SPROUSE 


Who travels Tennessee for = Center State Shoe 

Company of Fond du Lac, Wis., Mr. Sprouse 

writes: **Prospects for business in the state I 

cover were never belier. Late rains are making 

the crops grow bigger and finer. I predict the 

greatest shoe business eas this fall and coming spring 
that was ever known in Tennessee.” 





J. C. Tilden Visits 
Recorder Office 


J. C. Tilden, of San Francisco, who 
covers everything west of Denver for the 
Cahill Shoe Co. was a visitor at the Re- 
corder office last July. Mr. Tilden has had 
a most interesting road career. He started 
on his life’s work in 1892 when his brother- 
in-law, George H. Young, was in charge of 
the distributing plant of the George E. 
Keith Co. on the coast. 


First Expense Account a ‘*Story”’ 


In the fall of 1893, the youthful Tilden 
started on the road. It is related that his 
expense account was a “marvel” as to de- 
tail of items, for everything was enumer- 
ated even to brushing of clothes, clean 
collars, and shaves, in other words, as he 
says, ““My expense account read like a 
story instead of a summary—after that 
first one, I was instructed to confine my- 
self strictly to itemizing and was told that 
the word ‘incidental’ could be made to 
cover quite a ‘multitude of sins.’ ” 

Mr. Tilden liked to sell shoes so well 
that he has continued with this important 
branch of the industry ever since and has 
always made the same territory, where he 
has a wide circle of acquaintances. 


Coast Merchants Optimistic 


He finds that the merchants whom he 
visits are very optimistic as conditions de- 
mand that all are figuring on doing a nice 
business this fall. Mr. Tilden spoke of the 
even temperature of San Diego, where the 
thermometer does not vary ten to fifteen 
degrees all the year round and of the fine 
Indian Summer and early Spring weather 
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CLINTON B. HITZ 


Who covers New York State for the F. M. Hoyt 
Shoe Company. 





of San Francisco. Mr. Tilden reported that 
he had met many of the buyers from the 
Coast while in the Boston market. He 
mentioned Arthur Cohnreich from San 
Francisco who was in the Hub buying his 
fall goods as well as Joseph Deiner, buyer 
of L. Hart & Son, San Jose. 


Olson with Cahill Shoe Co. 


The newest member of the sales staff 
of the Cahill Shoe Company, Cincinnati, 
is V. C. Olson, of Eau Claire, Wisconsin. 
Mr. Olson will represent the Cahill Shoe 
Company in the state of Wisconsin and 
will carry Cahill’s specialty line of women’s 
shoes. 

Before making his present connection 
Mr. Olson traveled in the Middle West 
selling a high grade line of women’s shoes. 
He wasformerly associated with his 
father in the shoe business, receiving his 
earlier training in the retail end. 

Mr. Olson is now in his territory with 
the full line of fall shoes that are being 
manufactured by the Cahill Shoe Com- 
pany. His numerous friends throughout 
the industry will be glad to learn of his 
new association. 


Kelly and Penney with 
Whitman & Keith 
New salesmen for the Whitman & 
Keith Co. this season are: Mel Kelly in the 
South, and F. W. Penney in New York 
State. 


DeMarais with Allied Shoe 
Company 

Charles J. DeMarais, formerly with 

Joseph I. Melansen & Bro., has made 

arrangements with the Allied Shoe Com- 

pany, to cover the Middle West. 








. (BILL) HARNEY 


Is now covering Missouri, Kansas, Oklahoma 

and nt the Bettmann-Dunlap Com- 

pany, Cincinnati. Mr. Harney was for many 

years connected with The Menihan pany, 
of Rochester. 





Golden Showing French Toes 
Lasts 


A. C. Golden, who sells the Crooker & 
Morse, Inc., line, was kept very busy dur- 
ing the Boston Shoe Style Show taking 
orders on his real French and modified 
French lasts. The full French, he said, were 
being bought heavily in large cities like 
New York and West to the Coast. Mr. 
Golden’s territory comprises New York 
State as far as Troy and all of New 
England. 

He reports that the 13-8 Cuban heel is 
the best thing at this time and this style 
he was showing in a shoe, the uppers of 
which were made of Italian embossed 
leather trimmed with gold kid and gold 
kid covered heel, French vamp, gold kid 
lace stays and quarters. Mr. Golden says 
that his trade like the light, airy welt 
styles of his line. One of his snappy num- 
bers was in brown and beige kid. 


Bailey Adds to Territory 


E. A. Bailey, salesmen for Bion F. Rey- 
nolds Shoe Company, who has been cover- 
ing most of the te:ritory west of Chicago 
for the firem, has now taken on, in addi- 
tion, the states of Ilinois and Iowa, which 
he is to handle for the firm. 


“Jim” Smith Reports Coast 
Trade Good 


“Jim’’ Smith travels from coast to 
coast for the Conrad Shoe Company. He 
reports that conditions are very good on 
the coast; that the Middle West is fairly 
good, with business getting better all the 
time. The southern part of California he 
reports is also pretty good. 
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LENDER FO 


ARCH FITTER 


TRADE MARK 






Reg. t S. Pat. OR. 





TYLISH STO 
OuT SIZES 


TRADE MARK 






Reg. U. S. Pat. Off. 


The Numbers illustrated below are equipped with 
Goodyear Wingfoot heels 


No. 900— Black glazed kid, regular top, 
8” height, medium toe, perforated tip, 
welted sole and Cuban heel. Price $6.00 


No. 901—Same as above in Havana 
brown kid. Price $7.00 


No. 902—Same as 900 with an ““Out- 
size” top $6.00 





Widths AAAA to EEE 
(Ball Measure) 





No. 950—Black glazed kid, regular top 
8” height, rounded toe, perforated tip, 
welted sole and military heel. 

Price ; PET eT 


No. 952—Same as above with an out- 
size top. Price. . $6.00 


IN STOCK 


Note: Sizes 819 and 9 are 35 cents extra; 94% and 10, 50 cents; 10)4 and 11, 75 cents; 
11% and 12, $1.00 


No. 234—Black glazed kid, outsize top, 
8” height, medium toe, perforated tip, 
welted sole and Cuban heel. Price $5.00 


No. 6234—Same as above with a full 
top. Price $5.00 


No. 236—A Havana brown kid, dupli- 
cate of No. 234, % foxed. Price. .86.00 





When designing boot patterns W. B. Coon Co. 
did not overlook the fact that present day boot 
wearers are of the more mature type, with well 


developed ankles and limbs. 


As a W. B. Coon Co. “full top” runs just a trifle 
larger than the average “standard measure,” it will 
fit more feet than the pattern used when boots were 
worn by young and old. 


Chicago Office: 


ROCHESTER, N. Y. 


506 Security Building 
189 W. Madison Street 


No. 222—Havana brown kid, % foxed, 
lace, outsize top, 8” height, rounded 
toe, 13/8 heel. Price.......... .$6.00 


No. 221—Same as above in a circular 
foxed, black kid. Price $5.00 


No. 6221—Same as 221 with a full 
top. Price $5.00 





The “outsize” top meets the requirements of those 
who find a “full” top too narrow. 


And, the top measure of a “SLENDER FOOT 
ARCH-FITTER” is a compromise’ between the ball 
and heel widths. 


This top we are informed, proves just right on 
combination feet. 
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SALESMEN ve i WHOLESALE 


Brisk Fall and Winter Business Indicated 


VERYTHING points to a brisk busi- 
ness for fall and winter. Salesmen in 
general have been taking short trips and 
receiving the trade at their various sample 
rooms between times. In these daysof quick 
flittings to and fro, a traveler does not 
know whether or not to leave his office for 
any length of time, for if he goes away, 
some buyer may come in. The ideal way 
is to work in pairs, having one ‘tend shop’ 
when the other is calling on the trade. 
There has been some talk of the advisa- 
bility of getting back again to the three- 
or-four-times-a-year trips and of asking 
merchants not to place orders in the mean- 
time, but this arrangement is more easily 
discussed than accomplished. There is also 
talk of confining lines to fewer patterns. 
Straps Are Good Fitters 
A traveler selling a line of McKays to 
the wholesele trade is hoping that the 
trade will stick to straps, as he remarks 
that on the cheap shoe, there is nothing 
like the strap to cover any fitting defi- 
ciency. His argument is that there are 
many women the country over who must 
of necessity buy the lower grades on ac- 
count of the small size of their pocket 
books, and lower grades in plain pumps 
he says are hard to fit, especially to some 
of the big feet whose owners usually are 
fond of buying styles that are in no way 
suited to them. 


Southern Wholesaler to In- 
vite President Coolidge to 
New Orleans 


J. H. Burk, wholesale shoe man, of 
New Orleans, better known among the 
trade as “Harry” Burk, is an old “shoe 
traveler.”’ For a good many years, he was 
with B. Rosenburg & Son of New Orleans 
and now with the W. H. McElwain Co. 
J. H. delights in telling his shoe friends 
about his very pleasing acquaintance with 
President Coolidge. 

For 30 years Mr. Burk has registered at 
the Adams House, Boston, and for many 
years, he has made three or four trips to 
this market each year. It was there that 
he first met the Coolidge family, who made 
this hotel their Boston home. 

But let Burk tell it. He relates: 

A Happy Family 

“There was one table that washisin the 
dining room of the Adams House in Bos- 
ton. You didn’t need to look at your watch. 
When you saw Calvin Coolidge sit down 


at that table in the morning, you knew it 
was 8 o'clock. 

“It was as pretty an a picture to see the 
devotion of that family. Father, mother 
and the two boys—they were together 
nearly all the time. They enjoyed one an- 
other’s company. Mrs. Coolidge is a beau- 
tiful woman, and she has more intelligence 
than many men. She taught school in 
Massachusetts before she married Calvin 
Coolidge, I was told. 


Just Plain Friendly 

‘President Coolidge is just plain friendly. 
He isn’t the back-slapping, story-telling 
kind. But just plain friendly. And once 
you look at his face, you know that when 
he says, ‘No,’ it means just that and noth- 
ing else. 

“He likes to talk to people. He likes to 
hear your side of any argument that’s up. 
But while he’s listening, he’s always think- 
ing. And in some of those arguments up 
at the Adams House, just when you 
thought you had him, he’d cut loose with 
his point of view—and by George, he had 
you! 

Well and Quietly Dressed 

“You never could tell by looking at him 
that he was anything more than the or- 
dinary man in the street. He was always 
well dressed, but quietly dressed, and his 
clothes and shoes and hats would be more 
than one season old. 

“He doesn’t believe in show. And he 
does believe in discipline. Look at those 
two boys of his. One of ’em worked on a 
tobacco farm all this summer. 


What the President Said 

“Yes, sir, President Coolidge is the best 
type of New Englander. Up there at the 
Adams House, we used to talk about differ- 
ent sections of the country. And the last 
time he saw me he said: ‘Burk, I’ve never 
seen Louisiana or New Orleans, but I cer- 
tainly would like to. You look like a pretty 
happy man to me, and I want to see the 
kind of country that produces your kind 
of folks.’ So, doggone it, I’m going to in- 
vite him to come on down.” 


“Lou” Clish Off for South 


“Lew’’ Clish, who sells the L. B. Dud- 
ley Company’s “‘kiddies’’’ shoes to the 
wholesale trade, will soon leave his Boston 
office at 207 Essex Street for a trip, which 
will take him as far South as Tennessee, 
then West to Omaha and then back North 


again. 
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CHARLES W, MORRILL 


Who covers the big cities of the West and South 
Sor the Victoria Shoe Company 


Morrill Is ““Vacationing” 
Charles W. Morrill, Chairman of the 


legislative committee of the National 
Shoe Travelers’ Association and the Inter- 
national Federation of Commercial Tra- 
velers’ Organization, who covers the big 
cities of the West and South for the Vic- 
toria Shoe Company, has been spending a 
few weeks at Cedar Pool, Kennebago 
Stream, Grant, Maine. Here he has been 
fishing and otherwise generally enjoying a 
well-earned vacation. He will soon be back 
to the Hub and “on the job” again. 


“Joe” Goldberg Visits Boston 


Joe Goldberg of The T,ade Home Shoe 
Store, St. Paul, one of the biggest buyers 
in the Northwest, was a visitor in the 
Boston market the past week. Mr. Gold- 
berg is a cousin of Mr. Sligelman of the 
Sharood Company. While in Boston, he 
visited many of the salesmen who sell the 
wholesale and big chain store trade. He 
made his headquarters with L. B. Gallant, 
at Rooms 409-410, 113 Lincoln Street, 
Boston. 


Henry Hussey Visits Boston 
Office 


Henry C. Hussey, treasurer and manager 
of the Norridgewock Shoe Co., took a fly- 
ing trip to Boston recently. He made 
his headquarters at the old United States 
Hotel, so as to be near his sample room, 
located at Room 206, 139 Lincoln Street. 
Mr. Hussey came down to talk things 
over with W. C. Hartford, who sells the 
Norridgewock line. 

Mr. Hussey has been connected with the 
shoe game for the past twelve years. His 
father was also a shoe manufacturer. 
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“THE LOIS” 


AN ALL OVER BLACK SUEDE 





Made ona Medium Toe Last, 
carrying a 14/8 Spanish Louis 
Heel: Made to order on five 
weeks’ delivery. 








Write Today for Further Details 


HARDING SHOE CO., Inc. 


TURN NOVELTY CREATORS 
HAVERHILL 3 3 ‘3 MASSACHUSETTS 
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e Five eyelets. Heel height 1% 
tee of opportunity for all. imches. Light close edge welt. 
Last 155. 
In Stock 


Dr. A. Reed Cushion Shoes—famous as the original 
comfort shoe—guarantee steady, profitable business to 
the dealer handling them. 











Made of the finest materials by experts, made in quantity to guarantee a continuous in- 
stock service, Dr. A. Reed Shoes are the back bone of thousands of solid retail firms the 


Widths AA to E 
| 
country over. | 


| 
| 
| 
Liberty—most famous of statues—stands as a guaran- Selected black glazed kid. Kid Tip. 
*t 
| 
| 
{ 
j 


Talk with our salesman at once—you may be too late if you delay in writing to us. 


| 
FAMOUS , 

R-501 Semi-dress Oxford 
| 


| JOHN EBBERTS SHOE CO., Inc. gae3 eso | 


—__________ oy 
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Pride of Product 


Is a Gallun characteristic that has always been reflected in 
Gallun Quality Leathers 


Then and Now 


Over twenty-five years ago the firm of A. F. Gallun & Sons 
originated and named the now famous line of 


Norwegian Veals and Calf 








This leather became at once in demand because of its 
many super-fine qualities. Ever since that time the name 
Norwegian has always been identified with the name Gallun. 
And today a shoe made from “Gallun’s Norwegian’’ is im- 
mediately regarded as a quality product. 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


°4_° Available in black and five colors. A smooth 
Viking Calf finished leather of superior merit. 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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Style 148 





Style 277 
148—-Gray Kid Strap Leather Spanish 277—Black Satin, 
Heel. C-D $3.50 Spanish Heel, B-D 





143—Same Style Mouse Kid 3.50 298—Same Style Patent Leathe Black : . 2 
110——Patent Strap (not cut out on vamp) Suede Trim. Cov. Spanish Heel, B-D. 4.50 328—Same, Brown Buck Strap, Row 
Leather Spanish Heel, Rubber Lift, C-D. 126—Same Style Blk. Satin, Blk. Suede cut-out, Cov. Cuban Heel. Turn, B-C 5.00 
3.35 rrim. C-D. . 3.50 327—-Same Style, Patent Leather, "0 
125—Same, Patent Leather, Blac k Suede Heel, B-D 
137—-Ba mboo Buck Strap Cov. Spanish Trim, Leather Spanish Heel, Rubber Lift. 329—Gray Buck Strap (No 
Heel, C-D 3.50 c-D ees ; ign etend Ce Cov. Jr. Heel. Turn, B-D.......... 
243—Gray Buck Strap 











“~ sae nt Leather, Gray — orBa 
ck Tr ee 


CD. 


THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE 


im, Leather Spa 


sh Heel, 





Style 334 


' ore Suede Trim Cov 
$4.25 


No 
Im. Tip. Leather Cuban Free el. Rubber Lit = 
B-D. 


OUR OCTOBER PRICE LIST NOW READY 
OF HIGH AND LOW SHOES --- IN STOCK. 


BOSTON, 


334—Gray Buck Strap, c out, 
Spanish Heel, Turn, B-C.......... .$5- 
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Seasonable Styles - - Ready To Ship 
Stock No. 593 — A Viking Calf Oxford. Heavy single 


Sole. Wingfoot Heel. Widths A to D. 


Stock No. 493 — Black Viking Oxford. Heavy single 


Sole. Wingfoot Heel. Widths A to D. 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 


BROCKTON, MASS. 


NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 
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Miscellaneous Leather Offerings 
Send for catalog of auctions at 


CHICAGO, OCT. 18 


SAN ANTONIO, 
OCT. 24 


Manufacturers, jobbers and retailers—the leather 
trade in general—will find it to advantage to be repre- 
sented at the October Auctions in Chicago and San 
Antonio, Texas. There are small and large quantities of 
leather, findings, overshoes and rubber boots. Both 
catalogs should be checked over. 


Following are approximate quantities of some of the 
more important offerings listed in the catalogs: 


_ -Chicago, Oct. 18—14,599 lbs. Heads and Shoulders; 
10,767 sq. ft. Bellies, 5 oz.; 302 sq. ft. Backs, chocolate 
color; 4,830 Ibs. Sole Leather; 1,454 Ibs. Soles; 105 Ibs. 
Leather Heels; 4 Grammes Nailing Machines; 1 Singer 
Sewing Machine; 133 prs. Lumbermen’s Overshoes; 
6,753 prs. Trench Shoes, no hobs; 425 prs. Field Shoes, 
with rubber heels; 675 prs. Gym Shoes; 13,155 prs. 
Canvas Leggins; 6,798 yds. O. D. Duck; 13,908 prs. 


Rubber Boots; 3,524 prs. Overshoes, cloth and rubber 
ones / tops; Harness; Thread; Saddles. 
Retailers * San Antonio, Oct. 24—2 Mobile Shoe Repair 


Units (need repairs); Black Leather Parts for Artillery 
Harness; 8,045 Saddle Bags; 1,168 McClellan Saddles; 
10,883 Stirrup Straps; 400 Riding Reins; Thread, 


Various; 2,316 prs. Canvas Leggins. 


Chicago catalog may be obtained from Q. M. Supply Officer, 1819 
West Pershing Road, Chicago, Ill. For San Antonio catalog write Q. 
M. Supply Officer, Fort Sam Houston, Texas. The Government reserves 
the right to reject any or all bids. 
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RAL-CRAFT NF 
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RAL-CRAFT RAUF CFI 


She ES SH SOs Bess 


NAU-CRAFT oH OES 


HAVE ESTABLISHEDA 


| NEw STANDARD 
Rv CRAFT Rul OF QUALITY 


They are manufactured under the greatest care 
and the leathers possess that durability to with- 
stand the hardest usage. 

That iswhy the RAU-CRAFT type of stitch- 
down shoe is far superior to others. When you 
recommend them to your customers, you 
may do so with that confidence borne of the 
knowledge that the RAUH reputation of over 
a half a century—and all it implies—is behind 
them. 

Send for samples and see for yourself 
Representatives wanted for every state. 


S. RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 
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It’s a Pretty steep 


chance a merchant has to take in the 
shoe business. 

Big investment—slow turnover. Profits 
cut to the bone by end of season sales. 

These are the very things we’re trying 
to eliminate. 

We think we have the answer. We 
are set to help Crawford dealers more 
than double their turnover, by our new 
four season plan. 

Ask the Crawford man. He’ll call on 
you in the near future and will tell you 
the whole plan. If you prefer, write us 
direct. 


The (awford Shoe 


CRAWFORD DIVISION 


SHOE INDUSTRIES 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
175 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
|for out of the profits of the business 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. What we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition-— tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
you are sold a one-third interest in a new store and 
become its manager. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, ““Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J.C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 








THE ULTIMATE 
HOUSE SLIPPER 


COMFORT AND 
DURABILITY 


A POPULAR PRICED 
LEATHER MOCCASIN 


APACHE BEADED MOCCASIN 


EIGHT SNAPPY MODELS FOR 
FALL AND WINTER BUSINESS 


RETAIL FROM 7c TO $3.50 
IN ALL SIZES 


FALL CATALOGUE NOW READY 
SEND FOR_A COPY AND BECOME 


ACQUAINTED WITH OUR FAST 
SELLING LINE OF MOCCASINS 


ARROW NOVELTY COMPANY, INC. 
108 E. 16th St. New York 











GREELEY 
BOUDOIRS 


Your customers will see a 
difference in GREELEY 
BOUDOIRS from the ordi- 
nary foot covering of this 
kind. They won’t know how- 
ever, that years of boudoir 

manufacturing experience 
Kid 30 oaks lowe have shown us how to get 
only. the style and wear intothem. 


If your Jobber Cannot Supply You, Write Us. 


A. W. GREELEY .°. Haverhill, Mass. 


















. 











Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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IN STOCK 
October 15th 


$3.50 


LESS 2% 10 DAYS 
WIDTHS A TO D 










BROGUE LAST 
BLACK “IVORY KIP” 





Announcement to Our Customers 


- 

The new BLACK BROGUE TROUSER CREASE SHOE will be in stock 
OCTOBER 15th. It was put in to satisfy your many requests and we are con- 
vinced will be an extremely popular style this fall. To insure prompt delivery 
we suggest you mail your order now. 


FREEMAN SHOE MFG CO 


BELOIT, WISC. 


SS 


— 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 


footwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 
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ORDER NOW 
for Immediate 
Shipment 





502. Tan Calf 
Lace Oxford 

_ Goodyear Welt. Fair 

— Stitch. 8-8 Rubber Lift 

— Heel. Perforated Toe. 


— Growing Girls’ 
B-C-D 24-7 


85 


Not a cut-off 
vamp in the 
_ Kreider Line 





ih} i} 
INVA 




















312 W. Monroe St. 


=) 


all 





3 
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CHICAGO ST. LOUIS, MO. 
1408 Washington Ave. 


FOLLOWS 








The A. S. Kreider Co. 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


NEW YORE, N. Y. 
123 Duane St. 


Hull 





NAAN 


The BUY-WAY to Profit 





KREIDER STYLES 





504. Gun Metal 
Calf Lace Oxford 


Goodyear Welt. Fair 
Stitch. 8-8 Rubber Lift 
Heel. Perforated Toe. 


Growing Girls’ 
B-C-D 2%-7 


506. Same as above in all 
Black Patent Leather. 





stock for you 





PITTSBURG, PA. 





Exclusive Makers of Best 
Shoes for Boys, Girls, 
and the Babies. 


PHILADELPHIA, PA. 
51 North Third St. 
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“The Marne” 
Ace Brn. Calf, Roll Tip, 
Cross Crease Vamp. 

Price, $5.45. 


No. 1942 
“The Branigan” 
Blk. Norwegian Calf, Pin. 


Toe; Cress Crease Vamp. 
Price;-$5.60. 








“The Marne” 


Patent Leather, Stitched 


No. 1954 SS 
“The Marne” ; 
Blk. Calf, Roll Tip, Cross Roll Tip. 


Blk. Calf, Gaiter Pattern, 





Feet Sho Price. $5.65. ar 
Price, $5.55. No. 2969—Same in Ace Brown. Price, $5.65. iH 
Nunn-Bush& Weldon Shoe Co. ps 
2 MILWAUKEE, WISCONSIN po 


y 
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New Fall Models 


YPICAL of the 
new models in 
Fall footwear are 


these smart Nunn-Bush 
shoes and oxfords. 


Each number is Ankle No. 1808 
and Ball Fashioned which “The Boulevard” 
















contributes artfully to me atc Stitched 
its value and style. 3 Price, $5.60. 


In stock October 1st. 


“Faithful fo the Last” 





Price, $5.70. : - f 





No. 2871 


“The Marne” 
Ace Brown gears B' Perf. Tip, 
Stitched bf and Vamp. 














T : _ Nom Bush Weldon Shoe Co | 


MILWAUKEE, WISCONSIN 
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The merchant who sells Dyanshine offers to 
his trade the best polish in America—a polish 
that really takes care of shoes. ® 


HE FIRST DUTY of a good polish is a good shine. But Pn 
it must do more to properly care for shoes. i 
a 


A contribution must be made to the life of the leather. 
There are faded spots to be brought back to rich, smooth 
color. There are ugly scuffs to be concealed. By 


Barton’s Dyanshine shines and then goes on to do all 
the rest. It really takes care of shoes. It shines, preserves 
leather, restores and renews color. 





No merchant can offer a better product to his cus- § L 

tomers—nor are there many that will bring him so great . 

a profit. 
Turn over is rapid—national advertising gets in be- . | 


hind sales. Volume is bigger—a single sale of Dyanshine 
brings three to five times the ordinary shoe polish sale. 


A better product and bigger profits with Dyanshine. 
You can order through your jobber or direct from 


the factory. Be sure to specify the jobber a 
you patronize when writing direct. » | 


BARTON MANUFACTURING COMPANY 2s 
WACO, TEXAS, U.S. A. a | 





























nm 





Copyright 1922 
Barton Mig. Co 





BARTON’S 


DYANSHINE 


TRADE Many 


REG. u.S- PAT OFF | 
DOUBLE SERVICE SHOE POLISH | | 














———— am | 
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Recorder Merchandising 
Calendar for October 


October 1— 

Fall shoes are in. Now is the time for sales confer- 
ence. Look up record for October, 1922. Determine what 
gain you should reasonably expect this month. A good 
heart-to-heart talk will help a lot. Explain fully your 
plans for the fall selling season. Show a spirit of co-opera- 


























tion and confess your confidence in the sales force. Ex- 
plain merits of various lines. Their why’s and where- 
fore’s. 


October 7— 

The time to display football, basketball and bowl- 
ing shoes, hiking boots for men and women. Take ad- 
vantage of fall sports season and sell megchandise suita- 
ble for exclusive outdoor wear. This is your chance to sell 
that extra pair and not conflict with your regular sales. 
Don’t overlook it. 


October 14— a 

Hosiery Week. What a glorious opportunity for a 

gorgeous display! Fall shades are unusually;jattractive 

this year. Compete with nature in the harmony of colors. 
Remember, a pair of hose needs a pair of shoes. 


October 21— 

iT) Tw ee .: a Harvest window —_ eae and 
a wie iat, pumpkins, the fruit of the field and the orchard. Only 
ik | once a year you can use nature itself to help you sell 

shoes. A Prosperity window—make it prosperous to you. 

Display felt footwear and boudoirs. 























October 28— 

Halloween! Just a step from the Harvest window 
to the Spooky Witch riding the broom. Use last week’s 
trim with enough change to conform to Halloween spirit. 
Show children’s shoes especially. 
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“EVERYTHING FOR BETTER LOOKING WINDOWS” 







































Glass Fixtures 


are the most effective for the display of shoes, because of its 


































shoe stands. 








Above we show the pedestals and some of the large variety of plate glasses—also one of our types of individual 





EVERYTHING IN DISPLAY FIXTURES — Quality, Service, Courtesy 


natural life and brilliance and being transparent without color. 
It lends great richness of effect without detracting from the 
merchandise. It never shows wear and is easily cleaned. The translucent © 
glass deflects the light thrown down by reflectors thereby enhancing the 
brilliancy of the display. It is strictly neutral and blends with any color 
of merchandise or surroundings. It also combines perfectly with wood fix- 
tures when used in connection with them. 








Our glass Fixtures are all separate parts and can be 
built in endless designs to suit the nature of 
the display. 











Ask for Catalog No. 18 





Shoe Store Furniture 


We supply everything in Shoe Chairs, Shoe Mirrors, Try-on Stools, Window Reflectors and Ladders—Catalog 18 
ASK FOR SAMPLES OF VALANCES AND PLUSH 
WE HAVE A FULL LINE OF WOOD. FIXTURES 





Visit Our Chicago or New York Show Room 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 





THE HECHT FIXTURE CO. 


Medinah Building, Wells Street at Jackson Blvd., Chicago, III. 
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OCTOBER— 
The Harvest Month 


HE autumn season has arrived. Start it right by increasing sales and profits. This is your 
best chance to sell that extra pair. Remember, you sold shoes at a loss during the summer 
months. Make up for it. Reap the harvest. Your house has been set in order ready to 


receive your guests. Treat them as such. Courtesy goes a long way toward making sales. 


Change your window display. The public is anxious to see the new things. It helps them 


decide what they shall wear. 


Increase your advertising. The consumer is in a buying mood. Be a go-getter. Make him 
buy from you. Sell him what you’ve got. Teach him to depend on you as an authority on what’s 
what in footwear. That’s what builds a business. Times are good. The only fellow not working 
is the lounge lizard and he doesn’t have to. Every one else is happy and adding dollars to their 
income and what they don’t save they spend. Don’t let the banker get it all. You're entitled to 
your share. Henry Ford says, “‘Buy a Ford and spend the difference.” Your trade can’t ride in a 
pair of shoes, but they can get a lot of comfort out of them and if you sell them shoes see that 


they spend the difference—in hosiery. 


Don’t forget, Mr. Merchant, that now is the time—today—to make money. Tomorrow 
never comes and yesterday is gone forever. Make each day count and the month will take care 
of itself. 


Show some Pep. Add to your Profit. Encourage Prosperity. There you have it. The three 
P’s in the pod. 





Pep Profit Prosperity 
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OVERING 
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to suit the 
most exacting taste 
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ourselves to the two forms taught, Gothic and 

Roman, and we gained variety by the use of large 
and small type, and with the aid of our various pens we 
were able to make light and bold face type. 

It is possible to get still greater variety. In the 
specimens shown in Fig. 1, we took the Gothic alphabet 
and changed the proportions of the letters. We made 
them tall and narrow, and gave a slight curve to the 
sides. Note carefully that we modified every single 
letter in the alphabet, and gave each the same propor- 
tions and curves. We did the same thing to the lower 
case, to make them match the capitals. 

In the next alphabet shown, we took the Gothic 
alphabet and added a serif. Note again that we did this 
consistently throughout each letter in the alphabet, both 
upper and lower case. Careful hand letterers and poster 
artists who devise their own alphabets frequently draw 
out an entire alphabet on a working sheet before they 
use them in their signs, in order to make sure that they 
have created consistent letters—that is, letters that 
belong to each other because they are of the same style 
and have the same characteristics. 


i? our work in the previous lessons we confined 


Numerous Letter Styles 


There is no limit to the number of styles of letters 


Show Card Lettering 
Made as Easy 
as Writing 


This is the sixth of a series of lessons, that wil: 
enable any clerk without especial talent for draw- 
ing to make good window and counter salescards, 
that will help to sell more goods in any store. 


By MAXWELL L. HELLER 


Ar@ilnstructor, Theodore Roosevelt High School, 
New York City 


drawn lettering made specially for the advertiser. 

Hand lettering makes it possible to create a style of 
lettering for a special purpose. Original lettering may 
tell a story almost as effectively as the words them- 
selves. Look at the word “CATERPILLAR” in the 
illustration. See how the artist has given the word the 
curves and bends of a caterpillar. See how he has added 
the little feet to the bottoms of the letters. 

In the word “POLAR” the artist has consistently 
varied each letter by leaving the upper part white, 
giving the impression of snow or ice covering the tops. 
lt was not merely a little variation that the artist was 
after. lt was a thought that he wished to convey—the 
thought of coldness and frost. He has succeeded as well 
as if he had painted a picture with ice and snow in it. 


Lettering Suggestive of Many Things 


In the “SPAGHETTI” word, note that the artist 
has struck a slippery curving and gracefully sliding note 
in his lettering, by carefully avoiding sharp turfis and 
corners. The easy graceful movement throughout the 
parts of the letters, and in the whole word as you move 
from letter to letter, is particularly appropriate for the 
spaghetti which it advertises. Compare this word with 
“SETH THOMAS” which is as sharp and precise as 
you expect the clockmaker o be. 





that may be created by 
the letterer. In the ad- 
vertisements, you 
will see anendless variety 
of letters—some printed 
from printers’ type, most 
of them, however, re- 


ABCDEFGHUKLMN 
OPQRSTUVWXYZ 
abcdefghikimnoprt 





Note the graceful and 
ABCDEFGHK 


refined italic type of 
“ORINOKA” which ex- 

abcdefghijkn 

ABCOEf abcde 


presses draperies. [t does 
this much better that the 
block type which says 
“MOTOR OILS” could 








produced from hand 


Lesson 6, Figure 1—Suggestions for Variations in Type. do it. On the other 
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hand, “MOTOR OILS” is extremely well expressed 
by its type. “WROUGHT IRON” hasn’t the delicate- 
ness and refinement of “SETH THOMAS” and you 
would not expect it to have. It is bold and heavy like 
wrought iron. 

We have clipped these specimens from magazine 
ads quite at random. We have learned much from them. 
Look through the pages of the magazine and find others 


MOTOR OILS 
WROUGHT IRON 
The Kind of Range 
SETH THOMAS 


Spaghetti 


Ready cooked ready to serve 





Polar 
RISCO 


for fr -for. Z 
s Tor Cake Makin: 











Lesson 6, Figure 2— Note how each style of type is best suited 
to the thing it advertises. 


for study. It is a good idea to cut out striking type and 
to keep them in a scrap book. They may serve you at 
some time for a special purpose. 

It is with a twofold object that we dwell upon the 
elaboration of type for various purposes—namely, on 
the one hand, to encourage those of our readers who 
have the ambition and the courage to create new and 
appropriate letters for their show cards—and on the 
other hand to deter you from taking any style of letter 
from a place perhaps where it may be most appro- 
priately used, and to try to use it in connection with a 
commodity or an idea that its character cannot express. 

Remember finally, that you never make a mistake by 
keeping your work simple. Plain lettering is always a 
virtue and at all times readable. 


How to Make Decorative Spots and Borders 


The primary object of decoration in a display card is 
to make the card more attractive, and thereby hold the 
interest of the reader for a longer time, and to make 
him remember it. Decoration can, however, defeat its 
purpose if it draws too much attention to itself at the 
expense of the reading matter. The decoration must at 
all times be only a means to make people read the card 
and remember it, nothing more. 

The same principles that have been taught in 
previous lessons in making layouts, apply in the making 
of decorative designs; for a layout is only a design in 
which the elements employed are letters, words, and 
groups of words, and decorations. 

In a design all the parts must relate to each other— 
that is, they must belong together and go to make up 
one idea. You should know that when the space between 
two spots is smaller than the widths of the spots them- 
selves, these spots become related. It will be necessary 
for us to remember this fact in making decorative 
spots consisting of many elements. 

The simplest spot is the circular dot made with any 
of our pens. By repeating the dots, either allowing them 
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to touch or having a small space between them, we get 
a bead design. By elongating the dot into a dash, we 
get another simple yet dignified effect. lf we alternate 
the dot and the dash, we get quite an ornamental 
design. These simple geometric combinations are 
inexhaustible. 


Flowers Offer Fund of Ideas 


The artist is, however, not confined to these purely 
imaginative motifs. There is the world of flowers which 
offers an endless source of ideas. He may work directly 
from the flower or bear in mind the general flower 
construction. Every flower consists of petals which join 
somewhere to get their feed from the stem. 

By starting with some central spot, we may block in 
petals of various shapes about it, and create flowerlike 
decorations. These decorations may be made to con- 
form to any outline shape—circle, square, triangle, 
oblong, oval, etc., by first drawing the enclosing shape 
of the desired size. Then place the central spot which is 
to hold the petals together. This need not really be in 
the exact center. In fact much more interesting designs 
result when it is not placed in the center. Study the 
specimens in the illustration on this page. 

The flower designs thus created make very attractive 
spots on your cards, whether done in black or in color. 
They will serve not only to decorate your sign, but the 
use of one may prove at times the very thing necessary 
to bring your sign into perfect balance. 
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Lesson 6, Figure 3—Suggestions for decorative spots and 
borders. 
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These flowers may also be grouped and spotted into 
your sign as decorative borders. The use of color in 
these spots will do much to enhance the beauty of the 
card. Make the spots and borders shown in the illus- 
tration, then play with your pens and create new and 
original spots and combinations for use in your own 
signs. You can get much joy in this practice. 

There are several fine show card colors on the market 
which can be used with our speed lettering pens, both 
for lettering and decorating. It may be necessary to 
slightly thin down the color with water to ease its flow. 
Be careful to keep it thick enough to entirely cover. 

These lessons have furnished you with more than the 
essential information about good show card writing. It 
remains for you to practice and to apply it. With a 
little perseverance you will have an accomplishment 
that will save you much money, if you are working for 
yourself, and to be of great value to your employer if 
you are working for another. 
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READY FOR YOU 


This booklet that we know contains the happy 
solution of your seating problems. 


It is devoted to the ideal of distinctive and in- 
dividual store seating—it shows how individ- 
uality may be secured. 


Your copy is ready on request. 


MILWAUKEE CHAIR COMPANY 


€24 SO. MICHIGAN AVENUE, CHICAGO, ILI. 


FOR OVER AHALF CENTURY 
Makers of Fine Chairs 


LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
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A well-lighted shoe store. Totally enclosing globes diffuse and direct the light in a pleasing and efficient 


manner. 


Good Interior Lighting as a Merchandising 
Aid in Shoe Stores 


By ROY A. PALMER 
National Lamp Works of General Electric Company. 


E are just beginning to learn what a wonder- 

\ \ ful thing is artificial light. We are just begin- 

ning to learn what good shoe store lighting is 
and what it will do. 

In the trying days of the War, the industries found a 
most helpful ally in artificial lighting; it helped to 
increase production which in part compensated for the 
shortage of labor; it reduced accidents and brought 
about many other benefits that were a godsend to the 
industries in these crucial days. Now artificial lighting 
is playing another role—a merchandising aid. Theatres 
have long used artificial light as an attraction—power. 
Today, progressive merchants are using more and 
better light to attract people to their stores and the 
result is increased sales. 


Better Light—More Sales 


This fact has been proved by a test which was 
recently conducted in a Chicago Department, store. 
This store was equipped with a modern lighting system 
which provided a high level of illumination. This modern 
system and the old system of illumination were used on 
alternate days over a period of two weeks. Accurate 
records were kept of the number of people entering the 





store, the number of sales, etc., and every effort was 
made to eliminate such variables as would tend to vary 
the sales or number of people in the store over that of 
normal conditions. For instance during the period of the 
test there was no newspaper advertising or bargain 
sales to stimulate sales. The results were surprising. 
The sales had increased 29 per cent during the days 
when the store was lighted to the higher level of illumi- 
nation. Not only that, but the sales per customer had 
increased as well. 

Why had better lighting increased these sales? 
Perhaps it isn’t surprising, after all, when one considers 
the reason for this increase. In the first place good 
lighting had increased the attractiveness of the store. 
People, like moths, will instinctively be attracted by 
light. The well lighted interior presented an inviting 
appearance and many passersby were induced to enter. 
The higher level of illumination assisted very materially 
in displaying the merchandise to advantage. An air of 
cleanliness and neatness was present,—dark shadows 
and dingy aisles were eliminated by the abundance of 
soft, diffused light. The customers were enabled to ac- 
curately examine the merchandise. These are a few of 
the reasons why better lighting is a sales-booster. 
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REG. U.S. PAT. OFF. 


Fibre Tip Shoe Laces | 


“They Stick to the End” 





Are Superior to Ordinary Metal-Tip Laces 





because their tips have no metal to become broken, sharp- 
edged, and liable to injure hands or clothing. Neither is 


there any metal to rust, shine, work loose, or break off. 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 
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Ornament Your Gored Shoes! : 
Something new to hide your GORING on side or front. ILLUSTRATED are a few of the 


many styles we have. Beautiful dainty new designs. 
Made of satin, ribbon, lace and braids. Ornamented and 
beaded. 

8125—Silk gathered ribbon, steel and jet beads. 

8132—Dainty lace and silk braid, cut jet center. 

8121—Beautiful silk braided, cut steel and jet ornament. 

8127—Satin and cut steel beaded, cut jet cénter. 

8111—Jet and cut steel beaded with silk brocade and soutache Me ae 
raid. No. 8127—Per pair, $0.75 









ets? 





No. 8132-—Per pair, $0.50 No. 8121—Per pair, $1.00 No. 8111—Per pair. $1.00 





ABE MANHEIMER & COMPANY 
Locust St. at Fourteenth St. Louis, Mo. T 


If you have not received our catalog, WRITE 
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Semi-indirect lighting units illuminate this store with a high 
level of illumination uniformly distributed. 


How to Tell Good Lighting 
Most progessive merchants realize the advantages of 
good lighting in their stores. However, the chief fault 
seems to lie in the fact that many do not know when 
their lighting is good or bad. In a survey in Chicago 
seven out of every 10 stores were inadequately lighted. 
It perhaps could be safely assumed that in cities of 


~~ 





The distinctiveness of the interior of this store is enriched by 
the use of the Torchier. 
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smaller size the percentage of poorly lighted stores 
would even be greater. 

With the advantages that can be gained from better 
lighting the matter of proper lighting should be given 
serious consideration on the part of the merchant. 
Neglect to use light as a selling aid will be regretted 
when the progressive competitor installs a lighting 
system of modern design. 

It has been found that stores which sell luxuries are 
the stores which can profit most through the attention- 
compelling powers of light. In other words, a grocery 
store or meat market will not require the merchandising 
helps that are required by jewelry stores, book stores 
and the like. While most shoes are a necessity, shoes of 
novel style and color can be classed as luxuries. Dame 
fashion decrees that a well dressed women should have 
three pairs of colored shoes to each pair of black. From 
this it is quite evident that selling helps are valuable to 





Children’s Department of an exclusive shoe store. Note how the 
lighting fixtures are adapted to fit the nursery-like atmosphere 
and to harmonize with the general decorative scheme. 


the merchant. An abundance of light properly diffused 
and distributed is the cheapest and most effective 
advertising medium that the merchant can employ. 


How to Recognize Poor Lighting 


If a lighting specialist were to step into your shoe 
store he would be able to accurately appraise your 
lighting almost immediately upon his entrance. He 
perhaps would find flaws in the lighting system which 
you thought was beyond criticism. Yet his criticism 
might not be unfair, for progress in lighting has been 
rapid and what was conéidered good lighting a com- 
paratively short time ago is now obsolete. It is well, 
therefore, to consider briefly the most common faults 
found in shoe store lighting. 

Bare Lamps—lt is not an uncommon thing to be 
greeted by the glare from a bare lamp when entering a 
store. Some merchants purposely remove enclosing 
globes or shades, believing that the bright sparkles from 
the lamp filament will serve to attract attention. 
Instead his purpose is ‘entirely defeated. The glare is 
decidedly disconcerting and serves to drive away 
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aki ng [hem Comfortable 


Algaier Bros., 1393 Broadway, 
Brooklyn, provide solid comfort for 
their patrons in 


American Interlocking 


Shoe Store Chairs 


To sit in an American Interlocking 
Shoe Store Chair is to be impressed 
with the comfort it affords. This 
feature is built in to stay. 





“~ 


American Interlocking Shoe Store 
Chairs are economical of floor space 
and economical to buy because of 
their sturdy construction. 


AMERICAN SEATING (OMPANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 302, 69 Canal St. Room €01, 119 W. 40th St. 
BOSTON NEW YORK 
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rather than attract. The vision is hampered to no small 
degree and dense, sharp shadows are not only annoying, 
but prevent easy inspection of the Merchandise. Bare 
lamps waste the light. Instead of providing light where 
it is needed, it is uncontrolled and scattered indiscrimi- 
nately about the room. All lamps should be shielded by 
well-designed reflecting equipment. 


The Shadow Trouble 


While annoying shadows result from bare lamps, 
some undesirable shadows result from improperly 
placed units even though the lamps are shaded. This is 
especially true in shoe stores where the chairs are placed 
back facing the side walls and a single row of lighting 
units are located in the center of the room. In-such 
instances patrons are continually in their own shadow 
when being fitted. Two rows of lighting units instead of 
the single row will remedy this fault. Where it is imprac- 
tical to install two rows of units because of construc- 
tional difficulties, the seats should be rearranged so that 
they will be at right angles the length of the room. 


Inadequate Illumination 


This is a common fault chiefly due to the use of low 
wattage lamps. A cingy, gloomy appearance is the 
result. Mistakes, losses from returned goods from cus- 
tomers who were prevented from properly examining 
the merchandise because of insufficient illumination, 
eyestrain, and dissatisfaction among clerks all are 
attributable to this one fault. 


Uneven or Spotty Illumination 


Where the spacing between the lighting units is too 
great, uneven illumination will result. If the lighting 
units are spaced more than one and a half times the 
mounting height such conditions will likely result. 


Poorly Maintained Equipment 


Dirt and dust are pirates of light. This amount of 
light received from a lighting system will depreciate 
very rapidly if a regular cleaning schedule is not main- 
tained. When dirt and dust cut down the amount of 
light, the electric bill is not cut down—the light is paid 
for but not used. 


Lighting Requirements for Shoe Stores 

Knowing how to pick the faults of existing lighting 
systems, let us consider how to provide good lighting 
which will eliminate those faults. Our first consideration 
would be the amount of light which is needed in a shoe 
store. In a suburban district a level of 8-foot candles 
would be considered good lighting. At this level a 
sufficient amount of light for comfortable vision is 
assured. In a city district where the surroundings are 
comparatively bright a level of 10 to 20-footcandlescan 
be used. At this level, the attention value of light asserts 
itself—it causes the store to stand out emphatically, 
and light becomes an advertising asset of inestimable 
value. 
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In most stores the merchandise is examined on a 
counter or show-case from 3 to 4 feet from the floor. 
The shoe store differs somewhat in that the floor be- 
comes the point where attention is centered and where 
the light is most needed. On the other hand, the side 
walls containing the stock should also receive sufficient 
light so that labels on the boxes can be accurately read 
with ease. Reflecting equipment is therefore required 
which directs the light predominantly downward and 
considerable light to the sidewalls. The units should be 
such that they do not readily collect dust and are easy 
to clean. Several totally-enclosing glass globes are 
available on the market which fulfill all of these require- 
ments. 


In some cases totally indirect lighting has been very 
successfully used in shoe stores. These lighting systems 
direct the light to the ceiling, from whence it is reflected 
downward. The ceiling thus becomes the apparent light 
source and therefore one row of lighting units will suffice 
where the store is relatively narrow. The light coming 
from the whole ceiling is soft and pleasing and shadows 
are almost entirely eliminated. Difficulty in mainte- 
nance is the only objection to such a system since the 
bowls of the lighting units rapidly collect dust and dirt 
and require more frequent cleaning then other types of 
units. 


The number of lighting units required will, of course, 
depend upon the size of the store. This simple recipe 
will serve for most cases: Space the ‘ghting units 
10 feet apart and mount them 10 feet ah 2 the floor. 
Spaced at this distance, the number oi nits for a 
particular store can be found easily. By equipping these 
units with 200-watt lamps a relatively high level of 
illumination will be obtained. Day light lamps will give 
a color quality of light resembling daylight. When these 
lamps are used, the 300-watt size should be procured. 

There are many shoe stores which have very distinc- 
tive interiors. In such stores the lighting is of utmost 
importance since the effect may be spoiled entirely by 
poor lighting. The illumination should not only be 
decorative but embody the characteristics that make for 
good lighting. Appropriate fixtures can be designed 
especially to harmonize with the architectural features 
and the furnishings of the walls. Portable lamps, wall 
brackets, and torchiers add artistic touches which are 
very pleasing. 


Lights Should Be Cleaned Regularly 


In a previous paragraph, mention was made of lack 
of maintenance as being a possible fault with the light- 
ing system. Since we have been considering the re- 
quirements of a good lighting system it is perhaps well 
to emphasize the importance of regular cleaning 
schedule. Replacing of burned-out or darkened lamps, 
washing of reflectors with soap and water at frequent 
intervals is as much a part of a good lighting system 
as the equipment itself. 

With the essentials of a good lighting system fulfilled, 

(Continued on page 141) 





132 


BOOT AND SHOE RECORDER September 29, 1923 








An all 
profits 








Other 
individ 























A few numbers 
taken from our com- 
plete line of section- 
al interchangeable 
Shoe Store — 
ment. Additional 
information con- 
cerning New Way 
fixtures as applied 
to your individual 
needs sent upon re- 
quest—without any 
obligation. 














Standardized Shoe Store 
we Dipiy Coe, ueje mine —-_ Xuippment Ready to Install 


+ lem New Way line of fixtures for 


———————— to fill 

shoe stores is of the sectional, interchange- 

able type of construction, permitting the install- 

ation of equipment without the use of saw or hammer. 

Being sectional, it can be interchanged, moved or 
added to with uniform results. 


The fact that New Way equipment is of standardized 


AMERICAN aqouty DISPLAY CASE 
‘o. 41 





WRAPPING COUNTER No. 4149-A construction makes it .possible to manufacture this 
S sony ame apenl : : me 

are ae Se oe equipment in large quantities at an extremely low 
itate service to the customer. S ; price—a price which is as low, or lower, than the 
in construction and finish, it will harmonize rte : 

perfectly with other New Way fixtures. average cheap built-in type of equipment which lacks 


the interchangeable feature and is not flexible. 


The New Way system has made it possible for thousands of 
merchants to begin in a small way and add to their original 
installations from time to time until their stores were com- 
pletely New Way equipped. 


Send for Catalog “S” describing our complete line of 
standardized shoe store equipment—free upon request. 


GRAND RAPIDS SHOW CASE CO. 


SHOE BARGAIN TABLE No. 172 ’ . . 
fn attractively gate ote wih capacity - — Largest Designers and Manufacturers of Store ho gaa 
shoes or 100 bones onem’s chews of size to Unit a Grand Rapids, Mich. Revolving Wardrobes 


fit our shelving. Other tables without 
shelves. 


See catalog. Branch Factory, Portland, Oregon Offices in Most Principal Cities 
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Some Items of Interest Seen in the Display 
Equipment Marts 


For a Corner of the Window 


Units of this sort are de- 
signed to accomplish a 
specific purpose. Their 
function is to catch the eye 
of people approaching the 
store and lead the gaze 
toward the merchandise. 

This is a turned wood 
stand with fruit bowl and 
fruit cluster, made by L. 
Baumann & Co., Chicago. 
The stand is in polychrome 
finish, gold predominating, 
with ebony, blue, green 
and red bands. The fruit is 
in autumn shades and high- 
ly bronzed. The leaves are 
of muslin. The height of 
stand and bowl, without 
the fruit, is five feet. 

The stand may be used 
with other fruit, flowers, 
etc., adapted to any season 
or occasion. Also the 
appearance of the stand it- 
self may be considerably 
changed, when desired, by 
refinishing in other colors. 





Distinctive Card Holders 





The show card, carrying your sales message, cannot 
be brought to the notice of the public in too impressive 
a manner. Realizing this, Hugh Lyons & Co., Lansing, 
Mich., have designed some card holders that may well 
be termed “‘de luxe.”’ The one at the left above is of the 
Duncan Phyfe design and is tilted at an angle which 
makes reading easy. The other is of Louis XVI design, 
with side panels that swing to any desired position. 








For the Center of a Back- 
ground 


The unit pictured here 
presents an exceedingly 
rich effect. The plateau at 
the base and the simple 
framework of the panel 
back may easily be made 
right in the store. 

This vase, the flowers, 
embossed velvet drape, tas- 
sel, etc., are products of the 
Adler-Jones Co., Chicago. 

As shown, the panel is 7 
feet, 6 inches high and 30 
inches wide. The plateau 
top is 30 inches square and 
four inches high, with 24% 
inch balls used for feet. The 
vase alone is 36 inches high 
—58 inches with the flowers. 
Four and a half yards of 
embossed plush are used for 
the background. 

This setting is suggestive 
of various others that can 
be worked out, using over 
some or all of the same ma- 
terials. 





Portable Foot Mirrors 


i" f N 


hy 


MALAI 





















This portable foot mirror is light to carry from place 
to place, can be instantly adjusted to any position and 
takes up very little space. The frame and stand are of 
metal. It is one of the line distributed by the Hecht 
Fixture Company, Chicago. 











The optimist sees opportunity afar off, while the 
pessimist is lost in. the fog. 








BOOT AND SHOE RECORDER September 29, 1923 




















A finger presses the stick Can be used anywhere— 
x 
no muss or bother 


Kagle Brand 
Suede Stick 


out of the 


: comes in a tube which has a removable bottom— 

A ictt Gntching pod hands don’t touch it. The wooden cap of the tube 

forms the handle of a felt finishing pad—no 

aoe a chance for soiling fingers here. Milady may carry 

EAGLE BRAND SUEDESTICK in her travel- 

ing bag or suit case with the comforting assur- 

ance that it cannot soil other articles. It takes her 

but a moment to renew the original beauty of 
her suede shoes. 

EAGLE BRAND SUEDE STICK is available in the 


colors you will want—conforming in name and shade 
with the leather put out by most leading tanners. 





The old favorite, Eagle Brand 
Suede Powder, is still a 
rapid seller 








From your Findings Jobber or Direct from 


AMERICAN SHOE POLISH CO. 


Manufacturers of a Dressing for Every Shoe 
1950 S. TROY ST. CHICAGO, U. S. A. 
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How to Tell the Story of October 
in Your Windows 






Suggestions for Featuring the Formal Fall Openings 
and Halloween 


OUR merchandise is calculated in items of 

dollars and cents; therefore up-to-date window 

display methods, decoration and arrangement 
are seeds which turn cold possibilities into warm 
prospects. But the magnetic touch of personality must 
be instilled into the window, and it must be made to 
tell the story of honest goods at right prices. 


The New Fall Season 


Every live-wire merchant, advertising and display 
man is always on the alert for new ideas that will assist 
in working out worth-while displays. 

The Recorder publishes in each issue of the Shoe 
Store Service Section seasonable decorative ideas of 
tested worth. If carried out along the lines suggested, 
window displays of this type will soon become as easy 
for you to install as they are effective in bringing in 
business. 


Plans for October 


It is at this particular time of the year that Formal 
Fall Openings are the order of the day and this means 
going to a little extra trouble in planning out something 








a little bit out of the ordinary so as to present the new 
fall styles in a fitting manner. 

Another important occasion which should be recog- 
nized is Halloween. At this particular time many novel 
decorative schemes may be carried out by using false 
faces, black cats, punpkins cut out in the shape of 
Jack-o’-Lanterns, etc. The color scheme of orange and 
black is the ideal one to adopt in working out your 
Halloween display. The use of green lights in your 
window reflectors will give a very novel and interesting 
lighting effect. 


Some Helpful Decorative Suggestions 


PLATE ONE. In our first illustration we show a very 
attractive background setting specially designed for 
the featuring of the new fall merchandise. 

This setting consists of three wall board panels rein- 
forced on the back with 7-8 strips and painted lavender, 
using cold water paint. 


Cover Panels for a Finish 


Another good way to finish off the panels would be to 
cover them with felt, velvet or outing flannel stretched 
on tightly. 

The three panels are set 
against the back of the win- 
dow. Just in front of them is 
placed the low plateau or plat- 
form, whichis painted the same 
color or treated in the same 
manner as the panels. 














Sa 


“lf 7 The center panel is finished 
r All Jf “4\ && with a spider web effect, 
| worked out in gold tinsel, the 
Al same as used in decorating 
ih Y . Christmas trees. 
' i Ba Small pins are placed in the 
| | I Z| panel and the tinsel is wound 
i at around them so as to form the 
14 i ll’ web as illustrated. 
i if 
Ah Hi} Vs, Gold and Silver Tinsel 
= Gar a If you use gold tinsel to 
~~ | make the web, use silver tinsel 
—— in making the spider. The 
Se 


spider is made by winding 





tinsel around a foundation of 





FLOOR PLAN, l 
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CONSTRUCTION. 





Fig. 1—This effective setting for an opening can be made right at the store. The small diagram 


indicates type of construction. 





cotton. The eyes are made by 
using small black shoe buttons. 
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INFORMATI 


AND SUGGESTI 


are frequently wanted by live m 


The RECORDER may be able to furnish just what you 
want along this line through the Shoe Store Service 


Dept. 


Through this department the service which the Bool and Shoe Recorder renders to its readers en masse is carried 
a step farther—is individualized, in fact. Just send in your questions to the Shoe Store Service Department and 


they will be answered direct. 


Perhaps in your travels you have seen in a store window or interior something in the line of equipment that you 
would like to have, but don’t know where it can be bought. This department has the information or will endeav- 
or to secure it for you. Or it may be that you know you want something and haven’t decided exactly what, in 
which case we will be glad to help you solve the problem. Feel free to write us for information and suggestions. 


There's no charge. 


Equipment— 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, show-cases or equipment, send 


Advertising— 


What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 


us an outline of your requirements. 
We can give you an idea as to the 
cost of what you have in mind, help 
you in selecting or specifying, and put 
you in touch with the makers of the 
wanted equipment. 


. . 
Trimming: 
New thought on this subject is always 
wanted. Bool and Shoe Recorder rep- 
resentatives are always out over the 
country gathering the most recent and 
practical ideas for shoe store windows 
and interior trims for all occasions. 
We will gladly help you in planning 
your trims, in determining the right 
fixtures and materials to use, with a 





Show Cards 


Your show cards are your 
spokesmen in the windows. 
They must tell the story well. 
They should be prepared with 
consummate skill and taste. 
If you seek to make improve- 
ment in this respect, write us 
for information. We can rec- 
ommend two excellent serv- 
ices at $4 and $6 per month. 


Service Department, Chicago. State 
the types of shoes handled, class of 
trade sought, present condition of 
stock, and describe the numbers you 
particularly want to push. Send sam- 
ples of ads. 


Record Systems— 


Your stock record systems—do they 
really give you a complete record 
right up to date—a record that you 
may safely use as a guide in buying and 
merchandising? Your sales record sys- 
tem—does it really tell you all that you 
need to know—all the time? If you're 
looking for some simple and efficient 
forms for these purposes, write the 


view to both attractiveness and 
economy. 





Shoe Store Service Department of the 
Boot and Shoe Recorder. 








Display Fixtures and Decorations— 


Planning effective trims is one thing, and having the various 
things necessary to carrying out your plans is another. This 
department keeps a record of what is being made by the vari- 
ous manufacturers of display fixtures, window backs, deco- 
ratives, etc., and will cheerfully supply any desired informa- 


tion along that line. 


Window and Interior Lighting— 


The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting requirements 
ate different from those of dry goods, clothing and other 
merchandise which is set higher up in the window. Likewise 
in the shoe interior, there is need of more light and more 
even radiation on the floor. In applying the correct principles 
for your lighting we can help. 


Shoe Store Service Department, Boot and Shoe Recorder, 189W.MadisonSt., Chicago 
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What Do You 
Want to Buy? 


Check items in which you 
are interested and manu- 
facturers’ catalogs will be 
sent you. 


OShow Cards OStock Boxes 

OStock Record Systems OShoe Carton Labels 
OSales Record Systems oOMetal Ceilings 

OStore Arrangement OValances 

oOStore Front Construction OWaste Paper Balers 
oCounters OOffice Appliances 
oSheélving OSales Check Books 

OShow Cases OStore Interior Decorations 
OShow Window Background (Window Lighting 

OShow Window Decorations Interior Lighting 

OStore Seating OElectric Signs 

oPrice Tickets ay | Machines 

oCash Registers OPlay-Room Equipment 
oCash Carriers OHosiery Cases & Fixtures 
OStore Fixtures OX-Ray Machines 
oOWindow Display Fixtures OFoot Measuring Devices 
OGlass Display Fixtures ORepair Equipment 
oMetal Display Fixtures oODuplicators 

oStore Ledles oArch Supports, Metal 
OHosiery oArch Supports, Non-Metal 
OSouvenirs and Premiums 


Remarks 

















Name 





Addre 8s 





City and State 





Cut out and Mail to 


Shoe Store Service Department, Boot and Shoe 
Recorder, 189 W. Madison Street, Chicago 
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The Query Column 


Replies to Some Questions Asked of the 


Shoe Store Service Department 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 
Gentlemen— 
What types of playroom equipment are most suitable 
for shoe stores and where are they made? 
NEWMAN-FRIERSON-MCEVER CO., 
Gainesville, Georgia 
A NSWER—Slides, merry-go-rounds and horses that 
gallop are very popular with the kiddies and have proved 


well adapted to the space requirements of shoe stores. 
These are made by W. S. Tothill, Chicago. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 
Gentlemen— 

I contemplate opening a shoe store in this city at an 
early date. Please put us in touch with the leading store 
seating houses. 

R. CALVIN McNAB, 
Tampa, Florida 

A NSWER—Interlocking chairs, American Seating 
Co., Chicago; individual chairs, Milwaukee Chair Co., 
Chicago. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 
Gentlemen— 

Am equipping a new store in a new building. Do 
manufacturers of interior lighting equipment assist in 
drawing plans for illumination that is efficient and at 
the same time economical of current? 

JOHN GUTHRIE, 
Grove City, Penna. 

A NSWER—The Ivanhoe-Regent Works, of the Gen- 
eral Electric Works, Cleveland, maintain a department 
for just this purpose. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 
Gentlemen— 

Please direct us to a box firm which pays particular 
attention to stock boxes for shoe stores. 

HALL & EDWARDS, 
Eldora, lowa 

A NSWER—The National Paper Box Company, 
South Bend, Indiana, have made a careful study of shoe 
store requirements, especially with regard to colors, so that 
the stock boxes will harmonize well with the general color 
scheme of the interior. 
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Nufelt 
Cushion 


Insoles 


Are Being Successfully Used by 
Wise Merchants to Fit Shoes 
Better and Ease Painful Feet 


Made from Australian Merino Wool, these 
insoles will neither heat nor burn, nor will 
they become spongy or form lumps under the 
foot. 


They are almost impervious to perspiration 
and are not filled with tannic acid, like leather, 
to heat and irritate the skin. If damp, they 
can be takerf out and dried at night. 

They form a velvet-like cushion under the foot 
and make walking a delight by restoring the 
springy elasticity of youth. Used with our 
Cushion Arch Mold, as shown below, they 
form a splendid shoe fitter for the low arch 
foot. 


Nos. 1, 2, 3 and 4, on the illustration at the 
left, show how these insoles may be cut out to 
relieve a callous, sore spot or bunion. No. 5 
shows how a felt wedge may be cemented to 
either side to balance or force the foot to the 
opposite side of shoe, thus steadying a weak 
ankle. 








(Shape of Insole) 








The Nufelt Cushion Insole (Letter A), cemented to Cushion 
Arch Shoe Fitter (Letter B). A combination ideal to walk 
on in any shoe where the instep is low, or shoe sufficiently 
large for snug lacing. 


Write for Samples and Full 


Particulars 


Berrick Bldg., 86 Ellicott Street 
BUFFALO, N. Y. 
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Fig. 2—A halloween eye-catcher. The circular cul-outs and lattice work are 
easy for ‘‘home talent.”’ If the owl and pumpkin cut-out proves not so easy, it 


can be delegated to a sign shop. 


Small wires are shoved into the body to form the 
legs and feelers. The side panels are finished off by 
using a flat wall board cut out in the shape of a vase. 
The vase is painted black and decorated in gold or 
silver tinsel by stretching strands of the tinsel around 
the face of the vase. Light lattice strips painted gold 
are tacked on the back of the vase and small flowers 
and foliage arranged on them as shown. 

The floor of the window should be covered with 
plain cream-colored outing flannel or felt stretched on 
tightly. 

PLATE TWO. We illustrate a very simple but 
effective window suggestion for a Halloween display. 
No construction work is necessary in working out this 
window as the only decorative treatment is applied 
directly to the panels of the window back. 

The panels of the window are filled in by using 
orange color card board or glazed paper. Light lattice 
strips painted black are then placed in the center of the 
panel as illustrated. Take black cardboard, cut it out 
in circular effect and place on the lattice in the center 
of each panel as is shown. 


Make Use of the Pumpkin 


A separate cut-out is made of the wise old 
owl perched on a pumpkin. Holes are cut in 
the pumpkin to make the face. This is then 
placed on the face of the black circular cut 
out, and makes a very striking effect. Flowers 
and foliage are arranged at the base of the 
circle as shown. 

The valance effect is obtained by using black 
cambric finished off with a gold fringe. Upon 
the face of the valance is placed the pumpkin 
cut out made from orange color card board. 
The addition of the valance to the window will 
greatly enhance the striking effect. 
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Setting for Fall Goods 


PLATE THREE makes an ideal setting for 
featuring the new fall shoe styles. This setting 
consists of a piece of wall board cut out in 

_ circular effect and painted a cream color, using 
cold water paint. This circular panel is flanked 
on each side by two panels treated in the same 
manner. 

The dark shaded part of the panels is painted 
black, then spattered with copper color bronze. 
The spatter effect is obtained by dipping an 
old tooth brush in bronze and then drawing a 
small stick over the bristles which throws the 
bronze on in spatter effect. Light lattice 
strips painted a copper bronze color are placed 
on the side panels as shown. 

Just in front of the center panel is placed 
the little flower box, which is painted black 
and spattered in copper bronze. From the box 
is arranged the copper bronze lattice made 

from light strips as is shown. The arrangement of the 

flowers, which should be in metallic effects, is clearly 
illustrated. 

PLATE FOUR. We illustrate a new idea in a small 
unit which will work out very nicely for a_ small 
window. 

This unit is made by nailing two-inch pieces painted 
royal blue and decorated in gold to a base consisting of 
an eight-inch board and six-inch board as shown in the 
illustration showing construction. 

Wall board, cut out in the shape shown and painted 
royal blue decorated in gold, is then nailed on the front 
at the base. Another plain piece is nailed on the back 
and this forms a box in which to place flowers and 
foliage. 

The upright posts are connected with the wall 
board medallion and lattice strips as shown. The square 
medallion is painted royal blue. The lattice is finished 
in gold bronze. Upon the face of the square medallion is 
nailed half a wooden chopping bowl painted the same 
color as the lattice. This bowl is filled with artificial 
fruit as is shown. Flowers and foliage may be used in 
the bowl to just as good advantage as the fruit. 

(See Fig. 4 on page 141) 














The floor is finished with orange color felt or 
outing flannel laid on smoothly. 





Fig. 3—Another striking’autumn trim. The wallboard center piece is easy to 


trace and to cut out with a keyhole saw. The rest is simple. 
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For speedy, positive action-- 


the new 





HOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 

scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 


Repco Shoe 
Stretcher 












Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Trade Relations Meeting 


New York, Sept. 24—Tentative plans for the estab- 
lishment of a clearing house in mercantile lines, to end, 
so far as possible, unfair practices on the part of either 
buyers or sellers, were laid at a meeting attended by 40 
manufacturing, wholesale and retail trade association 
representatives in the Great Hall of the Chamber of 
Commerce of the State of New York on September 19. 
A. Lincoln Filene, of Boston, who presided at the meet- 
ing which was called by the National Retail Dry Goods 
Association, was unanimously selected to continue the 
work. The meeting was a direct result of a similar con- 
clave held about a 
year ago under Mr. 
Filene’s chairman- 
ship. 

W9Action taken at 
the meeting looking 
toward the establish- 
ment of a_ clearing 
house to which all 
cases of unfair prac- 
tices by manufactur- 
ers, wholesale or re- 
tail merchants, is to 
be referred for adju- 
dication. The trade 
association represen- 
tatives present 
agreed to report their 
action to their vari- 
ous organizations for 
approval. Those as- 
sociations that ac- 
cept are expected to 
appoint a single de- 
legate to serve on a 
committee which will 
definitely plan the 
clearing house and FRONT VIEW. 
put it in operation. — so « 
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Good Interior Lighting as a Merchan- 
dising Aid in Shoe Stores 
(Continued from page 131) 


the shoe dealer can feel that he has an added merchan- 
dising aid to help him increase his business. An expres- 
sion from one who has learned this through actual 
experience is the best evidence of its value. Mr. A. A. 
Schultz of Bootery, 9 West 42nd St., New York City, 
says: 

“We have always been boosters for good light- 
ing but never as enthusiastic as we’ve been since we 
had our lighting 
brought up to the 
present level. We 
have seventeen 200- 
watt units in our 
store and we keep 
them going from the 
time we open up in 
the morning until we 
close at 6:30 P.M. 

“Since we had the 
new lighting put in, 
our business has 
6t6* jumped 25%, and 
when the buying sea- 
son really starts I 
believe it will double 
our former volume. 
Every day we see new 
faces here—and when 
you add new trade 
to our steady repeat 
business, you can see 
what lightingisdoing 
in this store. Light- 
ing, inside the store 
and outside of it, is 
one of the best ad- 
vertisements and 

















SIDE VIEW. 
> <— 8” <—> 








This committee is 
to be called together 
in the third week 
in December to draft the general plans and devise 
ways and means of financing the project and to deter- 
mine the method of representation for each association. 


Shoe Industry Represented 


Among the shoe men present at the meeting were the 
following: 

John Slater, president of the National Shoe Re- 
tailers Association; Harold Slater, representing the 
National Association; John R. Laycock and Jacques 
Hirsch of the Retail Shoe Dealers Association of New 
York City; W. F. Wright, vice-president of the Na- 
tional Boot and Shoe Manufacturers Association, and 
D. R. Abbes, National Shoe Retailers Association. 


- 


Fig. 4—A neat small unit. An ordinary wooden chopping bowl, cut in half, is business builders 
|used to hold the fruit on the diamond-shaped panel. 


we've ever had.” 


Increase in Shoe Exports 


Arthur B. Butman, chief of the shoe and leather man- 
ufacturers’ division, bureau of foreign and domestic 
commerce, states that the United States exported 
5,024,313 pairs of leather boots and shoes during the 
first eight months of 1923, which was an increase of 47 
per cent over the quantity exported the corresponding 
period of 1922. The encouraging increase of foreign de- 
mand for American manufactured leathe: boots. and 
shoes applied to all classes, men’s, women’s and chil- 
dren’s, as shown by the following export statistics for 
the eight-month periods of 1922 and 1923: men’s, 1,- 
149,179 and 2,131,241 pairs; women’s, 1,473,195 and 
1,550,731 pairs; children’s, 795,492 and 1,342,341 pairs. 
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CHRISTMAS 
DECORATIONS 


are now being shown 
for your approval 
by our representa- 
tives. 


This consists of a 
versatile array of 
original floral de- 
signs, also ideas in 
decorated wood and 
composition. 


A wide range from 
which to make selec- 
tion. 


Be sure and see this 
display. 


Send for Christmas Catalog 
B-23 


LPaumannelo 


357-359 W. Chicago Ave., CHICAGO 


Headquarters for Display Ideas and Service 
Manufacturers and Importers of Flowers and Floral Decorations 














Send for this interesting little 
book— it’s FREE. 


It tells you how you can add 
attractiveness and selling power 
to your displays. 


Upon request, this book and a 
few Show Cards from recent is- 
sues of the Standard Service will 
be mailed FREE—and without 
obligation. 


Hundreds of Shoe Merchants 
from coast to coast are using 
Standard Service, year after 
year. You, too, can get the good 
out of this monthly Service that 
the leading copy writers and 
Show Card artists of the country 
have put into it. Send for your 
book today! 


Kindly send me a few samples and your interesting booklet. No 
charges. No obligations. 
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“Pittsburgh” 
Reflectors 


make your store a bright spot that 
catches the eye of people who now 
hurry by without a glance. 


Thousands of merchants, among them many of the 
leading stores of the world, are flooding their show 
windows with light from “Pittsburgh” Reflectors 
and are thereby getting more trade. 


“Pittsburgh” Reflectors were developed by men who 
have specialized for years in show window lighting. 
They have naturally accumulated a fund of informa- 
tion that will prove helpful to any merchant who 
wishes to make his show window displays attract 
attention, hold interest and draw more trade. 
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This experience and information is at your service 
without any obligation on your part. 


Make us a rough sketch of the floor plan of the 
window to be lighted: marking on it the length of 
the glass, the distance from glass to background, 
from floor to ceiling, from floor to transom bar 
(if any) and height of background. State whether 
you trim high or low and we will be glad to offer 
suggestions as to the most effective lighting and 
give an estimate of its cost. 


Pittsburgh Reflector 
and Illuminating Company 


407 Bowman Building, Pittsburgh, Pa. 


Chicago: 565 West Washington St. : ; 5 Ss 
New York: 1452 Broadway .  ——. 
Philadelphia: 235 South Eighth St. 3 Sane CC 
San Francisco: 90 New Montgomery St. ) CO. 
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Write for our new catalogue showing com- 
plete lines of display equipment. 
J. R. PALMENBERG’S SONS, INC. 
Established 1852 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston St. 122 W. Baltimore St. 











THE LATEST CREATION 
OF THE SEASON 


NO. 1510 





This Number Especially Is for Strap and 
Front Goring. 


We Have Many Other Numbers in Beaded 
and All Combinations .of Leathers for Side, 
Strap and Front Gorings. 


Sample Pairs Sent on Request. 


We Do Not Issue Any Catalogues 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave., Brooklyn, N. Y. 





THE _ 


DM-FU 


-—TRADE MARK — 





FOOT RELIEF! 


ARCH SUPPORTS PRICED TO ALLOW 
A PROFIT OF PRACTICALLY 100%— 
EACH GUARANTEED PERFECT 











per doz. pairs 


Retail 
$2.50 per pair 


WALK-RITE 


Wholesale $15.00 
per doz. pairs 
Retail 
$2.50 per pair 
rhe patterns illustrated above are but two of fourteen models, each 
ments. With a complete assortment, you can meet all of your customers 

approval. 
Send for booklet describing our full line of Arch Supports 
MANUFACTURED BY 


Kom-Fut Arch Support Co., Inc. 
107 Duane St., New York 
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HERCULES 


Wholesale, $16.00 


scientifically designed for its particular purpose in relieving foot ail- 


| 
requirements, end assure complete satisfaction. Samples sent on 


SS Ss SS SS 





Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 





‘“*RADCLIFFE”’ Narrow, Flat, Tub, Mercerized 
‘““YALE,”’ Round, Mercerized 
“DUDLEY” and “C,”’ Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER Co. 
Boston, Mass. Chicago, III. 





Dealer Influence is securéd thru advertising in the Boot and Shoe Recorder. 





September 29, 1923 








September 29, 1923 





BOOT ANDS HOE RECORDER 





Repco Makes Shoes Look New 


R= is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling ak 
or clothes. 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firml 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana Gian. ; 


For Sale by Shoe Finding Jobbers 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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g YOUR WINDOW IS YOUR STAR SALESMAN 


It’s up to you to display your Shoes and 
Hosiery to best advantage. Use this 


charming new Florentine design, Com- 
bination Stand and you will have elas- 
ticity plus serviceability. Get our new 
Catalog now! 


», THE ONLI-WA FIXTURE CO. 


%, 401 Beckel Bidg. Dept. B. S. Dayton, O. Quality and Originality y 
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No. 32769/11 Areca Plant, 
natural prepared, 36 inches 
high with 11 leaves and pot, 
complete $3.50; perdoz. $35. 


Our FALL CATALOG No. 32 
with illustrations in colors of 
Artificial Fiowers, Plants, 
Vines, Trees, etc., mailed 
FREE FOR THE ASKING. 


FRANK NETSCHERT Inc. 
61 Barclay St. New York, N.Y. 














— 


“ON THE SI DE WALK 


BELIEVE IT OR NOT 


A well displayed window flags the eye. 
People will walk into the store ready to buy 
because of having seen this or that in the 
window which they want. Our 


SEE SHOW WINDOW 
DISPLAY FIXTURES 


For SHOE STORE Windows 


DO YOU KNOW? 


Cinderella Suede Sticks are 
made in over 40 shades— 
ground of solid colors, they 
will thoroughly clean and re- 
color nappy leathers. This 
outen contains handy buffer and Suede 
brush that make it easy to use. 


THEN 


—_ that Cinderella Silver Slip pper Cleaner is 
leasing more people each year 0 its leadership 
use it does what it claims to do—thoroughly 
clean and replate tarnished and worn silver 
cloth slippers. 
Why not use these Cinderella 




















Will make window dressing a fascinating 
task, and enable you to produce effects of 
the kind you have always wanted. Snappy 
window displays, with frequent changes, 
will result in huge increase in sales. 





re wp Saseptionsl Sets of — 

















WINDOW DISPLAY ¢ 4 Good Will Builders to increase 
FIXTURES -cn.coocmexs your customers’ satisfaction? 
RANGING IN PRICE FROM” 

Th S fo lusi Sh Wind 
Trims, Very complete with Stands, Pedes- Produced by 
ee EVERETT & BARRON CO. 
__ FREE, Write for attractive photos. Providence, R. I. 
Makers of highest quality 
Tue Oscar Ou Co. footwear finishes 
1143 West 4th St. a a ee 
Cincinnati. Obie For Profit Deal, Fill Out 
Thru your Jobber or Direct Send Coupon 
GOMMED -o ccd ccccccsecccodeccécacscéoocts 
BREE ccncccescece Coescesevessecses 
B 
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You're going to need 


SUEDE NAP BRUSHES 








This season will break all records on suede foot- 
wear. Every woman who buys a pair of suede 
shoes at your store is a logical prospect for a SUEDE 
NAP BRUSH. 

Why not pick up the extra profit and at the same 
time gain the customer's good will by helping her 
keep her suede shoes smart and trim? 

SUEDE NAP is substantially constructed, easy to 
manipulate and highly effective in cleaning and 
restoring suede leather. 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us. 











EMIL RUBLACK 
Maker of Artistic 
PRICE AND SALE 
TICKETS 


Shoe trade my 
Specialty 
Samples mailed free 
on request. 
Kindly state if a large or 
small ticket or a special 

color is wanted. 
Established 1903 


140-142 West Broadway 
New York, N. Y. 





(7-9 of exact size) 
$3.00 per 100 
Like Sample 














BLOODED-STOCK 


{f you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 


_It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 
pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 
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ATTRACTIVE DISPLAYS 
CREATE SALES— 


This handsome William and 
Mary Period Table Shoe Dis- 
player especially well adapted 
for center display in your 
window. 


The four slabs each 244” x 8” can 
be set at any angle. The table 10’’ x 
14”. and 6” from floor can be 
furnished with single or double shoe 
stands, same design. Made in any 
wood finish. 


PRICE $11.10 


| Any metal fixture bearing the 
rankel imprint, whether in use 
one month cr twenty years, will be 
replaced gratis, if not up to the 
standard of value received. 


RANKEL 
11446 BROADWAY at 27th ST. 
NEW YORK 





Established 1888 








Sommer’s Adjustable 
Shoe Tree 










P HERE 
TO ADJUST 









The Adjustment Is Easy, Positive and Stays Put 







The expansion of the fore- 
part is automatic. 


Four sizes to c. to fit 
——_ 














Men who know 
have designated 
it the best shoe 
tree ever pre 
sented. 


















A good seller—it need only be displayed and it is a tree 
with a name back of it. Ask your jobber or write us. 


- J. L. Sommer Mfg. Co. 


SHOE HORNS, BUTTON HOOKS, SLIPPER TREES 
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THE “ESTELLE” PATTERN PLEASES os Pine tes 4 
WE SPECIALIZE ON NOVELTY STYLES 
OF GENUINE HAND TURNED SHOES 
THE “ESTELLE” IN YOUR STORE WILL HELP SALES 
IN STOCK AS FOLLOWS: 
B—810 All Gun Metal 14-8 Spanish heel...... . . .$4.75 
B—820 Patent with Gun Metal trim, 14- 8 Spanish heel . arre 4.75 
B—830 Black Satin, Black Suede trim, 14-8 Spanish heel . . 4.75 
Genuine Hand Turns 
A 4 to 8, B3% to 8, C3 to 8. 
Terms 5 per cent 10 days 
Stock No. 815 Patent Sandal with Gun Metal trim. Carries 


NEW SANDAL PATTERN 
IN STOCK 


8-8 covered military heel....................... Price, $4.85 


COLLINS &STAPLES 


HAVERHILL, MASS. 








W. Minor & Son. Inc. 


———— 
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QUALITY-- 
The Highest 


VALUE-.- 


The Greatest 


| Re ja 


Our steady increase 
Stock No. 143 — Welt — Price $5.50 in sales proves that 
Last No. 40 Widths AA to C 
Be Convinced 


Heel 14-8 Wood Covered Heel 1314-8 Full Breasted Spanish 


Alice’ All Black Suede Calfskin Light Welt, 
Cutout Terms: 3% 10 Light ae 5,4 Suede Calfskin trimmed 


el Kid—Cutout 
Net 30 days - 


My 


Stock No. 484 — Turn — Price, 36.00 
Last No. 91 Widths AA to C 
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MARSHALL 



































MAR Maintained 


Trade Mark Registere | 

















From the first pair produced the quality of 
The Marshall Shoe has been maintained. 


The Marshall Shoe is the aristocrat of 
Brockton shoemaking. 


Every operation in producing The Marshall 
Shoe shows care. 





The Marshall Shoe runs so uniformly good 
the dealer’s customers are kept sold. 


C. S. MARSHALL COMPANY 


BROCKTON, MASS. 














MARSHALL 
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LAST 

If New York says ; 
“‘T?’s the latest style’ 7} 
we've got it! 





“The Kong” “The Chow” 


ALLEN, GOLLER SHOE CO. 
60 K. Street, South Boston, Mass. 
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THE YALE 


Carried in London 
smoke color, im- 
ported Scotch grain 
or specially treated 
Norwegian Calf, with 
selected overweight 
oak soles. 


No. 39 in Tan 
No. 113 in Black 

















NCH.SHRINER & URNER 


MENS SHOES 


(he YALE 


The Yale, with its swagger 
smartness and rugged dur- 
ability is ideal for street, 
sports or general wear. Its 
all round ability to with- 
stand even the most severe 
abuse makes the Yale one 
ofour most popular models. 


Immediate Deliveries 


from Stock 


FRENCH, SHRINER & URNER 


Factory and Salesrooms; 


63 Melcher Street 








Se uperiority fRuilt in(EE=& 





Boston, Massachusetts 














ON) Not Rubbed On 
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NOVELTIES 


That Appeal to the Popular Demand 
in Price and Style 


We present here four of the many novelty styles we are making this 
season. The line is snappy but made with the careful attention to 
every detail of workmanship that has characterized the Johnson 


Bros. line for many years. 





No. 703—Patent Cross Strap, Half Louis No. 730—Bamboo Buck One Strap, 
Heel. 129 Last Russia Calf trim, 8-8 Heel, 127 Last. 





No. 731—Black Satin One Strap, Spanish No. 786 -Van Ruba_Russia Oxford, Log 
| ouis Heel, 125 Last. Cabin Buck slashed”top, 8-8 Heel, 127 


JOHNSON BROS.SHOE MFG.CO. 
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NEW YORK 


Little Change in Shoe Trade 


Preference for Black Reported Growing in the High Grade 
Retail Stores 


HE retail shoe situation shows but 

little change. Consumers are showing 
more of an apathy toward new shoes than 
the shoe merchants in general believe 
should be the case. Some of them profess 
to see a swing toward the cheaper lines of 
footwear, and it is a fact that the medium 
and lower-priced stores have been getting 
a greater volume of business proportion- 
ately so far this fall than have the estab- 
lishments that go in for the higher-priced 
merchandise. 

Fall styles cover a fairly wide range 
and demand has not yet settled on any 
one particular type and merchants do not 
expect any one particular style to lead in 
selling during the next few months at 
least. The light airy effects in strapped 
models are still good and goring shoes are 
being sold in fair quantities. The shift 
toward black is growing still stronger, 
particularly in the high-grade shops. The 
pump effect with collar or other decora- 
tions is growing in demand and there has 
been some call for velvet shoes in this 
type. 

In the higher-grade shops, neat colonial 
effects with buckles are finding a fairly 
ready sale. 


First Meeting of Retail 
Association 


Forty members of the Retail Shoe 
Dealers’ Association of New York as- 
sembled for the first of the season’s 
monthly meetings of the local organization 
on September 14 at the Café Boulevard, 
Hotel Continental, and listened to three 
inspiring addresses. T woof them were made 
by national association officers, John 
Slater, president of the National, and Field 
Secretary Sam Davis. The other address 
was made by J. H. Kenner of the Better 
Business Bureau of New York City. Mr. 
Kenner explained the workings of the 
better business bureau in New York and 
other cities and told of the proposed or- 
ganization of a merchandise division of the 
bureau and invited the shoe men to join 
in the latter. This plea was backed by 
President Percy E. Hart of the local 
organization, who stated the co-operation 
in the formation of such a merchandise 
division will be the subject of later meet- 
ings of the association. 


Advocates Co-operative Spirit 


In his address Mr. Slater told the local 
retail merchants of the wonderful co-opera- 
tive spirit shown by the Western retail 
merchants whom he met on his recent trip 
to the Pacific Coast. 

“Fifteen or twenty retail merchants out 


West,”’ he asserted, “‘can get up five times 
more enthusiasm than 50 men in the East. 
Now, that is not derogatory to us at all— 
it only shows the wonderful spirit that 
they have out there. I think you will all 
be very much gratified when you realize 
the marvelous reception that they gave 
me, but, of course, I am the chairman of 








Pressmen’s Strike Slows 
Retail Business 


Retail shoe merchants, with mer- 
chants in other lines of business, 
suffered fairly heavily through the 
strike of newspaper web pressmen 
during the week ending September 
22. For several days all the leading 
dailies issued only eight-page com- 
bination papers which excluded dis- 
play advertising. The loss to the 
department stores was extremely 
heavy, it was reported. While the 
mid-town shoe merchants suffered 
considerably, their volume was not 
cut down by the lack of advertising 
to the extent that some of the stores 
in other lines felt. 

The old-time stores, with well- 
established reputations, and which 
built up a considerable following 
through years of trading and institu- 
tional advertising, managed to 
maintain a fair volume of business. 
Stores that sell on the price basis, 
felt the lack of their usual advertis- 
ing more keenly. A few of the mere 
chants did more than their usual 
direct-by-mail advertising as a re- 
sult of the strike, but this form was 
not increased to any great extent in 
shoe circles. Several of the Brooklyn 
department stores, and Wanamak- 
er’s, Hearns’, and Bloomingdales’ 
among the New York department 
stores, resorted to the mails. and 
sent out hundreds of thousands of 
circulais to their customers. 











the National Association and the reason 
they were so cordial was no doubt because 
of my occupying that position, but it was 
very gratifying to think that one of your 
New Yorkers was so well received out in 
San Francisco, up in Oregon and Wash- 
ington. 

“At their eetings meach and every one 
of them. always endeavor to lend them- 
selves to that meeting and put some 
punch into it. They don’t just sit in and 
not take any active part. They get up and 
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Where to Buy 


Women’s Shoes 














BLEECKER STYLES 


Ar- the last word in footwear 
for stylish women 


Body fo 
















Phillips Shoe Co. Inc. 
Makers of 


Women’s Turn 
Slippers 


276 RIVER STREET 
Ha 


|, Mass. 


Boston Office 
207 Essex Street 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 


















E. A. & M. C. Witherell Co. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, Mass 


Boston Office 
Rice Bidg. Reem 406 














J.W.BARNARD & SON 
Andover - - + Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 























Where to Buy 


Miscellaneous 
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NEVERSLIPS 


Positively 
ng at heel, Black teen 
Mt te § .75 dos. pair. 


The H L. HYM MES CO. 
52W. 15th St. » New York City 











Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
‘Recorder’ readers, free for the 
asking, with authentic informa- 
tion on current problems. 
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Where to Buy 


Men’s Shoes 























aq 
BOSTONMNS 


Commonweaurn Suoe & Learner Co. 


WHITMAN, MASS. 














One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 
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| NETTLETON 
Shoes of Worth 


A. E. NETTLETON | co. 


Syracuse, N. Y., 
MEN’S FINE SHOES ree 

















Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 











‘TROMrson BROS . SHOE 


FINE SMOEMAKERS 
BROCKTON 
MASS. 


Visa 
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they argue; if they have an idea in their 
minds they bring it out. Now that is 
wonderful constructive work. We do not 
get sufficient of that into our meetings, 
which is unfortunate. Many men sit at 
our monthly meetings and they don’t 
bring out what they have in the back of 
their heads. Out there that spirit is very 
dominant. They had over four hundred 
members at one meeting. Now just think 
the wonderful distances those men came. 
Some of them traveled over three hundred 
miles to attend that meeting! Now if we 
only have a little more of that spirit how 
it would help us!” 

Mr. Kenner sketched briefly some of 
the accomplishments in the shoe trade by 
better business bureaus in other cities. 


Davis Talks About Stocks 


Field Secretary Davis of the National 
Association gave one of hisstirring “punch 
talks,”’ in which he urged the merchants to 
engage in greater study of their business, 
their store personnel, and their buying. In 
concluding his address, he said: 

“We ought to know more about our 
stock. We ought to be better stockkeepers 
instead of better storekeepers. And there 
are too many of us that are merely store- 
keepers. ... We should analyze conditions, 
analyze our stock, analyze our sales 
people. If we can analyze the average sale 
made in our sales this month and compare 
it with the average selling price of the 
shoes we carry, we can perhaps find out 
whether we are turning over a certain 
stock as often as we think we are. Are you 
making money on a certain line of shoes 
and losing it on another? Let us do some 
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thinking, let us analyze our stock, let us 
analyze our buying. And remember, it is 
not only the shoes you sell, it is the man 
behind them. It is not the sales alone, it is 
the friends you make. We can all do busi- 
ness, but we cannot all build business. . . .”’ 

The next monthly luncheon meeting of 
the association will be held at the same 
place on October 9. 


Sheppard & Meyers, Inc. 
Leases Store 


Sheppard & Meyers, Inc., Hanover, Pa., 
operating a chain of shoe stores under the 
name of the Hanover Shoe, have leased for 
a number of years the corner store in the 
old Grand Hotel, Broadway and Thirty- 
First Street. The lease involves an aggre- 
gate rental of more than $125,000. The 
company already maintains several stores 
in New York City as well as throughout 
the country. 


Wholesale Men Meet 


The twenty-fifth annual meeting of the 
Middle States Shoe Wholesalers’ Associa- 
tion will be held at Hotel Astor, New York, 
on October 16. The meeting will open at 
10 A. M. 

The program committee consisting of 
Daniel T. Merritt, Edwin C. Thayer, and 
Albert H. Boyd have been appointed by 
President Frank Mayo to arrange a pro- 
gram for the meeting. The committee is 
very anxious that the subjects for dis- 
cussion shall be of immediate interest to 
the members and request every member to 
send in suggestions of subjects to be 
discussed. 





BOSTON 


; Retail Buying Unsteady 


Periods of Erratic Weather Retard Business on Fall Footwear 
in Shoe Stores 


URING the week ending September 

22 buying in the retail shoe stores 
was good at intervals, but with the close 
of the week there was still absent a steady 
characteristic to the business. Merchants 
reported business was good some of the 
days of the week, but stressed the fact 
that other days were not so good and 
that a fluctuating complexion marked the 
buying. 

The unsteadiness of the buying, particu- 
larly on the part of women, is attributed to 
the varying weather which prevailed dur- 
ing the week ending September 22. 
The week commenced with cool, bracing 
weather, giving promise of influencing 
buying of fall models in shoes, but the 
middle and latter part of the week was 
warm and not conducive to buying of fall 
merchandise. 

“They're not quite ready to buy yet,” 


said* one salesman. “Women are more 
interested at present in window shopping 
in order to be prepared to have in mind 
what they want when more seasonable 
weather approaches.” 


Welt Oxfords Selling 


However, an indication that is sugges- 
tive that fal! is near at hand is reported in 
several stores. Welt oxfords are being sold 
in much better volume than previously. 
There is a better tone to the men’s trade. 
Oxfords in heavy grain leathers in tan 
shades are selling freely. Men are taking 
well to the soft toe idea. 

There is no change in the women's 
styles. Strap and gore numbers in dark 


suede leathers are popular and black pat-. 


ent and satin are reported as good. One 
merchant during the week enjoyed an un- 
usually heavy call on black suede pumps. 
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He sold three patterns, including a Colon- 
ial, a gore number with the goring con- 
cealed in front, and a snug-fitting pump 
with black kid trimmings. 

A glance at smartly-dressed women 
passing along Tremont and Boylston 
streets during mid-afternoon bears out the 
assertions of many of the merchants who 
attribute unsteady buying to the fact that 
warm weather serves to retard buying of 
fall footwear. All types of shoes, including 
patent leather sandals with the low heel, 
light-colored strap patterns, stressing ex- 
tremeness in cut-outs, and the more con- 
servative of the new fall patterns in more 
subdued tones, were worn. 

A tan calf lace oxford with a crepe rub- 
ber sole was reported as selling very well at 
one of the leading stores. The popularity 
of this particular number measured far 
above expectations of the salesmen. 


Boot and Shoe Club Plans 


A meeting of the executive committee 
of the Boston Boot and Shoe Club was 
held at headquarters, 166 Essex street, 
for the purpose of discussing plans for the 
club’s 1923-24 season. Members present 
were President John A. Gardner, Francis 
S. Cobb, James T. F. McGarry, O. H. 
Casavant, Howard M. Dyer, George W. 
Wright and Thomas F. Anderson, secre- 
tary. 

It was the general feeling that last sea- 
son’s series of meetings had been satis- 
factory to the membership, and that it 
would be well to adhere to the general 
policy of recent seasons with respect to 
after-dinner programs. It was the consen- 
sus of opinion that “Trade Nights,” in- 
cluding the recent innovation of round- 
table discussions which apparently have 
met with the approval of the members, be 
emphasized this year. 

Accordingly, it was voted to have the 
opening meeting in October devoted to a 
consideration of some of the more pressing 
problems of the shoe and leather indus- 
tries. 

The Annual Ladies’ Night will be in 
December. 

The president, secretary and treasurer 
were appointed a committee to have 
charge of the dinner programs. The din- 
ners will be held at the Copley Plaza Hotel. 
Several applications for membership were 
received. 


Storer Presents Shoe Style 
Show 


H. H. Storer, proprietor of a family 
shoe store in Roslindale, Mass., a few 
miles from Boston, staged his second 
annual shoe style show on Wednesday, 
September 19. The event was well con- 
ducted and many improvements over the 
first show were noted. 








Six models, wearing the latest creations 
in footwear, walked down a 24-foot run- 
way, while a four-piece orchestra played 
appropriate music. Frank Connor, mana- 
ger of the store, described the shoes worn 
by the respective models, giving price, 
materials and named the occasion when 
they should be worn. While the explana- 
tion was going on, a spotlight concentrated 
on the feet of the model allowing a splendid 
view to the audience. 

The latest in styles for little tots, grow- 
ing girls and boys were shown. Two pro- 
fessional models displayed women’s styles. 
Manager Connor was the man’s model. 
Dorothy Killen wore growing girls’ shoes 
and Mr. Storer’s son showed boys’ styles. 
Among lines shown were from the John F. 
Travers Shoe Company, Joseph Friesson, 
Thomson-Crooker Shoe Company, G. H. 
Bass Company, Thomas D. Gottshall 
Shoe Company, The Converse Shoe Com- 
pany and the B. F. Goodrich Company. 
,, In women’s styles, low heels predomi- 
nated. Rubber toplifts were noted in some 
numbers. 

James Moorhead, Jr., retail shoe man of 
Quincy, Joe Capen of the B. F. Goodrich 
Rubber Company, Harry W. Hunter of 
Geo. H. Bass Company, John Travers of 
the John F. Travers Shoe Company and 
Benjamin Bears of the Thomson-Crooker 
Shoe Company helped Manager Connor 
“‘put the show over.” 

Dr. Ray L. Howard of The Scholl_Mfg. 
Company talked on foot appliances. Mr. 
Storer doubled his business as a result of 
the 1922 style show, he reported. 


Anniversary of Rogers Bros. 
Shoe Company 


This month marks the 40th anniver- 
sary of the Rogers Bros. Shoe Company of 
Boston and San Francisco. It has a large 
wholesale shoe business on the coast with 
the Boston end of the business devoted to 
women’s novelty footwear in high-grade 
turns, McKays and Welts. This business 
was founded in 1883 in San Francisco by 
H. M. Rogers who was at the head of the 
business until his death in 1916. Although 
the house suffered by the great San Fran- 
cisco fire in 1906, it was rebuilt on a solid 
foundation through the energy of the sons, 
Julian W. and Sanford H. Rogers. 


The novelty wholesale house in Boston 
is conducted by Julian W. Rogers who 
has been in charge of the Eastern business 
which he started on his return from serv- 
ing his country overseas during the World 
War. He has attained unusual proficiency 
as a designer and merchandiser of novelty 
footwear. 

The Coast Department is under the 
direction of Sanford H. Rogers. The sales 
of this company have grown from $20,000 
a year in 1883 to a present business of 
more than $2,000,000. 
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Where to Buy 


Men’s Shoes 














Men's SHOES ~Hanb TAILORED 


NotHinc Mave TneBesr 
But THE MAN 
Best Mabe Knows How 


When East Visit Us 
WHEN IN Your Town We WizL Visit You 


Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
f 


SHOES AND RUBBERS 


Every Wednesday and Friday 















FOR MEN ON THEIR FEET 
THIS SHOE CAN'T GE SEAT, 


MERSON Jne! 
wJtASs. 








FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factery at 


BROCKTON, MASS. 














PULLMAN TRAVELING SLIPPERS 


better” than ae ees 
Originator owner of po cm “Pullman” 
Dir ite’ 

Colorr Black and 

full sizes 3 toll in Stock 

M1. , GUSTIN 2. J 
Ww.iod 
Che “Ge = 

11  ! 


(fo? IS hoe Sane feaie 


-. FOR MEN =. 
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Where to Buy 


Men’s and Women’s Slippers 














Forthe . 
Ri Tate 


BEST-EVER 





Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE ee AND D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 
etbes Th Teel and Brocade 

Prices from > 00 per doz. up 

















Imported Satin Brocadesand Metal Cloth 


$2.10 ver pair and up 


west MGUSTIN CO sewyom 














Where to Buy 


Ballet Slippers 














| BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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allets 
oudeirs 
owling 




















Chicago 
{ _&£ WM. SUMNER SMITH CO. 
IN-STOCK 
BLACK BALLET_SLIPPERS— 

Childs $1.30 

Sizes 7 to il 
Misses 1.35 
Sizes 1134 to 2 
Ladies 1.40 
Sises 236 to 8 

=ee Ban | FINDING CO, hee 

Duane St., New York, N 
BALLET SLIPPERS 

all styles and 

Kid Soft Toe 

1.50—Box 

Toe $2.85— 

Pink Satin 

3.50. 
FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 
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BROOKLYN 


Heavy Run on Blacks 


Good Business on Suedes, Patents and Satins—Velvets Being 
Manufactured 


HILE orders for future delivery are 

coming in to the Brooklyn factories 
slower than they were a few weeks ago, de- 
mands on the in-stock departments are 
growing. In particular there has been a 
fairly heavy run on the stock departments 
for black shoes, many merchants having 
under-estimated the consumer demand for 
blacks, according to several manufacturers 
here. Some of the producers in this section 
anticipated this development and have 
been doing a good business during the last 
week in black suede, patent and satin 
shoes on conservative lines. 


Many Orders for Pumps 


Pump effects are being ordered in larger 
volume now and some of the factories are 
running fairly heavily on them at present. 
Most of the orders for pumps call for black 
in combination leathers of matching shade. 
Black satin pumps often are trimmed with 
collars of suede or kid. Black patent also 
carries a trimming of suede or dull calf and 
so on through the list. There are very few 
contrasting combinations being ordered at 
present. Where two materials are used in 
a shoe they are generally of matching 
shades. 

A new note in the Brooklyn producing 
field is the call for velvets. It has not yet 
reached large proportions and the manu- 
facturers are watching it closely. Many of 
them do not want to see the velvet style 
attain any great degree of strength as in 
the past much dissatisfaction has arisen 
from the use of velvets. Other manufac- 


turers, however, are nursing the vogue as 
much as possible. 

Black satin is still being widely used in 
the Brooklyn factories, despite some price 
advances that have been put into effect by 
the silk mills. As yet, however, satin foot- 
wear has not increased in price, so far as 
can be learned. 


Little Change in Styles 


There has been little change in styles of 
late. Patterns are largely the same as they 
were earlier in the season, except that the 
plain effects predominate. Some of the cut- 
outs and other decorations on the earlier 
patterns have been eliminated or modified. 
One manufacturer at least has been suc- 
cessful in reviving some of the patterns 
that he used a year and a half ago, with 
but slight changes. 

Plain oxfords, except in comfort or 
health shoes are out of the running so far 
as Brooklyn is concerned and most of the 
manufacturers do not expect them to fig- 
ure in the fall and winter season to any 
great extent. Along this line there is gen- 
eral apathy toward welt shoes in the 
Brooklyn factories, although manufactur- 
ers with welt departments are hoping that 
a demand for this product will revive. 
Some success has been attained with the 
extremely light-weight welts which resem- 
ble turns, but buyers in general are not 
demanding welt shoes of any type from 
the Brooklyn district. Some of the welts 
cannot be distinguished from turns except 
by an expert. 





LYNN 


Orders for Solid Colors 


Straps and Suedes in Dark Tones Continue to 
Sell Well 


YNN is running along with straps 

strong, and suedes as good as ever. 
This is particularly true of the popular 
grades of shoes. Blacks, browns and grays 
are the leading colors in order. 

In the fine lines, high-throated pumps, 
some with gores, and some with buckle or 
like ornaments, are selling. Some talk of a 
new tongue style, called by some a sailor 
tie, is heard. Yet this shoe fastens with a 
buckle. 

Fall shoes are of solid colors. Yet there 
is a tendency to get delicate two-tone 
effects by the use of colored bindings on 
quarters, or straps, as, for instance, a fawn 
suede shoe with a lizard skin binding, or 
French cording, or a black shoe with a 
blue binding or French cording. 


One question, still unsettled, though 
there are scarcely 60 buying days to snow 
time, is the extent of the sale of the heavier 
types of shoes. 

For next spring and summer, it looks 
like a run on sandal styles again, with vari- 
ations on cut-outs, and new strap effects. 


Strap Patterns 


Phil Sanborn, of Sanborn of Lynn, Inc., 
reports his firm is still making strap styles 
chiefly. 

There are some high-throated pumps, 
gores and other types of strapless 
pumps. But the familiar strap styles con- 
tinue to lead. Straps are positioned as high 
on the instep as is practicable. But there is 
this change in fall and winter patterns: 
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the front of the shoe, between the throat 
and the strap, is closed with a lattice. 


Identifying Shoes 


There is such a thing as telling who made 
a shoe, even if it has no trade mark, stamp 
or other sign on it. But only the men who 
know the ins and outs of shoemaking can 
do it. The average person, even though he 
is more or less familiar with shoes, has to 
see the name on it, before he can tell who 
made it. But there are some Lynners of 
long experience in the making of shoes, 
who will pick shoe after shoe, from a mis- 
cellaneous collection of Lynn unmarked 
shoes, and teli the name of its maker. They 
recognize the workmanship in it, the same 
as an art critic tells the name of a painter 
of a picture by his workmanship. 


Winter Sport Shoes 


“Larry” Duffy of Gregory & Read, sug- 
gests that shoe merchants show their win- 
ter sport footwear, especially skating 
boots, early in the season. That gives 
shoppers a chance to look things over. 
Good orders for skating boots have been 
booked. 

Also, Mr. Duffy suggests that a winter 
sports carvinal, during the Christmas holi- 
day season, will make a popular pastime 
for many a city in the snow and ice belt. 

“Sales of women’s shoes run record high 
during the summer,” says Mr. Duffy, “be- 
cause people are so active in pleasant sum- 
mer weather. Get people out-of-doors 
more, and active in winter weather, and 
sales of winter types of footwear will show 
a gain.” 


Many Shoes Exhibited 


Edric R. Taylor of McNichol and Tay- 
lor, Inc. directed a shoe’style show at the 
New Ocean House, when the Kiwanis 
Clubs gathered there for their recent con- 
vention. Among [Lynn manufacturers who 
showed shoes on the fashion promenade, 
were: A. M. Creighton, Brophy Bros. Shoe 
Company, Cushing Shoe Company, Ben- 
der Shoe Company, Burdett Shoe Com- 
pany, Harney, Tracey & Crehan, A. E. 
Little & Co., Cotter Shoe Company, Mur- 
phy, Gorman & Waterhouse, Williams, 
Clark & Co., Hennessey, Maxwell & Hen- 
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Changes in 
Merchandising 


Seventy-five Lynn shoe firms now 
sell their product to retail shoe mer- 
chants. About 30 now sell their 
shoes to wholesale merchants ex- 
clusively. Some sell shoes to both 
wholesale and retail merchants. 

This shows quite a change in mer- 
chandising methods, for, a while 
ago, say before the war, most Lynn 
shoes were sold to the wholesale 
trade, and, previous to that, say in 
about 1900, most all Lynn shoes 
were sold to the wholesale trade. 

For this change in merchandising 
methods, there are several reasons. 
But the chief reason, according to 
one manufacturer, is that the buyer 
wants to know who makes his shoe. 
He wants the maker’s stamp on it 
the same as a buyer of an automo- 
bile wants to know the name of the 
maker of the car that he buys. 











nessey, Clayman Shoe Company, National 
Shoe Company, Ground Grippers Shoe 
Company, J. I. Melanson & Bro., Mac- 
Laughlin, Conway Company, Cruise Sulli- 
van Company, William F. Hooley Com- 
pany V. K. & A. H. Jones & Thomas, 
and the Watson Shoe Company 


Making Novelty Cartons 


“Novelty cartons are in larger demand. 
than ever,” says a Lynn maker of cartons. 
“‘We tried to standardize cartons. But the 
attempt was a failure. Our customers kept 
calling for novelty cartons of Special sizes, 
shapes, colors or labels. We simply had to 
make them. It costs more to make novelty 
cartons than to make standard. Presuma- 
bly, a pair of prettier shoes looks more 
attractive in a pretty box, just as does a 
pound of chocolates.” 


Shoes in Stock 


Some unusually large and varied stocks 
of shoes are carried on the floors of Lynn 
shops, ready for delivery the day ordered. 
Novelties, health shoes, comfort shoes, and 
staples all are in stock. 





PHILADELPHIA 


Anticipate Better Business 


Manufacturers Note Improvement in Call for Glazed Kid— 
Brown Suedes in Strong Demand 


ACTORIES report trade rather quiet. 
Salesmen are out on territories with 
samples and trade is expected to show con- 
siderable improvement in about two weeks. 
Suedes, patents, and satins are most in de- 
mand, though there has been some im- 





provement in the call for glazed kid. One 
factory reports that the demand in suedes 
is almost entirely for browns, while blacks 
seem to be leading in other materials. 
Another factory reports that it is very 
busy on turns, though there is not much 


| Where to Buy 


Children’s Shoes 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Ce. 


ROCHESTER, N. Y. 


“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 
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Where to Buy 


Standard Shoe Materials 
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T. W. GODSOE, Pres. F, E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 
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activity on welts. Suedes are in strong de- 
mand in the turns, both in black and in 
browns. This firm reports that gores are a 
bigger factor than straps. Both front and 
side gores are active, though side gores 
predominate now. 

One manufacturer, who has finished his 
work on fall shoes, reports he is doing very 
little now except some filling-in. He says 
there is some talk of suedes for spring, 
though opinion is divided as to whether 
they will be asked for in black or in colors. 


Glazed Kid Trade 


Glazed kid manufacturers say the trade 
is talking more glazed kid and everything 
points to greater activity, although buying 
is at present rather quiet. The staple shoe 
manufacturers are getting more business. 
So far this has been felt only in the demand 
for black skins. It is expected browns will 
become more active later on. Some suede 
calf is moving though not in very great 
volume. There is a little activity among 
the grays for early spring. 


Fair Wholesale Activity 


Fair buying is reported by wholesale 
merchants. One jobber says his best trade 
is in black suedes and patents. There is 
very little call for brown suedes. Some 
brilliant colors ave being used in children’s 
shoes. There is no demand for grays. An- 
other wholesale merchant reports good de- 
mand for school shoes in tan calf, felt slip- 
pers, and leather slippers. Men’s tan shoes 
are somewhat more active. Fair demand 
continues for men’s patent leather oxfords. 
Boys’ shoes will be nearly all high for the 
coming season, while men’s shoes will be 
about equally divided between high and 
low. Prices remain unchanged. 


Improvement in Sole Leather Trade 


Almost without exception sole leather 
tanners report increased buying. There is 
no buying ahead, but factories are taking 
leather more freely and finders are buying 
more than they have been buying for’a 
long time. Prices are holding firm as a gen- 
eral rule. Salesmen who have come back 
from New England and from the West re- 
port trade in those sections as good as, if 
not better than here. 


Retail Offerings 


Strawbridge and Clothier’s are offering 
“Kulah”’ pumps, made by Laird, Schober 
and Company. They are one-straps in 
domino calf, satin, and patent leather, 
at $16.50; mandalay brown ooze calf 
trimmed with brown kid, black ooze calf 
trimmed with patent leather, and black 
brocaded satin at $18; and French bronze 
kid at $20. 

Geuting’s are featuring two pumps at 
$12.50. One is a black satin with black 
suede back and side gore. The other is a 
new cut-out strap effect in black or brown 
satin. 
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Big Buying Power 


William A. Law, chairman of the 
First National Bank, in discussing 
the business and financial outlook 
said in part: “The Philadelphia dis- 
trict is prosperous with an enormous 
purchasing power and a volume of 
retail buying such as has rarely been 
seen at this time in recent years. 
Business men and manufacturers 
are avoiding speculative risks, not 
because they may not be in a meas- 
ure justified, but because conserva- 
tism has come to be the spirit of the 
times. There is less uncertainty than 
there was a month ago and it is clear 
that the public is more composed. 
Europe will some day send over 
enormous orders for American mer- 
chandise, raw materials, and sup- 
plies, and it behooves us to be ready 
for them, as there will be keen com- 
petition from other countries whose 
price level is considerably lower 
than ours.” 




















The Walk-Over stores are featuring 
Scotch tongue suede brogues. They are 
offered in black with patent, nutmeg suede 
with seal brown, and gray suede with 
black. The price is $11.00. 

Claflin’s are offering a short vamp, 
brown suede pump with round toe and 
buckle. It has rubber goring under the 
buckle. 

Gimbels recently offered 164 pairs of 
women’s riding boots at $13.75 and 191 
pairs at $18.50. They were of black and 
tan calf. 

At $10.00 Dalsimer’s recently featured 
an opera pump with a gore concealed un- 
der a decorative design. It was offered in 
black suede with patent colt, gray suede 
with gray kid, black satin with patent 
colt, and autumn brown suede with brown 
kid. 

Hallahan’s are featuring a pump with a 
French vamp in black satin or patent 
leather at $9.85. It has an ankle strap, an 
instep strap, and a strap which runs up the 
front and joins the other two. 

At $13.00 the John Wanamaker store is 
offering English shoes for the college 
woman, the business woman, and the 
sports woman. They are both oxfords and 
pumps and are of russet calfskins, with 
long wing tips, abundant perforatings, 
sawtooth edgings, moderate toes, good 
walking heels, and stout welted soles. The 
pumps have two narrow instep straps, 
buckled at one side. The oxfords are five- 
eyelet. For young men this store is featur- 
ing the “University” oxford. It is a modi- 
fied brogue.. It is offered in tan grained 
calfskin, and sells for $11.00. This store is 
also offering seven styles in men’s golf 
shoes at $10.00. 
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BROCKTON 
Wage Increase to Workers 


Shoe Manufacturers’ Association Grants 10 Per Cent Advance 
Effective October 14 


DECISION handed down by the 

Brockton Shoe Manufacturers’ As- 
sociation recently grants a 10 per cent 
advance in wages to the shoe workers of 
this city. The increase becomes effective 
on October 14. 

This increase is a restoration of the 
wages existing in all Brockton shoe fac- 
tories, March 11, 1922, before the 10 per 
cent wage reduction ordeied by the 
Massachusetts State Board of Arbitration 
went into effect. 

About 13,500 shoe workers benefit by 
this wage restoration. In several factories, 
which make the medium grade shoe, the 
wage restoration takes effect December 1. 
In the past, Brockton’s standard of wages 
has prevailed in shoe factories in the South 
Shore District. It is estimated that there 
are approximately 22,000 shoe factory 
employees in Brockton and South Shore 
shoe towns. 


New Styles at Whitman & 
Keith Co. 


Originality in lasts and patterns is a 
distinctive feature of Whitman & Keith 
Company’s new styles in men’s and wom- 
en’s high-grade welts. There are five new 
lasts and five new patterns, all of the 
former being on the medium wide order. 
Several attractive patterns make an ex- 
clusive showing. About 150 samples will 
be shown by the salesmen. Men’s shoes 
are practically all oxfords. Light colors 
prevail in tan leathers, with the reddish 
tan prominent. There are many fancy 
combinations in dark shades of tan, with 
red and lighter shades. In the blacks, 
bright and dull kid and patent calf are the 
features. 

A new English throat pattern is de- 
veloped in the men’s oxfords, showing a 
long throat and a short vamp, with the 
line running back to the heel. Light tan 
shoes are admirably contrasted in their 
make-up by mahogany piping. Black 
shoes with tan piping offer some attractive 
contrasts, while mahogany calf combined 
with white and green are attractive novel- 
ties in the men’s oxfords. Heavy leathers 
in the fall oxfords are shown, some with 
what is called reverse welting. There is a 
new shoe pattern with an invisible welt. 


New Women’s Numbers 


Three new patterns in women’s welts 
are striking. A wide strap fastening with 
two buttons, a wide one-strap fastening 
with one button and a two-strap number 
in an overlay design are the prominent 
features of the new patterns. 

A new wall toe last, carrying a 9-8 or 


10-8 heel is shown on sport and heavy 
street shoes. Light and medium tan 
leathers, with a few dark shades are shown, 
principally in dark and tan calf, also black, 
white and tan kid combinations. There 
are numerous fancy sport shoes in at- 
tractive color contrasts with the lower 
heels which are desirable in this class of 
footwear. Log cabin and field mouse are 
two shades of buck and suede which pre- 
dominate in the women’s line. Strap effects 
in women’s welts represent the best selling 
patterns. 


Some Paris Styles 


John F. Teehan, vice-president of the 
Dunbar Pattern Company, recently re- 
turned from an extended foreign trip, 
during which he made a stay of several 
weeks in Paris. He visited many stores, 
and obtained much information .egarding 
the Parisian designs in women’s footwear. 
Although it was between seasons when Mr. 
Teehan visited the Parisian establishments 
there were many attractive fall novelties 
on display. 

Mr. Teehan’s observations were that 
Paris fashions aim for harmony between 
the gown and the shoe, and that shoe 
stylists work along these lines. Mr. Teehan 
says there is a wide range of materials 
with kid and patent leather prominently 
featured. Combinations of colors are al- 
most unlimited. Evening shoes have many 
artistic touches to correspond with the 
gowns. Rhinestone ornaments will be very 
fashionable. 

In patterns, the one and two-strap lead, 
with variations in cross straps. Light 
dainty footwear will prevail. Open-work 
effects at the front and sides will be in 
high favor. Heels in Paris shoes will re- 
main at approximately 16-8 height, yet 
there will be numerous graceful variations. 
Slightly rounded toes, and shorter fore- 
parts are shown in Paris this fall. 


Heads of Factory 
Organization 


The Charles A. Eaton Shoe Industries, a 
consolidation of Charles A. Eaton Com- 
pany with other units of its business, re- 
cently closed a week’s sales convention. 
The factory and sales organizations will 
concentrate on making the Crawford and 
Eaton shoes. The product of the Dalton 
Company, Inc. and Eaton-Brewster Com- 
pany will be distributed from their own 
plants as formerly. 

Officers of Charles A. Eaton Corpora- 
tion are: President, C. Chester Eaton; 
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Where to Buy 


Shoe Ornaments 











a The ornament {illustrated here con- 
verts One and two straps and plain 
umps into latest styles. Obtainable 
allleathersand color effects. We 
Specialize in leather and fabric cov- 
ered buckles, plain or beadea. Also 
bows. Send for samples. 


EDW. E.KAHN CO. 


291-2935 ADAMS STREET BROOKLYN, N.Y. 






















‘Price Deliveri ity| 
Or A , eliveries Pome 
AN) pecial assortment rhine- 
Chere stone shoe ornaments. 12 
Coa? }:pair in individual velvet 

| covered boxes. 8 pair but- 
| ton covers. 4 pair pins 
ESTA Price 5.40 per box 
We i KAHN & BUICK, INC. 


} 291 Adams St., Brooklyn,N.Y. 
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L. ALTERSON & CO. 
PHONE FITZROY O606 
12 W 34! 
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St.. New York ¢ 











Latest Creation in Shoe Ornaments 


We make them in all colors. Bead- 
ed Rosettes. Write for samples. 


WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
rooklyn, ° 















D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
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Where to Buy 


Boys’ Shoes 


R. i. 
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AShoe for Boys 
That Wears 
Marston & Tapley Co. 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Hosiery 





OLLYWOO 
H HOSE D 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 








J. R. BEATON CO. 
Inc. 
331 a ~ —: York City 
227 went Jackson Blvd. 
246 Pracires | Arcade 
99 chauney Breet 




















Where to Buy 


Engraving and Printing 











ASK FOR SAMPLES 


i. T> 
We { eale and Srint most 


aa AN PRINT, IN NC. 


PLAN 


° [ABELS7 iofje 








ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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Where to Buy 


Electrotypes 
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vice-president, H. Philip Dalton; treas- 
urer, Aaron L. McDonald; assistant treas- 
urer, Louis F. Eaton. With theseserving as 
directors are Arthur M. Snow and Fred 
D. Rowe. 

Four shoe manufacturing firms, Charles 
A. Eaton Company, The Dalton Com- 
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pany, Inc., The Capital City Shoe Corp., 
of Augusta, Me. and Eaton-Brewster 
Company are merged in a central organiza- 
tion. Salesmen have received special in- 
struction regarding the new plan under 
which the company’s business is con- 
ducted. 





HAVERHILL 


Joint Outing of Shoe Firms 


Rickard and Claremont Employees in Third Annual Outdoor 
Event 


HE Rickard Shoe Company and 

Claremont Shoe Company held their 
third annual joint outing on a recent Sat- 
urday at Thompson’s Grove, Wilmington, 
Mass. The day began with a street parade 
through the Haverhill shoe district with 
1,000 in line, two bands, and an automo- 
bile division. Special guests included 
Edward M.: Rickard and J. D. Rickard of 
Haverhill, and I. Miller of New York 
City. Executive heads of factories and 
office departments joined with factory 
employees in the festivities. Gay colors 
were carried in the parade, the women 
having green and white parasols and ban- 
ners appropriately worded: “Third An- 
nual Outing Rickard-Claremont Com- 
panies.” The men had outing hats in 
green and white, and carried canes bear- 
ing pennants. The banners in each division 
showed the Rickard-Claremont names in 
green and white. Knickerbocker girls were 
a feature of the parade. 

Arriving at the resort early in the fore- 
noon, a ball game was the first event be- 
tween nines representing the Rickard and 
Claremont factories, respectively. After 
lunch a big sport program was run off 
under the direction of an efficient com- 
mittee. 

The recent outing was the largest ever 
held under the auspices of the Rickard and 
Claremont concerns. 





Orders from Mexico 


Following a statement made in 
this department recently that re- 
established diplomatic relations be- 
tween the United States and Mexico 
would promote an increased shoe 
trade, several orders have been re- 
ceived from Mexico by local manu- 
facturers. A Mexican representa- 
tive of one local house writes opti- 
mistically concerning the prospects 
for future business in his line. At the 
same time, he sends a large order 
as substantial evidence of his 
opinion. Undoubtedly, during the 
next few months, Haverhill’s trade 
with Mexico will assume larger pro- 
portions than at any time for years 
past. 














On Selling Trip 


Lyman W. Stockbridge, sales manager 
for Collins & Staples, is making an ex- 
tended tour of New York State and 
Pennsylvania, with a line of women’s 
turns. Mr. Stockbridge has already cov- 
ered many cities and towns on his trip, 
and met with gratifying success. His 
schedule calls for a return to Haverhill 
early in October. 





ROCHESTER 


Retail Business Only Fair 


Women Buying Sparingly of Strap and Gore Numbers—Men’s 
Trade Stronger 


USINESS during the week ending 

September 22 in the retail shoe stores 
and department stores was not up to 
standard. Mornings found the stores prac- 
tically without customers, but in the after- 
noon, although there seems to be the usual 
number of shoppers, there was a better 
tone to the shoe business. 

In women’s footwear, subdued shades of 
brown and black, patent and grays in 
strap patterns were the leaders. Gore pat- 
terns are not moving as well as strap num- 
bers. 


In men’s footwear, the darker shades of 
tan have been the best sellers, but there is 
also a demand for blacks. 


Fall Opening 


Jim Olmstead, manager of McCurdy’s 
shoe department, held open house during 


* which he introduced his latest fall pat- 


terns. 

Miss Martha Allen, the Kodak girl, was 
a model at the opening and when a cus- 
tomer expressed interest in any certain 
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pattern, Miss Allen put on that shoe and 
demonstrated it~to the prospective cus- 
tomer. ae or | 

Strap patterns predominated in the dis- 
play and Mr. Olmstead reports that most 
of the business done during the display 
was in straps. For evening wear, a strap 
pump in dark red suede with gold kid strap 
and gold trim around throat and collar was 


a good seller. 


Fall Styles at Eastwood’s 


Wm. Eastwood & Sons Co. are featur- 
ing women’s footwear for afternoon and 
evening wear, priced at $6.50, $7.50, $8.50, 
and $9.50. 
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Windows Big Factors 


During the past month, local shoe 
merchants have paid more attention 
to their window displays than here- 
tofore and, as a result, have done a 
good business. 

One merchant reports: ““The pub- 
lic seems to be in the mood to win- 
dow shop just now and unless the 
displays are unusually attractive, 
they are not going into the stores.” 
To meet this condition, local mer- 
chants are using bright colored fab- 
rics with fancy decorative designs. 














ATLANTA 


Blacks Leading Sellers 


Retail Shoe Merchants Need Cooler Weather to Stimulate 
Interest in Fall Numbers 


FAIR tone to the retail shoe busi- 

ness is noted, but periods of warm 
weather have not been helpful to shoe mer- 
chants, inasmuch as women have been 
content to wear their summer footwear 
and postpone buying some of the pretty 
fall patterns of more subdued shades. A 
little brisk, cool weather is needed to stim- 
ulate interest in the retail trade. Men are 
buying plenty of light tan oxfords, but 
there is no semblance of high shoes being 
in demand as yet. 


For Foreign Trade Interests 


Following a survey of industrial condi- 
tions in Atlanta and the surrounding trade 
territory, and in other southern cities, by 
C. H. Cannafax of New York city, the 
announcement is made that the foreign 
trade department of the Philadelphia 
Commercial Museum, will establish a 
southern office in Atlanta some time dur- 
ing the early part of 1924, that will be de- 
voted to looking after the foreign trade in- 
terests of manufacturers in the southern 
field adjacent to Atlanta. 

One of the leading articles exported from 
Atlanta to foreign markets is shoes pro- 
duced in the factories of the J. K. Orr 
Shoe Company of Atlanta. 


Veteran Shoe Man Dies 


Thomas A. Gramling, of Marietta, Ga., 
who was in business in Atlanta for many 
years, and known in the shoe industry 
throughout the South as one of the organ- 
izers of the well-known wholesale shoe 
firm of Gramling, Spalding & Collins- 
worth of Atlanta, died recently at his 
home in Marietta. He was 73 years of age. 

Mr. Gramling in 1870 accepted a posi- 
tion in the store then operated by Elde- 
man & Brown. After remaining in this 
store for several years, and long enough to 


have learned the shoe business, he organ- 
ized, with his brother, John R. Gramling, 
and Dr. R. B. Spalding, the wholesale shoe 
firm of Gramling-Spalding Company, then 
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one of the pioneers in the field in the South. 
The firm continued to operate under this 
name until 1919 when Mr. Collinsworth 
became a member, and it was changed to 
Gramling, Spalding & Collinsworth. 


Style Show at Macon 


Retail shoe merchants of Macon, Ga., 
who are members of the Macon Retail 
Shoe Dealers’ Association, took an active 
part in the annual fall style show held at 
that city the week of September 17 to 22, 
the event proving one of the most success- 
ful ever held. By arrangement with the 
Macon theatres living models displayed 
the latest styles in shoes, millinery and 
wearing apparel. 


E. R. DuBose Dead 


Edwin R. DuBose, for many years one 
of the best-known merchants of the South 
as a member of the firm of Chamberlin- 
Johnson-DuBose, of Atlanta, one of the 
South’s largest department stores, died at 
the age of 65 years. Mr. DuBose was one 
of the organizers of the Chamberlin-John- 
son-DuBose Company, more than 40 
years ago. The concern-eperated a retail 
shoe department. 





PROVIDENCE 


Business Ahead of 1922 


Indications Point to Steady Buying of Fall Footwear— 
Merchants Report Fair Note to Trade 


HERE is little change in the retail 

situation here. In a trip through 
Rhode Island the Recorder representative 
found the shoe business to be fair. Fall 
business, nevertheless, is developing more 
just now. A few establishments report cur- 
rent business already running ahead of last 
year. Clearance sales are still in progress 
in many stores. 


There is no one type of shoe that is 
leading to a large degree in consumer de- 
mand, although dark shades of brown, 
patent and satin and strap effects reign at 
present. Oxfords, too, are good. It seems 
apparently that retail merchants have 
made their own style decisions and are 
boosting them by attractive window dis- 
plays and advertising. 

In the children’s department, with the 
opening of the school, a large volume of 
business was done. 

In the men’s department, business is 
better with oxfords being the best sellers. 


Cooney & Mulcahey Sale 


The house of Cooney & Mulcahey is 
holding an entire clean-up sale of wo- 
men’s high-grade shoes at $4.98, repre- 
senting $8 to $10 values, including regu- 
lar stocks as well as white goods. “After 


this entire clean-up we will handle only 
men’s high and medium-priced shoes,” 
says Ned Mulcahey. 


Style Show Held 


A very attractive fall style show with 
New York models and orchestra was held 
at the large Lynd & Murphy Co. store 
with pronounced success. “The result,” 
says Jim Murphy of the shoe department, 
“‘was a large amount of business and the 
bringing of new patrons to our store.”’ 


Finding Trade Improves 


Slight improvement is reported in the 
findings trade with a fair supply of laces, 
polishes, and buckles in demand. Collec- 
tions are said to be quite satisfactory. 





Merchants Meet Oct. 25 


Monthly meetings of the Rhode 
Island Shoe Retailers’ Association 
will be resumed commencing Octo- 
ber 25, asserts Secretary Frank B. 
Kenyon. The program for the win- 
ter months will be outlined at the 
October session. 
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No. 8903—Patent Colt Sandalette Oxford, dull kid saddle with 
8 cut-outs, blind eyelets. Made over a new short vamp last, 
13-8 military celluloid covered heel, light flexible sole. A very 
big number. C widths only, sizes 3 to 8 $3.85 
No. 2322—Style as above in Log Cabin Buck, Field Mouse kid 
saddle, welt sole, B and C widths, sizes 3 to 8 $4.50 
No.* 2323—Style as above in Gray Buck, Gray Kid saddle. B 
Se Te Gs CE S OIG cc ceca duscowanasicccusnss $4.50 





1312 Washington Avenue 











TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 


NOVELTY FOOTWEAR IN STOCK 


Chicago Salesroom, 505 Lees Building 


“QUICK SELLERS 


SHOWN BY TOBER-SAIFER 
ON THE FLOOR 







No. 6623—Patent Colt two strap, dull Calf trimmed collar and 
straps, also dull Calf trimmed tip. Cut-outs exactly as illus- 
trated, Goodyear welt sole, 13-8 military heel, rubber top lift. 
A beautiful number, B and C widths, sizes 3 to 8 $3.60 
No. 6624—Exact style as above in Log Cabin Buck, Log Cabin 
Se I 50h 6-40.00 5000500066 60054606-60ens0 b80 Be $4.00 
No. 6622—Exact style as above in Black Ooze Calf, a 


CI 6. 0.06 Fed 86 ce quasinncketoepeceeenssdassenetes 


St. Louis, Mo. 
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A Safe Bet for Fall 


IN STOCK 


For Immediate 
Shipment 








SIZES AND WIDTHS 


nn 4045esnedea 4%108 
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Price Is Net 30 Days 





No. B 421—Patent Leather One Strap Pump, Welt, 244 Last 


12/8_ Walking heel 


C. P. FORD & CO., Inc. 


Rochester, N. Y. 


New York City: 127 Duane Street 
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IN-STOCK STYLE 10623 


Price $5.35 
Order this style from 
BOSTON, NEW YORK or CHICAGO 


PATENT LEATHER RHEBA THREE-STRAP 
14-8 Rubber Top Heel 


REG VS.PAT.OFF.T.GPCO. 


Welt Sole, Pasadena Toe 
AA 444-8 A438 B3-8 C2%-8 D2%-8 
STYLE 12203 Price $5.35 


The same in 


BLACK KID RHEBA THREE-STRAP 


Win the saving in time and effort, the readier turnover, the trade-drawing power 
of QUEEN QUALITY shoes, you have MERCHANDISE THAT WORKS 
WITH THE MERCHANDISER—the kind the business needs today. 


More and more merchants are turning to the good name that adds to their own a power 
amongst ccnsumers built up through more than a quarter-century of growth in favor founded 
on assured style, unfailing fit, exceptional value, and national distribution. 


Concentration on QUEEN QUALITY is the means of satisfying the demand for every 
authentic style and type of shoe, and profiting proportionately to their greater service. 


THOMAS G. PLANT COMPANY 
101 Bickford Street - - BOSTON, MASS. 
NEW YORK: 125 Duane Street - - CHICAGO: 207 West Monroe Street 





This 
Trade ‘Mark 


is your assurance of 
Perfect Style 
Perfect Fit 
Perfect Service 
Perfect Satisfaction 


pom 
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“BERTHA”’ 


No. 7672—Black Satin Suede Strap and Trim. 
Close Edge Military Heel, Rubber heer: Lift. 
4to 8 EEE.. aa . . $3.85 


No. 7673—Same with oo Louis Heel, 4 to 9 
EEE. - . $3.85 


No. 7664—Same in all Patent Leather, Mili- 
tary Heel, Rubber Top Lift, 4 to 9 EEE. $3.85 


No. 7164—All Patent Leather, 4 to 8, D and E, 
Modified French Toe. .. 2... 0000 000060eGBedS 


No. 7162—Same, Patent Le :ther,Mat Strap and 


Irim, 4 to 8, D&E, Modified French Toe $3.75 
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AAD MMA AY 


Se eTYLISH 


IN — NOW 


IN ‘* EEE”? LASTS 
GOODYEAR WELTS 


These shoes are high style patterns, 
and of a sort that cannot be found 
ordinarily in any but narrow widths. 


The shoes are orthopedic, good fitting 
and comfortable—well constructed and 
reliable. 

They will open up a new avenue of 
profit for your store. 


September 29, 1923 


“MITZI” 

No. 7666—Two Button Shield Bar Cut-Out, 

all Patent. Military Heel, Rubber Top Lift. 4 
to 8, EEE. . re . . $3.85 
No. 7667—Same Baby Spanish Heel, Rubber 
Top Lift. 4 to 8, EEE. ...............- $3.85 
No. 7266—Same in Black Kid Military Heel, 
Rubber Top Lift, 4 to 8, EEE. ......... $3.50 





Send your order today 


We assure you immediate 
delivery 


GOLDMAN BROS. SHOE CO., Inc. 


OUR SPECIALTY: Wide Widths in Fancy Patterns 
100 -- 102 READE STREET oe a oe 





LADIES FINE TURNS EXCLUSIVELY 


(MIT 
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1908 Locust Street 
Along Periluus Paths We Go Hand in Hand with Fashion 


Sciestelehiciotelabtelshas ler eeneninier eemnesientsnianniieiimniaiimaniianiaiiiaiaeamimasabalibiihientibiniatiiakisidale 








L’AUTOMNE 


Anot er new creativn designed by our craftsmen, revealing their inter- 
| | pretation of t e sty e trend for the coming season, in which dainty trimness 
| | an. pe.foct fittins qua.ities, ever paramount, are decid2ily evident. 

| 
| 
| 


TRAVASO SAOE ComPANY 


St. Louis 


Manufacturers 








NEW YORK, N. Y. 


i 





LADIES FINE TURNS EXCLUSIVELY 
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EVANGELINE 


(REG. U. S. PAT. OFF.) 


Shoes for Women 


MZ 





No. 5658 







No. 5644 


Black Suede 1 Strap 


Black Calf Trim Black Kid 1 Strap 


99 Last Black Calf Collar 
14/8 Junior Louis Heel 13/8 Wingfoot Heel 


Price $4.85 } N Price $4.25 


L 
STOCK | 


wv 





— = 








No. 5634 
Brown Boarded Lotus Calf : 
Blucher Oxford Black Calf Oxford 
Cord Crease 100 Last 

100 Last 9/8 Heel ° 9/8 Wingfoot Heel 
Price $4.25 Price $3.75 
MADE BY 

| A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 
Da ce STS CE  F= SSS SS a SS = 
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Do not be misled by an 
imitation 

Buy the Hosiery with a 
reputation 


Propper Blue Edge 
Chiffon Hose 


e*¢¢ ¢ 


“‘No Hose Like Chiffon 
No Chiffon Like Propper 
Blue Edge” 


* + + ¢ 
Propper Silk Bosierp Mills 


276 Fifth Avenue, N. Y. 
” Mills: Elmhurst and Long Island City, N. Y. 


PROPPER 


‘BLUE EDGE 


HOSIER 
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“FOOT-LITE” 
BALLET SLIPPERS 


ARE KNOWN THE COUNTRY OVER 


IN STOCK 


HARD TOE 
For Toe Dancing 
No. 606—Black Glazed Kid 
Wemen’s— 2.75 
Misses’-— 2.65 
Children’s—2.60 


____[ SOFT TOE 
No. oe “ty Kid 
omen’s—1. 
Misses’— 1.40 No. 606 
Child’s— 1.35 Hard Toe 
White. Red and Pink Satin. 


GYMNASIUM SHOES 


141—“Flexo”—Women’s Black Kid—Nonslip sale— 1.05 
703—“Ironclad”—Women’s Black Kid—Heavy Elk sole 1.35 
701—“‘Ironclad”—Women’s Black Kid—Rubber sole— 1.70 





Have you seen our new right and left last Ballet Slippers— 
If not, send for samples of this new model of perfect 
ballet slipper style. 


‘BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. « PHILADELPHIA 

















“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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Newest Patterns 


In Autumn Brown 


IN STOCK 
Ready for Immediate 


B-325—All Pat. Colt, 3 strap pump trimmed 
with Blk. Kaffor Kid, cut-out on sides, Pat. 
ee A oe aa close edge welt. 14-8 Cuban 
eather $4.85 ; 
B-326—Same in Blk. Suede, trimmed Sith Shipment 
Bik. Kaffor Kid $5.35 

B-331—Same _in Brown Suede, trimmed 

with Brown Kid $5.60 


B-323—All Patent Colt, two-strap 

Trimmed with Black Kaffor Kid, p28 

covered block wood heel. High Grade 

—— turn $5.75 
B-324—Same in Black Satin. 

with Blk. Ooze Calf 


8-317— H gh Grate Hand turned two-strap 
pump of ovlored J Ooze Calf, tield mouse 
trimmed, 15-8 Spanish covered heel. .$6.50 
B-321—Same in Black’ Ooze, Trimmed 


B-327—All Pat. Coli, cut-out with side 
gore, 14-8 Guten 0 leather heel, Light close, 
$4.90 


edge welt....... B-328—Log Cabin Ooze Two-Strap Pump. 


Trimmed with Log Cabin Kid around 


ary and Widths — AA—44-8—A—3-8—B, 
Cc & D—2-8 Terms: Net 30 Days 


Throat, French binding around throat, 
collar and straps; 14/8 Covered Cuba 
Wood Heel, High Grade Hand Turn $6.50 


Me Blk. Kaffor Kid $6.35 
22—Same in Dark Brown Ooze 5 
Tranmed with Brown Kid 





JOY, CLARK & NIER, INC., Rochester, N. Y. 


NEW YORK OFFICE, 127 =: io STREET, MURRAY KLEIN 








APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
yrowing children and as a fully venti- 
ated shoe, the Burkley Ventilated Foot 
Developer is unecelled. Well known 
surgeuns recommend its use. 
Make your stock of 
children‘sshoes 
complete by sending 
a order loday. 
*hone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 


| Martin’s Genuine’ Imported 


Scotch Grain College Oxfords 


WENTILATIONS: 
PATENTED 

















GROPING IN THE DARK —-— 


Time was when the purchase of advertising space was 

a “blind groping in the dark.’’ Advertisers had no means 

of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
suppy just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 


—— jn STOoCR ———_—_—_—_— 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles.. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 86!—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B6-11,C 5-11, D5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER 
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SELLING 


After Opening Thirteen 
Thousand Accounts We Are 


Ready To Help Sell 
Your Product 


Your business sense will endorse an organization which can satis- 
fy and hold 13,000 accounts annually, each of sound credit 
rating. That is the Boot and Shoe Recorder’s record. It has 


never been duplicated in its field. 


Now, at the cost of 11/10 of a 
cent per subscriber, this pub- 
lication offers to reach these 
13,000 shoe merchants and 
manufacturers for any adver- 
tiser. 


And it should be understood this 
cost of 1 1-10 of a cent per sub- 
scriber is the maximum rate, which 
will be materially decreased on an 
extended contract. 


The Boot and Shoe Recorder is 
the one great national force which 
is known and read wherever shoes 
are sold right in this country. Back- 
ed by,a reputation of 42 years’ 
success, its circulation in each sec- 
tion is practically proportional to 
the wealth of that section. 


Our claim to be “the great national 
shoe weekly” is no flamboyant 
boast. North, East, South and 


West, it is literally true the country 
over. Visit good shoe stores where 
you will, there you'll find the 
Boot and Shoe Recorder enjoys the 
loyal interest and confidence of 
each merchant and his salesmen— 


over 11,000 of them. 


These people form the greatest 
single unit of shoe buying 
power in existence. 


You can reach them with the 


greatest economy and directness ., 


through the pages of the Boot and 
Shoe Recorder. 


The tough problem of distribution 
now faces every manufacturer. No 
matter what your particular angle 
of it may be, we will be glad to 
show you how to get more sales 
from your present distribution. 


If we were not doing Hig iemery 
week, we could not be in business. 


BOOT and SHOE 


| RECOR 


DER 


GREAT NATIONAL SHOE WEEKLY 


New York, 127 Duane Street B O STO N Chicago, 189 W. Madison Street 


St. Louis, 1627 Locust Street 
Rochester, 609 Powers Bldg. 


Cincinnati, Ist National Bank Bldg. 
Philadelphia, 939 Chestnut Street 
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Lynn as a Novelty Center 


YNN shoemaking has been going 

through changes and it is worth 
while for shoe men, both manufacturers 
and buyers, to pause and consider the re- 
sults. Lynn today occupies a prominent 
place in the shoe industry because of its 
ability to turn out the novelty footwear 
for women. 


Gain of 1,000,000 Pairs 


A million more pairs of shoes will be 
shipped from Lynn this year than a year 
ago. That’s a conservative estimate. The 
gain is on novelty styles. Volume of busi- 
ness is being won on novelties. 

For the making of novelties, Lynn has 
some unusual advantages. For instance, 
one lot of novelties was made in Lynn and 
delivered in New York within one week 
after the order was booked. However, that 
was an emergency order. Yet regular 
orders are filled on a 15 days’ production 
schedule. Other shoes are made on a 21- 
day schedule. One of the largest factories 
which hitherto operated on a slow time 
schedule, is now being speeded up to a 21 
days’ delivery schedule. Quick production 
and delivery is the way to volume business 
in these days of quick changing styles and 
quick turnovers of stocks. 


Course of Novelties 


Lynn is a sort of a race track course for 
novelties. It has many facilities for the 
quick interpretation of style trends and 
the quick deliveries of novelty style shoes. 

For the interpretation of styles, Lynn 
has style reports from Paris, London and 
New York, plus its accumulated knowl- 
edge of shoe styles and shoemaking meth- 
ods and the services of scores of last mak- 
ers, pattern makers and designers. 


Novelty Leather Service 


As for leathers, Lynn shoe men work 
co-operate with North Shore tanners. It is 
common for a Lynn shoe man to climbinto 
his automobile and ride to a neighboring 
tannery to talk over style development 
with the tanner. Frequently he brings 
back a new color, or a new finish or 
leather, to add to his sample line. 

Also, it is common for shoe men to send 
their pleasure cars to nearby tanneries to 
get small lots of new leather. 

Probably no other shoe center in the 
country has a novelty leather service 
equal to that of Lynn. 

Lynn shoe manufacturers enjoy the 
same sole leather service, for Lynn is one 
of the leading cut sole centers of the coun- 
try. A shoe man has to go only to the next 
door to get a supply of soles. 

As novelty style shoes have developed, 
the stitching of uppers has become of 
major importance. Indeed, it is a common 
story that the production of novelties is 
governed by the production of stitching 


rooms. Lynn is fortunate in its stitching 
rooms. It has 5,000 shoe stitchers. 


A Skillful Lasting Essential 


The success of many novelty lines de- 
pends upon the skill with which it is lasted. 
By reason of the cut outs, inlays, overlays, 
straps and other trimmings, an upper must 
be pulled over a last with precision. Be- 
cause of the demand for quick deliveries, 
an upper must be pulled over a last with 
speed. Hence skill and speed are vital. 

Lynn is the birthplace of the Consoli- 
dated lasting machine, commonly used 
these days. Lasters have pushed produc- 
tion to 800 pairs a day. 

There is one shoe man in Lynn, who can 
make a sample of a new style shoe com- 
pletely within an hour’s time. There are 
also Lynn shoes in which they will cut, fit 
and pull over the upper of a new style 
shoe, (but won’t bottom it) while the 
buyers wait. Quick service like this is what 
brings orders to Lynn. 





Market for Fancy Skins 


For shoe merchants who are looking for 
new and attractive side lines there are 
many fancy skins. Business in these, ac-. 
cording to tanners, has not been worked 
up to anywhere near its possible volume, 
because of the lack of merchandising 
channels. In other words, few merchants 
handling shoes or any other sort of goods 
make any effort to sell fancy skins. Yet 
they pay a good profit, and there are pos- 
sible markets for thousands of them. They 
retail at anywhere from $2 to $5 each, ac- 
cording to style and quality, and should 
pay a profit higher than the average rate 
of profit on shoes. 

Just now, when colleges are opening 
there is a market for fancy skins, bearing 
college seals or letters. One tanner ex- 
perimented with this market making 
skins in college colors, and having college 
letters embroidered in them by hand. He 
sold a few hundred skins, and then gave 
up the proposition, because he did sot 
wish to get too deep into retail merchan- 
dising. He is convinced that several thou- 
sand skins, in college colors and embossed 
with college letters,-or seals, could be sold, 
if anybody would merchandise them. 


For Christmas Presents 


Likewise there isa market for fancy skins, 
embossed with emblems of fraternal and 
secret societies. Already, several thou- 
sand of these skins have been made and 
sold. The brisk demand comes for them 
about Christmas time, when they are 
given as Christmas presents. 

Skins may be embossed with city seals, 
high school initials, slogans, or any other 
designs. Some tanner ought to emboss a 
skin with the slogan “Nothing Takes the 
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Place of Leather’’ and send it to shoe 
stores, for display purposes. 

Fancy skins make handsome mats or 
backgrounds for window displays as well 
as for store hangings. 

Along in the fall of the year, when 
women start to make Christmas gifts 
many shoe merchants get an inquiry for 
fancy leather, with which to make table 
mats, book covers, bags, belts or other 
articles. This is a field that is open to 
much development. Suede skins, new in 
style for shoes, are preferred for fancy 
leather work that is done at home. 

Shark, alligator, lizzard, elephant, grape 
vine, wormwood, oak leather, lotus leaf 
and a score and more designs in embossed 
leather are commonly produced by makers 
of fancy leather and are available for shoe 
merchants who would like to handle them. 





Rapid Shoemaking 


One reason for the quick production of 
shoes, and for the frequent changes in 
styles in the Lynn trade is the develop- 
ment of time saving, product increasing 
machinery. 

For instance, a 1923 model McKay 
machine sews shoes at the rate of 1200 
pairs a day. This is six times faster than 
the early type McKay machine sewed 
shoes. The development of the speedy 
McKay machine came within the last few 
years. A new McKay machine, now in an 
experimental stage, will sew shoes even 
faster. 

Furthermore, the new model McKay 
machines sew six stitches to the inch, 
which is three time as many stitches to the 
inch as the early type McKay machines 
sewed. The shorter the stitch, the more 
flexible the shoe. Hence the improved 
McKay machines helped to bring about 
the popular McKay shoe. 

Lasting machines now do anywhere 
from 400 to 800 pairs of shoes daily, the 
number depending on the type of shoe 
being made. A hand laster used to call 
125 pairs a good day’s work. 

Likewise have other machines been 
improved, and speeded. Of course the 
faster the shoes are made, the quicker 
style changes can be met, and shoe buyers 
accommodated. 





Dispenza Is Manager 

Cosmo Dispenza, secretary of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, has accepted the position as manager 
of the Eastwood men’s shop, 36 W. Main 
street, and returned to that organization 
last week to put across the new men’s 
shop. 

“Cos,”’ as he is known to everyone in the 
shoe business, started with the Eastwood 
organization 18 years ago, leaving them to 
accept a position with the A. E. Nettleton 
Company, and his return to the Eastwood 
organization should mean new life to the 
Eastwood men’s shop. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Sparta, Ala.—W. C. Lester, general merchandise, 
reporte petitionei or petitioner in bankrupcty. 

Ocean Park, Cal.—S. W. McCollon, boots —t 
shoes, reported assigne 1. 

Stamford, Conn.—Albert A. Hotz, Hotz Shoe Co. 
(302 Atlantic avenue) boots and shoes, reported 
petitioned or petitioner in banaruptcy. 

Chicago, Ill.—Louis Cohen, Eagle Men's Shop 
(3452 South Ha.sted street) boots and shoes, etc., 
reported petitioned or petitioner in bankru; tc 

~ ~—— 

Joseph Shainer (5427 W. Chicago avenue) ‘general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Hutchinson, Kan.—Wolff & Richardson, boots and 
shoes, etc., reporte4 petitione 1 or petitioner in 
bankruptc y and coonrrar appointed. 

Lewiston, Me.—1. L. C. Co. (1. L. Cop, manager) 
boots and shoes, ae. se , reported petitioned or pe- 
tioner in bankruptcy. 

Haverhill, Mass.—Unitel Eag!e Shoe Co., Inc., 
shoe manufacturers, reporte i asking general ex- 
tension. 

Detroit, Mich.—Louis Harris (11632 E. Jefferson 
avenue) boots and shoes, reported called meeting 
of creditors. 

Cleveland, Miss.—W. H. Bobb, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Broouxlyn, N. Y.—Triangle Shoe Mfg. Co., Inc., 
shoe manufacturers, reported petitioned or pe- 
tioner in bankruptcy. 

New York, N. Y.—Burke & Miller (132 West 33rd 
street) sold out to Samuel Miller. 

New York, N. Y.—K. & K. Importing Co. (Morris 
Krotenberg, proprietor, 3 Delancey street) im- 
porter, reported petitioned or petitioner in bank- 
ruptcy 

Tonawanda, N. Y¥.—Dick’s Shoe Store (John A. 
Dick, proprietor) boots and shoes, reported pe- 
titioned or petitioner in bankrupcety. 

Wilmington, N. C.—A. Abrams, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

— 5. C.—W. T. Collins, general merchandise, 

ported pgtitones or petitioner in bankruptcy. 

Sioux F Falls, 8. D.—Joseph L. Feldman, boots and 
shoes, reported asking general extension. 

Rosebud, Texas—Watson & Co., boots and shoes, 
a. ; Feported offering to compromise at 3344 per 


eee News, Va.—Newport News Shoe Co., Inc. 
shoe manufacturers, reported petitioned or ‘peti- 
tioner in bankruptcy. 


BUSINESS CHANGES 


Chicago, Ill.—V. Baran Shoe Co. (1551 Tell place) 
manufacturers of shoes, re-organized, style 
changed to Chigiri’s Shoe Co. 

Hanston, Kan.—Henry Knaus, general merchan- 
dise, recently 

Boston, Mass.—M. Dobrien, wholesale boots and 
shoes, removed to 128 Lincoln street. 

Morris A. Gottler (5 Hudson street) wholesale 
boots and shoes, will remove to 8 Al 

Haverhill, Mass.—Harding Shoe Co., Inc., shoe 
manufacturers, Charles 8. Harding, president, 
reur 

Holtz & O ‘Connell, shoe manufacturers, recently 


Leominster, Mass.—C. E. Barnes & Co., boots and 
shoes and repair reported succeeded by Ham- 
ilton & Buteertield” 

Lynn, Mass.—E. C. Bottomley, Inc. (266 Broad 
street) sboe manufacturers, movei to 90 Ware- 
ham street, Boston. 

C. H. McManus & Co., toplift manufacturers, re- 
ported sold or closed out business. 

Smith Shoe Co., Inc. (266 Broad S'reet) shoe 
manufacturers. reportei moved to 90 Wareham 

. _ Street, Boston. 

Milford, Mass.—J. J. Maroney, ‘boots and shoes, 
reported succeeded by W. G. Hamilton. 

Pontiac, Mich.—Mrs. M. Weiss, ee merchan- 
dise, reported qoneeeded by M. 

Dassel, Minn.—L. Norgren, boots and shoes, 

’ etc., "reported sold oa to Ole Nystrom. 

St. Louis, Mo.—McKin! ey Shoe Store (710 N. 
High street) boots and shoes, reported sold out 
to Sol Figus. * 

Chrome, N. J.—John Tucholoski, boots and shoes, 
etc., reported remove to Perth Amboy, N. J. 
Dover, N. J.—A. Bornstein (51 E. Blackwell 
street) boots and shoes, reported movel away. 
Cleveland, O.—James Sipan (5828 Broadway ave- 
nue. boots and shoes, etc., reported going out of 

iness. 

Philadelphia, Pa.—Mrs. Lizzie West (436 N. West 
street) boots and shoes, reported selling or sold 


out. 

Milwaukee, Wis.—Phoenix Shoe Mfg. Co., chil- 
dren's shoe manufacturers, recently commenced 
business. 
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Regal Shoe Company Two- 
Day Conference 


The Regal Shoe Company, shoe manu- 
facturers of Whitman, Mass., held a two-: 


day conference on September 25 and 26, 
which was attended by executives of the 
plant, district store and department man- 
agers and salesmen. About 125 attended 
the conference, which was presided over 
by E. J. Bliss, president of the company. 
The Regal Company operates its own 
stores, having 60 from coast to coast. 

The close of the first day’s session was 
observed with a dinner. at the Boston 
A. A., Boston, where there were several 
speakers, including: Louis K. Liggett, 
president of the United Drug Company, 
E. J. Cattell, statistician of Philadelphia, 
and President Bliss. 

The outline of the fall plans was deliv- 
ered to the salesmen, store managers and 
others by J. A. Holmes, sales manager, at 
the factory in Whitman on the first day. 
There were addresses on advertising by 
E. D. Gould, L. A. Van Patten and Ather- 
ton Pettingell. “‘Expense Control” was the 
subject of an address by Cyrus Monroe, 
treasurer of the firm. 

On Wednesday there were several ad- 
dresses by the store managers of the vari- 
ous districts operated by the Regal Com- 
pany. A final message was given by 
President Bliss, marking the closing of the 
conference. 


Increased Sales Past Year 


Mr. Liggett complimented the Regal 
salesmen on their effective work during 
the past year when they increased their 
sales. He advised efforts be concentrated 
in the problem of speeding up the turn- 
over. Referring to the economic situation 
in Germany, the speaker said: “Hamburg 
is the busiest port in the world today and 
Germany is doing more construction in 
shipbuilding than any other country in the 
world. It can pay the indemnity—it’s 
only a question of time.” He said a settle- 
ment of the Ruhi controversy would in- 
fluence better tone to industrial conditions 
in Europe. 

Mr. Cattell predicted a great era of 
prosperity during the next 20 years, char- 
acterizing it as “The greatest period of 


_ 


High cut Boots—$2.90 to $3.65 
Write for samples 


————— eee 
SO ee ee 
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prosperity the country will ever know.” 
Louis B. Keane, assistant sales manager, 


was chairman of the committee of arrange- 


ments and was aided by J. J. Buckley, 
manager of one of the Boston stores. 





Figures for School Shoes 


Shoes made for children number 74,- 
000,000 pairs, according to the last census 
bulletin. That includes shoes for boys, 
youths and little gents, misses, children 
and infants. Besides a few other millions 
of pairs are made in growing girls, little 
men’s and like lines. 

So it is fairly safe to figure that about a 
quarter of all the shoes made today are 
for the school trade. 

“The American school army” was 
figured at 21,300,000 a while ago. But this 
includes school children between the ages 
of 5 and 20. That looks like stretching the 
school population a bit. A recent census 
bulletin shows that children from 5 to 13, 
more common school ages, numbered 
13,800,000. 

If the latter figures be taken, the average 
consumption of school shoes figures at 
about six pairs a year per child. 

A shoe merchant may learn from the 
school boy or the newspapers, the total 
enrollment of children in the schools of his 
city, multiply it by six and from the results 
get an idea of the total number of school 
shoes sold in his city. 





MISCELLANEOUS 



















GENUINE VICI KID. LEATHER 
| COVERED CUSHION INNER- 


COMFORTABLE HEEL. LIVE 


IN STOCK. SIZES 6/9, 
7/11, WIDTHS D ANDE. 


PRICE F.O.B. 
NEWTON 


$3.10 


SAMPLE SENT \ 
c. 0. BD. $3.28 
ANDO POSTAGE. 


A. A. Av MFG, CO. 


BOX SSA, NEWTCN . MASS. 


Reece’ s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 


1 buckle shoes 
$1.42% to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 


Cols. « « & Nebraska 





% Retails for $5.00 


SOLE. EXTRA FLEXIBLE OAK. 
LEATHER SOLES. BROAD 


RUBBER HEELS AT- 
TACHED. GUARANTEED 


24 PAIR TO CASE 
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iasue: 

Space 1 time 

(aes * $4.00 $3.50 
ee 10.00 8.00 7.00 
|) eR 15.00 12.00 10.50 
EG 2u.00 16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per | 


7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WAN TED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. 
“Want” advertisements, seven cents per 

Minimum amount accepted, $1.25. 
received up to noon on Tuesday of week of publication date. 

advertisers desire answers to come in care of this 
must be allowed in each advertisement for address. When advertisers 
ied direct to their addresa, each word of the 
address must be counted in the advertisement and 
Answers to ads must be sent under letter postage. 


$3.00 $2.50 
eee = desire replics forward 
12.00 10.00 


except when regular advertisers, as amounts are too small to open accounts 


For other 
word for each insertion 
Ads under this heading will be 
When 
twelve worde 


paid for accordingly. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN WANTED—With established trade 
to carry a side line of shoe ornaments suitable for 
retail trade on commission basis. Address E-292, 
one Boot and Shoe Recorder, 207 South St., Boston 
ass. 





ALESMEN WANTED on commission basis to 

carry side line of infants’ soft sole shoes. Good 
territory open, Address E-293 care Boot and Shoe 
Recorder, b07 ‘South St., Boston, Mass. 


ALESMAN WANTED — woe established 

Brooklyn manufacturer of high-grade novelty 
turns is in need of a salesman that wants estab- 
lished trade for out of New York City, territory not 
restricted. In reply state age, experience, reference, 
etc. Commission Leste only. Address K-557, care 
Boot and Shoe Recorder, 127 Duane St., New York. 








ALESMEN for established trade in Hudson 
River Valley and Delaware Valley, living in ter- 
ritory,with experience, selling a general line of shoes 
and rubbers to the retail trade. Claflin Thayer & 
Co., 58-60 Reade St., New York City. 


ALESMEN WANTED—Experienced resident 

men to represent a progressive wholesale house 
selling women's novelty shoes for the city of De- 
troit and vicinity. Also Chicago. Only men who 
have had e ience in these territories will be 
considered. Give all particulars in first reply. Ad- 
dress K-556, care Boot and Shoe Recorder, 127 
Duane St., New York. 


WANTED—Salesmen to carry a line of infants’ 
soft soles and moccasins, 0 to 4, also line of Elk 
unlined, 1 to 6. Address Dunn-Peabody Shoe Co., 

Danvers, Mass. 


WANTED— Experienced. shoe salesman to carry 
a high-grade line of stitchd shoes, 

and oxfords on a commission basis. References re- 
quired. Address E-294, care nos and Shoe Re- 
corder, 207 South St., Boston, Mass. 


) og ey 4 — by — 

facturer to carry e popular 
stitchdown sandals and shoes. Commission’ b basis 
only. | gy a — Washington, 
tab, Minnesota, 


Colorado, oe. Montana, 

New England States, Southern States and Penn- 
sylvania. Address K-552, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 


E want a good ve man who is not afraid 
Wrteens tent ey wey fey byte Sex 
time to sell our —— line of Shoe Accessories and 
novelties for other lines. Actual shoe selling ex- 
perience not necessary, but shoe findings experience 
will help. Must be willing to carry our line exclu- 
sively, no side lines. Give age, record and references 
in first letter. No attention will be to any 
applications that do tT contain this information. 

Ta a to work at once. The 
T. Gilbert te. ochester, N. Y. 


= LINE RECORDS SMASHED—Our 
pa ay stitch re wo a wane McKay 
ort line proving big winner for ve aggres- 
sive side-line salesmen—15 numbers in all—sales- 
men reaping big harvest can’ dealers ordering in 
case lots trom coast to coast. Attractive commission 
plan. Now allotting territory to unusual producers 
who can show substantia! and clean records. Write 
to-day. Wobst Shoe Company, Mil kee, Wis. 





























SALESMEN WANTED 
Eastern rer king snappy 
line of growing girls’, misses’, and 
children’ 's Goodyear Welts has opening 
for r in Iowa, Mis- 
souri, Illinois, Indiana and Michigan 
on commission basis. Give full details 
of your experience. No objections to 
line being carried with a childrens’ 
turn lime. Address with references, 
E-29%6, care Boot ahd Shoe Recorder, 
207 South St., Boston, Mass. 














TRAVELING SALESMEN—AN OPPORTUNITY 


Are you desiro us of adding to your income by handling a side line of in- 


terest to all shoe stores and in no way competing with your present prod- 
uct? This line really helps your present work and pays big. Address E-283, 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 


ALESMAN wanted to handle a novelty line of 

infants’ turns on a confmission basis. We have 
an established business in the South for a first-class 
man. Line consists of 1-5 and 4-8 runs. Submit 
references, age and previous experience in first 
letter. M. Myers Sons Co., Inc., Palmyra, Pa. 


ALESMEN WANTED—Live wire men to seil 
_high grade line of shoe laces and assortments in 
Mississippi Valley, Western and Southern States. 
al commission. Address E-277, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 


ANTED—Good salesmen with established 

trade to carry (with their present lines) 14 
men’s welts to retail at $5.00. All carried in stock. 

basis only. Commissions paid each 

opel State what terri you cover and what 
line you carry. Samples ready now. Address E-278, 
care tt and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 

ANTED—We have openings in New England, 

Kentucky and Tennessee, and Indiana = 
Illinois and thwest for live-wire men to carr 
our infants’ soft soles and infants’ and children’s 
turns in connection with present line. Line is es- 
tablished, advertised and we pay highest commis- 
sion. Want none but experienced men Lag estab- 
lished trade. J. J. MacMaster, Rochester, N. Y. 


GALESMEN WANTED —To sell side line in- 
fants’ 1-6 flexible turn shoes and soft soles, over 
50 styles in oe. strongest line baby shoes i in coun- 
eR my Ae wet 
jong present age, ann » 
dress E-281, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Te carry as side line, Tootsie Better Baby 

Sag aoe Ce Mountain and Pacific Coast 
states. 10 per cent. The Mater-Mack 
Co., Rochester. N .Y. 


Ly tates, SALESMAN—To sell leather, shoe 
and shoes with established shoe findings 




















Ped. in the 4 West; yrs rtf 
tate experience. Address 

Son he, Chicos x and § Shoe Recorder, 189 West Madi- 

son 





ALESMEN WANTED—A factory wishing to 
double its output wants salesmen to carry 
infants turn shoes as a side line. We want inquiries 
from all territories, 6% —_ yey 
potion. Address E-258, care 
ecorder, 207 South Street, Boston, —~ ©. 


ALESMEN WAN'TED—Experienced M 
handle complete line of Nationally Advertised 
Felt, Satin and ther Slippers in Minnesota- 
Iowa Neteashat Kansas, Ohio, Indiana and Michi, 
ees tate territory trave!ed and furnish references. 
. Bradley, 404 S. Wells St., Chicago, Illinois. 








SIDE LINE MONEY-MAKER 
Shoe salesmen are having wonderful 
success introducing in shoe stores our 
corn, callous an bunion plaster. 
Short, simple, dignified story quickly 
appeals to shoe dealers. An established 
staple in drug stores and proving even 
more practical for s stores. n 
territory fast closing. Address E-295, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











ALESMEN WANTED—A No.-1 salesmen to 

sell our line of men’s fine welts, made in the 
Brockton district to retail at $5 and $6. 6 per cent 
commission, payable 50 per cent on a ted or- 
ders, balance when invoice is paid for. Line con- 
sists of 20 samples. Will work well with nee grade 
women’s. Territories open, Illinois, 
Indiana, a , Ohio. Address, E-280, care 
Boot and ecorder, 207 South St., Boston, 

ass. 








POSITION WANTED 


| ips ee mage or manager and buyer, capable 

of running chain stores, desires position in same 
capacity either in New York or out-of-town. Ad- 
dress ~.<" care Boot and Shoe Recorder, 127 
Duane St., New York. 








RESIDENT buyer will take care of your imme- 
diate needs in the Massachusetts, New York or 

yn shoe markets. Know where and how to 
buy. pv Mem Box E-302, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





ALESMAN would like to represent live-wire 
house. Will open office in Philadelphia, Pa. 
Take care of Pennsylvania, New Jersey, itimore 
and Washington. ard you want a live wire represen- 
tative and would like a Philadelphia office let me 
hear from you at once. Will arrange a inter- 
view at your f. or anywhere suitable. Address 
Box E-303, care t and Shoe Recorder, 207 
South St., Boston, Mass. 





YOUNG man, own business 10 years, Scotch, 
wholesale, desires position with manufacturer 
or jobber, salesman. Address E-304, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





MODEL 4-B desires part time —. D. Simon, 
1771 77th St., Brooklyn, N. 





aaa WANTED—Eleven years shoe ex- 

perience as buyer and manager absolutely sober, 

= give best of reference. Edward Pieper, Bicknell, 
nd. 





I SELL SHOES RIGHT 


The services of a well known salesman 
of proven ability and integrity, who 
has a Sewing and is known generally 
th « New York and New 
Seg is available. Knows the shoe 
game thoroughly, a good organizer, 
designer and sales promoter with 
executive ability. Contemplates mak- 
ing a change, where co-operation will 
merit an equitable arrang t. Has 
a ful d and Hh ref- 
erences. Address-E-305, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 
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POSITION WANTED 


FOR RENT 


FOR RENT 














Shoe factory office man de- 
sires position. With makers of 
nationally-known shoe for over 
17 years as treasurer, in full- 
charge of correspondence, cred- 
its, adjustments on returned 
merchandise, etc. Thoroughly 
reliable, strictly temperate and 
willing worker. A-l references. 
Address E-288, care of Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 























Women’s Shoe Department For Rent 


in the new St. Louis ladies’ ready-to-wear store of Maurice 
Mendel, Inc. on the most prominent corner in St. Louis. Liberal 
rental arrangement. Ample window space. An exceptional 
opportunity for a dealer in high type women’s shoes. Write or 
phone for personal interview to Maurice Mendel, 1395 Broad- 
way, New York. Phone 2309 Fitzroy. 





L | 


BE > 
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HELP WANTED 


ANTED a superintendent also a foreman for 

stitch down work, good pay to the right party, 
to work in the Eastern part of Pennsylvania. Give 
full particulars, age, how long experience and 
reference in first letter. The same wii be held in 
confidence. Address E-297, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Thoroughly experienced retail shoe 

men to join a newly formed organization for 
the purpose of operating retail shoe departments in 
the Middle West and Southwest. Some financial 
investment required. Address E-298, care Boot and 
Shoe Recorder, 207 South St., Roston, Mass. 


ANTED—A young man with high school or 

college education by a Western manufacturer 
of men’s fine shoes. Must have retail shoe selling 
experience on men’s fine shoes and in town of 10,- 
000 population or over. The position is under the 
personal supervision of the sales manager in the 
Advertising Department. Talent to write high- 
class advertisements for retail shoe dealers, also 
good merchandising and advertising ideas are es- 
pecially desirable. Salary will be whatever you 
demonstrate your worth to be, so do hot hesitate to 
apply if you think you have the abi.ity to nf re- 
sults. In answering give age, married or single, 
éducational advantages, name and address of retail 
merchant ~- and several character references. 
If possib it ples of work done in adver- 
tising. ‘Address E-299, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ii. 

ETAIL SHOK MANAGER WANTED— 

Applicant must have had ten years or more of 
experience, with ability to buy and manage Shoe 
Department in a live and energetic manner. Must 
know how to sell the last three pair of the dozen. 
John Sewell & Bro. Miami, Florida. 

ANT hw—An exceptional portunity 
Wiawred by an active Western Shoe Santos. 
turer, to Fe man, High School or College 
graduate pre who has fea retail shoe experi- 
enee in a city of not less than 10, population 
and has a thorough knowledge of shoe retailing 
methods—is able to suggest merchandising plans 
that will be of real service in helping retail merchants 
to sell more shoes—clean up his stock etc. He will 
be under the personal supervision of the Sales 
Manager where abundant a. will be 
given for rapid advancement. In answering give 

a yey name of and address 

merchant he servei and three character 
FE Address E-274, care Boot and Shoe 
Reeorder, 207 South Street, Boston, Mass. 























LINE WANTED 


A™M f techies Se a good line of shoes with reiiable 
ave nine years of shoe selling x 

perience in New York City and State. Am 25 

of age. Good appearance. Address K-555, care Soot 

and Shoe Recorder, 127 Duane St., New York. 








LINE WANTED 


WANTED TO PURCHASE 





P-TO-DATE line of women’s novelty shoes to 

carry with present line of children’s > 5 in 
Texas, Louisiana, Arkansas and nee Oe 
mission. Address E-300, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


INE WANTED—Have an established trade 
with the department and large stores in Phila- 
delphia, Baltimore, Washington and adjacent ter- 
ritory and am open for a line of ladies’ medium- 
= novelty shoes 7 ted for that trade. Address 
301, care Boot and Shoe Recorder, Suite 1420, 
Widener Bidg., Phi! adetphia. Pa. 








LINE of women’s novelty McKays or turns by 

salesman and assistant covering city a 
Illinois, Wisconsin and Indiana. Line must 
medium to cheap in price. I — established trade 
in above territory on misses’ and children’s welts, 
require women’s line to with them. Address E- 
x hey —<° hoe Recorder, 189 W. Madison 
t. 


LINE WANTED—Wanted a high-grade in-stock 

misses’ and chi dren’s shoe line to with a 

complete tine of well known felt sl ppers. vering 

pumptyivenin and Maryland. Address ess 287, care 

ae Shoe R ier, 207 South St., Boston, 
Mass. 


W°issitlo MeKaye to coll to ‘the lan large jobbing 
cRKays to to 

pote.» a well-known salesman a first- 

class Boston office. Address E-253, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 











FOR LEASE 


FOR LEASE—Shoe department established in ® 
department store in best jocation in city o 
25,000, 15 miles from St. Louis. 

invited. Address 2 care 7 and Re- 
corder, 207 South ., Boston, M ‘ 








FOR SALE 





THE NEW YORK EXPORT 
PURCHASING C ORPORATION 


596 BROADWAY, NEW rr 
PHONE—SPRING 
WILL suow SELLERS FOR 


BUY (ENTIRE stocks /CASH 
Bargains in shoes aiways on hand ter special sales 
and bargain basements 








CASH PAID 


for entire shoe atecks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt ettention given. 


KIRSCH-BLAC HER CO., Ine. 


298 Church St... New York, N.Y. 
Phone Canal 0679 








We buy quick and pay hirhest cash price 
for retail and wholesale storks of shoes or 
_ - TN meray ae object. 

‘or 30 years our speciolt y 

Bank and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 


rman WALKEH, Proprictor 
0 Breadway. Heoshlye 
Phone Stang 











ASH PAID 


shoe stores or surplus stuchs of shoes or 

o qonvehandies. ry mag lg me over. 
sead a representative investigate 

make offer spon request 

tee Cerf. Mercantile Co., Inc. 
59) Broadway, New York City 
Phone Spring 5160-5161 5162 


rie! 


ah 





wren) 
FOR SALE Small welt factory in Peansyl duit}! 
500 pairs of 


children’s, misses’ and 
girls’ shoes. Euocliont lasts and patterns. Low rent 
oe plenty of trained shoe workers in community. 
py for starting business at once. This 
Rg oe my for someone who knows the 
~ rite at once to J. L. L. Kuhn, 46-48 
N. Cameron St., Harrisburg, Pa 

Fr Goala SALE—The only exclusive Shoe Store in 
Conta Fieri. Stock about $5,000.00. Must be 

sold soon. M. M. Little, Proprietor. 








For entire Shoe Stocks, 
Slow M 





I PAY SPOT CASH 


oving mbers -~ will 
nu ny quanti 
give you immediate reply. , " 
S. CLEARFIELD 
116 W. 32nd Street, New York 

















Hawaiian 


The subsecri —- ogtve of tho Feet > 
E] Salvader, phe via, Brazil, 


Member of the Associated Business 


Cable Address BOOTRECO 





ielende, Virgin Islands, Alaska 
Dresil, Coluenbia, Eeuador, 


Each issue copyrighted by the Boot and 
ISSUED EVERY SATURDAY AT 267 SOUTH STREET BOSTON, MASS., U.S. A. 


is $5.00 a year in 


Peru, Uruguay, The Balearic Islands, and the Canary islands. — 
Ne Subscription Accepted for Less Than One Year 
Pa; Ine. Member of the United Publishers Corporation. Member of Audil Bureau of Circulation. 
Coen nner none a ener ee Poel dian Bectan hbase as conondclace mateo. 


advance, which includes in the United States, Cuba, 
Mexico, Costa <1 Dominican 


uras, Nicaragua, 


Printed in U.S. A. 





les sezer lle 
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WANTED TO PURCHASE 


MISCELLANEOUS 











DO YOU CONTEMPLATE 
Retiring of gong out of business? We will 
pay value for your entire or surplus stock of 
shoes. Leases having @ short term torun taken 
over. Established 25 years. 


I. OLENICK 


650 Broadway. New York Tel. 0095 Spring 











52 Liepenard Street, New York Cit 
We also purchase clothing, hats, Farniabing i 
goods, etc. Phone Canal 











MISCELLANEOUS 














a 
F 







i 
| 





Both hands free to remove or re 
stock without of 
Cushioned Tired Trolley 

and Truck Wheels eliminate nosse 

and prevent vibraton. Erection 
| as sunple as A, B, C. Unilize 
small space. Make top shelves 
safely available for stock purposes One 
style— peat of deagn— mcely fenushed— 


The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel. Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as weil. 


Write Us Direct tf Your Dealer 
Cannot Supply You 






Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


























Milbradt Rolling 
3] Step Ladders 


are made in a great many 
Melstyles to suit all kinds 
sof stores and shelving. 









Write for our latest cata- 
18 styles of 
es well as other 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 






| store 















DO YOU KNOW? 

that you can buy it—or 

sell t—through the 
columns. 


“Where to m 
its quick 





> Le oy mete 
9 service a time saver > 

















meeting immediate 








Every Shoe Store Needs 
a pair of 
**MANCHESTER”’ 
(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


““Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 






a” 






= 


~ 











— 


. 


nip are made of 
hig b-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 


~e. d specif: 
e sure and 8; 
Genuine . 
“MANCHESTER” 
curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 





era ee 






supply you. 
Price, $4.00 
Frank W. Whitcher Co. 
Patentees and Manufacturers 
Boston, Mass. lal We Lake Se. 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The yy ry price 
Boot and Shee Recorder is $5.00 a year 
vance, which includes postage 2 
States, Cuba, Hawaiian Pt 
foo, Costa’ Rice, Dominions Repablie; Hea 

Dominican 


Ett 


; 





_ ha El Selvador Argentina, 
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foreign countries except the above is $10.00 
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subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every is taken by the BOOT AND 
SHOE RECORDER to printing eny 
statement ly to mislead its readers 
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LONDO OFFICE: John C. Curtiss, Manager, 

AUSTRALIAN OFFICE: 430" Lit. 2 &.. 

G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William alas 

. Adlergasse na, Austria. 

ARG INA: Buenos Aires, Rivadavia, 2721 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rue Genera? 

CHILE: Santiago, Las Rosas 1123-1127. Orte- 
Fubrimans, Gerente. 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


anager 
SPAIN: Gerente, Leoncio de Miguel, Librere Ed- 
itor, 20 Fuencerral, Madrid. 
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' FALL NOVELTIES IN STOCK 


High Grade Turns in the Popular Leathers 
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No. 3253—Black satin, black ooze calf front lat- 
tice, turn, 14-8 Full covered Spanish heel, A—C $5.85 
No. 3254—As above, ee ame, black ooze 
calf front lattice, A-C . $5.85 
No. 3261—As above, black ooze call, gun metal 
calf front lattice, A-C. . $5.90 


As above, in Cuban Heels, 25¢ } per pair lees. 


No. 3250—Black —y = gore, black suede front 


collar, cut-out, turn 14-8 Cuban covered heel, 
A-C $5.50 


No. 3262—As above, all black ooze calf, A-C $5.75 








No. 3847— Black ooze calf, patent leather trim, 
silk side gore, turn; 16-8 "full covered —— 

heel, A-C.... .$5.90 
No. 3848—As above, ‘all patent leather, AC. $5.75 
No. 3870—As above, black satin, gun wend ot 





The Best Sellers for 
Fall, black suede, black 
satin, patent leather. 


Ours is a most com- 
plete line of women’s 
exclusive novelty foot- 
wear. Ready for imme- 
diate shipment. We 
have many other num- 
bers in stock, also imi- 
tation turns and welts. 


Terms: 2%10, Net 30 
F. O. B. BOSTON 


Single pairs 25 cents 
extra. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


OOOOOOOoOoO 
OOOoOnO 
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No. 3851—Patent a = 14-8 Cuban 
Covered heel, B-C. , . $5.35 
No. 3849—As above, dark brown. ooze > eal, brown 
kid trim. A-C. . .$5.50 
No. ee above, black ooze . calf, ‘patent trim, 
A-C $5.50 













No, 3858—Black ooze calf, dull trim, turn, 16-8 
full covered Spanish heel, A-C $5.90 

No. 3859—As above, dark brown ooze calf, brown 
RN .c os 0s scar teuibagwacdébeseed $5.90 











No. 3855—All patent leather, 3 strap side — 
turn 14-8 Full Covered Spanish heel, B—C. . $5.7: 


No. 3856—As above, all black ooze calf, A-C . $5. 3 
No. 3437—As above, all black kid, A-C..... $5.25 


No. 3436—As above, black on black ooze calf 
trim, two strap, A—C $4.75 














ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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ITH the winter months 

v4 coming on, mothers 
will soon be looking for warm 
felt footwear for the kiddies. 
They will want vivid colors, ex- 
perienced workmanship, broad, 
natural lasts, and rugged ser- 
vice in the slippers they buy. 
Snug-lers combine these fea- 
tures in a pronounced degree. 


Winter Profits in Children’s Felts 


There are Snug-lers for 
children of all ages, as well as 
men and women, There is 
no line with a larger assort- 
ment of varied: styles, shapes 
and colors. You will find all 
the numbers necessary for a 
complete stock. Order your 
Snug-lers now for winter 
business. 


United States Rubber Company 
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NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 















































REAL HAND TURNS WITH A REPUTA- 

TION -- THAT'S THE KIMBALL & 
SHERMAN LINE. AND THIS REPUTATION 
IS GROWING RAPIDLY AMONG LEADING 
MERCHANTS WHO FIND THESE SHOES 
A MAGNET FOR THE BEST TRADE IN, 
THEIR COMMUNITIES. 





KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 


Vol. 84, No.3. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 3, 1879. Subscription price, $5.00 a year. Printed in U.S.A. 
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Listributing force 

ARTHUR S- PATTON LEATHERCO, S/ LOUIS 

Mel C7 \arew Grn Con m Gil laslele 

Geo. W Newman LEATHERCO,, Cinncinniah 

Eowarn ZoRLAUT, Stim F/UnCISCO 
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In 24 Pair Lots 


IN STOCK 
C—D Widths 


11X 


BLACK CALF 
BLACK SEAL TOP 


12X 


TONEY RED CALF 
BROWN SEAL TOP 


THEY’RE GOING FAST 


2 quick selling styles for immediate delivery only. Sell them 
for $6 or $6.50 and get a good profit. Make friends of your 
customers. Give them a real bargain in style and quality. 
Gallun’s Scotch Grain tops. Oak Bend Outsoles. 12 edge. 
Wingfoot heel. We cannot build these oxfords to-day for less 
than $4.75. Send your order before evening. To-morrow may 
be too late to get a good run of sizes. 


24 pairs or more 
12 pairs or more 


Less than 12 pairs 





MARION SHOE CO. 
ON, INDIANA 


WESTERN QUALITY |E4 hi 
oo : 
EASTERN STYLE |BXE : 
—wee | Les (Ger 
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( LEATHERS) 


Made in Milwaukee Sold all over the World 


COLOR, TEXTURE, FEEL and GRAIN 


are the qualities essential in all good leathers. You will ap- 
preciate these wonderful qualities always found in the well- 
known “Lotus” and “Velours”’ line. 


BOARDED» ~~ *”* “SMOOTH 
No. 104 Lotus Calf Nutmeg Velours Calf 
No. 105 Lotus Calf Barberry Velours Calf 
No. 108 Lotus Calf ~ Sultana Velours Calf 
Rouge Lotus Calf Amber Velours Calf 
Nigger Brown LotusCalf Mandalay Velours Calf 
Aurora Lotus Calf Canna Yelours Calf 
Mecca Lotus Calf Bright Velours Calf 
Casca Calf Velours Calf 


P & V BUCK SIDES 


have the same fine qualities found in aH P & V full grain 
leathers—that soft, velvety nap—that incomparable finish 
and feel—that evenness of color—which are very essential in 
the making of good shoes. 


Alba Log Cabin ‘ Fog Gray 
Pampas Autumn Brown Silver Gray 


Pfister, & Vogel Leather Co. 


Milwaukee Wisconsin 


DISTRIBUTORS 


Boston Chicago St. Paul 

New York St. Louis New Orleans 
Cincinnati Philadelphia San Francisco 

Paris, France Zurich, Switzerland Frankfurt A/M, Ger. 
Northampton, Eng. Kettering, Eng. Leicester, Eng. 
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KEWPIE [WINS 


REG. U. S. PAT. OFF. 

















Style and Service 


“IT’S EASY TO SAY A THING 
IS BETTER—BUT THE GOOD 
POINTS ABOUT KEWPIE TWINS 
PROVE THEM BETTER.”’’ 





NO. 9870 


BOARDED MAHOGANY CALF, BAL. 
CIRCULAR FOX, STRAIGHT CAP 
TOE, GOODYEAR WELT. 


NO. 9570 


BOARDED BLACK CALF, DESCRIP- 
TION AS ABOVE. 


PRICES AND WIDTHS 


9 TO 13% C-D-E 1TO 2 B-C-D 2% TO 6 B-C-D 
$3.00 $3.35 $3.60 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI 
STOCKED AT THE 
PACIFIC COAST (SOUTH) SAME PRICE SOUTHEAST 
WILLIAMS-MARVIN Co. BY W.H. MILES SHOE Co. INC. 
SAN FRANCISCO -LOS ANGELES RICHMOND, VA. 
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Color 222 Autumn Brown—Saddle and 
straps of Color 19 Camel. 
Shown by Courtesy of 
FRED A. EYRE & CO., Inc. 
or o 


rooklyn, ~ 


<)> 


The Solution of 


Colors—the stimulus of 
business. 


But what colors are a safe 
investment—what colors are 
correct in shade? 


There’s where the authority 
of VODE KID colors can 


come to your assistance. 


We serve the artist shoe man- 
ufacturers— men who must 
and do sense far ahead the 
coming of any new vogue. 





Yc 


~~ - «A ew 


aA © 4 


So =* = >, 


We Particularly ‘Recommeng f 


Color 19 CAMEL 
Color 222 AUTUMN BROWN 
Colors 9—70 and 


A Finishing Touch to the Shoe— 


- The Standard 


Headquarters 





BRANCHES IN 
PHILADELPHIA CINCINNATI 


170 
Lin 


Kic 
Bos 


NEV 
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Your Color Problem 


Naturally we must be just as 
well prepared as they—with 
the correct color at the proper 
time. 


We want all shoemen to 
appreciate the full supporting 
value to them of our slogan 


—‘* For Colors VVODE KID.”’ 


And to remember also that 
VODE quality goes hand in 


hand with VODE color 
authority. 













For Fall and Winter 


Color B GOLDEN BROWN 
Color 4 HAVANA BROWN 
170 GRAY . 


Linings of Harmonizing Vode Kid 









Made from 













Kid Company 
Boston, Mass. 
pam | 70 Gray, quarter lining of same 
NEW YORK Shown by Courtesy of 
CHICAGO AND] ST. LOUIS ee 


mamma 
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No. F844—IN STOCK 


Patent Leather Dancing 
Pump, Yale-Last, Half 
Leather Box Toe, 10 Iron 
Velvet Finished Sole.. .$5.50 


To catch the trade of discriminating men, put a group of 
snappy Certified Shoes in your window and identify them 
with this sign. They will stand out as something more 
than “just shoes.” 

When you look over a Certified Shoe you cannot question 
sit ability to win trade. And, as for holding trade in the 
twenty-three years that the Certified Shoe has been on the 
market, no dealer has had cause to complain of a deviation 
from the set standard of quality. 

RAPID IN-STOCK SERVICE. Write for Catatog F. 


STONEFIELD-EVANS SHOE CO. 


KANSAS CITY, MO. SALES OFFICE 


p Security Bldg. J. Wurme ROCKFORD, ILL. “a'sheidiey Biag. 'R. W. Martin 


410 Security Bldg. J. Wurmser 


LLL re 
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Orders Filled Promptly 
On These Popular 
Fall Styles 


Fag 


B 489M 





Net 30 Days 


Women’s Nigger brown suede quarter and vamp, Star 
brown kid straps, two-strap Coma sandal, Savery last, 
McKay sole, 1% inch suede covered Spanish Louis hee}. 





ya 


$5.35 
_ Net 30 Days 
Women’s black suede quarter and vamp, patent collar 
and straps, two-strap Arline sandal, Inwood last, Mc- 
Kay sole, 14-inch patent covered wood box heel. 




















AA 5 tw8 AA 5 to8 
A 4% 108 A 4% to8 
to8 4 w8 
C 3408 IN STOCK C 3yst0s 
to 
B 0987D B 0987C 
Net 30 Days Net 30 Days 


Women’s black suede one-strap Oakmont sandal, dull 
calf collar, strap and tip, welt sole, nee last, 1% 
inch military heel with rubber top lif 


Women’s Thrush Brown Delhi calf two-strap Avon 
sandal, perforated vamp, collar and straps, orated 
imitation tip with toe punchings, welt cole, ambridge 
last, 1 4 inch military heel with rubber top lif 





AA 4% 8 

Bits B 4 to8 
C 3% t07% IN STOCK C 3% t07% 
D 347% D 3%to7 











@aF Send for New Fall Stock Catalogue “@q 


UTZ & DUNN CO. 


ROCHESTER «- NEW YORK 


DENVER OFFICE 


218 Charles ., Denver, Colo. 
TIGER & McNUTT 
Representatives 


NEW YORK OFFICE 


Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


LOS ANGELES OFFICE 
709 Forrester ” Angeles, Cal. 
G. C. McATE yo 
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VULCO-UNIT BOX TOES FOR LITTLE SHOES 


Vulco-Unit Box Toes are comfortable, durable and water-proof, and 
will withstand the abuse that sturdy youngsters give their shoes 


Chicago G.W. KIBBY & CO. 


ay VULC OSUNIT 


= BOX-TOES _ is 


SOE SE SS eS 








I 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


CKWITH MFG. CO. 


argest Man Vfacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 
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“Best at 7 =A “Best at 
The Price”’ a The Price’”’ 









No. R-364—Black Boarded Calf Bal, A-Grade 
Full Grain Counter, Space Stitching, 4% 

rich Rubber Heel, Madison Last, C and ind D, 534 
toll. : 


Progress 


Progress—growth in business—invariably indicates service well 
performed. Merchandise of desirable quality and attractiveness. 


Beals-Pratt is steadily growing. Business is steadily increasing. 
The reason isn’t hard to find. It is just simply that the Beals-Pratt 
line of shoes is — ‘*Best at the Price.’’ In Stock catalog on 


Beals-Pratt Shoe Mfg. Co. 
Milwaukee Wisconsin 


Huég-Tite Ankle Dancing Oxford 


No. R375 


7 ns barat Go ra i 

‘6 oe, Soft Box u nner a ‘6 

a Low Leather Heel, York Last, B, C and D, 534 metet 
The Price eB: ae . $4.25 The Price 


LINHA © 
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Altering or Remodeling 


LASTS 


UR salesmen and Branch Managers are fully 
qualified to give shoe manufacturers competent 
advice on the above subject. We consider it a part of 
the service we are trying to render to our customers to 
show them when they can have lasts they already 
have remodeled or altered with advantage and profit 
to themselves. 


It costs nothing and may mean substantial savings 
to go over your old lasts with one of our representa- 
tives. 


Unrtep LAst COMPANY 


Headquarters—Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 


BOSTON 
BROCKTON ROCHESTER 212 Essex St. 
EWARK HAVERHILL NEW YORK 
ae AUBURN 1402 Bush Terminal Bldg. 
CINCINNATI 
CHICAGO ST. LOUIS 803 Syracuse St. 


NEW YORK MILWAUKEE OUIS 


ST. Li 
Adv. Bidg., Rm. 303 


CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bidg. 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 
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STRAPS That Appeal to 
Your Popular Price Trade 





No. 251. Price $4.35 
Black Satin Betty Cross Strap, Black 
Suede Strap, Single Sole, Military Wood 
Covered Heel, Newport Last. AA to C. 





No. 180. Price $4.15 
Black Kid One Strap Natalie, Black Suede 
Trim Single Sole, Full Spanish Louis 
Heel, Euclid Last. AA to C. 

No. 181. Price $4.15 
Same in Patent Dull Kid Trim. 





No. 178. Price $4.75 
Autumn Brown Suede One Strap Bernice, 
Brown Kid Front and Trim, Single Sole, 
Full Covered Spanish Louis ‘Heel. Euclid 
Last. AA to C. 


18-26 STATION STREET 


TAs YZnH SH] AMWBOHYOO <0pmx 





No. 123. Price $4.25 
Patent One Strap Bernice, Dull Kid 
Front and Trim, Single Sole, Military 
Wood Covered Heel, Newport Last. 
AA to=C. 





No. 110. Price $4.35 
Black Satin One Strap Marion, Black 
Suede Strap and Trim, Si le Sole, 8-8 
Wood | weno Heel, t Last. 





No. 193. Price $4.50 
Black Satin Betty Cross Strap, Black 


Suede Strap, Single Sole, Full veya 
Louis Covered Hi . Euclid Last. od 


THOMSON-CROOKER SHOE CO. 


BOSTON, MASS. 
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THIS TRADE MARK IS 


Your Assurance of Quality 





WEG <w CEN Y PENSE} 
| (eS > 


—a—y 


“(5 THE “GENUINE ALWAYS 





BEARS THE FULL NAME 


trate 


wey C. B. SLATER COMPANY er 





Park Sq. Aeolian 
Building Builders of Shoes for Men, Women &$ Children Building 

a ng SOUTH BRAINTREE, MASS. on) ome 
Avenue Street 


‘ 


Send for Catalog “B’? of En Stock Styles 


CHINO 


OMe He nUiiielliiieliiiiliel ie niiiiel OU LOL een 
ealer ‘Influence is secured thru advertising in the Boot and Shoe Recorder. 
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8% to 11 
11% to 2 
$2.25 






B255—Patent Leather Lace Mouse Top, Pony 

Cut, Rubber Heel. Child’s, 84-11, spring or 

eS Eee 

Misses’, 1114-2, school heel. ............ .$2.25 
On the Nature Last 


Tho Biggost 22° 


That’s just what these wonderful values mean, and every buyer that knows real quality and value 
will get his order in, for both of these styles, mighty quick. 


SAS Wader ©. 


DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











Octob 








, 1923 








October 6, 1923 BOOT AND SHOE RECORDER 


17 





Kemsrbasle 
O2liuecs 







8% to 11 
11% to2 
$2.25 


B251—Mahogany Lace Mouse Top, Pony Cut, 

Rubber Heel. Child’s, 844-11 D spring or 

er 

Misses’, 1114-2 D school heel. ........... $2.25 
On the Nature Last 


Our branch houses are provided with a limited stock of both of these styles. It will pay you to 
anticipate your needs and get your order in early. Order from the KRIEDER Branch house 


en yn piaieieiiads 


Manufacturers 


DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 
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Gray—for Early Spring 


Has become almost as staple 
as White for Summer 


EMEMBER the sudden rush Foresighted buyers are taking no 


for gray last March. chances on having plenty of smart 


Lots of last minute orders gray shoes next Easter. 
couldn’t be filled. 


ITARBUA 


Color 9 C olor 18 Color 39 
SILVER FOG MALTESE 


Are all being sampled extensively by manufacturers who 
are always apace with style 


TOLMAN, DOW & CO., Inc., 
174 Lincoln Street, Boston, Mass. 


Rochester, N. Y. Cincinnati, Ohio Greater New York St. Louis, Mo. 
Mr. Charles L. Kirk Mohr-Holters Sales Co, New Castle Leather Co. T. M. Fitzgerald & Co. 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 


General Representatives for Continental Europe—New Castle Leather Co.—Headquarters at Paris, France 
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eS 
NOVELTIES 


That Appeal to the Popular Demand 
in Price and Style 


We present here four of the many novelty styles we are. making this 
season. The line is snappy but made with the careful attention to 
every detail of workmanship that has characterized the Johnson 
Bros. line for many years. 





No. 703—Patent Cross Strap, Half Louis No. 730—Bamboo Buck One Strap, 
Heel, 129 Last. Russia Calf trim, 8-8 Heel, 127 Last. 





No. 731—Black Satin One Strap, Spanish No. 786—Van Ruba Russia Oxford, Log 
] ouis Heel, 125 Last. — Buck slashed top, 8-8 Heel, 127 
ast 


JOHNSON BROS.SHOE MFG.CO. 













‘Made tn tes Pine ce State 
ae a) 


eS 
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Three-Top Table for Shoes 
Hepplewhite Design 


A Hepplewhite Shoe Plateau 
Hepplewhite Period Design in display 
fixtures is attractive and correct 
for window display use. 


Double Top Hepplewhite 
Shoe Stands 





HUGH LYONS & CO. 


Lansing - Michigan 
.. . SALES OFFICES .. . 
. New York .. . . . 35 W. 32nd St. 
Chicago . . 217 W. Jackson Boulevard 
Baltimore .. . . 1N. Eutaw Street 
Boston .. . . 52 Chauncy Street 


Hosiery Form 
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is a good thing to make a talking point in 
selling shoes because your customers will 
notice that shoes made of this leather look 
and wear better and are more comfortable 
than the average. 


By letting people know that your black 
smooth Calf shoes are made of Rueping’s 
MOHAWK-—the blackest.and smoothest 
calf obtainable, you will drive home one 
more good reason why they should come 
to your store for the next pair. 


FEATURE IT — SPECIFY IT 


Ask the manufacturer’s salesmen to show 
you samples in Rueping’s MOHAWK Calf 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Cincinati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 





"This Shoe is made 
MOHAWK 43 
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Here's the “Trouser Crease,” the big outing 

style for boys and gents = is sweepin, 

country like a storm. It’s a high-grade 
Blucher, with blind eyelets and rubber heels 
“Creased” vamp, plain tip. 


Ask for number 


F 270—Sizes 9-2 Tan *. 
F ae any Black (Furnished with Spring 


F 380—Sizes 1-8 Tan. 
F 381—Sizes 1-8 Black. 





It’s the “Haig”—a direct on ¢ one of our 
men’s “best-sellers.” A Tan Grain, Welt 
Bal, with blind eyelets and rubber heels—slightly 


perforated 
Ask for number 
S 264—Sizes 9-2 Black. 
S 368—Sizes 1-8 Tan. 
S 373—Sizes 1-8 Black. 


EXCELSIOR 
NATIONAL 


ADVERTISING 
Will be Demonstrated 






this Fall 






10,487,644 Excelsior Medal Shoe messages to 
fathers, mothers and boys through four of the 
greatest National Magazines! 


Just think what that is going to mean to you, Mr. 
Dealer! It means that you are going to sell more 
EXCELSIOR MEDAL SHOES than ever be- 
fore, because we're going to bring the buyers 
right into your store. 


BE PREPARED—ORDER FROM STOCK 
60,000 PAIRS CARRIED TO FILL YOUR 
ORDER 


All of our “best-sellers” are carried in stock for 
“one-day” delivery service right through the 
season. Size up every week and get quick turn- 
overs. Big profits naturally follow. Write for 
stock list TODAY. 


THE EXCELSIOR SHOE CO. 
PORTSMOUTH, OHIO — 









We need your anaueeiion to tie- 
up your store with this campaign. 
Just write for your copy of 
BUSINESS BUILDERS and use 
ALL of the selling helps we suggest. 





wa Dealer Influencé-is secafed thra edvertistng*ti-the-Boot and Shoe. Rétetdet 
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Ditched! 


That’s the way many a shoe merchant 
feels when he looks at his line of what 
Abe Potash would call “stickers.” 

Crawford shoes aren’t “stickers”—they 
can’t stick in stock. They’re made to 
sell and sell they do. 

Their lasts and patterns are perfected. 
They are priced to retail at $8 and are 
wonderful values. The kind that makes 
aman come back for more. 

And—this is the nub of the whole 
question—merchants who sell Crawford 
shoes are sure of rapid turnover. 

Ask the Crawford man for details 
about our four season plan. He’ll see 
you soon, or, write us direct. 


| he rawford Shoe 


CRAWFORD DIVISION 


CHARLES A. EATON SHOE INDUSTRIES 
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« 
The golfer wants a shoe that will keep his 
feet dry, and at the same time look well on Golf oe 


the clubhouse piazza. 

Moreover, he wants a shoe that when wet 

will dry out in its original mellowness and eat er 
comfort. 


The amount of CRESCO we are selling to 

manufacturers of golf shoes is plain evidence ¥ 

of the fact that they know CRESCO ideally Made in 
fulfills all the above named requirements. 


CRESCO is the criterion of all waterproof Col ors 


leathers. 

wide” a oo 

If shoe made of CRESCO i f 
ei TONY TAN tony TONY BROWN 


BROWN or TONY BLACK—will 


make your golfer customers enthuse about TONY BL ACK 


CRESCO to their clubmates. 


CREESE and COOK COMPANY 


SALESROOMS 
195 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Blidg., St. Louis, Mo. 
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(= Or 
C.H.ALDEN Ca 
Nese 
An Alden Style 
that can be 
delivered promptly 
Made in 
Gallun’s No. 4, 
also Black, 
AtoD 
| 
| 
| 
ONCENTRATION of our | 
efforts has enabled us to offer 
that which the times and the trade 
require. sh aa 
—best quality of Stock with our Standard of 


| 

| 

Workmanship, at prices lower than could | 
have been accomplished in any other way. | 
| 

| 

| 

| 


oo (98 (98 8 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ARINGTON, MASS. 10 HIGH ST. 
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here is only one Vici kid- 
there never bas been any other 








THE FOOT ARISTOCRATIC 





efatisfadion ~in footwear 


There are three distinct pleasures that come with the pur- 
dendeaaemantalen tonbecumaien 
of knowing your shoes meet point of correct style. 
is the further enjoyment of a shoe that con- 

a final note of individuality to your costume. And 
there is the added delight that comes with the wearing of 
saga a ee 

For more than thirty years shoes of Vici kid have been 
the embodiment of fashion, the utmost aqua 
Ghvtdaalbey ond che beet ensorance of peclost ta 
Ask your dealer for shoes of Vici kid. No other leather 
combines ALL the advantages of Vici kid. 


ru 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 


This advertisement appears in The Saturday 
Evening Post, issue of October 6, 1923, and 
The Li Digest, issue of October 20, 1923. 















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 















}, 1923 
















October 6, 1923 BOOT AND S HOE RECORDER 27 


|VICI kid 


Reg. U. S. Pat. Off. 


“More and more Advertising is creating 
more and more demand for 


shoes of Vici hid 


Again and again— 
Every month— 


Millions of people are reading VICI kid advertising in 
The Saturday Evening Post and The Literary Digest. 


These people—all buyers of shoes—know VICI kid is 
the leather for shoes of fashion; for shoes of beauty, 
color and elegance. 


Sell shoes of VICI kid to those who ask for VICI kid. 





Sure sales. 
— VICI kid to all your customers and make more 
sales. 
} Display shoes of VICI kid and attract increasing sales. 
hg kid advertising is doing big things for you. Benefit 
y it. 
ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling Agencies in all parts of the world 





_ VICI kid was created by Robert H. 
Foerderer in 1890 and has been manu- 
factured exclusively by Robert H. 

Foerderer, Inc., for more than 33 years. 
















Bas ee URNA RR 
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The Dress Shoe for the Boy 
that Makes Him Feel Like 
a Man. 


IN STOCK 





No. P703—*“‘BOBS” 
In mahogany and gun metal. Full grain Fred 
Rueping’'s calf leather, with Rock Oak sole, rub- 


ber hee’ 
ee Biiencs 0.00.00 00 400000006550 
3.50 


DUD Setecce 6.046.486 b-0040btuowscs 
In Case Lots 
Terms 5 per cent 10 days, net 30 days. 


“BOBS” offer you unusual value in boys’ 
shoes. There are none better for the price. 
Send your order now and assure yourself 
of a bigger boys’ business this fall. 


The Shoulder Channel Process 


A unique feature about “BOBS” is that 
they are made wth the Shoulder Channel 
Process which places the inner and outer 
soles together without the use of a cork 
filler. This gives the shoe longer life—can 
be repaired more than the average. 


Write for further information 








ot ER *. * ae ¥ ‘ 
AARP GR sno 4 A peg 


K ANNALLY-WICK 


CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 
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Foot Comfort 3 

















Cretibwebi tet sel 


to Your Trade, at 


50% or"J22 a foot 


without the use of arch supports 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 


END VIEW OF HEEL 
Showing Corrective Wedge Bip) Tet g4 al 4am 


Retail 50* a foot 


Pep-STEP COMBINED 


Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot” without 
the use of arch supports. 


Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. ~ 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. . “ 
Pep-Steps give you a nice profit with practically 
no selling cost. 

Th re—al: t—air-li 

oxford, pump. of sandal ~ while a oe 


ailments. ry keep shoes ly, i “ 
—— shapely, good looking and com 


Pep-S are worn and praised by th ds of former suf- 
ferers weak or flat feet: by thousands who have had cal- 
louses—corns—bunions, tired, aching limbs. etc. 

A thirty-day money back ntee with ir. 

A shivty doy 5 guara with each pair. Could any 
Orthopedic Authorities endorse our method. 

A trial order of 4 doz. each style, ‘ ¥ 
selling sizes will be sent on request. meee Coen 
Pep-Step combination costs $1.25 per pair, Retail $2.06. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 

Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


PEP-STEP 





318 W. Division St., Chicago, IH. 


Pep-Step. 318 W. Division Street, Chicago, Il. 
Please send Trial Order to 2 


October 6, 1523 








Octo be 
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Prove What You Say 


You believe in the pair of shoes you are trying to sell 
to a customer. 

It contains honest, substantial material. 

It is made by skilled workmen. 

It is in keeping with tendencies in style. 

You tell this to your customer and add that the shoe 
is backed by the reputation of your store. 

Then, to add weight to your belief in the quality of 
the shoes you sell, point out o the customer the Arm- 
strong Circle A Heel—a name and trademark associated 
by the buying public with products of the highest 
quality. 

An Armstrong Circle A Heel is a visible mark of the 
hidden quality in the shoes you sell. 

The Armstrong Cork Company is proud of its heel. 
Specify this heel on your shoes and you, too, will be 
proud of its appearance, wear, and the satisfaction it 
gives your customers. 





Convince yourself first. Send for 
a free sample pair for your own 
shoes. State size and color desired. 
Give the Armstrong Circle A Heels 


Armstrong Cork Co., Shoe Products Division a real test by wearing them. 
LANCASTER, PA. 


Armstrong 
Grele@® Heels 


SESEDE ISDE EE SESEUE SESE PE ME ESE SE DEDEDE Ue PEPE SESE He ESE SESE SESS SESE ese ae Me se SESE Se ae Se ses aesaoe 
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“I NEVER KNEW A 
BETTER FITTING LINE 
OF COMFORTS” 


Such remarks by our customers are not unusual. 
Back of this fact of the supreme FIT of Gardiner’s 
Comforts is Mr. Gardiner’s 35 years’ experience 
in the manufacture of lasts. 

If you are not satisfied with the 
Comforts you now carry, give 
Gardiner’s a trial. 



















35 Styles are carried IN STOCK. 
May we send you a catalog? 


Quality Comforts FIT 
ry P o. 404—KID es POLISH 10-8 
press vamp and quarter, TB rubber heel Ato Because The Lasts Are Right. ae BONE cccoscnesccanesvens $3.00 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 





































6¢ 9s ‘ Style 557 
A sale that does not . repeat” is just so oy a 
much lost opportunity. ‘ Norse Veal. Mar- 
vel Last. 


WEBER Union-made SHOES have the 
inherent value that keeps the customer 
coming back each season. 





Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, Marbridge Building 
I. EK. Staps, 735 Boston Block, Minneapolis, Minn. 
Cc. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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JUDGE IT BY ITS USERS 












































The Clerk Says to the Proprietor 


“Chief, that was a great move you made, having 


those shoes made of NEW CASTLE HAVANA 
BROWN Kid. 





“Customer after customer has spoken to me 
) about the leather, and said it was the most beauti- 
ful brown shade they had ever seen. 


“T never knew customers to speak so cordially 
of any leather.” 


New Castle Leather Company 
New York 
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An Expressive Leather 





The softly glowing, mellow 
surface of ACE CALF tells 
your customer more plainly 
than words of the quality 
beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “‘TENRAB” 


yar - Bia rae dal — “SP n Z — 
1, Rage eR Y Piss i oie : TT ieee = tae ~s : rey ® es - Sanat: Xoo a 6 
Tapes es Pe Ser et OT ODER ee Oe RR ec PRB 2. OO I Re EE". a ore ; ie eee 
a Bs Ppeipes Ei aye ee AM ag Lees i ee ne Sei P* RAGS CE ie ig ~~ te rae pee Pe BRED Figs SEER 
~ pe ET ee a ee Sgr 17 yi SPOR py “ PRET x 


UU) 


| 


| 


4s Zé. i “ Epes 4 
ENS “hes he 
le 

. 





October 6, 1923 





FS] 
ie 
x 








Toe " 3 Sas ~; 

Bie, peas MET Si ee Bion Nae 
AAP ROU TRY SN, URE SE ARE atte: SEaR ii hac Oy RR 
Ss Rub Rade MR Se eee: tee 


mato 


te 





BRT POET OR 
seas 
BR NARA PS See. 






































fas 
ce) 
S 
+S 
Ss 
aS 
x 
sed 


“he 












































Gn Stock Styles. 


No. 455 
Russia Calf Cadet 
Oxford _ 


Trimmed 
Goodyear Welt 
8/8 Wingfoot Heel 
Widths A-D 


Price $4.50 


No. 383 
Patent Leather 
Trimmed with Kaffor 
Kid 


“Onnolee”™ 
Flexible Sewed 
13/8 Covered Heel 
Widths A-D 
Price $4.85 


No. 457 
Patent Leather 
“Caroline” 
Goodyear welt 
8/8 Wingfoot Heel 
Widths A-D 
Price $4.35 


It is a fair question 
to ask: 

“Why do mer- 
chants follow the 
Creighton Line?’?’ 


For the proof that they 
do follow it lies most 
obviously in the size of 
our growing business. 
The answer is: ‘‘A style 
creation and adaptation 
which is invariably so 
salable that it pleases 
the merchant who sells 
it as much as the cus- 
tomer who buys it.” 


FOLLOW THE 


A. M. CREIGHTON 
LYNN, MASS. 





























“For cAutumn 


Our In-Stock De- 
partmentis a natu- 
ral out-growth of 
our ability tocreate 
winning styles. It 
makes Creighton 
Service complete. 
Qur salable styles 
can be produced in 
whatever quanti- 
ties wanted and 
placed where they 
are wanted, just 
when they are 
wanted. 


FOLLOW THE 


No. 456 


Black Ooze Calf Oxford 


Kaffor Kid Trimmed 
Goodyear Welt 
8/8 Wingfoot Heel 
Widths A-C 
Price $5.00 


No. 384 
Patent Leather 
“Bebe” 
Flexible Sewed 
13/8 Covered Heel 
Widths A-D 
Price $4.75 


No. 382 
Patent Leather 
= oree 


¢ 
Widths A-D 
Price $4.50 


A. M. CREIGHTON 
LYNN, MASS. 
































‘“‘Fit’’ is a fine word to juggle with—a hard, 
scientific process to carry through correctly 
in the factory. Fitting Quality and Wear- 
ing Quality are twin corner stones in the 
policy of our modern plant. Two more 
reasons why merchants “Follow the 
Creighton Line”’ to profits. 


A. M. CREIGHTON - 
LYNN, MASS. 
FOLLOW THE 
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SPECIAL: We have just issued a line of 20 new women's 
oxford styles to sell at special prices, net terms 





No. 998—Ace Brown Calf.............. $3.95 Net 
234 last, trouser creased vamp, rubber heels, B, C, D; 3 to 7. 
No. 99834—Black Calf..............se000. $3.95 Net 
Details as above. 





No. 868—Golden Tan “Brassie”’ Calf .......... $4 
249 Last; Trouser Creased Vamp Harness 
and Fan sutehinn, Flat Brass —s 
Goodyear Rubber Heels, A to D, 3 to 
No. eee “Brassie”’ Calf ................ $4 
and sizes as above. 
ae women’s styles in stock. 


Demand is hardly the word for it. More like a stag- 
gering upheaval in the industry. Everybody wants 
plain toes. Here though are numbers that have 
already made their mark as big money-makers. We 
were pioneers in featuring this novel shoe thought. 
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Answering the Country’s Biggest Demand 


PLAIN TOES—IN STOCK 


sy 





No. 516X—P. & V. 104 Tan Calf................ $4: 75 
Cambridge (117) Last; Soft Toe Crimped 

and Corded; Brass E elets, Heavy Single 
Sole; Rubber Heels. B, C, D; 5% to 10. 

No. 506X—Black Calf ...............ccesesees $45 
Details and sizes as above. 

No. 452 — Patent Colt ........................ $5°° 
Bind Eyelets; Light Weight Single Sole 


— = Toe, Other details and sizes as 


£ 


No. 54 —Riok Sy eee 50 
Gambrides (iit) leat. Seth tee, $5 
Crim: an ; t 
Rubber Heels, B, C, D 514 to 11 —_ 
No, 47544—No. 3 Gallun Light Tan cult. beegie $5" 
etails and sizes as above. 
100 men’s styles in stock. 








All the ins and outs of effective production have 
been adopted through many months of study. The 
leading merchants are already showing them in their 
windows. Wire your order. Ask for our catalogue 
illustrating the most complete men’s and women’s 
stock service in medium-priced shoes. 


Diamond Shoe GC: 


196 Church Street, New York 


Two Factories - 






Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


- Brockton, Mass. 
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Pung Chow Model 
Made in White Washable Kid - 
also White Fabric with White 
Washabletid sr § Spanish 

Heel. 











sihticastiats CTOSS strap Whit Jabrie two Stray with 
with White Washable kid ul hite Hashable J id trim 15 Ss 
trim. 14 $ Spanish Heel Cuban Heel -Rubber tophft 


is 


Ys ™| 


— 


Dealer Influencé is secured thru advertising in the Boot and Shoe Recorder. ‘e 
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**Pung-Chow”’ 


Satin. Cross Strap. 14/8 Spanish ? ae Black Satin Qne Strap, Gun 
Heel.=---  * som = "Metal Trim. 13/8 Cuban Heel. 


These styles 
can be made - 
in velvet if - 
desired. 


**Pung-Chow” 
All Patent One Strap. 
14/8 Spanish. Heel. 


ushman- Toll s Company 


BUILDING 


ME ROSTON 


\CT sabe telly OFFICE ALBANY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 









SOFT TOE 
FLEXIBLE 
BAL 


Double 
Stitch 
Back. 
stay 


BAT. LACE 


Vv mp- 
mage of Stitching on Vamp. This pre- 


vents the shoe from ripping at this point. 





BOYS’ BAL 
LACE SCHOOL 
SHOES 






MEN’S BAL LACE 


Se 








BUTTON_SCHOOL SHOE 





What a Difference Just 
a Few Stitches Make 


THE DIFFERENCE BETWEEN EVERLASTING 


SATISFACTION 


AND CONSTANT ADJUSTMENT 


OF COMPLAINTS FOR UNSATISFACTORY WEAR 





IN STOCK READY TO SHIP 


SOFT TOE FLEXIBLE BAL 5-8 
No. 5485—P. & V. Lotus, Soft Toe, Re-tan Flexible Sole........... $1.60 
BAL LACE SCHOOL SHOES 

Spsins 

eel 

No. 4406—Cherry Bal, Neolim Sole... ..... 2... 06... cece cece eeeees $1.05 
No. 4406—Black Bal, Neolim Sole........... 20... 6c eee e eee eeeees 1.05 
No. 5406—Cherry Bal, Oak Shoulder Sole........................- $1.20 
No. 5408 —Black | Ln EE ccccncdesdeedsetresbnueces 1.20 
No. 5400—M seams Bal, Best Bend Oak Sole........... 1.45 
No. 5413 Seana d Elk Bo > Mest Memd Oak Galle... .. 2. ccccccccces 1.60 
No. 5415—P. & V. Brown a. Bal. Best Bend Oak Sole....... 0 
No. eedt ~ -ween Smoked and Lotus Bal, = ‘Bend Oak eo 
No. $420—Combination Smoked and Mahogany Bal, Best Bend . ne 
No. 5715—High Gut Lotus Bal, Best Bend Oak Sole............... 1.70 


BAL LACE SCHOOL SHOES, Full Leather ine 
$1 


No. 5300—Mahogany Bal, Leather Lined, Best Bend Oak Sole... .. 


BOYS’ BAL LACE SCHOOL SHOES 


No. 4400—Mahogany Ivory Bal, Best Bend Oak Sole............... 
No. 4415—P. & V. Lotus Bal, Best Bend Oak a Sa ¥? 


No. 4400—Men’s Mahogany Bal, Best Bend 
No. 4415—Men’s P. & v 


MEN’S BAL LACE 
MRE nce ccsccecs 


Lotus Bal, Best Bend Oak Sole........ . 
GROWING GIRLS’ WALKING BOOTS 


No. 7400—Mahogany Walking Boot, Best Bend Oak Sole...... . 
No. 7415—Brown Lotus Walking Boot, Best Bend Oak Sole... .. 


8-11 
$1.85 
PL pie 
ring ring 
Heel Heel 
$1. 2s $1.45 
1.25 1.45 


R 8h & Reese 


$1. 





SPECIALS AT A PRICE—Single Stitched 
Regular Price 


Sales 
$8 811 11%2 58 811 vf io2 
No. 5604—Black Ooze Button Shoe..... $1.00 $1.15 $1.30 $0.80 $0.90 


No. 5606—Brown Ooze Button Shoe....84-12 1.15 
No. 5600—Cherry Chrome 
Double Stitched. 


Button, 
So 1.45 1.65 1.95 1.10 


1.25 
Rubber Heel L So 


Price 
1.05 
.90 Spring 
eo 











7 eee 


FACTORY DAMAGED—Button and Bal Lace Shoes 


90.90 S8itoll.......4..... $1.00 llte2.... 








347 RIDER AVENUE 





“* "THE ONLY COMPLETED" 


STITCHDOWN “* 
~~ IPLE war? WELT 


E. J. RAMSEY CO. 


NEW YORK CITY 
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Storm Calf; Seamless Blucher 
Oxford; Overweight Single Sok. 

We have good reason to believe that Full Leather. Heel; Sizes AA, 
the steady and consistent growth of 7-11; A, 63611; B, 6-11; C&D, ge 
our accounts is a clear reflection of: the S-11. Price $6.65, ‘ Se 
experience which our dealers enjoy in P 4 
handling these shoes. 

Very frequently a small initial pur- 
chase from our in-stock. department 
“has lead shoe merchants directly and 

‘ rapidly to. adopt the Just Wright Shoe 
as their leading line. | 


Our leading Line m oe oe : 

















oe 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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FOR HARD SERVICE 
AND LONG WEAR 
IN STOCK 
For Immediate Shipment 














Let us fill your needs in Men’s and Boys’ Shoes for Rugged 
Service. Every number solidly made and at lowest possible 
prices to give you profitable sales and satisfaction to your trade. 


No. 2531— MEN’S BROWN FULL 
GRAIN GOODYEAR WELT, TWO 
FULL SOLES AT 


$2.60 









6 to 11, whole and 
half sizes. 
Less 5% 10 days 


nets you 


$9.47 










Price List of Complete In Stock 
Line Gladly Sent on Request 


No. .2531.—Men’s Brown 
Full Grain Blucher, Two 
Full Soles, Solid Leather 
Heel, Grain Insole, Full 
Vamp. 


Terms 5% for cash within 10 


daysornet 30days “WH. 


One of many similar styles carried on the floor for quick shipment. 


ARTHUR WILLIAMS SHOE CO. 


~ HOLLISTON, MASS. 








wa 
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“Look Into This Shoe!” 


“‘There’s a lot of comfort for both me and my customers in 
these two good old ‘‘bread and butter’’ staples. The extra 
long instep and arch supporting counter; the reinforced 
spring-steel shank; the soft, leather covered cushion insoles 
are FISHER Features that make friends for my store for 
life. The prices are as comfortable as the shoes—I walk a 
little easier myself when I figure up the profit.’’ 





FISHER’S FULL-FOOT CARRIED IN STOCK 


PPO con 
A.SHOEWISE Genuine Black or Brown Vici, Flexible McKay. Triple E Wide, Full 


S$ a Ss eee Ankle last. Reinforced Spring-Steel Shank (3 Rivets). Extra long 
Y Instep and Arch-Supporting Sole Leather Counter. High Quality Sole, 
Wingfoot Rubber Heel. 


Oxford No. 054. . Price $2.50 Boot No. 078. .Price $3.00 5% 30 Days. 




















CHICAGO OFFICE: 


propre others LYNN,MASSACHUSETTS pesca 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ANATOMICALLY CORRECT 
ARCH BRACE SHOE FOR 
WOMEN— 


The shoe that fits the foot, never forcing the foot to fit 
the shoe. Discriminating customers who know good 
footwear will ask for these shoes after once wearing 
them. Made of the best grade of stock only. 


InStock heels, 1’’-—12-8”"—14-8” 
Sizes 3 to 10, widths AAA to EE. 
ee es is senda uaeaed $5.00 
8 reer 


The CAHILL SHOE Co. 


Cincinnati, Ohio 





Trade Mark Registered 


























MUTUAL SHOES— 


MUTUAL ADVANTAGE 


CORRECT IN STYLE 
BEST IN FITTING 


“WANDA” 


A NEW MUTUAL MODEL 
THREE TO FOUR WEEKS’ DELIVERY 


MUTUAL SHOE COMPANY 


Factory and Showrooms 
235 Powell Street, 





Brooklyn, N. Y. 


SS _OHh™=SS|=|__ ——=—_—=_ LS _ L=_—SESB OSS ES=S=) 






“The Bootie” 


| 


Introducing a new develop- 
ment in high grade Brooklyn 
footwear. Model shown is in 
patent leather with suede 
collar. Also obtainable in all 
leathers and fabrics. 12-8 and 
17-8 Spanish heel. 


Three to four weeks’ delivery. 


4.€. Nathanson & Co. Func. 


397-9 Bedford Ave. Brooklyn, N. Y. 








““FOOT-LITE”’ 


BALLET SLIPPERS 


ARE KNOWN THE COUNTRY OVER 


IN STOCK © 


HARD TOE 
For Toe Dancing 
No. 606—Black Glazed Kid 
Women’s— 2.75 
Misses’"— 2.65 
Children’s—-2.60 
SOFT TOE 
No. 601—Black Glazed Kid 
* No. 606 
Hard Toe 
White, Red and Pink Satin. 


GYMNASIUM SHOES 


141—“Flexo"”—Woren’s Black Kid—Nenslip sole— ‘1.05 
703—“Ircnclad”—Women’s Black Kid—Heavy Elk sole 1.35 
701—“Ironclad”—Women’s Black Kid—Rubber sole— 1.70 





Have you seen our new right and left last Ballet Slippers— 
If not, send for samples of this new model of perfect 
ballet slipper style. 











BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Georeette 
INR STOCK 






Superb McKays 


Blacks Are in Demand 


1743 
Black Satin Georgette, Black Suede Collar 
Strap, Spanish Louis Heel, B-C-D............ $4.25 
1742 


Black Satin Georgette, as above, Wood Cuban 


ae; DD 0:6 6 dae ce 6900 053 semrees rip aws tne -25 
1741 
All Patent Colt Georgette, Spanish Louis Heel 
Ds o. kcan butast bn ebins vepidetccsiescys -00 
1740 
All Patent Colt Georgette, Wood Cuban Heel, 
Se Pier dedine cae dsenvedetetes oa bee $4.00 
1745 
All Black Kid Georgette, Spanish Louis Heel, 
| | PTTSTITOTTECTCLT TEL -00 
1744 
All Black Kid Georgette, Wood Cuban Heel, 
OD. 00.565 eo Cia poe adeeb ee get RNOtee Sus or $4.00 


1743 


Black Satin Georgette, Black Suede Trim 


$4.25 


Boston Office, 141 Lincoln Street 














ZT 
at 7, n 


Immediate Shipment 








{ Georgette is an authentic style for right now selling, fashioned of the best materials by a house who knows how. 








VK*AH. JONES & [THOMAS Company 
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Stock No. 2506 


Women’s Black Kid Blucher 
Oxford Flexible shank, Rub- 
ber heel, Widths Triple A to 
double E, sizes 2% to 10 


Facts Regarding the Modified Educator 
That Make This Shoe Interesting to You 


Mr. Dealer:— 


There are no off seasons for the Modified Educator. It is the all year 
around salable shoe. There is an ever-increasing demand among sensible 
women for this good-looking, high grade shoe that will give absolute foot 
comfort. 


This type of woman is to be found in all occupations. The women who 
actually cannot get along without Modified Educators in your community 
are nurses, teachers, housewives, office employees, saleswomen, clerks, and 
the sensible society woman. Open your doors to this trade by stocking and 
sizing-in weekly from any one of our branches. 


RICE & HUTCHINS 


INCORPORATED 


13 HIGH STREET BOSTON, U.S.A. 


Wholesale Distributing Branches 
Rice & Hutchins Atlanta Co. Rice & Hutchins Chicago Co. Rice & Hutchins Cleveland Co. 
Rice & Hutchins Baltimore Co. Atlas Shoe Co., Boston, Mass. Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. Jos. I. Meany & Co., Inc., Phila., Pa. 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘There Isn’t a Business i in “the World So Good 


Or Useful, or Compensating in: Its:F riendliness as 


Selling Shoes 


Y WF NWO partners owning an average shoe store, carry- 
ing a general line of shoes, were expressing their 
opinions on business in general and their own 

profits in particular. They imagined that they were 

putting in an awful lot of effort, and getting very little 
out of it in comparison with the man in the automobile 
business, or in silks and satin, or ribbons and threads. 

It mattered not what the line might be—it looked better 

than shoes. 

One of the partners figured that it was time to quit 
shoes and go into something else. He had served the 
public over the fitting stool for thirty years and had 
eked out a living income,-put a daughter through col- 
lege, bought his own home, but “he had ambitions,” a 
big car, leisure and a good time. 

His younger partner was not so pessimistic. The up- 
shot of the whole matter was that they decided to sit 
down and write out an advertisement selling the busi- 
ness. Because he wrote the store ads, the junior partner 
started off as follows: 

“FOR SALE:—A bargain for spot cash. A tidy little 
shoe store in one of the most home-like communities in 
America. It is on the sunny side of the street where all 
the children as well as grown-ups pass to and fro at 
least twice in every 24 hours. A spot in the town that is 
both cheerful and comfortable. 

“The rent isn’t much of anything and whatever busi- 
ness there is in shoes comes to this store. You will have 
an opportunity to know, everybody in town and know 
them well. From the postman tothe banker, your friend- 
ships will extend and it is the intimate ‘Hello, Bill’ and 
‘How’s: business, Jack!’ You will become acquainted 


with as fine a bunch of traveling salesmen as you ever, 


wanted to meet. You will want to take them to your 
home and they will tell you about the whole wide coun- 
try, what Slater is doing in New York and what Herrold 
is doing in San Jose, _ 





ee j 


to the Public’ 


“You will are to realize that you are a member of a 
great big’ service family that love their fellowmen. 
When you read your Recorder you will feel that you 
play an important part in the scheme of civilization 
and dress, comfort and contentment. Somehow this 
little store will have within it the selection of the best 
footwear for all sorts of people in your town. 

* “There is a cozy little office in the back where, inthe 
past, a Governor and a Senator have come in for advice. 
Undoubtedly the town will want you to serve on the 
School Committee, because the merchants in our town 
are up and coming in every civic activity. You will 
make enough money to buy a little home, send your 
kids to school and go around to the parties and ‘funs’ 
of the town. 

“You will have many a shy maiden come into your 
store and ask for suggestions as to footwear for her 
wedding, and whenever a child is born, you know that 
his or her first steps will be guided by your judgment. 
You won't have to have a flunky at the door to say 
‘This way, madam,’ but you can do everything from 
sweeping out in the morning to taking in the newspaper 
at night. 

“You will never make a million, but you will be the 
friendliest sort of a fellow to a whole lot of nice people. 
You will have to dig down in your pocket now and then 
to support some community drive, but you will not be- 
grudge that, I hope. You'can do what hasn't been done 
before, and: that is, spread out the good word of good 
shoes to a wider circle in the county. There ought to be 
more automobiles stopping in front of your store with 
the farmer, his wife and a number of kidscomingin. All 
of these go with the business and it is all yours for........ 

.. ‘Hey, Jim!” yelled the senior partner, ‘You've said’ 
enough. Sell this business? Why, I wouldn’t think of. 
parting with it! I never knew we had such a gold mine. 
To think that we would pull up and go to some strange 


” 
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city, and not know a soul, or a detail about some other 
business and hope to make a fortune is folly. Why, man, 
there isn’t a business in the world that has the fun in it 
that ours has. 

“T guess we'll take a trip down to the bank and tell 
them we need some more money to put this business on 
the county map. You just watch us go tomorrow 
morning.” 


There Is Opportunity 


HERE you have it! Every other pasture more fer- 

tile, but how about looking into our own field of 
merchandising? Opportunity never was greater in any 
industry than right here in our field of shoe merchan- 
dising. There have been several things that have painted 
a rather blue picture as to shoe distribution. 

When one big organization comes out and says that 
the profits at retail are zero; and a big man in the trade 
says that we sell less than three pairs of shoes per person 
per year and that we should strive to reduce that quota, 
it surely appeared that the shoe industry is a “‘piker” 
craft—once removed from the cobbler. 

Place not too much reliance on statistics. The fact 
remains that there are many successful merchants and 
prosperous stores in every section of the country, and 
the measure of their prosperity in relation to the capital 
invested is just as high if not higher, than in dry goods, 
hardware or groceries. Also, many a shoe manufacturer 
would willingly exchange his large factory and its opera- 
tions for a tidy little shoe business that has operated for 
years at a profit, and still continues to serve and succeed. 

The truth as to these statements can be found by 
weighing the opinions of others. A powerful series of 
articles will appear in the Recorder week by week, from 
directors of the National Shoe Retailers’ Association, 
each of whom will look into his own experience, and 
draw examples that you might well follow. If you have a 
son, tell him to read this series of articles. 








Average One Extra Pair in 
Three Efforts 


ELLING extra pairs of shoes to womenis the direct 

result of the alert salesman keeping uppermost in 
his mind the fact that the only way he'll sell extra pairs 
is continually to concentrate on the subject and com- 
bine tact and vim in putting the idea across. 

A buyer in one of the shoe departments of a great 
Eastern city department store made a close study of 
the “extra pair’’ issue for some time and his conclusions 
are worth amdlyzing. They sound convincing and are 
indicative that persistency and tact pave the way to 
selling extra pairs. 

Here’s the buyer’s ideas on the subject: “When a 
well-dressed woman comes to the shoe department 
looking for shoes selling between $10 and $15 it’s a sig- 
nal that she’s an ‘extra pair candidate.’ The alert sales- 
man, with the idea uppermost in his mind of selling an 
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extra pair, seizes on his task with all the tact and ex- 
perience at his command to sell an extra pair of shoes— 
probably several extra pairs. 

“It may not result in success the first time, but it’s 
been my observations that the salesman, who con- 
stantly suggests in a business-like and advisory way the 
pleasure and service an extra pair will bring, leads the 
march eventually. He may sell one extra pair in three 
efforts to put the idea across; he may sell only one pair 
in five or six tries, but the theme is there and is signifi- 
cant of the fact that you won’t sell extra pairs unless 
you help to create the receptive mood to the consumer 
by alertness and tactfulness. You’ve got to practice 
your efforts when the consumer is in the chair. 

“Salesmen in a large shoe department have another 
angle to the extra pair subject that should prove profit- 
able. Being in a position to carry styleful footwear in 
the extreme sizes is a reason why a live salesman should 
sell the customer with a small or large foot with either 
one or two extra pairs. The customer with the small 
foot will generally find it difficult to buy styleful shoes 
in extremely small sizes and the smart salesmen use this 
fact to advantage in trying to sell extra pairs. 

“There is such a thing as overdoing the extra pair 
game. If the customer becomes annoyed, she doesn’t 
come back sometimes. But the smart, vigorous sales- 
man will plan his campaign long before the customer 
reaches his fitting stool and subsequently sell his extra 
pair by assuming a courteous and instructive attitude 
to the buyer.” 





A Fair and a Future 


HE Golden Anniversary of the Brockton Fair which 

was observed from October 2 to 6 inclusive is a 
good example of what the development of community 
spirit will accomplish. Brockton’s progress in the shoe 
industry is the direct result of many years of gradual 
development. The same community interest which 
served to promote the Brockton Fair to a great position 
in the outdoor shows of the world, gave impetus to 
shoemaking ideals and vice-versa, for work and play 
are interchangeable when considered collectively. 

Fifty years ago a small group of business men in 
Brockton planned the Brockton Fair, then termed 
“Cattle Show” by many. People from miles around the 
shoe center came annually to the big outdoor event 
and witnessed a bigger and more instructive show as 
the years went by. 

Today we see the big show promoted by the same 
type of business men, those who have figured promi- 
nently in helping Brockton attain a conspicuous place 
in the shoe industrial world. 


This example of applying community spirit to a pro-. 


ject is suggestive that it can be applied to any subject, 
whether industrial or social, and result in great things. 
The collective spirit of a community if it set its heart 
to develop an industry or a fair, a harbor or a road, does 
most to bring about progress. 
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Boot and Shoe Recorder CREED 
Getting More Shoes Sold Right: not only “more” but “right"’; sold for the right purpose, to 


the right wearer, in the right fitting, for the right price, at the right profit. 


This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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When Will Taxes Be Lighter?........ 
The first of twelve articles based on interviews 
with twelve really big men—this one presents 
the views of A. W. Mellon, one of the world’s 
richest men and Secretary of the Treasury of 
the United States. 


EE TET Very ee Pers sa 
The beginning of still another series—these 
written by leaders in the retail shoe field. 


- 


What is the Buying Power of Your Com- 
munity? .. 


A guide to Ce ited with some 
excellent thoughts on the budgeting of our in- 


. comes. 


gS reece 


A continuation of our series on where leather 
comes from and how it is made. 


He Went Back to 1760 for His Window 
DET. co Sekvinkacenessadunwas 


Clever idea used by a New York merchant in 
his newly-opened store. 
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Why I Believe Business Will 
Be Good 


The American people are in a buying 
mood. 

“ _ are good; the standard of living is 
igh. 

Hundreds of thousands of automobiles 
are being bought every year; hundreds of 
millions gallons of gasoline are used every 
year. 

The automobile industry is the best ad- 
vertised industry in the world. 

The most skilled publicity talent is em- 
ployed to keep the automobile industry 
humming. 

The shoe manufacturing industry is one 
of the poorest advertised industries in the 
world. KJ 
I am wondering if more good advertis- 
ing wouldn’t go a long way towards our 
common goal of getting more shoes sold 
right. 

Because advertising creates demand. 

And demand increases production. 
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Shoes to Japan 
Endicott, N. Y., Oct. 1— 
Twenty-five thousand pairs of 
shoes for the earthquake suf- 


.. . ferers of Japan left the Endi- 
*-* eott-Johnson. Company plant 


here today a&-the first shipment 
of an order ‘for 62,000 pairs 
which will be tompleted within 
the week. 4:4 

The shoes have been orderéd 
ly the Japanese Relief of the 
American Red Cross. The large 

ductive capacity of 
~ndicott-Johnson Company led 
to its selection for the man- 
ufacture by the relief organiza- 
tion. The order is for 10,000 
men’s, 15,000 boys’ outing, 
22,000 misses’ and 15,000 boys’ 
fine McKay. 





Vollman in East 

Cincinnati, Oct. 5—George 
R. Vollman, president of The 
Vollman-Lawrence Company, 
is in the East on a business trip 
and, at the same time is mak- 
ing a survey of the style situa- 
tion. 


Wood Heels for Men 
Lynn, Oct. 5—A maker of 
wood heels predicts that within 
two years wood heels will be 
as common on men’s shoes as 
on women’s shoes. 








Merchant’s Anniversary 

Peabody, Mass., Oct. 4— 
Alonzo Raddin, the oldest shoe 
merchant in this city, observed 
his’ 82d _ birthday last ' week, 
by doing his usual day’s work 
in his store. ° 





Showing Arctics Early 

Worcester, Mass., Oct. 4— 
Arctics were shown -by shoe 
merchants here on Oct. 1. 
Window cards read: “Get 
fitted early—your size may be 
missing later,’’ and “Remem-' 
ber last winter—buy your arc- 
tics early.” 





Tells the Story with 
Pictures 

Los Angeles, Oct. 2—Weth- 
hr por in promoting the 
sale of high-grade shoe mer- 
chandise, recently used the 
rotogravure section of the Los 
Angeles Times as a medium for 
selling the public the idea of 
wearing “‘more and better foot- 
wear.” The theme was well 
emphasized by pictures. 


Boston Business Good 


Boston, Oct. 5—The open- 
ing of two new shoe stores here 





within a week's time is indica- - 


tive that the fall footwear is 


meeting with a good demand 


here. Better weather greeted 
the merchants early this week 
and prevailed most of the week. 
It wasinstrumental in a mar 

improvement in buying. Wo- 


men~ bought :freeby of sbhick ¢:. 


tterns and 
ades, both 


materials on strap 
men favored tan 


. light and dark; in heavy grain 


leathers in oxfords. High shoes 
for men.are commencing to sell 
better. 


For the Bride 
Philadelphia, Oct. 5—Slip- 
-for- October brides and 
ridesmaids are being featured 
by the John Wanamaker store 
here. For the bride there are 
white satin sandals with slen- 
der front straps connecting the 
vamp. Instead of a strap they 


. 





K. W. Watters Company, pre- 
sented a revue of — in foot- 
wear today. The latest fashions 
for street, afternoon and even- 
ing’ weat, and the srhartest de- 
signs in sport wear, riding 
bodtsand shoes for every occa- 
sion were exhibited. 

‘ Fifteen models participated, 
including several children. A- 
complete exhibition of the 
latest colors and designs’ in 
silk hosiery also were given. 





Weather Influences Buying 
Detroit, Oct. 5—A decided 


improvement in - buying. of - 


women’s footwear was noted 
here. A period of coal, brisk. 
weather influenced women to 
do more than “‘window shop.” 
Fall merchandise in the retail 
shoe stores sold freely as a re- 





in the New York market. 


prices about 25 cents a 
A few retail shoe me 


as-yet 





Slight Advance on Satin Shoes 


New York, Oct. 3—The effect of the earthquake in 
Japan on the raw silk market‘has finally worked through - 
to the retail shoe trade. Leading manufacturers of silk ho- 
siery advanced their prices approximately 10 per cent on 
October 1, in line with the higher prices prevaili 
silk. Most of the manufacturers are taking orders for de- 
livery up to January 1, only. The raw silk situation is still 
decidedly unsettled, the lack of a stable market in- Japan 
preventing the quoting of firm prices for future delivery 


Shoe satins also have moved to slightly higher levels and 
shoe manufacturers in most cases have advanced their 
ir on satin shoes. 
ants have marked up their ho- 
siery and satin shoe stocks in conformity with:the higher 
leve provelling in the wholesale markets, but the peliey 
not been widespread. = : 


for raw 








have moderate. toes, hand- 
turned soles and high French 
heels. 

The store will decorate them 
to order with rosettes of the 
bride’s own lace or other orna- 
ment. For the bridesmaids, 
whose dresses run through the 
favorite yellow or orange tones, 
this store is offering brown vel- 
vet sandals. 





Clothes for the Occasion 

Chicago, Oct. 4— Much 
interest was manifested at the 
convention of the National 
Association of Retail Clothiers 
held here last week on the sub- 
ject: “Proper Clothes for the 
Occasion.” Proper footwear 
goes hand in hand with preper 
clothes for various occasions. 





Style Revue 
Philadelphia, Oct. 5—To 
celebrate i its new 
store in the Genessee Building, 


sult of the arrival of more sea- 
sonable weather. 


Oversize Soles 
Lynn, Mass., Oct: 3—So 
wide are shanks and edges of 
popular style shoes for young 
men, that Lynn sole cutters 
have to cut their men’s soles 
oversize. ‘ - 








College Girls Wear Knickers _ 


Springfield, Mass., Oct. 4— 
Many girl students at Mt. : 
Holyoke College. have | dis- 
carded skirts for knickers. The 
girls are wearing the knickers 
‘at many occasions, gray bei 
the most popular color. Smart 
sport footwear and hosiery go 
with the knickers, 





Better Tone to Trade 


plexion this week due to the’ 


favorable change in weather. 


A cooler period inspired both. 


men and women to buy freely 
of new fall footwear. Black 
patent and brown suedes in 
dark shades sold best to women 
while men are still favoring 
oxfords in tan shades. 


Fair Buckle Sale 
- Philadelphia, Oct. 5—J. & 
T. Cousins reports buckles sell- 
ing only ueleediele well due 
chiefly to the fact that many of 
shoes being sold now were not 
built to be worn with buckles. 
The- buckles -being asked for 
are rather small in size. There 
is a fair demand for slides in 
both cut steel and rhinestone. 








Winter Carnival Plans 


Greenfield, Mass. — Mer- 
chants are stocking up for 
the big winter carnival when 
skating boots, heavy footwear 
for nm bem , and mocca- 
sins for snow- ing will be 
wanted. Last winter’s carnival, 
a big success, greatly increased 
sales of heavy footwear and 
rubbers. Similar sales are ex- 
pected this winter. 


Shoe Week in Canada 

Toronto, Oct. 2—National 
Shoe Week was recently ob- 
served. Special selling ideas 
were provided directly to the 
retail shoe merchants of Can- 
ada during the week by the 
co-operation of manufacturers, 





_.tanners and wholesale mer- 
.thants. 





'” Painted Hosiery in Paris 


Paris, Oct. 4—Hand-painted 
silk stockings were worn at 
Ciro’s dinner dance here by a 
young Polish dancer. Close ob- 
servation revealed an exquisite 
design of butterflies traced in 
old gold on sheer black silk 
hosiery. The painting was done 
while the stockings were on the 
dancer’s legs. 





_. Stage Apparel Show 

Boston, Oct. 4—Smart shoes 
were conspicuous at the Men’s 
Apparel. Show held. here this 
week. The main note sounded 


—- to proper clothing 
or the young man, but foot- 


wear came in for some atten-, 
tion inasmuch as it played a . 


prominent part in matching 
with the various apparel. 





Big Anniversary Sale 
Milwaukee, Oct. 5—The big- 
merchandising event of 
imbel Brothers’ 81st 


gest 
week is G 


apniversary sale. 
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ANDREW W. MELLON 
Secretary of the Treasury of the United States 


HEN will the burden of taxation resting on the 
W shoulders of thie Américan people be lightened? 
- When the American people abandon the idea 
that the government can extract unlimited money from 
the air and learn that public money never comes from 


any place but private pockets. 
That. answer is not couched in the precise language 


of Andrew C.: Mellon, secretary of the United States - 


Treasury, but it carries the pith of what he did say when 
I asked him the above question. Mr. Mellon does not 
talk in epigrams, does not pound his fist on his desk, 
pierce you with his glance or do any of the other things 
that great financiers and captains of industry are sup- 
posed to do according to the movies and the popular 
drama. He is a very quiet, courteous American gentle- 
man, unaccustomed to being interviewed and inclined 
to be rather diffident but who, nevertheless, when he 
expresses an opinion leaves no doubt in your mind that 
he means exactly what he says and that his views are 
the result of a calm judgment uninfluenced by any con- 
siderations of politics or expediency. 


People Must Choose 


“The American people,” he said, “cannot have lighter 
taxes and at the same time indulge in such luxuries as 
bonuses and similar extravagances. The average citizen 
has got to learn that the only money the government 
has is what it collects through taxes which he pays and 
if that money is squandered on such things as a soldiers’ 
bonus, elaborate and unnecessary public buildings, har- 
bors and so forth, which are built for no other purpose 
than to please local pride, taxation must increase to 
provide the funds for the regular and proper functions 
of government.” 

‘“‘An example in economy on the part of the govern- 
ment itself might help,” I suggested. 

““The Federal Government is doing everything in its 
power to effect economies,” ‘replied the secretary, “‘but 
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When Will Taxes 
Be Lighter? 


_ First Stop Raids on the 
' :Treasury, Says: Secretary 
| Mellon: = 


By EDWARD F. ROBERTS 


the fact is too often lost sight of that this is not a coun- 
try of one government but of many governments. The 
American system is a tremendously complicated and 
expensive one with tax-levying bodies overlapping one 
another in a manner which makes the entire burden a 
very heavy oné for.the taxpayer. Only a very rich coun- 
try could stand it. In England, for example, there is one 


‘taxing governnient and outside of the imperial taxes the 


Englishman only pays small local rates for such things 
as water and lighting. The British taxes sound very 
heavy but in actual fact the average Englishman pays 
less than the average American.” 


State Taxes Soar 


“‘Has State and local taxation increased as much as 
Federal?”’ 1 asked. 

“More so. Federal taxation has dropped from $53.78 
in 1920 to $32.49 per capita jn 1922. In the same three 
years State and local per capita taxation, according to 
the estimates of the National Industrial Conference 
Board, has risen from $29.88 to $33.24. In actual money 
raised the figures for last year are: Federal taxes, $3,- 
565,703,000; State and local taxes, $3,648,151,000.” 

“How do the States compare?” I asked. 


“There is not a great deal to choose,” answered the 
secretary. “Here is a tabulated list which will give you 
the figures at a glance. The per capita increase for 18 
States since 1913 has-been from 100 to 200 per cent. 
New Mexico leads the race with an increase of 533 per 
cent. Delaware and Oklahoma are second and third 
with 355 per cent and 305 per cent respectively. Then 
there are several others with increases ranging from 200 
up to 300 per cent. You can pick them out if you are 
interested.” 

1 was interested and I did pick them out. There were 
eight. altogether, ranging in the following order: Ne- 
braska, 290 per cent; West Virginia, 262; North Caro- 








' 
' 
' 


uw 
t 


lina, 259: Nevada, 256; Virginia, a 215; Colo- 
rado, 210; Idaho, 207. 

These figures do not, however, tell the whole story. 
In a parallel column was the amount collected per ca- 
pita which showed that the States with the greatest in- 
crease per capita in taxation were not necessarily the 
ones which were collecting the most money from their 
citizens. This column was led by Nevada which col- 
lected in 1922 $25.90 per head, distancing all competi- 
tors. New York was a poor second with $13.45 and was 
closely followed by Delaware, Maine, Minnesota, Ore- 
gon, California, Idaho and New Mexico, all of whom 
collected more than $10 from each of their citizens last 
year. 

How Cities Stand 


Remembering the outcry made periodically about 
public expenditures in the cities, 1 asked Secretary Mel- 
lon how the urban taxing governments stood. For an- 
swer he handed me another 
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mately avoided to make the removal of these exemp- 
tions a perfect remedy. That does not mean that the 
existence of tax exempt securities is not a grave evil for 
that is precisely what it is. 


Unproductive Tazes 


The secretary abandoned his cigarette entirely anc 
went on with increasing earnestness: ‘“There are some- 
thing like $10,000,000,000 or possibly $11,000,000,000 
in tax exempt securities current at the present time and 
one result of their existence is that the super taxes 
assessed by the Federal Government are steadily be- 
coming unproductive. That, however, is only one and 
possibly the least important effect. Tax exemption is 
something that is repugnant to every principle of the 
American Constitution. The continued issuance of such 
securities tends to create a class in the community 
which cannot be reached for tax purposes and that 
means increasing the burden of taxation on all other 

classes. The Federal Gov- 





list showing the levies made 
up to 1921 by 139 cities with 
populations ranging from 
30,000 upward. The increase 
per capita between 1912 
and 1921 was not as im- 
pressive as in the case of the 
States, the total being 46.3, ment.” 
but the amount collected 
per capita was sufficiently 
startling. The average was 
$34.88, ranging from $12.66 
in the cities of Alabama to 
$44.17 in California, $43.87 
in Connecticut and more 
than $41 for 21 cities in 
Massachusetts and 11 cities 
in New York. 

“Those lists,” remarked 


cent.”’ 





Secretary Mellen Says: 


“The American people cannot have lighter 
taxes and indulge in such extravagances as 
bonuses and similar luxuries.” 


“Only a very rich country could stand our 
complicated and expensive system of govern- 


“British taxes sound very heavy, but in ac- 
tual fact the average Englishman pays less 
than the average American.” 


“Since 1920 State taxation has risen while 
Federal taxes have been reduced. Since 1913 
the per capita increase for eighteen States has 
been from one hundred to two hundred per 


“Tax exemption is repugnant to every prin- 
ciple of American Government, but the elim- 
ination of tax-exempt securities will not solve 
the problem of excessive taxation.” 


ernment has not issued any 
such securities for some years 
and I hope it will never 
issue any more. They are not 
only a menace to our finan- 
cial system, but are a viola- 
tion of the very spirit of 
American institutions.” 

“How can they be elimi- 
nated?” 


Obvious Remedy 


“The simple and obvious 
way is to adopt a Constitu- 
tional amendment prohibit- 
ing them. The House of Rep- 
resentatives has supported 
such an amendment and 
if public opinion could be 








the secretary, “will give you 

some idea of how little can be accomplished by economy 
in the Federal Government if there is not an equal econ- 
omy in the multitude of other governing bodies which 
comprise our governing system. It is idle, however, to 
talk about any real economy in government until the 
public stops making foolish demands on the public funds 
and realizes that the only way such demands can be met 
is out of their own pockets.” 

“There is a great deal of agitation at present over tax 
exempt securities,”’ 1 suggested. ““Would the elimination 
of such securities materially help the tax situation?” 

Mr. Mellon looked thoughtfully at the end of his 
cigarette and smiled a little ruefully. “People are always 
looking for a panacea,” he said, “but the elimination of 
tax exempt securities is not a panacea for tax troubles. 
It is perfectly true that these securities form a very seri- 
ous problem and one which must be solved, but there 
are too many ways in which super taxes can be legiti- 


aroused as to its importance 
and necessity no doubt it could be pushed through. In 
the meantime, the public can help by frowning on any 
attempt of their local officials to issue any new exempt 
securities. 

“You see,”” added the secretary, as I rose to take my 
leave, “I am back to where I started—to the people. 
The remedy for excessive taxation, like the remedy for 
every other defect in our government, rests with the 
American public. When the average citizen is as con- 
cerned and as careful about how the public funds are 
spent as he is about spending his private salary we will 
not hear any more about government extravagance.” 

This is one of a series of twelve articles in which some 
of the most vital problems at present before the American 
nation are discussed by twelve of the best known leaders of 
American industry and thought. The next article in this 
series will appear soon.—Editor’s Note. 
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certain fossilized individuals havealways made it a 
point to tell about the wonderful opportunities 
which existed in some bygone day, and how these op- 
portunities are diminishing as time goes on. My per- 
sonal experience and~observation lead me to believe 
that the opposite is the case. It appears to me that with 
the growing complexness of life that opportunities in all 
branches of commerce and the professions are greater 
by far than they ever used to be. 
My beginning in the retail shoe business was indeed 
a modest one. I was “maid-of-all-work” and general 
flunkey in the store, at a wage that would hardly buy 
cigarettes for the modern boy. Yet, by seeing what was 
to be done, and best of all, by doing it, in a timely, effi- 
cient manner, my dream of future independence passed 
from a dream to a reality. 


S cet the beginning of time, calamity-howlers and 


HIS same thing has been repeated many times be- 
fore my very eyes. I have seen certain of my em- 
ployees grow and forge new links in their chain of prog- 
ress from year to year; some of them taking advantage 
of every opportunity which presented itself and others 
virtually building their opportunities, until they land 
themselves into those executive positions where time 
brings everything to those who wait, if they hustle while 
they are waiting. 
Opportunity is for the man “who is the rock; the oak; 
not to be wind-shaken.”’ For the weakling—the vacilla- 
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Opportunity 


A series of human 


interest articles by 


directors of the Na- 
tional Shoe Retailers’ 
Association 


There’s as Much to Be Got from the Shoe Trade 
as from Any Other 


As in every other industry, success comes !o the man 
who knows his trade, and who resolutely builds a 
firm foundation 


By JOHN J. BAIRD 


Nationally known retail shoe merchant of Columbus, Ohio. 


tor, there is no such thing as opportunity. Opportunity 
is for the man with more than just a languid interest. 
When you speak to him you are sure of a civil reply; he 
has a humor that keeps his vision true and his mind 
sweet. He is entirely free from all personal bitterness 
and has a good word for everyone. He is gifted with the 
power of expressing his knowledge, either by word or 
action, and he has a pleasing manner. To such a man, 
opportunity is a real, a tangible ladder, constructed es- 
pecially to enable him to climb upward to success. 


HE retail shoe business is a line of endeavor which 

requires considerable specialized knowledge. The 
man who would succeed in it, must study his work from 
every angle and in every phase. There is much of change 
in the styles, patterns and even in the method of doing 
business. But the big thing is, that the desire of humans 
to be well-shod, from the standpoint of service, or style, 
or comfort, or from all three of these things, is un- 
changed. This has always existed and these days, it 
exists to a greater extent than ever before. 

My advice to the man who seeks real opportunity in 
the shoe-business is to lay in a stock of really dependa- 
ble shoes; surround himself with capable, earnest sales- 
persons; do a little advertising and take a vow right at 
the start that he will play fair with the public. That he 
will not make any ridiculous statements in his adver- 
tising, nor countenance any such practice from his 
assistants; keep awake and alive and feel the pulse of 
public demand at all times. To such'a man opportunity 
will present with an abounding host of real friends and 
very tangible, material and financial success. 





What Is the Buying Power 
-of Your Community? 


Take Your Customers into ‘Partnership’ with 
You. Plan for them a Footwear Budget as a 


Basis of Your Stock Range 


By HELEN M. HANEY 


LL the world may be divided into two classes of 

buyers—those who budget their incomes and 

those who do not. The first-named make the best 
customers and permanent customers; the second- 
named make undesirable customers and dissatisfied 
customers. Income budgeters spend according to a well- 
balanced plan. They do not economize on the necessi- 
ties of life, such as shoes and hosiery. They recognize 
the fact that. they must spend enough to dress well and 
in accordance with their social status. But they do 
economize on luxuries. So, instead of riding gaily by 
the shoe store in high-powered automobiles, income 
budgeters have long since decided that walking on 
every possible occasion is more beneficial to health and 
less expensive. The result is more pairs sold. 


All the World Is Budgeting 


Some two years ago, the good people of this country 
convinced Uncle Sam that we should have a National 
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What percentage of your 
buying is based on the girl 
who works in office or store? 
What about percentage of 
sales—is it the same? 





Budget Bill. Our Uncle Sammy has been much pleased 
over our decision and reports that his nieces and neph- 
ews are $2,000,000,000 wealthier through their wise 
legislation. Many of the States in the Union, many of 
the banks, and a few department stores, have tried 
budgeting for their clientele with much success. In 
other words, they have diverted into trade channels 
that money which otherwise would have been squan- 
dered in foolish and, doubtless, pernicious spending. 


Teach Intelligent Buying 

You would not think of running your business with- 
out a well devised buying plan; nor would you expect 
your manufacturer or wholesaler to cultivate your 
trade, nor grant you credit, if you did not buy intelli- 
gently. You know that you could not buy intelligently 
unless you had a well devised spending plan, or a busi- 
ness budget system. It is,.therefore, entirely logical 
that you should advise your customers and prospective 
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customers to budget their incomes. Why not go a step 
further, take your customers into partnership with you 
and plan for them a shoe and hosiery spending budget? 
They will appreciate the service. They will then fully 
tealize that you do not want all of their money, even 
down to the last farthing. On the contrary, they will 
come to your store again and again, with the volume of 
business which rightfully belongs to you, because you 
are making them save their money by judicious buying, 
through a shoe and hosiery budget. 


Family Budget Individual Problem 


S..Agnes Donham, Educational Director of the As 
sociation for the Promotion and Protection of Savings, 
Boston, a teacher and lecturer on household economics, 
and the author of several books on marketing and 
spending the family income, states most emphatically 
that no one plan of budget making will suit every 
family or individual. The family budget is strictly an 
individual problem and therefore no standardized’ bud- 
get should be advocated. If you would establish a Shoe 
and Hosiery Budget Bureau, it will be necessary to put 


an expert in charge, who can talk very confidentially: 


with the people of your community. If the smaller 


merchant feels that this is impossible, the Home Savings 


Department of your bank, or its big city connection, 
will be glad to co-operate with you in this direction. 


Spend by Plan 


Budgeting forms a real basis of the buying power of 
your community. It not only rules the home, but pays 
the family shoe bill. Miss Anna Porter Boyers, Director 
of the Home Service Department of the Suffolk Saving 
Bank, figures incomes as small as $400 per annum and 
as large as $40,000. Miss Boyers, as are all other expert 
budget directors, is intensely interested in her work. 
She advises many a girt, who perhaps may come in and 
tell her that last year she had an income of $1200, and 
spent $120 on candy that she is spending in excess of 
her food allowance. She tells her perhaps that she 
could well have used half of this amount for new shoes 
or hosiery. Miss Boyers states that many people who 
come in to scoff at income budgeting, later return very 
much in earnest to “Spend by plan and save by plan- 
ning.” Advice here is given entirely free of charge, 
whether the person asking such is, or is not a depositor 
at the bank. Men, as well as women, are consultants. 
Before coming to the Suffolk Savings Bank, Miss Boy- 
ers has had wide experience as a teacher, and has com- 
pleted a course in retailing, She is a firm advocate of 
the practicability of the Clothing, or Shoe and Hosiery 
Budget Bureau for the retail store. 


1922 Retail Expenditures $217 Per Capita. 


- The Domestic Distribution Department of the Cham- 
ber of. Commerce of the United States recently made 
some calculations, based on a field study made by the 
Federal Department of Labor, to determine the retail 
ee of the natibn and its communities. ‘The 
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Department ‘ef Labor’s study was made to determine 
the cost of living for the year 1918, from information 
secuted from families of wage earners in representa- 
tive industrial’ ,cities throughout the country. The 
average number of persons in the family varies all the 
way from 3.9 in the Pacific States to 4.7 in the South 
Atlantic States; 4.5 is the number assigned for the 
average family in the United States. One of the most 
interesting conclusions arrived at by the compilation 
was that the average retail expenditure per person in 
the United’ States during the year 1922, was $217.77, 
exclusive of the items of rent and miscellaneous serv- 
ices which do not enter into retail trade. 


OPERATING 
255% 


SHELTER 
20% 





Here is how the average pay envelope is divided. 


Nation Spends at Retail 23 Billion— Plus 


With $217 as a base, it will be seen that the expen- 
ditures for each 1,000 persons would be $217,000. And 
thus it is possible to determine the approximated retail 
expenditures of any community, or ofthe nation, which, 
based on a total population of 110,000,000 would be 
$23,870,000,000. 

A family budget for 1918 and its comparison with 
that of 1922 are herewith given. The difference is ex- 
plained by the effect of new factors, such as prohibition 
and the increased use of automobiles: 





FAMILY BUDGETS 
1918 1922 

Items Per Cent Amount Per Cent Amount 
Food.... 38.2 $548.50 30.8 $463.61 
rey 16.6 237.60 15.4 231.40 
Furniture. . cat ae 5.1 73.22 §.5 82.45 
Fuel and light. beeeseder 5.3 76.15 6.7 100.78 
Miscellaneous ~ ; ° : 

Commodities. ....... 6.0 85.70 6.7 101.72 
Miscellaneous services. 15.4 220.40 15.4 232.87 
Be oueFcescarcckesk. ae 191.37 19.5 . 293.82 

RNIN. id's p Kerk ware 100.0 100.0 $1,506.65 


($1,432.94 "' 
' ! 








It should be remembered, the bulletin points out, that 
standards of living are not considered in the problem 
because it is impossible to arrive at any standards from 
the figures in these family budgets, which should be 
regarded chiefly as representative of price changes. 


Study Minimum Wage Decrees 

The minimum wage awards by the various State 
boards for the workers in various industries are 
well to be borne in mind if you would know the 
buying power of your community. For instance, a 
minimum weekly wage of $13.20 for experienced women 
workers in establishments manufacturing druggistsl 
preparations, proprietary medicines and chemica’ 





COATS 
SUITS 
BLOUSES 
SWEATERS 
SKIRTS 


51% 










Here is how the average clothing budget of 17% of the pay en- 
velope is divided—For analysis we consider the 17% as 100% 


purse out of which 11% goes for shoes. 


compounds was recently fixed by the Massachusetts 
Minimum Wage Commission. About 1,800 workers are 
affected by the decree. The budget upon which the 
award is based, is as follows: 





Board and lodging. . $8.00 
Clothing. ...... 2.00 
Laundry..... 50 
CasGase. 2200. 40 
Doctor, tentist, oculist 25 
Church. . 15 
Vacation....... 40 
Recreation, self- Jenprovement saduased 55 
Insurance. . .25 
Incidentals... Maehins e .20 
Reserve for emergencies. .... .. 50 

$13.20 


The highest minimum wage in Massachusetts that 
has been established for women was in 1920 of $15.50 
in the paper box industry. Other minimum wage rates 
have been $15.40, $15.25, $15.00; there have been two 
for $14; two for $13.75 and two for $13.50. 
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Four Classes of Incomes 


Incomes may be divided into four heads—existence, 
living, comfort and luxury incomes and all of these are 
budgeted according to the five classifications of Food, 
Operating, Development, Shelter and Clothing. We 
have allowed certain percentages for five segments of 
this graphic circle. These percentages are approximated. 
As we have before stated there can be no exact figures 
given. What would be the measuring stick for clothing 
for one customer would not be at all adequate for an- 
other—the same with shelter, with development, with 
operating, with food. The big point for the retail shoe 
merchant to ask himself is—Are my customers those 
with a living, a comfort, or a luxury income? Are my 
customers demanding more luxuries than the size of 
their income warrants? Am I carrying merchandise in 
accordance with the purchasing power of your buying 


' clientele? Am I educating them to spend their money 


wisely? 
Balancing the Balance Wheel 


One of America’s leading authorities on home making, 
balances the budget wheel, as follows: 


For a Family of Five 


Ee eT a ee Ee ee, EEE eS 
Beemmesttes>-resetereaasent gr rtahrcerhernci eat ohaaam 
Clothing. . AE AE Oe GG ey aE AO! PERN 
Operating. . RRS ARR 
Higher Life and Savings. . Se re mer 


Some authorities hold that 45 per cent to 50 per 
cent of one’s income should be saved; others that 10 
per cent should be given away. One rule often quoted is 
that no more than one week’s income should be spent 
for rent each month; and another that one-half the 
amount spent for rent should be all that i is allowed for 
service each year. 

Miss Donham says that those who employ percent- 
ages the most are of the firm opinion that they are only 
guides; that as the income drops below $3,000 the neces- 
sary percentage for food is increased, while above $5,000 
it is usually possible to use a smaller percentage. In 
general, according to Engel’s laws, experience proves 
that the proportion for clothing and rent remains 
fairly stationary, but as the income decreases, the per- 
centage spent for development also decreases, while an 
increase in income usually leads to decrease in the per- 
centage allowed for food and increase in that devoted 
to development. 


Actual Budget Variations 


She holds to the theory that “suitable” clothing 
again indicates a minimum, but no definite amount of 
money can be fixed as the minimum absolutely neces- 
sary to assign to clothing, without knowledge of the 
special problem. For instance, Miss Donham states 
that she recently figured 68 budgets for clothing on 
incomes ranging from $400 for a family of two to 

(Continued on page 62) 
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What Do They Wear in the White House? 


The first lady of the land buys beautiful footwear. 
So, too, does the first man of the land, but just now 
we are talking about Mrs. Coolidge. Here she is 
herself and at her head and feet are two of her recent 


footwear favorites. The shoes shown at the lower 


right are in Coolidge brown suede. Those at the 

upper left are in silver brocade with straps, collar, 

and top of silver kid. The latter model was the crea- 

tion of! Benjamin Rothman, Inc., New York. They 

were purchased by Mrs. Coolidge at the Stetson 
Shoe Shop, Washington 

















ra 





President Coolidge wears a 7B—a sample shoe. Here are the three pairs of shoes made for him by 
the Stacy-Adams Company, Brockton. The shoes were made on the President's special last. It is not his 
first experience with Brockton shoes, inasmuch as the Stacy-Adams Company made shoes for him when 
he was Governor of Massachusetts and subsequently when he was vice-president. 

The shoes were shipped to the White House early this week. Left to right they are: a patent leather 


button dress high shoe, black kangaroo ozfords a 


The button dress high shoe is made of Sterling Kid, manufactured 
Company. In some quarters, the button dress shoe is said to be very much the thing. 


black kid bals. 
the Bristol Patent Leather 
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BY JOHN W. ALEXANDER IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. Cc. 


October 6, 1923 


AN 


OUTLINE OF LEATHER 


SEVENTH OF A SERIES 
By FRANK R. SPALDING 


HERE is almost as much difference between the 
TT sole and upper leather branches of the shoe indus- 

try as there is between the cotton and woolen 
business. 

‘The great majority of hides used for sole leather 
ate green salted. The tails, shanks and pates are first 
trimmed in the hide cellar and the hides are put to soak. 
They are hung in clean, soft water or if the water is hard 
one pound of borax is added to each hundred pounds of 
water. (The borax is dissolved in hot water.) The hides 
are hung from the tail to head and left 24 hours. 

‘They are usually taken out, cut in two halves or 
sides. The water in the vat is run out and fresh run in. 
Then the sides are put back and soaked 24 hours more. 
The soaking is done to remove salt, blood, dirt, etc. It 
is important that this should be done thoroughly and 
quickly so that they may go into the lime, clean and 
soft, yet retaining all their substance. Prolonged soak- 
ing of salted hides results in loss of gelatin and produces 
loose, spongy leather. On the other hand, if the hides 
are not soaked long enough, they are not in proper con- 


dition to.take the lime and the grain may have serious . 


defects. 


The hides; that have been dried after salting, require 











a longer soaking to restore them to their natural soft 
condition. To accomplish this, two percent of caustic 
soda is added to the water and they are soaked 24 hours. 
They are then removed, milled in running water for 
half an hour, cut into sides and returned to soak for an- ; 
other 24 hours, then dry milled for half an hour, run 
through a fleshing machine and piled down over night. 


Flint Dry Hides Soaked Longer 


Flint dry hides require longer soaking. For every 
hundred pounds of water in the vat, dissolve one pound 
of sodium sulphide or one-half pound caustic soda in 
hot water. Soak the hides in the water for 24 hours. Take 
out and run in dry mill 30 minutes. Next, place them in 
piles covered up and let them lie 24 hours. Then put 
them back into the water from which they were taken 


- and again let them soak for 24 hours. After this soaking 


run them in a dry mill half an hour, then flesh them. 
After fleshing, place them in clear cold water over night 
and then they are ready to lime. 

The primary object of liming is to loosen the hair % 
it may be easily removed but the process is one of the 
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most important in tanning. Many experts claim that 
leather is made or ruined in the lime pit. 


Liming a Long Process 


The hides are treated with a mixture of 10 per cent 
hydrated lime and two per cent sodium sulphide and 
left in this liquor for one day. The second day they are 
transferred to another paddle or pit containing 10 per 
cent of hydrated lime and 1 per cent of sodium sulphide. 

On the third day the hides are put into straight lime 
containing 10 per cent of the weight of the hides. On the 
fourth day and fifth day, they are also changed to 
straight lime. On the sixth day, they are thrown into a 
warm pool for half an hour, after which they are ready 
for unhairing. After unhairing, the hides are re-fleshed 
on fleshing machines and then hand-fleshed on a bear 


and then inspected for fine hairs. If any are found they ~ 


are removed by hand. 


Ready for Tanning Liquor 


Next, whatever lime is left in the hide must be 
washed out. This is usually done in a drum into which 
water is continually fed through a hollow opening. 
After they are thoroughly cleansed, they are ready for 
tanning liquor. The acid method is seldom used in sole 
leather. 

The tan liquors are applied in one of two methods 
known as pit and drum tannage. 


Pit Tannage 


The hides in pit tanning are slowly passed through 
three series of pits containing gradually strengthened 
tanning solution. The first is known as suspenders; the 
second as handlers and the third as layers. 

The object of this lengthy process is to secure an even 
tannage and to accomplish this, the strength of the 
liquor is very carefully graduated. The trimmings, to- 
gether with the fleshings and irregular pieces cut off, 
are used as the raw material from which glue and gela- 
tin are made. 

If strong extracts were used in the first pits, it would 
result in a rapid tanning of the outer surfaces - with- 
out permitting the tanning to penetrate and tap 
the center of the hide. Such leather would decay and 
its grain would be loose and wrinkled. 

In the first series of pits, the hides are suspended on 
poles and are rocked by mechanical motion. The hides 
get the first coloring in these pits and for this reason 
they are often called “coloring pits.” 

Hides are sometimes rounded before being placed in 
the suspenders, but unless the bellies and heads are to 
be churned they are rounded between the suspenders 
and handlers. 


Cutting Hides into Parts 


Rounding consists of cutting the hides into several 
parts. The chief section of the animal is the back from 
the neck to the tail. This is known‘ss the back. This is 
sometimes cut into two parts,'the shoulder and butt, 
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the line being drawn across the back, just behind the 
fore legs. 

Frequently the back is cut down the spine, forming 
two sides, instead of a butt and shoulder. The head or 
cheeks are cut off at the neck, and each hide yields two 
strips of inferior leather, known as bellies. The remain- 
ing section is called a bend. 


Strength of Liquors Varies 


The second series of pits, called handlers, contain a 
stronger liquor than the first. The liquor from the weak- 
est handler is pumped into the last or strongest suspen- 
der and similarly the strongest handler gets its liquor 
from the weakest layer. There are usually six or eight 
handlers and the liquors are strengthened frequently by 
extracts of gambier. In the handlers and layers, the 
hides are laid flat instead of suspended. 

The first handler liquor generally reads about 25 per 
cent on the barkometer, an instrument used to indicate 
the strength of tanning solutions. 


Blooming the Leather 

In the layers, of which there are generally five, strong 
extracts are used which tighten the leather. The bark- 
ometer often registers 100 per cent. In order to give the 
leather what the trade calls “bloom,” it is customary at 
this stage to add valonia or some substance containing 
ellagic acid. The length of time consumed in the pits 
varies with the kind of leather to be produced and, also 
with the ideas of tke different tanners. 

The tendency is to hasten the process as much as pos- 
sible by the use of strong extracts which often have a 
harmful effect on the product. Good, vegetable tanned 
sole leather should remain in the pits several months; 
sometimes almost a year. There is, however, a mechani- 
cal method of hastening the process. This system is 
known as drum tanning and has been successfully used 
by many French and some American tanners. 

Drums, with revolving paddle wheels, keep the hides 
and liquor in motion, thereby accelerating the process of 
impregnation by gradually strengthening the liquors 
with extracts. Hides can be tanned in a few days. 
Leather tanned in this way is not as, durable and is 
likely to have loose grain. 


Draining Hides an Old Practice 

The oldest. practice among sole leather tanners is to 
let the hides drain after being removed from each pit. 
The most commonly used vegetable materials used in 
sole leather tanning are oak quebracho,, hemlock, va- 
lonia and gambier. 

Oak bark tannage imparts a bloom to the leather 
and for this reason a good deal of sole leather is given 
an artificial bloom to imitate the true oak bark tannage. 

Finishing 

Vegetable tanned sole leather is sold by. weight and 
as color and appearance are important considerations 
there are still a number of operations necessary to make 
it presentable. 
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New creations in women’s footwear made in the Brockton District were worn at the Brockton Fair Shoe 





Style Show by this group of pretty models. 


Brockton’s Progress in Shoe Industry Reflected 
by Impressive Style Show 


New Creations in Men’s and Women’s Shoes Displayed at 
Golden Anniversary of Fair 


ROCKTON'S progress in the shoe industry was 
B reflected accurately during the week of October 

1, when the Brockton Fair Shoe Style Show, an 
instructive part of the fair program, was presented to 
approximately 100,000 people. Latest creations in 
men’s and women’s shoes testified to the development 
of the shoe industry in the Brockton district. 

A gorgeous show, the dominating feature being the 
great variety of smart shoes exhibited, was a fitting 
tribute to the golden anniversary of the fair. Shoe man- 
ufacturers of the district were the leaders in promoting 
this significant part of the fair program. 

The setting for the show was ideal. It was the golden 
anniversary of the Brockton Fair and the stage setting 
was suggestive of this. An old-fashioned house with 
flower boxes and pretty flowers twining about the ex- 
terior formed the background and through the door all 
of the models entered an old-fashioned flower garden 
typical of the times of 50 years ago. Leaving the flower 
garden the models’ stepped down a few stairs and 
reached the extensive runway, termed “Peacock 
Alley.” 


Decorative Scheme Impressive 


The runway extended the entire length of the hall 
approximately several hundred feet. Peacocks predomi- 
nated in the decorative scheme, being placed generously 
about the immense hail. Yellow banners draped across 
the width of the building and occasional drapings of 
dark blue harmonized with the yellow. Flowers, and 
abundance of green leaves and miniature fir trees, 
placed at intervals on the runway, added an outdoor 
environment to the great interior. 

A children’s show was conducted between 4 and 5 
daily during the week. New patterns in boys and girls 
footwear were indicative of style advancement. 

Inasmuch as Brockton for 50 years has progressed 
steadily as a shoe center for the manufacture of men’s 
shoes, its reputation as a source for producing sturdy 
men’s shoes is universal, but its fame for making wom- 
en’s shoes is not so pronounced. A wide range of women’s 
styles were displayed by living models, significant that 
the Brockton District intends to concentrate on estab- 
lishing just as far-reaching a reputation in women’s 
lines as it has in making men’s shoes. 
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will swing into line and meas- 
ure equally with the oxford. 
Smart oxfords, mostly in tan 
shades, were worn by the 


No Change in Style Fundamentals 


A summary of the Style Show, pertaining to women’s 
shoes, indicates that there is very little change in either 
patterns or materials. The women’s styles received 
more attention from those closely associated with the 
shoe industry, inasmuch as the patterns and leathers 
were more diversified than in men’s shoes. 

Considering that 80 models paraded the runway at 
intervals a great many types of men’s and women’s 
shoes were displayed. The strap pattern was the big 
thing in women’s footwear. Plenty of one-strap numbers 
in evening and afternoon models were worn. Few two- 
straps were shown. 

Women’s lace oxfords were generously exhibited 
which is consistent with the environment that prevails 
in the shoe industry relative to welt shoes. Gores were 
sparingly displayed in proportion to straps. Some low- 
heeled sandals, with less cut-out than on summer num- 
bers, went well with outdoor costumes. 


Broad Range of Materials 


Materials extended over many types. No one leather 
seemed to dominate, although suedes in subdued shades 
in various patterns were freely displayed. Dark browns 
in suedes were favored. Patent leather made a nice 
appearance and was commonly used; sometimes in two- 
tone designs, the patent being the predominating mate- 
rial of the two. One smart shoe was a two-tone model 
with patent vamp and center strap and gray suede 
quarter. It fastened across the front with a strap of 
gray suede, the colors blending well together. A med- 
ium height Spanish heel went with the shoe. 

Some striking patterns made of kid in champagne 
and shades of brown were freely worn. Black satin was 
used frequently in strap models. Some sport models in 
light tan calf leathers with the crepe sole went with out- 
door sport costumes worn by the women models. 

A lace suede oxford in a medium shade of brown made 
an ideal outing shoe, while a black suede, trimmed with 
gold kid, cross-straps, made a good appearance. 

Military heels, Cuban and 
Spanish heels, 10/8 to 16/8 
were prominent. Spanish and 
Spanish Louis heels were 
freely applied on the evening 
shoes. 


Style in Men’s Oxfords 


Smooth finished light tan 
oxfords were worn more by 
the men models than any 
other type of shoe. Judging 
from the ratio of oxfords to 
boots worn, it will be some 
time before the high shoe 


walki 
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An old-fashioned house, surrounded by flowers, was the setting 
for the Style Show. Through the door all the models entered, 


into an old-fashioned garden and then into “* Peacock 
Alley,”’ an appropriate name for the long runway. 
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men models. Style characteristics were emphasized by 
stitchings in several rows along the vamp, quarter and 
front part of the shoe. 

Perforations in small designs and pinking on vamps, 
and large backstays also stressed stylefulness in oxfords. 
In the booths surrounding the runway and about the 
hall high shoes were also conspicuous and fancy stitch- 
ings and pinking were applied to stress style features. 


Some “Doggy” Sport Oxfords 


The square toe was prominent in oxfords made of the 
heavier grain leathers. Medium toes were associated 
more with the light tan smooth finished leathers. Some 
“doggy” sport shoes were well set off by the sharp con- 
trast drawn between the appearance of smooth-finished 
leathers and two-tone combinations in the sport 
numbers. 

Of course, the apparel worn by the women models 
was closely scrutinized and was consistent in style with 
the shoes. Evening gowns were of ankle length, while 
sport costumes were somewhat shorter in the length of 
the skirt. 

A unique feature of the exhibit of the shoe manufac- 
turers was that the booths arranged directly beneath 
the runway resembled a typical retail shoe store win- 
dow. The runway floor served as a roof for the top of the 
booths. Well-arranged shoe displays went hand in hand 
with the character of the Style Show. 

All but a very few of the models were Brocktonians. 
Brockton shoe men promoted the show also. Co-opera- 
tion between retail merchants and shoe men was the 
direct reason for the success in “putting the show 
across.”” 


Men’s Shoes Made in Building 


Rice & Hutchins, Inc., operated a model shoe manu- 
facturing plant in the basement of the Educational 
building, where the show was presented. The machinery 
was installed by the United Shoe Machinery Company 
and there were 50 operatives employed. Men’s welts. 
Educator and All America 
brands, were made. Shoes for 
President Coolidge and Goy- 
ernor Cox were made, the 
latter witnessing the process 
of bottoming and assembling 
which took only 15 minutes. 
A pair of shoes for Mrs. Cox 
were also made. Arrows 
pointing the best way of 
watching the operation of 
the machines in sequence as 
the shoe is put together was 
helpful. 

Significant of the progress 
in shoemaking in the Brock- 
ton district there were sev- 
eral shoes exhibited more 
than 50 years old and some a 
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century old, and in sharp contrast to the styleful pat- 
terns of today, depicted the progress of the industry. 


Shoe Manufacturers Exhibiting 


Brockton Shoe Manufacturing Company, C. E. 
Lynch Shoe Manufacturing Company, E. T. Wright & 
Co., Inc., Field & Flint Company, T. D. Barry Com- 
pany, Charles A. Eaton Shoe Industries, Wall, Doyle 
& Daly, Inc., J. E. French Company, Howard & Foster 
Company, C. S. Marshall Company, The P. B. Keith 
Shoe Company, Thompson Bros. Shoe Company, 
M. N. Arnold Shoe Company, Stone-Tarlow Company, 
Inc., E. E. Taylor Company. 

Churchill & Alden Company, Geo. E. Keith Com- 
pany, Richards & Brennan Company, Brockton Co- 
operative Boot & Shoe Co., Three K Shoe Company, 
Union Shoe Company, Superior Shoe Company, Rice 
& Hutchins, Inc., Regal Shoe Company, Bion F. Rey- 
nolds Company, Selis Shoe Company, Whitman & 
Keith Company, Edwin Clapp & Son, Inc. 

Progress Shoe Company, Emerson Shoe Company, 
W. L. Douglas Shoe Company, Belco, Inc., Stacy- 
Adams Company, Conrad Shoe Company, Hurley Shoe 
Company, Reynolds, Drake & Gabell Company, Poole 
& Johnston, Lewis A. Crossett, Inc., M. A. Packard 
Company, Barney, Capen & Denham. 

Dunbar Pattern Company, C. B. Slater Company, 
A Freedman & Sons, Mohawk Moccasin Company. 
A. E. Little Company, Dalton Company, Inc. 





What Is the Buying Power of Your 


Community? 
(Continued from page 56) 


$10,000 for a family of two, and in that range again, from 
$400 to $10,000, for families of three persons up to nine— 
the average, as near as one could be struck was 13 per 
cent for clothing; two were spending 20 per cent. She 
quoted figures to show that a certain family whose 
income she budgeted had an income of $10,000, this 
family at 20 per cent for clothes would spend $2,000 
and yet, as a matter of fact, they spent only $1200; and 
again of a family with an income of $1800, who had all 
of their clothes given to them, with the exception of 
shoes, and their shoe bill was exactly $26.00. 


Analysis Makes for Harmony 


The whole thing then resolves itself into an individual 
problem. But the big idea is to get each person in your 
community to analyze his own condition, so that he 
may see where he is at, and so that you may see where 
both you and he are at, in other words, instead of the 
community and you working at cross purposes, the 
community and the retail shoe merchant should be 
working together for one another’s mutual good. 


For Clothing Not Over 20 Per Cent 


Filene’s Clothing Information Bureau of Boston, 
Miss Ainsworth in charge, states that the business 


woman’s clothing expenditure should, not exceed 20 
per cent of her income and so advises its clientele. The 
bureau again advises its buying public that the family 
clothing expenditure usually averages 17 per cent, but 
should not exceed 20 per cent of the family income. 
Filene’s Clothing Information Bureau teaches its con- 
sultants how to make a clothing plan for themselves. 
It asks them to 

1.—Decide how much money per year you can spend 
on your clothing. 

2.—List the wearable clothing you now have. (Chart 
is given). 

3.—Divide your clothing budget according to the 
classifications indicated on the circle: 


1%—Coats, suits and dresses. 
24%—Blouses, sweaters and skirts. Hats, shoes and gloves. 
20%—Underwear, including hosiery. 
Hosiery generally takes 6-8% of the Underwear Budget. 


4.—The above figures arrived at, we will call your 
budget estimates. 
5.—It is impossible to plan a year’s wardrobe in 
advance and expect to execute it, unless-you have been 
living on a budget and know how to plan a year ahead. 
6.—In buying your clothes according to this plan 
always: 
1. Consider not only the needs of the coming sea- 
son, but those over a period of three years. 
2. Plan according to your individual needs. 
3. Buy with an intelligent knowledge of fabric, 
line and color and of your own personality. 
4. Care for your clothes systematically and in- 
telligently. 
After keeping a year’s record, you can estimate 
your second and third year’s expenditure. 


For Shoes 11 Per Cent of Clothing Budget 


Filenes Clothing Information Bureau includes Shoe 
and Hosiery budgeting as an important part of its 
clothing budgeting. For shoe expenditure, 11 per cent 
is a general average for the business man and business 
woman, for the collge boy and girl and school girl. The 
bureau has ascertained that men average from 1 to 1% 
per cent less in their shoe expenditure than women. 
Miss Ainsworth stated that one of the points stressed 
in budgeting advice was good fitting and quality. 


Some Shoe Budgets 


The following are some of the shoe budgets which 
the Clothing Bureau has recently suggested: 


Shoe a for a 12-year Old Boy Entering Private 


School 
hin octe cteeniitiiaae. (Ravcchvebeatiint ei 
Three pairs of low shoes at $5.00. . See 
Two pairs of high shoes at $7.50.............6. se eeeees 15.00 
Three pairs of sneakers at $1.25..............0ee00-00. 3.05 
Can pele OF ReMNOOUE GIES. .. 2. ccc cc ccc cece 2.50 
Two pairs of rubbers at $1.50... .. 0... 0... c eee cece eees 3.00 


_—_— 


$43.75 
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Entering private school, this boy, of course, might 
pay a little more than the average boy, who might pos- 
sibly get along with one pair of high shoes. 

For a boy with a little more money, three pairs of 
low shoes at $7.50 might be advised. 


Shoe Budget for a School Girl 


Pair of street shoes. . . $5.50 
Two pairs of high-grade des at $6. 50... 13.00 
One pair of black party pumps................---+0005 8.00 
tear ea aga boots (smeakers)...............: 2:25 
One pair of overshoes. . 4.50 
One pair of rubbers. . ‘ 1.15 
One pair of bedroom diggs. . 2.00 

$36.40 

Shoe Budget for Boy Going Away to College 

Two pairs of oxfords at $7.50.................+2-...-.. $15.00 
ey ere a 
nn I I I iis 5. duc Sins pc 80 0055 cc0s cceunsae yy. ee 
rere eee ee 
a Ee eee Tor a 
| POS eT ys eee eT aS 

$41.25 

Shoe Budget for Girl Going Away to College 

One pair of dress shoes. . . . $10.00 
One pair of oxfords. . TCE ree ee 
Two pairs of oxfords, « one e at $7 50, the other at $9.50. ... 17.00 
One pair of evening slippers. . Tee ee ree 
Quo pelt of heeienamn UNMRUE.......<00-0000-60500c00cs 2.00 
a ae er re err ne ee 
Se OE Mb iccided act iocngihane skewed iiaidepade— Ce 

$44.75 


Another Shoe Budget for College Girl 
Two pairs of oxfords, one rubber soled, $7.50, one at $9.50. $17.00 


One pair of streot PUMNPS. 26.06.66 c cee vecerececccscccses 8.50 
One pair of suede and patent leather pumps............. 12.50 
One pair of black satin pumps......................... 7.50 
One pair of evening slippers........................... 10.00 
One pair of gymnasium shoes.......................... 2.50 
Gio pal aE GUEINOS.. «<i. oi Sis es het KS ee 
Cie pe ines d hnicn es sedeaedaseceeulencs eee 
er Sl 

$64.60 


Shoe Budget for Business Woman 


The business woman and college girl average about 
the same as to their shoe allowance. 

The above tables and information are presented as a 
working basis for more intelligent buying on the part of 
the shoe wearing public, in which category is included 
the retail shoe merchant, as well as his customers. A 
small income is no obstacle to the enjoyment of good: 
merchandise, but let’s find out how much money the 
folks in our communities must have, do have and would 
have, to spend on shoes and hosiery, 

The shoe budget for the businers man is the same 
as that for the college boy. 
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The Girl Behind the, Counter 
She Is Setting the Style in Shoes, because She Has Money 
to Spend 


My, but that little girl could throw a smile. She fairly 
radiated sunshine, and every time a man bought a neck- 
tie from her, he went on his way whistling with joy. 
Sure, it’s a gift. More neckties were sold over her section 
of the counter, than in any other part of the big store. 
Which reflected each pay day in the little envelope. 

“Give you a few minutes? Maybe.” Then the little 
old business instinct came to the front. “Will you buy 
one of my neckties, if I talk about shoes?”’ Which ques- 
tion being answered affirmatively is oo reason for these 
few words. 

I got the shock of my life when she came out from be- 
hind the counter. Instead of wearing comfortable shoes 
which would ease her feet a little, she had on the most 
stylish looking pair of straps I have seen in a Tong time. 
They were a very delicate shade of suede, sort of a fawn 
color, with a two-strap effect, a narrow toe, not too 
pointed, and a fairly low Cuban heel. The vamp was 
short enough to give the Frenchy appearance so-much 
liked, yet was long enough to accommodate her foot. 

“T suppose that you are going to tell me that you 
bought those eye-fulls over in some shop on Third Ave- 
nue, right next to where the antique person plays his 
game,” was my opening. 

“Wrong again,” said she with that delightful smile. 
“T was tipped off to the color harmony of these shoes by 
one of the girls in the shoe department. 

“There is one reason why girls working in the big 
stores set the style. They get their information straight 
from the buyers who go to Paris or keep in touch with 
the swell functions in town. I would no more think of 
being out of style in footwear than I would wear a muff. 
About all I do with my money is spend it on clothes be- 
cause when it comes to the eats, I go light to keep my 
girlish figure. 

“Now run along, little one, I have another customer 
who is not so darn inquisitive.” 





Shoe Production Shows Increase 


Arthur B. Butman, chief of the shoe and leather 
manufacturers’ division, bureau of foreign and domestic 
commerce, states that the reports received to date from 
boot and shoe manufacturers of the United States 
show that for the first seven months of 1923, there was 
a production increase of 18.6 per cent over the 1922 out- 
put, for the corresponding period. 

Out of the total, 212,983,046 pairs of footwear, other 
than rubber manufactured during the January-July 
period of 1923, 59,837,995 pairs were for men, 13,437,576 
for boys and youths, 67,003,173 pairs for women, and 
24,854,476 for misses and children. It will be seen from 
this statement that the production of women’s shoes 
predominated. The July 1923 output of 25,120,728 pairs 
was approximately 3,000,000 pairs greater than the 


’ quantity manufactured during July of 1922. 
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Eighteenth century shoemakers at work in the windows of the new Triebitz store 


He Went Back to 1760 for His Window Display 


half to furnish material for one of the most unique 
displays seen in a New York shoe store display 
window in many months. 

H. Triebitz, the well-known Brooklyn shoe man who 
recently opened “Ye Olde English Boot Shop” in the 
Marbridge Building at the juncture of Broadway, Sixth 
Avenue and 34th Street, one of the business sections in 
New York’s shopping district, transplanted a reproduc- 
tion of an old English print to his show windows. 

Against a background setting in each window repro- 
ducing the interior of an old English room, two shoe- 
makers in costumes of the period of 1760 were placed. 
They actually produced hand-made shoes during the 
period the display was on view. The window at the right 
showed a fire place with its old-fashioned mantle upon 
which rested a candle stick, flint box, clock, Bible, pipe 
and paper spills. The left-hand window contained a 
window section of a wall with 


ik clock was turned back about a century and a 


opened about a month ago, has attracted considerable 
attention as an example of what can be done in a small 
space. In cross rows down the center there are chairs for 
22 customers. The business office and some of the re- 
serve stock is carried on a balcony in the rear, which is 
connected with the main floor by a dumbwaiter, up 
which shoes and cash are hoisted to the chashier’s desk 
and wrapping counter. The walls and ceiling are of a 
light cream and the wall cases and other woodwork are 
of polished walnut. Small lights under the balcony and 
four large drop lights from the ceiling give ample light- 
ing to the store. Only men’s shoes are carried in the 
store. 





Importations of Footwear 


The shoe and leather manufacturers’ division, bureau 
of foreign and domestic commerce, reports that in 
August, 1923, the United States imported 141,251 pairs 

of leather boots and shoes, 





the view of an old English 
street in the background. On 
the wall were old English 
prints, a plate and other dec- 
orations of the period. In 
each window was a pair of 
buckled shoes worn in the 
period of 1760 and adjacent 
to them several pairs of mod- 
ern shoes. Placards in the 
window bore the inscription, 
“Times change—fashions al- 
ter — craftsmanship oftende- 
teriorates, but the best sur- 
vives.” 





valued at $179,396. The con- 
signments comprised 35,533 
pairs of leather boots and 
shoes, valued at $139,984; 
44,818 pairs of slippers valued 
at $20,138; and 61,900 pairs 
of dutiable footwear, valued 
at $19,274. 

The English boots and 
shoes seem to be the most 
popular, as the shipments 
amounted to 12,833 pairs, 
valued at $56,285; the next 
country according toquantity 
rank was Switzerland, 9,94 





The interior of this store, 


Lots of space in a small shop 


pairs, valued at $50,790. 


October 6, 1923 








Octol 


e 


eee L@ HP L@LUiiiiliellliiiiiiiiiiellliiiit 


sees oe ooo 


iil « 





Wenn, 








eau 


airs 
OS, 
on- 
533 
and 
84; 
ued 


ued 
and 


nts 
Lirs, 
1ext 
tity 
944 














a eh LS LULL LULL 4 





5 
5 








October 6, 1923 


BOOT AND SHOE RECORDER 


| "These Are The Novel Numbers 
That Will Liven Up 
Your Stock! 


Every dainty slipper pictured is in style, in de- 
mand, and im stock. They are pace setters, quick 
sellers, and profit makers. 





No. B7817 


B7817—Black Satin One Strap, Beaded Suede 
Fore Strap, Genuine- Turn, 14-8 Full Louis heel, 
BAP Bes cvvcdevhateccavestoivseeetsede ce $3.70 
B7807—As above with 16-8 Full Louis heel. . $3.70 
B7667—As 7809 except Imitation Turn, 14-8 
Spanish heel, B to D ee 


$3.70 








No. B811 $3.35 


B811—Black Satin Three Strap, Suede Trimmed, 
side cut-outs, Imitation Turn, 15-8 eae? Half 
heel, B to D, code “Marion”.............-+ $3.35 


HAVERHILL 


HA 


Se ee ee ee eLetter 


Send in your order now 





Send for the new, 
October issue of Han- 
nahsons News. It con- 
tains illustrations and 
descriptions of all that 
is new in lasts, pat- 
terns and styles. It 
also. has valuable in- 
formation that will 
help you. select your 
stock for the coming 
season. May we put 
your name on our 
mailing list? 





No. B7867 $3.45 


B7867—Black Satin One Strap, Beaded Syeds 
Fore Strap, Genuine Turn, 9-8 Military heel, 
Cdn 6.cec s0ccétei uss ctuSbbtecsapeannee $3. “ 


B7167—As above with 12-8 Cuban heel..... $3.45 
B7767—As above except I mit. Turn, 9-8 heel .$3.10 
B7977—As 7769 with 12-8 Cuban heel....... $3.10 





No. B230 


B230—Patent Leather One Strap, Suede Trimmed, 
side cut-outs, Imitation Turn, EE widths, 12- 8 
+ ag a code “‘Romona,” 

UF Meg iébisnecogtueetosssessebewesged 


$3.50 


NNAHSON 


SHOE CO. 


MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


special out-sizes, 
$3.50 
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‘Felt Slipper (ity” 


offers you, the merchant, these buying ad- 
vantages: 


Better goods—because the pick of the country’s e/ 
skilled labor and experience is here. 


Better deliveries—because of our large stocks’ 
and advantageous shipping facilities. 


Better prices—because quantity production 
always makes easier prices. 


Better Service all along the line for those who 
demand the best of felt footwear in the latest 
styles. 


.“‘He who buys in Worcester—buys right!” 

















Dealer Influence is secured thru advertising in the Boot and Shoe Pe-ot Jer. 
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~ where the Family's 
Felt Slippers are Made 
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C. A. Grosvenor Shoe Co. 
70 Central Street; Worcester, Mass. 
Boston Office: 139 Lincoln Street 


New England Slipper: Co. 


if 140. Green St., Worcester, Mass. 


Lind Shoe & Slipper Co. 


106-108 Gold St., Worcester, Mass. 


Boston Office: 82 Lincoln St. 
George T. Wiley 


Frank H. Pfeiffer Co:, Ine. 
24 Washington Sq., Worcester Mass. 


Outing Shoe Co., 


Worcester, Mass. 
Boston Office: 118-128 Lincoln St. 


National Felt Slipper Co., 
Inc. 


Factory and Office 
8 Beach Street, Worcester, Mass. 


Worcester Felt Goods Co. 


47 Hermon Street, Worcester, Mass. 
Sales Manager—Martin H. Strauss 
Boston Office 
113 Lincoln Street, Room 606-607 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Dainty and Dressy 


Wood covered one- 
inch block heels, St. 
Louis light weight 
McKay process. 


¢cAnother Sandal Winner 
That Fills an Urgent Demand 


PRICE, THREE DOLLARS 


C widths only, 24% 
to 8 sizes to case as 
desired. 








Quantities are arriving daily for shipment to our metro- 
politan customers. It is one of our new “staple novelties” 
which are enjoying a good sale in many leading stores 
throughout the country. We are asking the trade to give 
us five days time to fill orders. 





Following numbers describe the different combinations: 


480. All Patent Leather. 

481. Patent Leather—Light Gun Metal Trim. 
482. Black Satin—Light Gun Metal Trim. 
483. Black Satin—Black Suede Trim. 

485. Black Suede—Gun Metal Trim. 

486. Black Suede—Patent Leather Trim. 
489. All Black Suede. 





cAustern Shoe Company 


Women’s Metropolitan Footwear 


93 Duane Street New York City 


Serviceable and Staple 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“S— Are you overlooking the oppor- 
4\ VS C ra 
yy 


NCE THERE WAS a Prince who 

reached the conclusion that his 
people were, to say the least, a little lazy. 
“T'll teach them a lesson!” exclaimed his 
Highness. So in the dead of night he 
rolled a big boulder into the middle of 
Main Street and beneath it hid a bag 
of gold. “Now,” said the Prince, “many 
will walk around without rolling away 
the boulder; but the man who is enter- 
prising enough to remove this stone, he 
will be handsomely rewarded.” 


From last accounts, the good people 
were still stumbling over and cursing 
the stone. 
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a) How About Your Main Street? 


with women. But for one hour 


tunity which Ye Olde Tyme — when their feet are “all dressed 



















Comfort Shoes present ? 


Here is the largest selling line ot 
women’s shoes in the world. 
Why? Because they are trim, 
durable, comfortable, and make 
friends of the feet that wear 
them. 


In shoes, as in every other article 
of women’s wear, fashion counts 


up,” there are ten hours when 
the active woman wants a sen- 
sible shoe. So it is ten to one 
that when Mrs. Brown is buying 


those “snappy” slippers, you can 
also sell her a pair of Ye Olde 
Tyme Comfort Shoes. 


Double your sales and multiply 
your profits. 


LUNN AND SWEET, INc. 
AUBURN, ME. 


Largest manufacturers of comfort shoes in the world 


Ye Olde /yme 
































I COMFORT SHOES 








Swert Sally Lunn 


SUSPENSION ARCH SHOE 


HE SWEET SALLY LUNN SUSPENSION ARCH SHOE 
Tis built on the most modern, scientific prin- 
ciples. It supports the foot as nature intended. 
It provides just the right degree of gentle lifting 
for the arch. The aanied, built-in bridge 
holds the foot snugly, and comfortably. And 
the shoe bends so freely at the ball, that the 
foot is given the freedom that brings foot- 
comfort and foot-health. 

It is made by men who have specialized for 
years in making women’s shoes comfortable in a 
factory where every modern facility is available. 
You will be safe in recommending The Sweet 
Sally Lunn Suspension Arch Shoe to your cus- 
tomers, and you can sell this shoe at a price 
much lower than your customers have been 
accustomed to paying for other corrective shoes. 


LUNN AND SWEET, INC. 


Largest manufacturers of comfort shoes in the world 


AUBURN, MAINE 


No. 793 (Welt) Havana Brown 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation Tip, 
Sheep Lined, 12/8 Military Wing- 
foot Rubber Heel. 
In Stock 5 to 10 AAA 
& AA, 4 to 10A, 3 to 
10B, 2 to 9C, D and E. 


No. 773 (Welt) Black Glazed Kid 
Suspension Arch Welt Lace Ox- 
ford, 160 Last, Imitation Tip, Sheep 
Lined, 12 /8 Military Wingfoot Rub- 
ber Heel. 
In Stock 5 to 10 AAA 
& AA, 4 to 10A, 3 to 
10B, 2 to 9C, D and E. 


No. 183 (Turn) Havana Brown 
Kid Suspension Arch Turn Lace 
Oxford, Imitation Tip, Sheep Lined, 
12'8 Military Wingfoot Rubber 
Heel, Corrective Combination Last. 
In Stock 5 to 10 AAA 
& AA, 4 to 10A, 3 to 
10B, 2 to 9C, D and E. 


No. 173 (Turn) Black Glazed 
Kid Suspension Arch Turn Lace 
Oxford, Imitation Tip, Sheep Lined, 
12/8 Military Wingfoot Rubber 
Heel, Corrective Combination Last. 
In Stock 5 to 10 AAA 
& AA, 4 to 10A, 3 to 
10B, 2 to 9C, D and E. 
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‘Gelting More Hosiery Sold Right” 





HOSIERY SECTIOAC, 


A New Idea! 





A New Process 
A Sensational New Stockin 





One Lwenty Ye 


A Spring Needle, XX Cracked Silk, Knit to Fit, 
GUARANTEED RUN-PROOF Stocking for Ladies 


Long experimentation has finally perfected a 
new attachment for the spring needle ma- 
chine that now produces a stocking with an 
extra tight knitted surface that will outwear 
any stocking of its kind ever made. That is 
shaped to fit with perfect narrowing at the 
ankle, possible, heretofore, only on the full 
fashion machine. 


To Retail at 
$ 1 -25 
Ready for delivery 


late October des- 
pite silk crisis at 


$410 


Every stocking carries an unconditional 
guarantee against runs. The Raymond Hosiery 
Co. is the first to introduce this stock- 
ing and it can only be bought here. It is the 
inevitable stocking—the stocking every dealer 
has hoped for. Selling possibilities are un- 
limited. Be the first in your neighborhood 
with this best of all stocking value. 


RAYMOND HOSIERY CoO. 


138 Fifth Ave., New York. City 








Full flare lisle top. Re- 
inforced heel, toe and 
foot. 
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All leading {shades in- 
cluding Field Mouse, 
Log Cabin and Autumn 


Additional sales representatives 
considered for all territories. 
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Feature this rare value---at $1.00 


“Minnehaha.” Extra fine gauge, 240 needle, 
heavy weight fibre silk and pure Japan silk mix- 
ture, twenty-inch boot, elastic mercerized top, 
double sole and high-spliced heel. Black, White, 
Cordovan, Log Cabin, Coating, Congo and Beige. 
Sizes 814% to 10. Three pairs to the box. Recog- 
nized as the best value in a $1.00 ladies’ hose on 
the market. 


“Minnehaha” is one of the most popular numbers 
in the Arrowhead line. The beauty of its silken 
texture and the trimness of its ankle-clinging 








feature will make it hard for your customers to 
realize the price. 


Consistent advertising keeps the name Arrowhead 
constantly before your customers. Sell the whole 
line, consisting of pure silk, fibre silk, mercerized, 
worsted and cotton stockings for men, women 


and children. 


Your orders will be filled promptly. 


Ricumonp Hosiery Mi ts, Inc. 
Established 1896 
CHATTANOOGA TENNRGSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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FRANKLIN 


WOOLEN HOSIERY 


HE more of a “close up’’ you give your cus- 
tomers of Franklin men’s Wool Socks the 
quicker the sale. They are the kind of merchan- 
dise it pays to display. 
The Complete Franklin Line 


Women’s stockings and men’s half hose in Wool 
and Silk-and-Wool; seamless and full fashioned; 
in solid colors, fancy_and heather mixtures, with 
and without clocks. 


Men’s Wool and Silk-and-Wool Golf 
Hose 
Boys’ and Girls’ Wool Golf Hose 
Children’s Wool Hose in black 
and heather 


Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 


Franklin, New Hampshire 


E. M. Townsend & Co., Sole Agents 
345 Broadway, New York 
Boston Philadelphia Chicago 
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Hosiery 
Department, 
Main Store, 
Turrell Shoe 
Company, 
Seatile, 
Washington 


In the great Northwest 
they profit by McCallum quality 








URRELL SHOE COMPANY oper- 


ates two exclusive shoe stores in 
Seattle, Washington. McCallum Silk 
Stockings are leaders in both stores. 
They write: “We enjoy a very 
healthy business, and wish to state 
that McCallum Hosiery quality is not 
questioned, and the colors are the 
best we have ever seen.” 
McCallum Silk Stockings are a 
complete line for the modern shoe 


McCaLLuM 
New York 


Hosiery 


Philadelphia 


“You Just Know 


ComPaANy, 


AE €allum) 
SilkHosiery 


store. Prices, starting at $2; include 
every practical grade of full-fashioned 
silk stockings. McCallum quality and 
McCallum colors set stocking styles, 
and successful retailers profit by con- 
centrating upon the McCallum 
line. 

Stores, like Turrell’s, that push the 
$3 to $5 McCallum numbers find 
that their hosiery departments always 
“enjoy a healthy business.” 


Mass. 


( thicago 


NorTHAMPTON, 


Boston 


She Wears Them” 


McCallum 


SILK HOSIERY 
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Irene Castle, 
“America’s Best 
Dressed Woman,” 
famed for her good 
taste and discrimina- 
tion in selecting and 
wearing clothes, is one 
of the many celebrities 
who praise Corticelli 
Silk Hosiery. Her 
favorite stocking is 
Style 308, a beautiful 
chiffon. She is using 
this number exclusive- 
ly on her present 
American tour. 


Corticelli 
Has Not 
Advanced 


Prices 


VEN in the face of the probable silk short- 
Fk. age, Corticelli prices have not been ad- 
vanced. We will be forced to advance them 
eventually, however, unless the raw silk situation 
improves, so we advise dealers to provide for 
their needs immediately at the old prices. 

The Corticelli line is complete—a stocking to 
suit every woman whether working girl or heiress. 
The line starts with Style 347, a beautiful $2 
retail number to be had in all the fashionable 
shades—Mandalay, Log Cabin, Paris Cinnamon, 
Deer, etc. Leading numbers are styles 307 and 
308, very sheer; 309 and 310, medium sheer; 302 
and 304, lightweight; 320, 321 and 324, medium 
weight. Write our office nearest to you for details 
on these numbers or for a stock. 


Not only does Corticelli back its dealers with 





PUSED BY IRENE CASTLE Photo copyright by IRA’HILL, N. Y. C. 


national advertising, but, in addition, makes sales 
easy for them by supplying them free of charge 
with sales-creating window displays, booklets, 
leaflets, direct mail campaigns, newspaper cuts, 
etc. Our advertising department works with you 
personally in a man-to-man way that brings in 
the business. This sales help and Corticelli’s 
widely known reputation for quality make Cor- 
ticelli Silk Hosiery easy selling. Your profits are 
always best on the easy selling lines. 


The Corticelli Silk Company; Sales Office— 
136 Madison Ave., New York; 373 West Adams 
St., Chicago; 1314 Washington Ave., St. Louis; 
6th and Sycamore, Cincinnati; 68 Essex St., 
Boston; 4th & Jackson Sts., St. Paul. Factories— 
Florence, Mass., New London, Conn., Leeds, Mass., 
Norwich, Conn., Haydenville, Mass. 


Cortice isnbit, 
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A DeparTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Blacks, Browns and Grays Seem Destined 
to Lead Style Parade 


HE style trend in hosiery shows virtually 

no change from that forecast in the last 

hosiery supplement of the Recorder, It was 
pointed out at that time that the whole tendency 
was toward more subdued shades, and this con- 
tinues to be true. Black especially has come more 
noticeably into prominence, and there is little 
doubt that it will be worn this fall and winter to a 
much greater extent than it was worn last season. 
The darker browns are also more strongly favored. 
Gray, particularly in the neutral shades that go 
with a variety of costumes, is another very good 
color. 

Tan, in the soft shades that have been favored 
for some time, continues to be good, especially in 
chiffon hose. Women like the flesh effect, but not 
in a too realistic fashion. In other words, they seem 
to prefer what might be called near-flesh effects. 
And these very soft tan shades in chiffon hosiery 
produce a sort of shaded flesh tone that seems to be 
very much liked by many women. For this reason 
the true flesh shades are not favored so much. It is 
the complaint of many women that they look too 
white when they are on the leg. To overcome this 
whiteness manufacturers are introducing nude 
shades with rose tones, and it is said that these 
rose-nude shades are taking very well. 


Chiffons Holding Their Own 


Chiffon hosiery apparently is maintaining its 
hold on the affections of women. For a time it 
looked as if the relatively poor wearing quality of 
this type of hosiery might cause a decline in the 





demand for it; but there is no sign of any such de- 
velopment. For one thing the better manufactur- 
ers have improved the wearing quality of their 
sheer hosiery so much that the charge of poor 
wearing quality falls down to a large extent. For 
another thing, women who wear chiffon hosiery 
wear it primarily for appearance, and it is an ascer- 
tained fact that they will spend money to gratify 
their taste in such matters, even if they must sacri- 
fice in other directions. For this reason the Recorder 
predicted long, long ago that chiffon hosiery would 
be big and stay big. And as far as we can see there 
is no sign that its vogue is coming to an end. It has 
the advantage of being delicate and elegant in 
appearance; it has the further advantage of lending 
piquancy to well-turned ankle and leg. And we 
have yet to find that mere considerations of utility 
will weigh against such advantages in the mind of 
the modern young woman. Why should they? 


Medium Weight Silks Good 


Of course, there is a multitude of women whose 
choice in hosiery is determined by economical con- 
siderations. And there is a multitude of others 
whose taste in such matters is conservative. For 
these the medium-weight silks, the medium-weight 
silks with cotton tops, and the artificial silk mix- 
tures. After all this is a very big country, and in- 
cludes many millions of women possessing a wide 
variety of tastes and pocket books. There is noth- 
ing in the way of style that will go with all of them, 
and very little that will go with even a majority 
of them. Possibly the biggest demand in the hos- 
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iery line is for medium-weight silks with cotton 
tops and feet, as these combine the advantages of 
appearance and economy. 


For women—and they are legion—who want 
hosiery that has the appearance of silk, but want 
it at a very low price, the artificial silk mixtures 
fill the bill excellently. These are in very big de- 
mand. The successful retail price ranges vary all 
the way from 75 cents to $5. Probably a range of 
about $1.50 to $3.50 is the most advantageous for 
the hosiery department of the average shoe store. 
A price of around $2 seems to be especially success- 
ful, as this seems to be about the price in the mind 
of the average woman who cannot afford to pay 
much for her hose and yet does not want a cheap 
article. 

Novelties Selling Well 


The season for wool and wool-mixed hosiery is 
now at hand, but very little interest is being shown 


in this type of merchandise so far. Some people in 
the trade anticipate a fairly good season for silk- 
and-wool hosiery, but in general the market is 
skeptical about it. Hosiery of silk and mercerized, 
however, seems to be selling well in qualities to re- 
tail at around $2 or less. There seems to be a good 
demand also for cotton-and-wool heathers. After 
the weather gets more snap there may be an awak- 
ened interest in silk-and-wool lines, but at present 
these do not promise to be nearly as good as they 
have been in other seasons. 

Novelties are selling quite well at present, but 
chiefly for the Christmas holiday trade. Generally 
they are not wanted in a large way, although there 
is always some demand for them. The lace or Paris 
clock continues to be good. Some new lines with 
novelty embroidered clocks are selling well also. 
Printed stockings in paisley and floral effects are 
being offered in a limited way and are said to be 
meeting with some success. 


Color Standardization Much Needed 


HE question of styles in hosiery resolves 

itself chiefly into a question of colors. And 

the question of colors in hosiery is resolving 
itself rapidly into a Chinese puzzle. If things keep 
developing the way they have been in the hosiery 
market during the last few seasons it will not be 
long before it will require a color expert to tell the 
difference between black and white. We have in 
mind the recent experience of a young woman of 
our acquaintance who needed a pair of chiffon silk 
hose, color nude. She tried half the department and 
specialty shops in New York without finding what 
she wanted. All of them had chiffon silk hose in 
nude shades—a variety of nude shades—but none 
of them had the kind of nude shade she wanted 
and had been in the habit of wearing. 

When it comes to hosiery colors there is nothing 
in a name any more. Every manufacturer wants to 
be a little different from the other fellow, a little 
more exclusive, and so he exerts all his skill and in- 
genuity in devising new variations of existing 
shades and digging up bizarre names for them out 
of history books, mythological dictionaries, Indian 
legends, foreign languages—the only qualification 
being that the name shall have nothing whatever to 
do with the color in question. He will devise a new 
shade of ‘tan, for instance, and call it “Tiddly- 
winks.” And then the game is for the buyer to 
guess what color ““Tiddlywinks” is. It’s a fascinat- 
ing game, and has the cross-word puzzle beaten a 
mile. But it cuts awfully into a buyer’s time. 

One manufacturer, for example, offers the buyer 
over 40 different shades to select from. You 
wouldn’t imagine that anybody could think up 
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over 40 different shades; but hosiery manufactur- 
ers are very ingenious fellows in this way. Not all 
of them are putting out as many as 40 different 
shades—possibly because they cannot think up 
enough new names to go around. But all of them 
have an extensive collection. And each collection 
includes a number of shades that differ slightly 
from any of the shades included in the other col- 
lections—differ just enough to drive buyers to 
blindness and insanity trying to distinguish be- 
tween them. 

Seriously, this is a real problem for the hosiery 
buyer. It is impossible for him to memorize all the 
different colors and names. And this involves a 
great number of difficulties—difficulties in re- 
ordering, for example, and difficulties in meeting 
the demands of customers. A customer, like our 
young woman friend who wanted the nude hosiery, 
may go back to the store to duplicate a shade she 
has purchased perhaps several weeks or even a few 
months before. But she doesn’t know the name of 
the shade and she can’t describe it. And the hosiery 
salesman or saleswoman is equally at sea. The best 
that can be done is to show the customer all the 
shades that might correspond to her description of 
what she wants and let her guess whether one of 
them is identical with the one she bought earlier. 
This leads to a good deal of dissatisfaction and loss 
of time. 

Of course, it is impossible to have just a limited 
number of staple shades all the time and never 
vary them. Nude, for instance, varies as much in 
nature as in art, and would be equally applicable 

(Continued on page 91) 
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Sport Hose for Fall 


The diamond pattern is again seen in 
sport hose this fall. In some the color 
contrast is sharp, while in others, it is 
more subdued. Smaller patterns are 


also finding favor. 
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Hosiery department in the store of C. M. Stendal, of Minneapolis, where a revision of buying methods and the 
introduction of a new bonus system resulted in the doubling of sales. 


Here’s a Solution of the Bonus Problem 


If You Find It Hard to Get Your Sales Force Interested in Hosiery, ‘Read How 
(C: AC Srendal of Minneapolis Did It 


NE of the problems which usually confronts 
the retail shoe merchant engaged also in 


the retailing of hosiery, 
that of arousing the interest of 
his retail salesmen and getting 
them to help sell hosiery, has been 
successfully solved by C. M. Sten- 
dal of Minneapolis. Mr. Stendal 
has a handsome store at 606 
Nicollett Avenue, that city, and 
is president of the Northwestern 
Shoe Retailers’ Association. 

It is customary among retail 
shoe merchants to pay a bonus to 
retail shoe salesmen who are in- 
strumental in making a sale of 
hosiery after satisfying the cus- 
tomer’s shoe needs. But all bonus 
systems do not work because, 
while the percentage may be plenty 
large enough, the bonus money is 
paid out in small driblets in the 
weekly pay envelope and does not 
bulk large enough to seem to make 
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C. M. STENDAL 
Incidentally Mr. Stendal is president of 
the Northwestern Shoe Retailers’ Associa- 
tion 





it worth while. Here is where Mr. Stendal’s system 
is different. 


Erecting a Worthwhile Goal 


“If aman introduces customers 
to the hosiery salesladies at the 
hosiery counter,” says Mr. Stendal, 
“to the extent that they are instru- 
mental in selling $20.00 worth per 
week, they receive 51% per cent of 
the amountsointroduced, amount- 
ing to $20.00 or over. However, 
even if the total amounts to $19.90 
the salesman doesn’t get anything. 

“The result of this system is 
that some of our salesmen are 
the cause of introducing 
$40.00 to $60.00 worth of 
hosiery sales per week. 

“We find that the best results 
from hosiery salesladies are ob- 
tained under a salary and com- 
mission basis. We have a monthly 
banquet for our entire organiza- 
tion, wherein all new ideas for se- 
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curing hosiery business are discussed, as well as 
points for the betterment of service to our cus- 
tomers, merchandising, complaints, etc. Very 
valuable information is obtained from these 
meetings.” 


Change in Buying Method Brings Reward 


But all the success achieved by the hosiery de- 
partment of this store cannot be laid to the door 
either of the bonus system or the monthly ban- 
quet. Buying methods share lots of the glory. On 
this point, also, Mr. Stendal has some worthwhile 
ideas. 

“Our hosiery business,” he says, “has doubled 
during the past year. It pays over one-half the 
rent of the store and occupies only a compata- 
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tively small corner, which could not be used for 
anything else. Our former method of buying was 
wrong. I used to think it was necessary to buy ho- 
siery like we buy shoes, by placing an order for 
thousands of dollars’ worth at one time instead of 
buying as we do now, purchasing quarter and half 
dozen lots rather than in quantities, and ordering 
three and four times a week. 


“By this latter method we now get about six 
turnovers. 


“Another reason for our success in this depart- 
ment is that we have found it isn’t necessary to 
have too many kinds of hose at one price. It is 
better to get a good seller in various colors at each 
price, and then push them.” 





Merchandising Hints Gleaned from a 
Successful Hosiery Shop 








VERY progressive 

retail merchant 

nowadays realizes 
that there is such a thing 
as a science of selling. In 
other words he realizes that 
certain methods of selling 
are more effective than cer- 
tain other methods. The 
trouble is that this science 
of selling has not yet been 
developed to a point where 
definite rules, applicable 
to every type of store, 
can be formulated and 


applied. The big depart- 


their bare arms. 


occurrence. 


cussed in this article. 








Service and Safeguard in One 


Saleswomen in the Gotham Hosiery Shops 
wear black and their sleeves are short. In dis- 
playing hosiery they draw the stocking over 


This serves a two-fold purpose. The hosiery 
is properly displayed against the neutral black 
of the gown and, secondly, it serves to prevent 
the customer from doing the same thing, thereby 
avoiding the danger of damage being done by 
rings on the customer’s fingers, a not infrequent 


This is only one of the several features in- 
troduced in these shops, features which are dis- 


disappointed. Although 
the problems of the hos- 
iery speciality shop, the 
hosiery department of a 
shoe store, and the hosiery 
department of a depart- 
ment or general dry goods 
store differ in many re- 
spects, they all have in 
common the problem of 
the successful approach to 
the customer. The essence 
of this problem, as the 
Gotham Hosiery Shops 
have studied it, is to get 
the merchandise before the 
customer and find out what 











ment stores have devoted 





much study to this mat- 

ter, and have gone far toward making retail 
selling an exact science; but the methods which 
are effective in a department store may not 
always be equally effective in a shoe store or 
speciality shop. However, the only way in which 
any practical science can be developed is by actual 
experiment, and retail merchants can develop a 
science of selling only by observation of the method 
employed in their own and other stores. 


How to Approach the Customer 


With this thought in mind the Recorder repre- 
sentative visited the Gotham Hosiery Shops in 
New York, which have been exceptionally success- 
fulin sellingsilk hosiery to the consumer. He thought 
that he might pick up a few hints of value to 
hosiery departments everywhere, and he was not 





the customer wants as 
tactfully as possible and with as little talk and loss 
of time as possible. 

After studying this matter it has been made a 
general rule in the Gotham shops that the sales- 
person shall ask the customer no questions at all 
or only such questions as are absolutely necessary. 
In one store the salesperson is not even supposed 
to ask the customer the size of stocking desired. It 
has been found that a pleasant greeting and a 
look of interested anticipation are sufficient to make 
the customer tell all that is necessary to know, 
without any questioning. Some of the shops find 
that it is usually necessary to ask the size, and 
others that it is necessary to ask both size and 
color. But any cross-examination of the customer 
is out of bounds in all the shops. 

One of the policies the Gotham shops cultivate, 
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A. charming open-work lace clock on a full fashioned silk chiffon 
stocking from the recently established novelty department of the 
Merrill Silk Hosiery Co. 


with gratifying effect, is the policy of personal con- 
tact with the customer. For example, it is the rule 
that the salesperson shall always call the customer 
by her name, if she has ever given her name. It is 
also the rule for salespersons to call the customer’s 
attention to the attractive printed matter which is 
enclosed in her parcel, and in all possible ways to 
make the customer feel that the interest of the 
salesperson and of the Gotham Hosiery Shops in 
the customer goes beyond the particular sale in- 
volved. There is no doubt about the fact that this 
kind of policy is very effective. It appeals to some- 
thing fundamental in human nature. To be treated 
as an individual to be served and welcomed instead 
of as a chance customer representing a certain 
number of dollars and cents, to be greeted by name 
like a valued patron in a store in which one has 
not been an old customer, appeals not only to 
human vanity but the human desire for friendli- 
ness and cordiality. 
Service Is Paramount 


The service given to the customer, of course, is 
the most important consideration of all, for the 
most perfect approach to the customer will not 
hold her trade if the service given her is unsatisfac- 
tory. The service given depends chiefly on the qual- 
ity of the merchandise carried, and next on giving 
the customer exactly what she wants. As a rule the 
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A full fashioned silk and fibre imported sport stocking from the 
line of P. Centemeri & Co., New York City. 


chief difficulty in giving perfect service lies in 
matching colors. The hosiery department of a shoe 
store has a distinct advantage in this respect, since 
it can more easily give the customer an exact 
matching of shoe and hosiery colors—something 
which women are looking for more and more. 


In the Gotham shops great care is taken to sup- 
ply this service as fully as possible. If a customer 
comes in with a shoe or a sample of cloth which she 
wants to have matched, the salesperson tries to 
match it, and if no exact match is in stock the cus- 
tomer is informed that a pair of stockings will be 
dyed to match the shoe or cloth sample exactly, 
without extra charge. If several customers come in 
locking for some shade that is not in stock, this is 
taken to establish a customer demand, and the 
manager makes a note of it. The managers of the 
different stores compare notes on such things at 
their monthly meetings, and this helps them to 
keep abreast of the color trend. It has been found 
by the Gotham Hosiery Shops that customers of- 
ten have advance ideas on colors, and that new 
colors are sometimes originated by the customers 
themselves. So that it pays to keep tabs on what 
the customers ask for, Shoe stores can get an 
equally valuable line on the color trend by com- 
paring notes on what is asked for in shoes and in 
hosiery. 

(Continued on page 99) 
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OuUT OF SIGHT 


“Out of sight"—something very fine, ac- 
cording to a slang expression. 


“Out of sight, out of mind,” according to an 
old proverb. 


Both are true of Gotham Invisibles. 
They're fine stock for shoe and hosiery mer- 
chants to carry. And as soon as a woman 
puts them on, she can forget them. They'll 
keep her legs warm without ever betraying 
their presence. 


Gotham Invisibles are patented ankle to 
knee underspats made of finest merino 
worsted. They go beneath silk stockings, 
clinging perfectly to the leg’s contour. 


GOTHAM 


INVISIBLES 


I 
T. ADE MARK 

















Al 


Colder weather is already at hand. Your 
order for Gotham Invisibles should be in 
now. Write, or, for the sake of convenience 
use the blank printed below. 


Gotham responsibility is as firmly behind 
Gotham Invisibles as it is behind Gotham 
Gold Stripe, “Silk Stockings that Wear.” 








ae 








Gortuam Sik Hosiery Co., Inc. 
516 Fifth Avenue, 
New York City 


Enter our order for Gotham Invisibles for October delivery. 





Note: 
Gotham Invisibles 


are packed six to a 















































Small Med. Large Description Price Terms | black and gold box 
Gotham $8.00 Net | and retail at $1.00 

doz. doz. doz. Invisibles Dozen 30 days ! per pair. Price $8.00 
dozen, net 30. On a 

0 PT See ASAE Te Pe ETS na basis of dozens, the 
Addr best ordering propor- 
5 ih tethat Dalia diana ale 2 saat aie na sie tion is one doz. small, 

bt ate rtel gn ee cis eae | 6 doz. medium, and 


| 3 doz. large. 


GOTHAM SILK HOSIERY CO., Inc. 
Sole Distributors 
516 Fifth Avenue, New York 
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A Silent Salesman 
to Keep Hosiery Moving Fast 


This attractively lithographed window and counter display 
piece is hosiery stand and show card combined. It shows the 
stockings and tells the story. Description and price are instantly 
interchangeable. By simple moving the tape on which “Pure 
Silk” is shown in the picture, the copy in this panel can. be 
changed to indicate Mercerized, Cotton, Heather, Wool, etc. 
The price can be changed in the same manner to any desired 
figure from 10 cents up. This is the only display piece with this 
feature. 

It’s just one of many things furnished to help you keep your 
Rollins Hosiery stock turning fast (if you are a Rollins dealer). 
If you’re not handling the Rollins line, write us for the whole 
story of Rollins Resale Service. 


ROLLINS HOSIERY MILLS 
Des Moines, Iowa 


Factories: Des Moines and Boone, Iowa 


Salesrooms and Warehouses: 
Chicago, 902 Medinah Bldg. Denver, 1751 Lawrence St. 


Sales Offices: St. Louis, San Francisco, Cleveland, Detroit, Baltimore 


$346.50 


buys a practical 
initial stock 


This suggested stock is a com- 
pact assortment, complete as 
to size, run and colors, of the 
fastest selling number of Rollins 
Full Fashioned Pure Silk Hose. 
It is sufficient to open a de- 
partment in an average sized 
shoe store. Write for complete 
description of this special shoe 


store assortment. 


ROLLINS 
HOSIERY 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Be 
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Light tan, full fashioned ribbed silk hosiery for afternoon or 
informal wear. 
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Of silver gray silk with lace clock—full fashioned. From the line 
of the Providence Silk Hosiery Co., Providence, R. I. 


Japanese Disaster Still the Leading Factor 
in Silk Market 


lem with which the silk hosiery market is 

faced at present is the raw silk situation. It 
is very difficult both for manufacturers and for 
buyers to figure with any confidence on future 
business when they cannot tell even approximate- 
ly what raw material is going to cost during the 
next few months. Ordinarily there is a good deal of 
fluctuation in the raw silk market, but the rise 
and fall of prices within a stated period is relative- 
ly limited and more or less gradual. But as things 
stand now the possible range of prices is very 
great. It is the opinion of some raw silk traders, 
for example, that prices may rule around the basis 
of $12 a pound for double extra cracks, and that 
during the period of acute shortage which is likely 
to develop they may go much higher. On the other 
hand, equally well informed market authorities 
maintain that prices will settle around the- basis 
of $10 a pound, or even around $9.50 or lower. 


U NDOUBTEDLY the most important prob- 


Silk Shipments Badly Upset 


Here is a possible variation of $3 a pound or 
more. Figuring prices for future deliveries. under 





such circumstances is obviously just guess work. 
Up to the time this is written there has been no 
news from Japan which would help to make the 
outlook any more definite. The advices so far 
received are meagre and inconclusive. It is known 
that the damage done to the silk producing in- 
dustry of Japan is not so serious as was feared at 
first. It is known that the practically complete 
destruction of the marketing facilities that were 
centered in Yokohama must interfere with ship- 
ments for quite some time to come. And it is 
known that no shipments have been made to date 
since the earthquake occurred. On the basis of 
this knowledge the market figures that supplies 
will be light and prices high for several months. 


Silk Prices Almost Sure to Go Up 


The Recorder has already expressed the opinion 
that as a result of the earthquake raw silk prices, 
and consequently prices of all silk merchandise, 
would rule considerably higher than before the 
disaster. And rather than reiterate our own opinion 
we prefer to quote the view of James A. Gold- 
smith, who as president of the Silk Association of 
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Log Cabin 
Fr. Taupe 
J. Ooze 
Field Mouse 
Noisette 
Caramel 
Af. Brown 
Dark Wood 
Elaine 
Light Wood 
Cordovan 
Bronze 
Autumn Brown 
Taupe 
p 


Cinnamon 
Beaver 


Hazel 
also 


Fr. Silver 
Freckles 
Smoke 
Tomb Tan 
Silver 
Gold 
Grey 6 
Black 
Nude 
Gun Metal 
Thrush 
Beige 


for — 


Quality 
Economy 


Durability 








Allthe Shades of Brown 


We have rrade a specific study of the Fall color tendencies 
in the retail shoe trade, giving particular attention to the 
fast growing popularity of all the shades of BROWN. 


As a result of this investigation, we are now offering the most 
complete Fall color line in New York. Why not cash in on this 
color knowledge? 


Retail shoe merchants everywhere find SOHNTEX SILK 
STOCKINGS giving excellent satisfaction to customers and 
a steady profit to themselves? 


No. 1140 is a guaranteed pure dye ingrain, full fashioned silk 
chiffon stocking. It has an eight-inch mercerized lisle top, 
edged with a BLUE border. Silk plaited foot for longer wear. 


All colors to match or contrast with your shoes. 


Per dozen $16.50 


No. 1100. Fine all silk guaranteed pure dye ingrain, full 
fashioned chiffon stocking. Top edged with BLUE. Colors to 
match or contrast with your shoes. Per dozen $24.00 


Write or wire your requirements, or we will submit samples 
upon request. Prices subject to change without notice. 


SOHN HOSIERY CoO. 


1140 BROADWAY 
NEW YORK CITY 


MILLS BELLEVILLE NEW JERSEY 
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A new full fashioned, open work lace clock number, being worn 
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over “Invisibles”. Courtesy of the Gotham Silk Hosiery Co. 
America is official spokesman for the American 
silk industry. “Silk goods,” said Mr. Goldsmith 
in a recent statement, “will, without any question, 
continue to sell for many months to come at con- 
siderable advances over the price that prevailed a 
month ago. Although four weeks have elapsed 
since the disaster not a pound of silk has been 
shipped from Japan, with the exception of 3,500 
bales which were loaded on the Empress of 
Australia before the earthquake, and it is appar- 
ent that several weeks will elapse before shipments 
can be resumed in the same quantities which 
prevail normally. This will mean an unsettled 
raw silk market for some time to come. Not only 
is price an incalculable factor, but qualities will 
be uncertain and deliveries are sure to be seriously 
delayed. We consider it our duty to the buying 
public to impress these facts upon them.” 
No Profiteering Anticipated 

It is apparent from this that the Recorder was 
stating the case conservatively when it said a 
couple of weeks ago that prices of silk hosiery 
must be higher and that there might be a scarcity 
of goods. There are peop!e who thought differently. 
There are users and distributors of silk merchan- 
dise who have stated—publicly in scme cases— 
that manufacturers were using the disaster in 
Japan as an excuse for profiteering. What have 
they to say about the fact that not a pound of 
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For fall an attractive brown wool mixture hose with appropriate 
clocking from the line of the Rollins Hosiery Mills, Des Moines, Iowa 


raw silk has been shipped here from Japan in a 
month, and that even the most meagre shipments 
have not yet been started? What have they to say 
about the fact that numerous cables to Japan from 
American manufacturers during the last few weeks 
asking for quotations or making offers on raw silk 
have received no answer to date, for the very 
simple reason that exporters are not yet in a 
position to make definite quotations or promise 
definite deliveries? And what do they suppose 
manufacturers should do in the face of such a 
situation? 

As a matter of fact there hasn’t been the 
slightest attempt to profiteer or to make any 
capital out of the Japanese disaster on the part of 
any manufacturer, as far as we have been able to 
discover. If silk hosiery manufacturers wanted an 
excuse for profiteering they might have advanced 
prices to the basis of $11.50 to $12 a pound for 
double extra cracks, which is the level at which 
the market opened. But they haven’t done any- 
thing of the sort. They haven’t even advanced 
prices to the basis of $10 a pound for double extra 
cracks, which is about the lowest anybody expects 
to see the market go for several months. Silk 
hosiery prices before the disaster occurred in 
Japan were based on raw silk at about $8 a pound 
or less, and advancing them to the basis of $10 a 
pound would mean an advance of at least 25 per 

(Continued on page 91) 
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tices this Fall 


th Because of its well-earned reputation for 
b§niformly high quality and long wear, it makes 
s qpiends for the store and brings them back. 


Our national advertising in the leading 
tsifomen’s publications keeps the Gordon name 
thiefore your Customers. 


Val ° ‘ 
1 Gordon Hosiery provides, under one brand, 


nygetchandise to meet every hosiery demand. 

e are the sole distributors for many mills 
akgeking Gordon Hosiery exclusively. Write 
br complete price list. 
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The H-600 qual- 
ity for evening 
wear, or to suit 
the preference for 
astocking of pure 
dye silk from top 
to toe. 









Winter Comforts 


The bracing cold of autumn 
and winter suggests the 
outdoor comfort and style 
of Gordon Wool Hosiery. 


G) 
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“Christmas is not far away—” 
Lace clocks are always the 


Greatest Gift Stocking 


ETAIL merchants know the great Christmas 

demand for fine full fashioned silk hosiery 
with Paris Lace Clocks and we are now offering a 
large variety of beautiful designs for fall and 
Christmas trade. 


A few designs in all silk are illustrated below. 


Price $24.00 per dozen 


—still other designs with lisle tops but not illus- 


trated. 
Price $21.50 per dozen 


Black 

White 

Cinnamon 

Nude No. 1335 
Beige Black 

Suede Beige 

Polo White 

Grey 


We are also ready to deliver a high-class, all over silk, 
full-fashioned chiffon hose with Paris Lace Clock — 


No. 918 Atwo row clock 
No. 925 Athree row clock 


Price $27.00 a dozen 
Thesetwopatternscan be had in the popular Fall shades. 


he Sey: eKuy 


220 FIFTH AVENUE 
New YorRK 


Samples cheerfully submitted upon request 


STOCKINGS THAT SATISFY 
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(Continued from page 57, 

cent. Prices on not been advanced 25 per cent. 
In fact in some cases they have not been advanced 
at all so far. We hold no brief for the manufac- 
turers. But we do hold a brief for the truth. And 
the truth is that manufacturers have not advanced 
their prices to the extent they would be justified in 
doing by the situation in the raw silk market, and 
that they are holding back further advances until 
they are forced to make them. 


Manufacturers Are Conservative 
Manufacturers, indeed, are handling the situa- 
tion in very conservative way. Many lines have 
been withdrawn from the market altogether, and 
those manufacturers who are taking orders for 
future delivery are not selling far ahead or on a 
very large scale. As a general rule they are being 


guided in the matter of price by the condition of 


their own raw silk stocks. Those who had any 
considerable stocks on hand at the time of the 
earthquake, over and above what they needed to 
fill contracts already on their books, have tried to 
strike a balance between the cost of these stocks 
and the actual cost of replacement at the prevail- 
ing market. A number of manufacturers have met 
the situation by advancing some of their lines and 
maintaining prices unchanged on others—the 
idvances applying mostly to the higher priced 
lines. Some manufacturers have taken orders 


already noted, have withdrawn their lines from 
the market temporarily. All this doesn’t furnish 
much evidence of profiteering, does it? 
Silk Hosiery Demand Active 
Demand for silk hosiery has been much more 
active in recent weeks. This increased activity is 
due partly to the fact that buyers have realized 
that they are facing a higher market and a possible 
scarcity of goods, and partly to the fact that the 
need for goods has become more pressing. Retail 
business in silk hosiery has been improving notice- 
ably of late and it is generally felt that the trade 
is going to have an exceptionally good season. 
The improvement in demand applies both to pure 
silk and artificial silk lines. 


Color Standardization Much Needed 
(Continued from page 78) 

to a large number of different shades. But it does 
seem as if there might be a nearer approach to 
standardization in such matters, or at least that a 
greater effort should be made to devise names that 
would be in some measure descriptive of the colors 
to. which they are applied, instead of being merely 
fanciful names that would apply equally to a new 
brand of perfume or a new apartment house on 
Riverside Drive. 
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and bloom of youth to t 
their usefulness 


end of 


OR thirty-four years PHILADELPHIA GOLD 
SEAL Silk Stockings have been made—as 
a service to a particular clientele. 


Through this service we have built up a busi- 
ness that numbers among its very best customers 
America’s finest merchants. 


And now, with additional production facilities, 
we are ready to extend this same service—the 
unvarying standard of PHILADELPHIA GOLD SEAL 
Silk Stockings. 

PHILADELPHIA GOLD SEAL is more than a brand 
of Silk Stockings —a great deal more. 


It is the Hall-mark of a service in silk stockings 
that is based on performance —a service to the 


No. 73—An all-silk ingrain 
full-fashioned stocking 
of medium weight. In 
all colors. 


No. 315—A chiffon stock- 
ing of finest quality. All 
silk. A superb value. In 


all colors. 


The rich lustrous finish is permanent in 
PHILADELPHIA GOLD SEAL Silk Stockings. You 
cannot wear it off—nor wash it off. 


PHILADELPHIA KNITTING MILLS COMPANY 
Sixteenth St. and Indiana Ave., Philadelphia 
New York Office: 1270 Proadway 


PHILADELPHIA 


GOLD SEAL 
Silk. Stockings 


VADELp 
? none $04,"4 


P.K.M 


K7, 
Quality. first since 1889 
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He Sells to Men Only; and Turns His Stock 
Twice in Three Months 


How a Boston Merchant Builds Up His Sales Volume W hile 
Keeping His Inventory at a Minimum 


' 7 HEN a retail shoe merchant, catering to 

men only, turns his hosiery stock twice 

in three months, it is time to undertake 

a thorough investigation of his methods, particu- 

larly in view of the fact that men’s half hose is 

popularly supposed to move slowly in any other 

than department stores and men’s clothing estab- 
lishments. 

The man in question is G. L. Crosby of Boston, 
and the store is the Crosby Shoe Shop, at 113 
Federal Street, a street devoted primarily to office 
buildings, electrical supply shops, and hardware 
and auto accessory firms—a good half mile from 
the accepted shopping district. 


Conservative Shoes—Conservative Hose 


Briefly, Mr. Crosby’s success in selling men’s 
hosiery in his men’s shoe store has been achieved 
by doing the obvious—a method frequently over- 
looked. 

In his selection of stock—and it doesn’t inven- 
tory at much over $100—he is guided by his selec- 
tion of shoes. Over a period of years he has built 
up a volume of shoe business among men who want 
conservatively stylish shoes of the $8 to $10 grades. 
They would, he figured, want hose to correspond 
with their style taste in shoes. After one or two 
false starts, he settled on four grades which he sells 
at a mark-up of about 25 per cent. At the present 
time he has a 35-cent lisle which he also sells at 
three for a dollar; a 60-cent value in a mixture of 
artificial and real silk; a dollar value in a full fash- 
ioned all silk; and a $1.25 value in silk and wool. 
Colors are conservative—blacks, grays, navy 
blues and heathers, some clocked and some plain. 
Even the size run is conservative—just the middle 
or best selling sizes—io to 11% except on one 
number which runs up to 12. 


$300 Sales— $100 Stock 


Having established his stock, he next stored it, 
in full view, on three shelves near the rear of his 
store and immediately beneath a small wall dis- 
play case. The space occupied by his entire hosiery 
stock takes up about as much room as would be 
needed to house a couple of dozen shoe cartons and 
the wall display case above shows half a dozen 
types of hosiery, plainly priced, with no frills. 

This small space is his “hosiery department” 


and from it, in May, June and July of this year, 
there moved nearly $300 worth of merchandise. 
For, having established the fact that he has men’s 
hosiery, Mr. Crosby says it is no unusual occur- 
rence for men to come in for hosiery and stay to 
buy shoes. Even their wives, he says, attracted by 
the hose in the window, not infrequently drop in 
and pick up a pair or two to take home to their 
men folk. 
Sales by “Suggestion, Plus” 


In the last analysis, however, the vast majority 
of hosiery sales are made by what might be called 
“suggestion, plus.” Both Mr. Crosby and his 
right hand man, E. D. Lewis, have long ago given 
up the idea of asking whether a purchaser of shoes 
would not also like some hosiery. 

“We take hose to ’em,” says Mr. Lewis. “After 
I have sold a man a pair of tan shoes, for instance,” 
he continued, “I bring him one pair or maybe an 
entire box of tan hosiery, usually one of our top 
grades. In many cases it means a sale of an entire 
box. In still others, it may mean a single pair sale, 
or a request to be shown something less expensive. 
But sale or no sale, every man who buys shoes is 
shown unmistakably that we have hosiery as well.” 


Hosiery in Windows, of Course 


Equally obvious is what Mr. Crosby does with 
his windows. There is hosiery by itself on a hosiery 
stand, with price displayed. There is hosiery 
stuffed into shoes, also with a price tag. 

He sizes in as often as he needs to, sometimes 
once a week, sometimes several times a week. If 
any number has not moved within one week of the 
time he put it in stock and displayed it, he marks 
it at cost and displays it in the forefront of his 
window. 

His volume in dollars and cents is not large but 
the rental which he could properly charge against 
his department is practically nil and the sales 
overhead is also almost nothing, so that his entire 
gross profit can be figured almost as net profit 
pure velvet. 





How to Take Care of “Clouds” 


Little drawn’ places or clouds in silk stockings 
are due principally to rough handling, according 
(Continued on page 99) 
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Complete full fashioned hosiery 
story on this good looking, durable 
Bewtex hanger 


Easy to keepciean. 
Size 3,” x12". 
Hang it back of 
your hosiery 
er! 
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The same story in these 
consumer folders 


—_— 


fr ‘Vo 

i 

inside tt 

: An ine woman 
J of fashion 


. 


hosiery depar 


ERE arereproductions of two use- 
He pieces of educational matter 
which are being placed at the 
disposal of the hosiery dealer by the 
Full Fashioned Hosiery Guild, Inc. 
The beautiful store sign which is 
shown on the opposite page tells the 


full fashioned story quickly and simply. 


It is designed to hang in the hosiery de- 
partment or to be placed on the coun- 
ter where customers can see it easily. 


It is a substantial sign which can be 
handled often without damage, and 
which can be cleaned in a minute with 
a damp cloth. 


Your clerks can use it to point out 
the one infallible test of full fashioned 
hosiery as well as the other fashioned 
features which give it advantages over 
all other kinds of stockings. 

In addition, there is special informa- 
tion on the back of the card for the 
salesperson’s use—i.e.,detailed explana- 
tion of the advantages of full fashioned 
stockings, how to wash silk stockings, 


= 
How to recognize 


"Nhe One | 


Fu Fashioned Hosier, 1 


tment needs these: 


what size stockings go with each size 
shoe, etc. 

Every bit of this information stimu- 
lates sales if used intelligently. Pre- 
sented in this easy form, it serves as a 
constant reminder to the clerk and 
makes her a better saleswoman. 


If you use this store hanger you 
should follow up its impression on the 
customer by putting in her package 
one of the folders illustrated above. 


This folder carries the same story— 
the one infallible test—which will drive 
home all over again the difference be- 
tween full fashioned stockings and 
other types. This folder can also be 
given away at the counter, mailed out 
with monthly statements, etc. 


If you want to do a bigger business 
in hosiery the coming season, you 
cannot afford to be without this mate- 
rial. By communicating with the 
Guild you can get one sign and a 
quantity of folders absolutely free 
of charge. 


“Jull Jashioned Hosiery Guild-Inc 


OF AMERICAN MANUFACTURERS 


334 FOURTH AVE-NEW YORK CITY 
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; Whoe'er map weabe, Who striveth not 
i i a hg Into his art For profits more, 
| | @ secret charm Than that 

| : That lendeth wings The merits of 
aN To fancy his goods 
RN And Romance— Shall justify— 
Is good to knotw. Shall surely grow. 
Z fos As gifts of silken things 
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That it may bear 
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Be ye Lady faire or Queen 
Or a maiden of Sixteen 
Admiration e’er were won 


With Silk Stockings of Chiffon 
J. E. Dakin 


Dear Retatler: 


Believing in the theory that “Like attracts like’ and 
that beautiful minds attract things of beauty, but 
realizing further that broadcasting our loves and our 
wants without some tangible form of expression is 
still an undiscovered secret, I am taking this means 
of conveying a message to you. 


J. E. Dakin 





—_) 


Dakin’s “Chiffon Silk Stockings’ are an artistic product 
of first rank—Parisian in style, but modest and beautiful. 


Dakin’s No. 1000 is a beautiful all-the-way-up Silk Chiffon 
Hose of pure Fapanese Thread Silk, and is made in all 
colors to combine wearing service with the highest possible 
degree of sheerness. $22.50 per dozen 


Daxin’s No. 2500 is an Anglo Parisian Chiffon Hose 
just as sheer and pretty as the knitting arts may be ex- 
pressed in the form of hosiery. This number has a dainty 
openwork French clock, is all full fashioned and has the 
English side seams tn the foot instead of underneath the sole. 
All colors in the style of the day. $36.00 per dozen 


Manufacturers of Fine Silk Hosiery 


(Samples on Request) 


| NEw haw OFFICE Dahl OrFriceE AND MILLs 
267 Fifth Avenue ML. Milton, Pa. 
Mite”: 


Tas HOUSE O F CHIFFON S 














ee 
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REG. U. S. PAT. OFF. 


Guaranteed Full Fashioned 


Indelibly Stamped~ 


Transfers wash off and rider tickets 
are lost, but the buyer of Hollywood 
Hose will know for the life of the 
Stocking the name of the hose that 
has given her such exceptional wear 
and satisfaction. 


For the Jobber: 


Stock on hand. 


Colors: For the Retailer: 
Black, White, gun Quick turnover. 


metal, cor dovan, 

sul. wal, fom, For the Consumer: 
cinnamon, silver Wear, style and perfect fit. 
grey beige, mode, 

oiter, pearl grey, 


medium grey and “Your Jobber Can Give You Service 


log cabin. 





( Harrington & Waring 


Genuine Full Fashionin¢s 
enuine Full Fashion 8 New York City 
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to a booklet issued by the Davenport Hosiery 
Mills of Chatanooga, Tenn. These little places are 
from an eight to one-half inch long. Most of these 
drawn or clouded places can be removed by 
inserting one hand in the stocking and stretching 
the clouded place firmly over the end of one finger. 
Moving the finger back and forth crosswise of the 
stocking and under the clouded place, will remove 
it, nine times out of ten. 





Merchandising Hints Gleaned from a 
Successful Hosiery Shop 


(Continued from page 82) 
New Method of Display 

Another idea put into practice by the Gotham 
Hosiery Shops which is worth passing on is the 
way their saleswomen show hosiery. The sales- 
women all wear short-sleeved black dresses, which 
enables them to run the hosiery over their arms 
and show what it looks like over the flesh. They do 
this quickly, before the customer has well finished 
telling them what she wants to see, and in this way 
they usually forestall the attempt of the customer 
to do the same thing herself. Most customers like 
to run their hands in and out of silk stockings when 
they are making their selections; and as unmani- 
cured hands, rings with high settings or any rough- 
ness on the hands may cause a run in the stocking, 
it is much better to have the saleswoman show the 
stocking, which she can do if she is quick enough. 
The wearing of short-sleeved black dresses so that 
the stocking can be shown over the flesh without 
any clashing color near it is an excellent idea 





What Is Pure Dye Silk? 


Silk which has been dyed only with unadulter- 
ated coloring matter is known as pure dye silk. 
But it is a very common practice to treat silk dur- 
ing the dyeing to a process known as weighting or 
loading. This practice takes its rise from the fact 
that silk has great absorptive power and can 
absorb several times its own weight of certain sub- 
stances without apparent change. And since silk is 
a very expensive material and is sold by weight 
there has always been a temptation to adulterate 
it as far as possible without being detected. Fur- 
thermore, silk loses anywhere from 18 to 25 per 
cent of its weight in the boil-off; which makes it so 
much more expensive and increases the temptation 
to make up the loss by substitution. 

It has come to be accepted in the trade that a 
certain amount of weighting is legitimate and does 
not seriously impair the wearing quality of the 
goods. The general theory is that it is legitimate 
to weight silk to. the extent of the boil-off. 
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An impressive line-up of children’s hosiery shown by courtesy of Dr. 
A. Posner Shoes, Inc. 


How Silk Is Weighted 

The substance most generally used for weighting 
silk is salts of tin dissolved in muriatic acid. Salts 
of iron are sometimes used also, mostly for black 
silks. When silk is immersed in a solution of these 
salts it will absorb about two ounces to the pound. 
Then it is thoroughly washed, treated to a bath of 
phosphate of soda, washed again, and again im- 
mersed in the solution. 

Ingrain or yarn-dyed hosiery may be and fre- 
quently is dyed with unadulterated coloring mat- 
ter, and when so dyed it is strictly pure dye hos- 
siery. It simply happens that the weighting process 
can be applied more easily to yarns than to fin- 
ished goods, and for this reason ingrain hosiery is 
more commonly weighted than dip dyed goods. 





HOSIERY REPAIRED 


The handling of hosiery causes runs and pulls threads. Why not send 
in your damaged hosiery and we will repair them to look like new. 
We do work for I. Miller, all Hanan stores, Alfred Kohn, Martin & 
Martin, J. & J. Slater, Camm2yer’s and hundreds of other concerns 
—Give us a trial order. 


LENOX HOSIERY REPAIR SERVICE 
2 West 47th Street, New York 
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We Know Your 
Children’s Hosiery 
Requirements! 


FOR THIRTY-FIVE YEARS 


We have specialized in Juvenile footwear. 
Good stockings are as essential to foot comfort 
as good shoes so we are specializing in THAT, 


too. 


Bruce Guerin, a movie star in ‘“The Country 
Kid" wearing Dr. Posner's scientific shoes and 
stockings in a Warner Bros. picture. 


We offer for immediate delivery 
a few of to-day’s leading sellers 


INFANTS 
Infants full length-—-Combed Cotton 
No. 30-——I1xI rib $1.60 Doz. 
No. 40-—5xI rib.. 1.75 Doz. 


Wht-Blk-Cord Sizes 4 to 6% 


Infants full length—Mercerized 


No. 50-—Ix1 rib $2.25 Doz. 
No. 60—S5x1 rib 2.65 Doz. 
Whr-R. Calf-Cord-Gray-Champ.. Sizes 4 to 6'4 


3 strands silk 1 fibre 
$6.25 Doz. 
5x1 rib 6.50 Doz. 
Whrt-Pink-Sky-Blk-Champ. 4 to 6% 


Infants full length 


No. 10 
No. 15 


Ixl rib 


‘ 
Infants full length—Woolens 


No. 21-—-Ixl rib half wool & cotton $3.25 
No. 22—1x1 rib 70% wool & cotton 4.15 
No. 24—1x1 rib 100% Virgin wool..... 4.75 


Wht-Blk-Cord. Sizes 4 to 6% 


SPECIALS 


Woolen—Full length Misses 


No. 405—Wool & Cotton 6x1 rib, 6/10 $8.50 Doz. 
No. 505— Wool & Cotton 5x3 rib, 6/10 6.00 Doz. 


Wht-Blk-Brown-Gray-Camel , 


Golf Socks 


No. 604—I mported Jacq. top 7/10% $12.50 Doz. 
8.50 Doz. 
4.75 Doz. 


No. 603—Jacq. Top, 6% to 10%.. 

No. 608—Fancy top, 6% to 10%.... 
No. 603 and 604—Ca mel-Oxford-Brown 
No. 608—Brown & Oxford. 


2 POSNER 
° HOSIERY > 


Our hosiery is built to uphold 
two reputations, yours and ours. 


DR. A. POSNER SHOES, Inc. 


Executive Office 


140-142 WEST BROADWAY 
NEW YORK CITY 


Factory—Roebling and Hope Sts., Brooklyn 


No 


No 
No. 


No, 
No. 


No 


No 


No 





Dr. Posner’s Scientific Hosiery for young 
infants and children, embraces the largest 
assortment of patterns, colors, sizes and tex- 
tures obtainable from one source anywhere. 


IN STOCK ALWAYS 


Each pair is packed separately in a glassine 
envelope. The Dr. Posner trade-mark identi- 
fies and guarantees excellence. One-half dozen 
to a box instead of the usual dozen. More 
variety on smaller stock. 


MISSES 


Misses—Full length Combed cotton 

. 121—1xI rib 340 needles sizes6 to 8 . $2.60 Doz. 

8% to 10. 3.00 Doz. 

. 131—1x1 rib 300 needles 6 to 944... 2.10 Doz. 

. 104—5x1 rib 300 needles 6 to 8.... 2.50 Doz. 

8% 10 9%.... 2.90 Doz. 

121 and 104—Wht-Blk-Cord-Gray-Beige. 
131—Wht-Blk-Cord. 


Misses Full length Mercerized 


. 122—I1x1 rib 340 needles 6 to 8%.. $3.75 
9 to 10..... 4.0 
. 108—7x3 raised rib 320 needles 6 to 8% 4.15 


9to 10. 4.75 
. 114—3x1 sportrib 320needles 6 to 84. 4.3 
9to 10 .. 4.85 


Wht-Blk-Cord-R. Calf-Gray-Beige-Taupe 


Misses Full Length Silks 


No. 702—Silk & Fibre twist 7x3 rib6 /10$10.25 Loz. 
No. 703—Silk & Fibre twist 1x1 rib6/10 10.25 Doz. 


No. 


704—Fibre Plaited on merc’d 6x1 rib 6/1 
8.50 Doz 


Wht-Blk-Cord- Gray-Beige-Champ 
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Chiffons— 


Sample boxes will be sent on request, 
either from the New York office or from 
the mill. 


—at $15.50 per dozen. 
A full fashioned pure dye chiffon with 


eight inch lisle top and silk foot, in all the 
desirable shades. 


—at $19.00 per dozen. 
A full fashioned all silk pure dye chiffon 


stocking, in all the leading fall colors. 


MERRILL HOSIERY CO. 


MAIN FACTORY NEW YORK OFFICE 
HORNELL, N. Y. 229 4th AVE. 





‘| MERRILL SILK, STOCKINGS 


FULL FASHIONED 








ul 
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STYLE No. 1922 
SILK AND WOOL RIBBED TOP 
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—— NOW bon 


Since the reopening of the Silk Market in New 
York, prices on raw silk have been going 
upwards. This must result in higher prices for 


silk hosiery within a short time. 


Fortunately, due to our stock on hand based on 
old silk prices, we are in a position to offer three 
of our best sellers at our customary quotations 


No. 604—A pure 
dye full fashioned 
silk chiffon with 8 
inch lisle top, in all 


leading shades. 


No. 100—An extra 
wide 8 inch lisle 
top medium weight 
42 gauge full fash- 
oned silk stocking. 


Inall popular colors 


No. 3030—Finest 
quality all silk full 
fashioned _ ingrain 
stocking in three 
charming lace clock 
designs. B | a c k, 
White, Cordovan, 
Brown, Beige, Sil- 
ver and Grey. 








S-t-r-e-t-c-h ]-t! 


Friend Hosiery Buyer : 


Price Price 


Price 
$16.50 per doz. $15.50 per doz. $24.00 per doz. 


These prices stand, as long as our 
present stock holds out. We urge you to 
take advantage of this offer and order 
your requirements from us at once. 


LENOX HOSIERY COMPANY 


1123 Broadway New York, N. Y. 


**LENOX BRAND—FAST GROWING IN POPULARITY’ 


Record Smashing 
Christmas Sales 


Your hosiery counter will be actually jammed with people 
during the Christmas shopping season if you feature Old 
Tyme All Wool Socks. Make this Christmas a record breaker 
for sales. You can do it—just as thousands of other dealers 
have—by handling this popular styled, popular priced line. 


Special Holiday Packing 

Old Tyme Socks, packed in attractive and appropriate 
holiday boxes, make an ideal Christmas gift. Their remarkably 
low prices, combined with their fine wearing qualities and 
smartness, are features that appeal to every customer. 

Old Tyme All Wool Socks come in eight stylish colors, in- 
cluding popular heathers and solids. One-pair, three-pair and 
six-pair cartons assorted to choice. Write for our Special Sales 
Plan, in which we quote you special prices and terms. Free 
window displays and dealer helps. Write or wire immediately 
to insure early delivery. 


THE AUTO KNITTER HOSIERY CO. 
630-638 Genesee Street Buffalo, New York 


When a woman walks to your hosiery counter and 
asks for “Something nice in silk and wool,” figures 
show that 70 to 80 per cent of them want a $2.00 
stocking. 

Whether she be a flapper, an average woman or a 
stout woman, she pictures in her mind's eye a 
stocking that will look well according to her in- 
dividual taste, be the proper weight, wear well, fit 
well, and be comfortable at the top. 


Stop looking for that stocking! We have it! 
Write in for shipments of our No. 1922. A ladies’ 




















seamed back, fashioned leg, silk and wool hose, 
excellent weight, ribbed top. 


We guarantee that this style answers the require- 


ments of Miss or Mrs. “Show me something nice 


in silk and wool.” 


Solid Colors: Black, cordovan, Russia calf, navy blue. 
Mixtures: Black and white, black and cordovan; beige 
and white, camel and white, royal blue and white. 


Price: $16.50 Per Dozen 
Terms: 1/10 Net 30 Days, f.o.b. New York 


Samples on Request 


FREUND & BRICKMAN 


212 Fifth Avenue New York City 


E... 
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For MISSES and | 
cmpren 


rma COMBED YARN 
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7’s that are 7’s 


To give your customers the Unqualified Satisfaction they 
have the right to expect from Hosiery purchased at your 
store, all styles must run true to size. 


IRON CLAD Hosiery for Children is KNITTED — Not 
BOARDED to an exact size. For example, IRON CLAD 
size 7’s are Knitted on a machine that produces size 7’s 
ONLY. All IRON CLAD sizes are produced this way and 
NOT by knitting the size between say 7’s and 71's and 
Boarding it to both sizes. 


With the school year just starting, why not feature the 
IRON CLAD line of hosiery for children? Mothers appre- 
ciate the correct size feature of the IRON CLAD line. 


7’s are 7’s in IRON CLAD No. 98 Which Is 
a Wonderful Value for School Wear 


IRON CLAD No. 98 is a Black, fine ribbed, misses’ mercerized style with 
double sole and four ply heel and toe. 
Size 6,614. . $3.50 Size 8, 815. . $4.00 
Size 7.74%. . 3.75 Size 9,914, 10 4.25 
No. 98 W White sized and priced same as Black 
Ne. 98 AB African Brown sized and priced same as Black 


COOPER, WELLS & CO. 


250 BROAD STREET, ST. JOSEPH, MICH. 
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‘S 
URS 
TESTING} 


This Chiffon Stocking UNTREATED The same grade of stocking treated 
wore out after 170 Eouss of wear— with Keepit showed no wear at 418 
urs 


“‘Milady’s Favorite” 
Chiffon Silk Hosiery 
DUBBELIFE 


Actual laboratory tests have demonstrated that our 
DUBBELIFE hosiery will stand from two to four 
times the wearing strain of the regular untreated stocking 
This remarkable result is attained by the use of KEEPIT, 
a new chemical solution which prevents the development 
of runs from normal wear. 
We have christened our entire line of chiffon silk hosiery 
DUBBELIFE because as a result of chemical treat- 
ment to which it is subjected, we can safely guarantee that 
its life will be double that of the ordinary, untreated - 
chiffon stocking. 
DUBBELIFE chiffon No. 269 is a five-thread dip-dyed 
full-fashioned all-silk stocking and is available in the 
colors shown below. 

A copy of the original Certificate of Test 


by the United States Testing Company 
will be mailed upon request. 


LANSDALE Silk Hosiery Co. 


Lansdale, Penna. 
A. L. ULLMAN, Sole Selling Agent: 267 Fifth Ave., New York 


Black Gunmetal Cinnamon Pearl 

Sand Silver Moresque Rose Gray 
Medium Gray Rembrandt Albino Golden Rod 
Log Cabin Autumn Brown French Nude Poppy 
French Gray Blond Tortoise Mandalay Geranium 
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CHICAGO 
Financial Status Very Good 


Unseasonable Weather Retards Buying of Fall Footwear— 
Good Prospects for Improvement 


URING the week ending September 

29 the weather was unseasonable 

for this time of the year and not conducive 

to stimulating buying of fall footwear. As a 

result retail shoe merchants reported a 
decline in the sales total for the week. 

However, regardless of the fact that 
the retail shoe buying has suffered to some 
degree, due to the extremely warm weather, 
merchants are confident that a reaction 
will develop very soon with the advent of 
brisk, fall weather. 

Another good sign pointing to a good 
prospect for a strong selling season is that 
Chicago’s financial condition at present is 
good, and unsteady buying in the retail 
shoe stores and other lines of stores is 
attributed to unseasonable weather alone. 

During the summer months business in 
the department stores has been on the 
increase. This increase, while partly the 
result of summer sales, doubtless marks 
the beginning of the usual upward move- 
ment culminating regularly in the holiday 
trade at the end of the year. 


Bank Deposits Good 


That the genei:al business condition in 
Chicago is good is proved by the reports 
of the Federal Reserve Bank on deposits, 
which have made a gain during the month 
of August over July, and have made a 
gain over the deposits for the month of 
August of last year of 11.9 per cent. 

The increase of bank deposits is sure 
proof that employment conditions as well 
as business conditions are good. This is 
always indicative of a surplus of money 
over that necessary for immediate needs, 
which condition is only caused by well- 
paid and continuous employment. 

While there are many gloom promoters, 
and one always hears someone suggesting 
that we have a hard winter before us, from 
all indications and all authoritative reports 
conditions are good, and there is no need 
for alarm about the coming winter months. 


Federal Reserve Report 


That this is true is shown in the follow- 
ing report on conditions in the shoe manu- 
facturing plants in this district made by 
the Federal Reser ve Bank: 

“Following four months of seasonal 
decline, shipments in August by shoe man- 
ufacturers in the Chicago district were 
nearly equal to those of March, 1923, or 
October, 1922, and were in excess of any 
other month since the beginning of our 
record in January, 1921. Production was 
seasonally more than in July and was 
slightly more than a year ago. Shipments 
were 13 per cent greater than current 
production in August and inventories de- 
clined. Unfilled orders on hand at the end 
of the month were less than for the cor- 
responding period in July of a year ago but 
were equal to 152.8 per cent of the August 
shipments. Twenty-four companies on 
August 31 had stocks on hand equal to 
66.9 per cent of their shipments during 
August.” 


Salesmen on Territories 


At the present time salesmen are on the 
road, and several of the factories are sold 
up to December 1, and have sent out 
notices to their salesmen to take no orders 
for delivery prior to that time. 





Getring More Shoes Sold Right 





An interview with the Florsheim Shoe 
Company discloses thet they are running 
at full capacity, making 7500 pairs of men’s 
high grade shoes daily. The business out- 
look with them is extremely bright, and 
reports from their salesmen indicate a 
healthy condition among the trade in 
general. 


Tanning Conditions Same 


Little change has taken place in the 
tanning industry during the last month. 
Direct reports show production in the 
district less in August then in the previous 
month, but sales were indicated as slightly 
more than in July. The demand has been 
for novelties, such as suede and patent, 
and for low grade side, calf and kip 
leather. 


Fire Prevention Week 


The week of October 7 is fire prevea- 
tion week, which call: to mind the question 
of insurance. Stocks are now at their peak, 
and the matter of insurance should re- 
ceive attention. 


Manufacturers and Whole- 
salers to Meet Oct. 25 


The 26th annual meeting of theWestern 
Association of Shoe Manufacturers and 
Wholesalers will be held October 25 in 
the East Room of the LaSalle Hotel. All 
standing committees will meet the day 
before the general meeting for the purpose 
of reviewing their report; to be submitted 
at the general meeting the following day. 





ST. LOUIS 


Dull Tone to Trade 


Unfavorable Weather Condition Curbs Buying in Last Week 
of September 


DULL complexion characterized the 
retail shoe business during the week 
ending Sept. 29. Unseasonable weather 
was the cause for the decline in activity. 
Most of the stores in the city reported 
poor sales during the entire week. A steady 


period of hot weather prevailed and as a 
result retail shoe business suffered keenly. 

However, practically every store is 
going to show an increase this year over 
September, 1922. The increases will not be 
large but of sufficient size to say that busi- 
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ness is better this September than a year 
ago. What prevented a more enthusiastic 
report on the entire month was the last 
week, which set back the gain recorded 
during the early part of the month, when 
it appeared that business would forge 
ahead of the same month last year with a 
big increase. : 


Evening Slippers Sell 


The Veiled Prophets’ Ball held recently, 
which is the opening of the social season, 
created some little demand for gold and 
silver brocade slippers. Silver was much 
favored, although some stores reported 
good sales on the gold brocade. Silver kid 
found some demand. 

Black shoes continue to be the leaders. 
Satin has had some slight decline. The 
demand for patent which has grown 
stronger and is expected to find more favor 
as the season develops and a necessity for 
heavier footwear is felt. 

Light, airy shoes both in material and 
pattern have had a long run and a turn for 
something a bit more substantial is 
expected. 

Calls for Welts 


The demand for welts in oxfords also 
goes forward with a slight increase in 
volume. Brown kid enjoys healthier con- 
dition than it did a few weeks ago. Some 
suede low shoes in welts also have received 
prestige in the call. 

A new note was sounded during the week 
when one prominent store mentioned the 
fact that with its trade the short vamps 
were slowing up and not being accepted 
generally. A demand for a narrower toe 
was replacing the round toe, according to 
the statement of the official of this store. 


Better Children’s Business 


Children’s business was reported as 
being improved. In fact a few stores were 
highly optimistic over this end of the 
business. The men’s end of the trade is nil 
in so far as activity is concerned at pres- 
ent. However, there are those who feel 
that no one need to worry over this 
situation as it will be quickly adjusted with 
the advent of cold weather. 


Williamson in New Home 

Chas. Williamson, president of the 
Ault-Williamson Co., drove from Auburn, 
Maine, where the factories are located, in 
his new car to St. Louis, where the head- 
quarters of the company have recently 
been moved. He was accompanied by his 
family. 


Opens St. Louis Branch 


Robinson-Bynon Shoe Company of 
Auburn, Me., and Oswego, N. Y., has 
opened a branch office at 1329 Washington 
Ave. The company handles women’s 


popular priced welts and turns. R. E. 
Rogers is the factory representative. 
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Adds New Salesroom 
The Travaso Shoe Company has added 
a salesroom at 1329 Washington Avenue, 
in addition to the sample room maintained 
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at its factory on Locust Street. Charles 
Reader, who has been connected with the 
firm for some time, will be in charge of the 
Washington Avenue salesroom. 





CINCINNATI 


New Style Patterns Predicted 


Tongue Pumps, Ankle and Instep Strap Models to Sell for 
Winter Season, Says “Better Patterns’”’ 


7 ARGE tongue pumps with beautiful 

cut-out designs and tongued pumps 
with ankle straps and also with instep 
straps will have a vogue this winter,” says 
the current issue of Better Patterns, the 
monthly house organ of The Wiechman 
Pattern Company. Commenting on the 
future styles in feminine footwear, Better 
Patterns goes on to say the “opera pumps, 
pumps with designs so constructed that 
narrow stripping lines entwine through the 
tongue and run along the sides to the sole 
line and along the top line, are being favor- 
ed along Fifth Avenue. Anklet patterns 
are meeting with favor. They are very 
light and are not connected at the back 
seam. 

“Bootees of a new type will spring up 
before long and may pave the way for 
higher strap or boot effects by spring.” 

Better Patterns points out that the new 
beautiful lines adorning the new cross 
straps shown in New York are in for a 
good run. 


Weather Injures Business 


The retail shoe business in Cincinnati suf- 
fered during the week ending Sept. 29from 
the spell of warm, almost torrid weather, 





Monthly Style Album 


The Vollman-Lawrence Company 
Cincinnati shoe manufacturers, 
have sent a style album to all their 
customers. The introduction to the 
album says: “We will, each month, 
send you an insert reproduction of a 
correct style in correct leathers of a 
proven number, which has been 
accepted by the largest retail shoe 
merchants in the country; a true 
indication of the style which will 
be in demand. With this reproduc- 
tion we will suggest the best leathers 
and combination of leathers in 
which the shoe is salable. We hope 
in this way to get you in the most 
direct and quickest touch with the 
newer things, as it is impossible for 
our representative to see you each 
month. Upon request we will gladly 
furnish you with newspaper cuts of 
any of the styles reproduced in this 
album.” 

















which has held the city in its grip. With 
the thermometer hovering around 90 
deg.ees and men and women hurriedly 
discarding fall clothing in favor of lighter, 
summer garments, it is little wonder that 
the volume of sales showed a decrease over 
the previous week. 

Considering the unfavorable weather 
conditions under which they were forced to 
labor, the shoe merchants did a satisfac- 
tory business. All that is needed at present 
is a cold spell to restore retail trade to 
normal. Conditions are such that there is 
little doubt in the minds of merchants that 
the public is once again in a mood to buy 
and with the arrival of real fall weather 
there should be excellent retail business 
for Cincinnati shoe men. 


Making Styleful McKays 


The Louisville plant of The United 
States Shoe Company will be devoted 
entirely to the production of style McKays 
in wood and leather heel effects to sell at 
popular prices. The Louisville factory has 
a capacity of 1400 pairs of McKays daily. 


Blacks in Strap Models 


“The demand for black suede strap 
effects, trimmed in black patent and black 
calf, is extremely good,” said Frank X. 
O’Brien, vice-president of The United 
States Shoe Company. Mr. O’Brien states 
that the shoes carry all heights of wood- 
covered heels, ranging from one to two 
inches. There is also a strong demand for 
satins and patents for immediate delivery. 
Plain toe oxfords with creased vamps in 
black and tan and black suede oxfords 
with and without trimming in military 
heels are also having a good run of popular- 
ity. 


Cahill Business Good 


The Cahill Shoe Company reports that 
its orders now on hand will enable its 
plant to run at capacity until December 1. 
The salesmen have experienced fine busi- 
ness since they left for their fall trip and 
officers of the company say that orders 
have been coming in from their road men 
in the most encouraging fashion. 

Eighty per cent of the business now 
being done by this company is on blacks. 
These include satins, suedes, and kids. 
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The company has been featuring light 
turn McKays with success. 


Scheiffele Makes Change 


William H. Scheiffele, formerly presi- 
dent of the Scheiffele Shoe Manufacturing 
Company, branch of The United States 
Shoe Company, has been appointed head 
of the fitting rooms of all of the plants of 
The United States Shoe Company. Mr. 
Scheiffele will have his headquarters at 
the executive offices of the company in the 
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Buttenhofer Building. J. H. Brown 
formerly vice-president and treasurer of 
The Scheiffele Shoe Manufacturing Com- 
pany, has become general manager of the 
Scheiffele branch of The United States 
Shoe Company and will have complete 
charge of the production of footwear at 
this factory. 


Joseph Ziegler has been appointed 
superintendent of The Scheiffele Company. 
He was formerly assistant superintendent 
of The Krohn-Fechheimer Company. 





MILWAUKEE 


All Patterns Sell Well 


Women’s Business in Shoe Stores Distributed Over Broad 
Range of Styles 


ALL footwear business continues to be 

satisfactory to local shoe merchants 
who feel that the season has enjoyed a good 
start. Buying in women’s shoes is still gen- 
eral and well distributed over the various 
patterns offered. Suedes and calf skin ox- 
fords for street wear, satins, patents and 
brocade effects for fancy dress are still the 
rule. In colors, merchants report that black 
still outsells the brown shades with most 
shops asserting that the volume of busi- 
ness in blacks is greater than the combined 
sales in all other shades. A revival in gray 
suedes with leather trimming in monotone 
effect is predicted here. Immediate orders 
for a gray suede number with alligator 
skin trimming in gray has been sent out 
by one of the best shops in the city. Mono- 
tone effects in all shades are good. Patent 
trimming on suedes finds much favor with 
buyers. 

Boots Selling to Men 


Demand for high shoes by men is one of 
the week’s developments, and comes as a 
surprise to those, who had expected little 
interest in this style of footwear until 
much later in the season. Oxford sales, es- 
pecially in black, have been heavy, how- 
ever, during the past week, and merchants 
are talking up a big oxford winter. 


Hosiery Business Good 


Hosiery departments of local shoe stores 
have been handling a large volume of busi- 
ness, complementing the heavy footwear 
sales to women. Chiffon hosiery still in- 
trigues the fancy of buyers of high-class 
footwear, while the plainer types of thread 
silk enjoy the greatest volume of business. 
Dominating shades are fawn, nude, gun- 
metal and log cabin. 

One of the unexpected turns of the early 
season commented upon by many of the 
merchants is the present interest in silk 
and wool hosiery for women. 

The annual pilgrimage of firm members 
of Caspari & Virmond, Milwaukee, to 
Northern Wisconsin and Michigan trading 


territory of the firm is now on. At the pres- 
ent time, George Virmond, junior partner 
is in the Copper Country. Claude Caspari 
and his father, A. B. Caspari, will soon 
leave for that section. Business of the firm 
obtained through visits of these men to 
customers in the North, is heavier this 
year than it has been in some time. 


Shoe Store Landmark Moved 


Removal of the historic New England 
Shoe Store from its location at 828 Main 
Street, Sheboygan, Wis., changes a busi- 
ness that has had its home in this location 
for nearly 20 years. Sam Solkovitz, owner 
of the business, has moved it to 1017 Michi- 
gan Avenue, where the old name will be 
1etained and the business conducted as in 
the past. 


Sells Business 


John Nordenfoss, a partner in the shoe 
firm of Sockness & Nordenfoss of Rice 
Lake, Wis., for the past 23 years has dis- 
posed of his interests to Mr. Sockness and 
the firm will hereafter be known as the 
Sockness Shoe Company. Louis and Elmer 
Sockness, sons of E. L. Sockness, asso- 
ciated with the firm for many years will 
become part of the new management. Mr. 
Nordenfoss plans to move to California 
soon. 





At Full Capacity 


The Nunn, Bush & Weldon Shoe 
Company, Milwaukee, is now run- 
ning on a daily output schedule of 
3,600 pairs, an increase of more than 
25 per cent since a year ago. This 
requires the use of every available 
facility of the existing plant, and if 
further increases in production are 
necessary, additional factory space 
will be required. The payroll at pres- 
ent numbersin excess of 1100 people. 
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New Store Opens 


Formal opening of the new Secor-Buer- 
ger shoe firm of Fond du Lac was held with 
great success last week. The owners of the 
business are Emmett Secor and Herman 
Buerger, both graduate foot specialists, 
and well-known throughout the Fond du 
Lac: trading territory. For the past ten 
years the proprietors had been associated 
with W. F. George, whose business was 
located on the same site as their present 
store. 


Find Business Good 


M. B. Cutler of Milwaukee, O. A. 
Krause of Rockfield, Mich., C. L. Miller 
and E. C. Snell of Chicago, all United 
Shoe Machinery Corporation men, passed 
through Chippewa Falls, Wis., en route to 
Webster, Wis., for an outing. The machin- 
ery men, in conversation with shoe manu- 
facturers of Chippewa Falls, reported that 
the outlook in the shoe business was par- 
ticularly bright. 


Madison Style Show 


Thousands of shoppers from Madison, 
Wis., and surrounding trading territory 
were present at the annual Style Week 
arranged by merchants of that city. Prac- 
tically every store of consequence in the 
city was represented by window displays, 
many of them making use of live models. 
Among the most active co-operators in the 
week were the shoe merchants of the city, 
who not only arranged elaborate displays 
for their own establishments, but co-oper- 
ated with dry goods and department 
stores in furnishing shoes for their dis- 
plays. 


Rohn Co. in New Home 


The Rohn Shoe Manufacturing Co. has 
moved to 400 Florida Street. The com- 
pany makes men’s medium grade welt 
shoes and the change in location was 
necessary because of increased production. 


Davies Girls Win 

The girls’ baseball team of the Davies 
Shoe Manufacturing Company of Racine, 
Wis., recently played the Western Electric 
girls’ team for the girls’ championship of 
the Middle West. The Davies won the 
game, 8 to 1, and it was the first of a series. 
A crowd of 15,000 is reported to have 
watched the two girls’ clubs play baseball. 





Plans for Shoe Store 


Articles of incorporation were filed with 
the secretary of state at Indianapolis by 
the L. R. Lepird & Company for the 
purpose of engaging in the retail shoe 
business in the_northern part of the state. 
The stockholders and directors of the 
concern are L. R. Lepird, of Ligonier; 
Earl Eckhart, of Angola, and Fred Stichler 
of Kendallville. 
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CLEVELAND 


Good Saturday Business 


More Zest to Women’s Buying in the Retail Shoe Stores— 
Steady Gain in Trade 


NFAVORABLE weather during the 
greater part of September had a 
tendency to retard sales of shoes, but the 
month as a whole compares favorably with 
the sales volumes in previous Septembers. 
Some stores report a big increase in 
sales, and others say that the weather cut 
in on their business to a large extent. As 
the month of October drew near, however, 
the demand for fall footwear increased. 
Saturday, September 29, was a splen- 
did day for the downtown stores. Stone’s, 
May Co., Volkmon’s, Chisholms, Petot’s 
and Pocock-Wolfram were among the 
retail establishments in the lower Euclid 
Avenue shopping district that were visited 
Saturday afternoon and in each place the 
clerks were very busy. 


Thousands at May’s 


At the May Co. store, which celebrated 
““May Day,”’ the anniversary of the found- 
ing of the May Co., there was hardly 
sufficient accommodation to take care of 
the patrons. The hole in May Co. shoe 
stock that was made on Saturday was an 
extraordinary one. The sale of shoes start- 
ed early in the morning with a great rush. 
It continued until the doors were closed in 
the evening. Most of the time throughout 
the day the chairs were filled, with people 
standing about in the aisles waiting for 
opportunities to be served. 

The biggest event of the last week of 
September in Cleveland from sales stand- 
point was the “May Day” celebration on 
September 29. Goods were marked to a 
very attractive figure. Great throngs were 
in the big department store, an estimate 
placing the crowd at many thousands. 


Vogel Opens Store 


One of the finest shoe stores in Ohio 
was opened by Anthony Vogel at Upper 
Sandusky. The store is in a new building, 
owned by Mr. Vogel, and the structure 
stands as a monument to the business 
acumen of this shoe man who is well known 
in North Central Ohio. Upper Sandusky 
is a county seat town of approximately 
3,500. This store has a fine entrance and 
front display windows. 


Money Is Plentiful 


‘s 

Banks during the past six months have 
enjoyed a remarkable increase in savings 
deposits, notwithstanding all the money 
that was spent during the summer months 
for vacations. 

Shoe merchants regard this as an omen 
that forecasts an unusually good fall sea- 
son. They say that cold weather with some 


rain and snow now and then is needed to 
open the greatest shoe buying campaign 
that ever was experienced in this city. 
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Oxfords still have the call in the sales, 
but novelty footwear is in great demand. 


New Store Does Well 


Walter Synnenberg, manager of the 
Daniel Shoe Co. store on Prespect Avenue, 
which opened a week ago, reports that 
business is good. This new store is attrac- 
tive and with its line of medium priced 
shoes had made a good opening. 





SAN FRANCISCO 


Retail Trade Up to Standard 


Blacks in Suedes, Patents and Satins Selling Freely— 
Browns Strong 


EW retail shoe stores continue to 

open here and in connection with 
the retail shoe situation buying in the 
majority of the stores measures up to 
standard. Black patent, suede and satins 
are selling freely and brown shades are 
strong, too. Strap patterns lead. The 
newest San Francisco shoe store is at 979 
Market street. It is the 56th shoe establish- 
ment of the Feltman & Curme Shoe Stores 
and was the first of the firm to open in 
California. C. E. Goodman of Kansas 
City is manager. Prior to being with the 
firm in Kansas City, Mr. Goodman was 
with Feltman & Curme in Chicago. 
Mr. Goodman will manage a good looking 
store. 


Shoe Merchants Aid 


Al. Katschinski and H. A. Ballentine 
were appointed a committee representing 


the San Francisco Shoe Retailers’ Associa- 
tion to solicit funds for the Japanese relief 
among the retail shoemen during the 
drive. They raised their quota of $2,500. 
Mr. Katschinski also spoke in behalf of the 
Japanese relief for the San Francisco 
Chamber of Commerce before clubs and 
other organizations. 


Impressive Fashion Show 


Hundreds of visitors had to be turned 
away from the fashion show at the White 
House, although the entire vast space of 
the second floor was given over to the 
display of shoes and hosiery, gowns and 
millinery, on living models. Harry Gibson, 
manager of the White House shoe depart- 
ment, stated that prices of shoes displayed 
ranged from $12.30 to $35. Sixteen pairs of 
Deauville sandals, to go with sport suits, 
were sold on the opening afternoon. 





DETROIT 


Good Trade in September 


Blacks in Suedes, Patents and Satins Sell Freely—Some 
Activity in Grays 


USINESS in the retail shoe stores 

throughout the city measured from 
20 to 40 per cent higher during the month 
of September over the same period in 1922. 
Although this year’s September business 
exceeds that of September for 1922, un- 
favorable weather conditions this year 
have retarded buying to some extent, par- 
ticularly in women’s shoes. 

Indications point to a splendid month 
in October, inasmuch as there issure to be 
periods of brisk weather, the type needed 
to inspire women to discard the extremely 
low-cut sandals and buy the new fall pat- 
terns which feature cut-outs in many 
cases, but not to such extremes as the 
summer models. 

The darker shades of women’s footwear 
appear to be retaining popularity in most 
stores, especially is this marked in wom- 


en’s footwear. Black is a long way the 
leader, with darker shades of brown fol- 
lowing closely. Black suedes have taken 
the lead; black satins and patents follow- 
ing. At one store grays were mentioned as 
popular. R. H. Fyfe & Co., reports that 
grays are being called for and bought. He 


looks for a good business in grays in Octo- 


ber and November. 


Children’s Business Good 


The business in school shoes has been 
rather above the average this year, mer- 
chants report a very satisfactory trade in 
their children’s and growing girls’ depart- 
ments. At R. H. Fyfe’s, J. A. Murphy, 
manager children’s department, says there 
is a growing demand for colored tops in 
children’s and misses’ lines. At this store 
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an innovation for the kiddies has been in- 
stalled in the nature of musical chairs. 
When a child sits down on the chair a 
music box tinkles out a tune to the wonder 
and delight of the youngster. 


Stores Change Ownership 


The Smith Footbridge stores have been 
taken over by a new organization incor- 
porated under the name of C. and T. Com- 
pany. J. W. Smith having disposed of his 
entire interest in the business. The store at 
232 State Street will be managed by M. T. 
Boucher, that at 57 Cadillac square by 
A. H. Neubert, and that at 149 Lafayette 
Boulevard by G. W. Laws. 


Changes at Bird’s 


The men’s shoe department of S. L. 
Bird & Sons has been re-arranged so that 
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the floor space given to the fitting and sale 
of shoes has been concentrated in one large 
open spot. This has been affected by plac- 
ing all the floor shelving fixtures at right 
angles to the south wall. Show cases at 
the ends of these fixtures are electrically 
lighted and the displays add to the attrac- 
tiveness of the department. 


New Basement Department 


The basement shoe department of J. L. 
Hudson Co.’s has been moved from the 
old building into much larger quarters in 
the new building with two stair entrances 
leading directly into the department. This 
makes access to the department easy and 
in the opinion of E. C. Gregg, manager of 
the department, will make possible a great 
increase in the department’s development. 
The department will handle a better grade 
of merchandise. 


Warm Weather Curbs Buying 


Women’s Trade Assuming Better Tone, But Men Are Buying 
Very Slowly 


F fine weather alone would bring busi- 
ness for the retail shoe merchants 
everyone might be rushed, but fine 
weather with the thermometer flirting 
with mid-summer temperatures during 
late September, rather slowed things, 
according to reports received from several 
local houses. Women’s business has been 
fai: to good, and children’s has been in 
the same shape, but men’s business is slow. 
There is practically no style change 
from early announcement, demand being 
scattered, but very good for the cut-out 
and lattice effect slippers, aad for black or 
patent oxfords. In men’s shoes demand is 
swinging more and more to black, espe- 
cially in higher grades, and is almost on a 
50-50 basis in some of the leading stores. 
Women’s demand is running strong to the 
log cabin, brown and similar shades. 


Conditions Are Good 


Reports from Lexington and various 
points out in the State indicate that busi- 
ness is good, and prospects bright, as a 
result of very fair general conditions 
among tobacco growers, stock farmers, 
coal operators and in the lumbering dis- 
trict. The oil producing industry is now 
about the slowest in the entire list. 


Urge Promptness in Paying 
Bills 

The local merchants, through the Retail 
Merchants Credit Men’s Association, and 
Credit Rating Company, have started a 
fall campaign, freely advertised, for the 
purpose of educating the public in paying 
bills more promptly. A three-months’ cam- 


paign this spring brought good results, but 
was held up over the summer or vacation 
season. 


Merchandising Events 


The Retail Merchants Association of 
Louisville is 30 well pleased with result of 
their efforts for out-of-town shoppers’ 
days, that dates have been set for two-day 
events in October, November, December, 
and dates for January, February and 
March will be announced later. Special 
prices will be made by the various stores 
in the movement, and some attractive 
bargains will be offered. 


Petot Company Sales Fair 


G. B. Hays, of the Petot Shoe Company, 
reported very fair business, but stated that 
volume was not as good as it was earlier 
in the month, when colder weather forced 
buyers in much more freely, than has been 
the case since mid-summe: temperatures 
returned. 


Shoe Club Meeting 
A meeting of the Louisville Shoe Club 
will be held soon at the Tylee Hotel. This 
will be the first real business meeting held 
by the club in some months, as the recent 
meetings have been in the nature of out- 
ings 





The past has passed; the future has not 
arrived; the present is opportunity—W. 
M. Sloan of McElroy-Sloan Shoe Co. 


DENVER 


Business Conditions Better 


Abundant Farm Crops Mean Money Will Be More Plentiful 
and a Stimulus to Retail Trade 


ETAIL shoe merchants of Denver 
and other parts of Colorado are 
away to a good fall business. It is pointed 
out that since farmers are putting good 
crops on the market at better prices than 
for the past two years, business in all lines 
is going to be better this fall than it has for 
some time back. The farm value of all 
crops grown in Colorado this year at pre- 
vailing prices is at least $100,000,000, or 
from $5,000,000 to $10,000,000 above the 
value of last year’s crops. This means that 
farmers in the state will have more money 
to spend and all lines of industry will 
benefit. 
Fall footwear is very much in evidence 
in Denver at the present time. 


Formal Fall Opening 


Retail merchants of Denver held their 
annual fall fashion show. Shoe stores took 
advantage of the week and displayed 
the latest in footwear. Special exhibits 
attracted attention to the Johnston Shoe 
Company, the Broadhurst-Young Shoe 
Company, the M. B. Wise Shoe Company, 
the J. N. Lober Shoe Company, the 


Weaver Shoe Company and the Fontius 
Shoe Company. On the fashion show com- 
mittee were Merritt Gano, of the Gano- 
Downs Company, and Robert H. John- 
ston, of the Johnston Shoe Company. 


Pretty Women’s Shoes 


The Daniels & Fisher Stores Company 
is featuring its new stock of fall footwear 
at this time. On display at the store in the 
women’s shoe department is the Julienne, 
a pump of gray ooze, with light sole, 
trimmed with fancy fan tongue fastened 
by a strap; the ’Frisco, brown, gray or 
black ooze, welt sole oxfords with saddle 
straps and lace stays to match; the 
Campus, brown or black calf welt sole, 
blucher laced oxfords with soft plain toes 
and saddle straps to match vamps and 
quarters; the Betty pumps of suede or 
satin with low Spanish heels, light turn 
sole, fastened by a button on either side; 
and the Janis pump of field mouse kid, 
with turn sole, trimmed with harmonizing 
ooze leather, and Spanish heels. This store 
is featuring oxfords in black for men. 
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There is only one 


WEILDA 


(White and 20 colors) 


rs i 








Circumstances resulting | ¢, 


vogue for suede leathers - 


the following | ¢_, 





EILDA CALF is the finest 


procurable suede calf, 
and is made only by us. 





We cannot be responsible 
by shoes made from imitations | | | 


To be sure of receiving the 
that it be the genuine | 7 


A. C. LAWRENCE], 


210 South Street B 


NEW YORK CHICAGO ST. LOUIS 





RC 
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(White and 9 colors) 





> | from the very apparent 
necessitate emphasis upon 


, facts. 





! UBUCK, the original suede side 
) leather, is likewise only provided 
by us---its originators. 


for disappointing service given 


' | of WEILDA or NUBUCK. 


genuine, insist and persist 


LAWRENCE original. 


| LEATHER COMPANY 


Boston, Mass. 
CINCINNATI PHILADELPHIA 





ROCHESTER 
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Mr. Shoe Dealer: 
Do You Know Why 


CcROBA?, 


SHOES 


PATENTED DOUBLE WELT 


Are the Surest *‘Repeaters’’ You | 
Can Put on Your Shelves ? 


Investigate 


The superior merits of their double- 
lasted, triple-stitched, ‘““DOUBLE 
WELT” CONSTRUCTION. 


Send for Samples of These Two Styles—Youw’ll 
be Convinced! 









No. 1300—All Patent, 
full quarter. Sizes, 3-8. 
In Stock C-D 














No. — Black kid, 
full qu Sizes, 3-8. 
In Stoc ‘t D. E 














Write for Our New Catalogue “‘23F” 


Shaft Pierce Shoe Co. 


221 3rd Street - Faribault, Minn. 





BOOT AND S HOE RECORDER 


October 6, 1923 








Adrienne 
$4.85 


to Ship 





R1624 Patent two strap, cut-out collar, 14/8 
cl PP ae $4.85 
R1625 Black satin, same, patent trim, B-C. . . .4.85 


Geo. J. Bertman Shoe Co. 
24 So. Wells St. Chicago, III. 











Martin’s Genuine Imported 


Scotch Grain College Oxfords 





—= i Sea — 
Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B6-11,C 5-11, D 5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER 





MASS. 


meester 


October 6 


| 
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The “*Tackless 





TO ALL 
MANUFACTURERS 


Use your regular lasts. Use 
your welt or McKay equip- 
ment. Make tackless Wil- 
son Sewed for high-speed, 
high-styles, high-sales, and 
economy. 


TRADE 


Selling Appeal”’ 


WILCON ‘ark 
EWED 


Stampt on the Sole 


, 


IVE your salesmen and your 
G business the benefit of the 
“selling appeals’ and advertising 
advantages in shoes of the Wilson 
Sewed type. To the smashing fact 
of TACKLESSNESS they add other 
highsale and re-sale values. 


Smart style, greater foot-comfort, 
sound shoemaking, and strength to 
retain their dainty shapeliness are 
combined in all grades of tackless 
Wilson Sewed shoes made to sell at 
attractive prices by many licensed 
manufacturers. 


Genuine Wilson Sewed shoes bear 
the registered Wilson Sewed mark— 
your safeguard against adjustments 
and dissatisfaction. Let your cus- 


tomers know it is also a guarantee 


that your shoes are up-to-date in 
shoemaking as well as in style. 


East or West 
You Can Buy Better Values 
Wilson Sewed 











Address ali Inquiries 


Wilson Process Incorporated 
Canadian Pacific Building 


City of New York 
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Russell W. Walquist of New York 
University has just concluded some 
research work to find out what 
“selling appeals” are most effective 
in influencing women to purchase 
shoes. In other words: What kind of 
shoes does the average woman 
want? 


+ 


To get as near the “urban aver- 

age”’ as he could, Mr. Walquist 

submitted a long list of “sales ap- 

peals”—thirty-two of them—taken 

from many advertiséments of well- } ‘ 

known manufacturers and retailers, 

to female clerical workers of vary- 

ing salaries and stations in a big 

New York City insurance company. 

His findings are reported in Print- | 

ers’ Ink Monthly for September. if 
+ C r th 

Tabulation of results showed. that if 

for these women the SIX'STRONG-_/"’ 

EST SELLING-APPEAES were: go 

1. Neat appearance. ; 

2. Smart style combined with 

foot-comfort. 

. Greater foot-comfort. 

. Shoes that stay stylish. 

- Careful workmanship. 

. Durable leather throughout. 


+ 
I'm sure I do not over-step the 
bounds of fact when I say that, 
more than any other standard type 
of shoe in factory production today, 


aA wn z® & 


- the flexible, close-edged, tackless 


Wilson Sewed shoe fulfills those 
first four requirements. It is par- 
ticularly true that Wilson Sewed 
shoes retain the dainty shapeliness 
and style that make them attrac- 
tive. 

+ 
No. 5 depends on the factory, of 
course. And No. 6—durable leather - 
throughout—of that the Wilson 
Sewed mark, stampt on the sole, is 
a veritable guarantee in regard to 
the very foundation of the shoe. It 
is a guarantee of a durable leather 
insole—because one cannot channel 
an imitation or substitute insole. 


+ 
To be up-to-date in shoemaking, 


as well as in style, specify Wilson 
Sewed. —H. L. A. 
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Mined Weig Ni Shoe Nags. 


In Twills, Drills, 
Our established practice of guaranteeing Ducks, all of guar- 


e . anteed weight. 
weights on our shoe linings costs no more, 
Also Flannels 


and is your assurance of Se iett tien 
Top Facings. 


UNIFORM QUALITY and LONGER WEAR Supreme 


BRAND 
SILK and 


Another important advantage they afford is MERCERIZED 


BETTER APPEARANCE INSIDE THE SHOE Cut Seam Stays 


KALLMAN -NEWCOMB COMPANY | 


65-65 SOUTH ST. 3 BOSTON, MASS. 


CINCINNATI MILWAUKEE. sT.Louls 








De Luxe 


Gold, Light Blue, Red and Rose 


Packed in Individual Pair Cartons 


Price $4.50 per Dozen Pairs 
Sold by Authorized Jobbers only 


Send us your order for nearest distributing point 





FREE <# 


Window and Counter 
Display Racks prepared 
in four colors with every 
order. 





Manufactured b 
JAMES N. MAYHEW COMPANY, Inc. 
Minneapolis, Minn., U. S. A 
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The practical value of shoe lacing hooks is only 
one more reason for their increasing use on foot- 
wear of distinctive quality. They are a common 
sense evidence that the shoes were made for the 
wearer's convenience. 
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STRENGTHEN THAT LINK! 


The retail merchant's local reputation is greatly influenced ie E 
by the national reputation of the manufacturer with whom he A black glazed hid oxford. Welt. 
deals. ial measurement last No. 172. | 


jally adapted for feet with 


It takes years of endeavor by both the retailer and the pos Big ry Re a ae Se 
manufacturer to build up a good reputation. It is vital then In Stock 
that the successful retailer look to the successful manu- Widths AA to E 








facturer in establishing his business relations. 

















Such a link up not only maintains but strengthens the good local reputation of the retailer. 
The DR. A. REED CUSHION SOLE SHOE FOR WOMEN is nationally accepted. It is handled 
by only one successful dealer in any town—and he is given every co-operation to continually 
develop and increase his business. 

If there is no Dr. Reed dealer in your 

town, wrile at once for particulars. 


Send your name on a card for our newest Stock Catalog. 


JOHN EBBERTS SHOE CO., Inc. surrito “New York 











Rhinestone, Cut Steel, Beaded and Gore Hiding Ornaments 


FLAPPER TONGUES, RHINESTONE BUTTONS AND BUCKLES 
COMPLETE WITH A NEAT DISPLAY CASE $4.00 to $15.00 





Assortment No. 40 
illustrated . . . .$9.00 


WINTER is coming, the 
time to SLIDE, not only on 
the ICE, but to SLIDE 
BEAUTIFUL RHINE- 
STONE KLASIK ORNA- 
MENTS over the buttons, 
and ornament the shoe. 





Fall and Winter means 
-dancing, theatres and 
weddings, and that 
means ornaments. Be 
prepared when the busi- 
ness comes. Have you 
received our new cat- 
logue? If not, WRITE. 


ABE MANHEIMER & COMPANY : : =: ST. LOUIS, MO. 
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The Head of a Great Sporting 
Goods House Told Us This 


‘‘We adopted RAJAH Soles as the 
standard for all our sport shoes after 
very exhaustive tests of every sole of 
this nature offered us. 


‘“*RAJAH summed up to the greatest 
degree of perfection all the points we 
required, such as elasticity, dura- 
bility, non-slipping and extraordi- 
nary comfort.”’ 


Genuine R 
branded with 


Do Not Ji 


It may be well to note that it is a 
precept of this company to count 
quality only in the production of 
all its sporting goods specialties. 


The only consideration governing 
the selection of any material used 
by them is—**Is it the best pro- 
curable?’’ 


1 Soles are 
this mark 


Rajah Soles 
any which do rol bearil 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 





























120 BOOT AND SHOE RECORDER October 6, 1923 





A Pretty, or light colored sole 


Honest - 1s not always a sure index of quality. 
0 


0 . . . . a 
Leather That beautiful even finish was as like as 


not obtained by acid bleaching—and acid is quite 


The prettiest sole likely to eat out a whole lot of wear. 

has the cleanest ' 

grain. 

Thorough cleaning Old-fashioned bark tannage may not always make a 


and scrubbing, be- 
fore and after tan- 
ning, gives ASH- 
LAND OAK that 
honest appearance 


A 
wacuverothebuy. MMM ASHLAND LEATHER CO. 


er. BOSTON + CHICAGO + ST.LOUIS 


pretty sole—but it sure does put the wear in. 





g ay K SOLE LEATHER 


‘RUSSELL'S 
‘IKE WALTON” 


puts four layers of leather 
between your feot and ground 











The fine workmanship = exireme light weight 
&staunchness appeal io out-of-door folks 
of the mosi discriminating taste. 





ee 






The Scout Special 


Made to measure out of imported Has exira looks 
waterprooied veals Gives exira service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The W.C. RUSSELL MOCCASIN CO. 
925 Capron Si., Berlin, Wis. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 


Pre-War Peak December, 1922 Today 
Calf, suede, top grade..............+. $0.32 @$0.35 $1.40 @$1.50 65 @$0.75 60 @ .70 
» smooth colored, top grade....... -28@ .30 1.40@ 1.50 45 50 40 @ .45 
Calf, smooth, black, top grade........ -26 -28 1.30@ 1.40 43 45 a 3 43 
Side leathers, colors, top grade........ 18 22 -75@ 1.00 -26 .30 -28 32 
Side leather, black, top grade......... 16@ .20 65@ .90 cy 26 26 "28 
Cn ckcéhetnchonsbibetse< 45 -50 1.40@ 1.60 65 80 60 -70 
White buck, OP grade (side leather)... .28 .30 -.90@ 1.00 .35 40 35 46 
Bite MENON EEE, cccccccccccccsevcese -24@ .26 65@ .70 24 @ .26 -28 -32 
Elk, for poe > SE Leeaiemadheeheaded .30 42 
Elk, colors, best fancy..............-. 35 40 1.40@ 1.65 80 @ .90 90 1.00 
Kid, colors, top grade...............- -28 30 1.35@ 1.60 -70 4 .80 .70 85 
Kid, black, top grade................ -28 1.35@ 1.50 -60 -70 65 § -75 
Kid, medium, colors...............+- -20 24 -70@ 1.10 35 @ .55 .35 -60 
Kid, medium, black ............+.-:- 18 -22 -60@ 1.00 .30 -50 35 50 
PR obitnks6.66« caneedeoves .06 12 -20 .36 je 18 han -20 
Chrome, patent sides and kip -2t -” -85@ 1.05 45 50 40 46 
PUD Gs oc ccccccudtccsccccesoceoes 40 1.40@ 1.60 -70 .80 65 -75 
Sole Leather (Price Per Pound) 
Green hide sole (backs).............- $0.32 .33 $0.56 @$0.58 $0.34 sai $0.35 $0.40 
 ” ee ey es -36 -90 -_ 46 50 48 .55 
SE, BN Rs ccccnnacenseevecves 388 39 92 95 55 58 40 50 
No. 1 oak bends, shoe mfrs.’ use...... 46 AT -98@ 1.05 -60 65 55 .65 
No. 1 oak bends, finders’ use.......... ae 48 1.15@ 1.25 -70 .80 -70 .80 
Raw Hides and Skins (Price Per Pound) ° 
(1913 Av.) 
Native steers, as used in sole leather, om. 1,1922 * Today 
RN ONE i <accenexseossetene 1836 ons 52 @$0.55 ot $0.14% 
Heavy Texas steers, for sole leather... 50 + ue 12 
UGhaivecone fciognperiestbr . iy on °62 es 12 
cows, for light sole gi 17 od 50 - on 09 
No. | buffs andsidelea .. 45@ .50 13 iss $0.0834 0914 
No. 1 City for 
Kia Tor op Riddeurattsesenoddtus . 8 + #58 “to 1. $24 = 3 21% 1343 = 
° lor upper leather..........-.++- os e. x ° ° 15% 
A. hides for sole leather..........- ae .30 16 17% 











Upward Trend in Leather Market 


ROGRESS toward better conditions 
Pp is being made each week. The vol- 
ume is not what it should be as yet, 

either in sole or upper leather, but the tone 
of the market is better and tanners confi- 
dently expect that the next six months will 
witness a big improvement in business. 
The price situation is not causing so much 
trouble as the policy on the part of leather 
purchasers to buy so closely to their needs. 


Leather Volume Should Increase 


The leather trade during the past year 
has not had its proper share of the pros- 
perity evident in other lines. This has been 
due to such a variety of causes that no one 
factor could be charged as the only reason 
for the quietness which has prevailed. The 
types of footwear which have been worn 
have not called for so much leather. This is 
one of the underlying causes for the lack of 
demand for leather for women’s footwear. 
Moreover, the novelty footwear business 
is one which, from its very nature, has 
compelled frequent and close purchasing. 
The tendency to keep away from staple 
grades and the more conservative lines has 
also cut extensively into what was the 
tanners’ largest business at one time. 

The tendency of the people to ride more 
and walk less has certainly not contributed 
to the more extensive use of sole leather. 
The “‘walkmore” campaigns now in prog- 
ress should have beneficial results on the 


leather market as well as on the health of 
the people. 

It is believed that we have witnessed 
during the past few weeks about the low- 
est point in the matter of demand as well 
as prices. Collectively the sales in the hide 
and skin market are larger and prices of 
raw hides and skins are firmer, although 
on a basis lower than a year ago. Tanners 
strongly maintain, however, that higher 
prices of hides and skins are not warranted 
so far as the leather market is concerned. 


Sole Leather Firm 


Shoe manufacturers are purchasing 
larger quantities of sole leather, principally 
of oak and union. Green hide sole, heavy 
sides, are quoted at 26c to 30c per pound. 
Heavy packer union steer backs, whieh were 
formerly bringing 54c to 55c per pound, 
are now quoted at 48c; medium weights 
45c to 46c. Sales have been reported of oak 
packer backs at 45c. 


Better Outlook for Upper 


The upper leather situation is more sat- 
isfactory and more sales are being con- 
summated each week. The call is increas- 
ing for men’s weights of calf leather; al- 
though tanners are not operating at capac- 
ity—the volumeisincreasing.The standard 
tannages of full grain colored calf are firm 
at 45c, 40c and 35c, for the first three selec- 
tions. Light weights bring from 2c to 3c 








less. Accumulated stocks of calf leather 
bring from 25c to 30c per foot. The de- 
mand for ooze calf is not so heavy, but 
tanners are still busy on old orders. Top 
grades of suede in fancy colors are bringing 
from 65c to 70c per foot. Medium grade 
leathers are quoted from 50c to 60c. 


Larger Volume on Side Upper 


The aggregate sales of side upper leath- 
ers are larger, but purchasers are still try- 
ing to secure concessions. The top selec- 
tions of colors are quoted at 26c to 30c per 
foot. Choice leather brings more. Medium 
grades are listed at 20c to 25c. Lower grade 
leather is quoted all the way from 12c to 
20c per foot. Colored buck is in fair de- 
mand with the top selections from 40c to 
50c per foot; medium grades 30c to 38c. 
A fair demand continues for the better 
grades of elk leather, 35c to 42c, and lower 
grades from 25c to 35c according to qual- 
ity. Tanners of elk are behind in their de- 
liveries on gray. 


Patent Leather Call Better 


While trading has beep quiet on patent 
leather, there are now signs of improve- 
ment. Top selections of patent kips are 
quoted at 42c to 46c per foot. Chrome 
patent sides are offered at 45c, 40c and 35c 
per foot for the top three selections. There 
is still a fairly strong demand for the 

(Continued on page 127) 
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Diamond Brand (visible) Fast Color Eyelets are fea- 
tures of timely fashion that assure footwear convenience and 


comfort throughout the life of the shoe, creating customer 
satisfaction that stimulates “repeat sales.” 


Diamond Brand (vis- 
ible) Fast Color Eye- 
lets have celluloid 
tops, which always 
look new and never 
wear brassy. ‘They 
promote easy lacing, 
retain their original 
finish indefinitely and 
actually outwear the 
shoe, 





DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


TRADE MARK 
Registered in U.S. Patent Office 


None But Tue Genutine Fast Cotor Eve.tets Have Tuts Diamonp Branp 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes, and all Standard Colors. 


SPECIAL STAINLESS BARRELS 
oo 


© ; " © 

OVAL OVAL 
O v 

AA FLAT Oo 


FLAT 2 ? oO STYLE 15 

O22: oO 
FLAT Oo 

3 FLAT 2 

STOCK Oo SIZES 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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It Pays to Sell 
Satisfaction 


Most retailers ‘appreci- 
‘ ate the importance of 
Say It With Comfys ia. selling only the kind of 
"We apatniengetiees ee | leather shoes that will 


a cold, rainy night, when there isa pair of a © e 

Comfys handy to Back up yourgreeting. 4s, ge lly t fi t VY 

If they are genuine C en satistaction they : oA Ive rea sa 1S ac or 

See service to their custom- 
they keep their shapely, be ing f 7 

cae ee ——— 4 ? ers. 

Fer over forty years, since Daniel Green made . ra 

the first Comfys, we have kept faith with the 


eo oregon 2 But many dealers seem to for- 

po hy oan va a poe fe Pre get the importance of this fun- 
and inspection are - arded, will cease to : 

- so on a =< moons | we, damental principle when it 
it g looks to ¢ és ! - 


The ma important thing toremember when || (ft) al comes to felt slippers. 


you buy felt slippers is the hows Daniel Green 
label, found in cach pair of genuine Comfys. 











DANIEL GREEN FELT SHOE COMPANY D4 When your customers ask for 
mies | Fav Daniel Green Comfys, be sure 
a | hy you give them the slippers 
Eo Green, 5 fi i » which they are convinced are 
omfy [ey ae better. And when they just ask for 

| Slippers WF *’ “feltslippers,” offer them Comfys, 
: “2 and explain the extra satis- 
faction in their longer life and 
wear. It is your chance to 
make a real friend 

by selling a product 

that never fails to 

satisfy, 














Our October adver- a 
tisement “inthe ' Daniel Green Felt Shoe Co. 
— a -" > . . 

ons 0 
women wil cond & Dolgeville, New Yor 
this attractive full 
page. 





New York Chicago ? 
Sales Office Sales Office ; 
116 13th St. 189 Madison St. 10 High St. 


Daniel Green 


Comfy 
sieht Slippers 


in colors that ties up 
with our full-page 
advertisin 

shown above. Sen 

for one or more of 
these signs for your 
counter or window. 
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the greatest line of 


_ basketball shoes 
‘sin the country 


A sturdy shoe with non- 
slip sole, unsurpassed 
for basketball. 


EFORE the first whistle 

blows, ushering in the new 

season, you will need a 
complete stock of basketball shoes. A strong, featherweight 
Your customers will demand the — 
utmost in material, workmanship, 
comfort and endurance. 


These four Keds represent the 
country’s finest shoes for indoor 
sports wear. They have been built 
to stand the severest strain of gym- 


nasium and court. A shoe extensively used 


in women’s and girls’ 


Two of these styles are for wo- 
men. Don’t overlook the women’s . 
business. Order your Keds now for 
prompt delivery. 


United States Rubber Company 


A rugged shoe for women, 
recommended for both out- 
door and indoor wear. 
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Women’s Footwear Styles and the Relation 
to Rubber Coverings 


wear, particularly those featuring 

extreme cut-outs and intricate strap 
novelties, will play a part, to some extent, 
in influencing the type of rubber footwear 
which will be in demand by women during 
the late fall and winter season. Several 
retail shoe merchants in the East, who 
give a great deal of thought to the rubber 
problem, intimate that the ordinary rub- 
ber will not answer the purpose as well as 
the four-buckle gaiter, radio boot or other 
similar rubber foot coverings which extend 
above the ankle. 

“Of course, the weather is the big 
factor in influencing the success of the 
rubber footwear season,” said a buyer in a 
shoe department in a large department 
store in Boston. “If late fall develops into 
a wet season, the ordinary low cut rubber 
is bound to sell freely. It will provide 
adequate protection for the light turn shoe 
as long as rain continues to be the factor in 
making walking disagreeable and harmful 
to shoes, but when snow falls and early 
winter weather assumes a wet complexion, 
women wearing fancy and light footwear, 
will turn to the four-buckle gaiter or over- 
shoe. The overshoe, extending above the 
ankle, will insure a safe protection from 
the snow and slush, while it would be 
questionable whether the ordinary rubber 
would serve so well and thereby endanger 
the styleful shoe to be damaged by the 
snow and slush.” 


Light Shoes for Women 


Indications point to light shoes for 
women to sell right through the winter 
season. Cut-out designs of a broad variety, 
some extending as deep as to the sole, are 
being used freely as a means of stressing 
style and this means the women’s shoes 
must be covered well by some form of a 
rubber shoe when the weather is inclement. 
Anothe: angle to the rubber situation 
which favors the overshoe, is that women 
are apt to prefer the comfortable fitting 
overshoes for a covering to their fancy low 
shoes in preference to the light rubber, 
inasmuch as the light rubber will not al- 
ways conform to the shape of the shoe. At 
least, that is the opinion of several met- 
chants in the East. The heel might be too 
high on the shoe to fit into the rubber, or 
the women’s range of shoes may not all 
correspond to the same characteristics, 
thereby making the light rubber useful 
only on the same patterns. In contrast to 
this fitting problem, the overshoe, not 
possessing the close-fitting features of the 
light rubber, can be pulled quickly over 
the shoe, regardless of its shape and heel 


P RESENT day styles in women’s foot- 


height, and serve the purpose as a foot 
covering for every pair of the owners’ 
footwear. 

Stores Well Stocked 


Reports from several sources indicate 
that the retail shoe merchants, particular- 
ly in the East, are well prepared for the 
wet season, whether it be a hard, snowy 
winter or one not so prominently empha- 
sized by snowstorms. Manufacturers of 
four-buckle gaiters, light rubbers and 
other kind of rubbers have been very 
busy since spring in producing rubbers 
for the coming season. Large orders for 
overshoes came in the spring as an after- 
math of the remarkable sale that type of 
rubber covering enjoyed last winter. 


Rubber Soles and Heels 


Cincinnati, Oct. 5—There is wide- 
spread approval of the Goodyear Wing- 
foot Sole with the reinforced toe for 
children’s and boy’s shoes, judging by the 
opinion of many manufacturers in Cin- 
cinnati territory. Rubber heels have be- 
come a big factor in the rapid produc- 
tion of footwear. They are increasing in 
use and in popularity. To meet the growing 
demand for rubber heels on shoes the 
Goodyear Tire and Rubber Company, 
Cincinnati, has decided to carry a laige 
stock of rubber heels. Ernest Furstenau, of 
the Goodyear Company, has returned 
from a very successful round of the shoe 
markets upstate and reports that the 
Goodyear Wingfoot Sole is in good 
demand. 





Two New Stores 


Charleston, S.C., Oct. 5—T. A. Wat- 
son, formerly manager of James F. Con- 
don & Sons, ladies’ shoe department, 
opened a store here recently. He has in- 
stalled a line of men’s and children’s 
shoes. 

Avery E. Brinkley, a number of years 
with Kerrison’s department store, will 


_ Open a shoe store at 370 King Street soon. 


He will carry a line of men’s, women’s and 
children’s shoes and findings. 





Reports Business Good 


Charleston, S. C., Oct. 4—Anticipa- 
ting an increased volume of business dur- 
ing the coming year, officials of the Charles- 
ton Shoe Jobbers are planning to increase 
their sales force. Although in business only 
a little over a year, this company has taken 
long and rapid strides toward success and 
is today in the front rank among the 


wholesale shoe merchants of the state. 
Louis Jacobs is president. 





Ladd in Jacksonville 


Jacksonville, Oct. 3—Spencer Ladd, 
for 21 years associated in the shoe jobbing 
business in St. Joseph, Mo.; is now with 
the Leonard Fitzpatrick Mueller Inc. of 
this city. Mr. Ladd has charge of the shoe 
department of the seven stores which are 
a part of the Leonard Fitzpatrick Mueller 
concern. 





Upward Trend in Leather 
Market 


(Continued from page 121) 


cheaper selections ranging from 20c to 30c 
per foot. The top grades of patent kid are 
quoted at 65c to 75c per foot. Patent colt 
is meeting with fair demand at prices rang- 
ing from 55c to 70c per foot. 

Kid tanneries, while still operating be- 
low full capacity, are busier than they were 
some weeks ago. There is virtually no 
change in prices which begin at 85c to 
$1.00 per foot for the choicest leather and 
are quoted downward according to quality 
and the kind of leather wanted. Medium 
grade kid leather is quoted all the way 
from 45c to 60c per foot with the cheaper 
lines bringing from 20c to 40c. Off-lots and 
jobs bring from 10c to 20c, with fair de- 
mand. 





Atlanta Notes 


Wholesale Meeting in March 


E. K. Marshall of Charleston, S. C., 
secretary of the Southern Wholesale Shoe 
Association, has advised the Atlanta con- 
vention bureau that the next sectional 
meeting of the association will be held in 
Atlanta in March, on dates to be selected 
later, This association includes in its mem- 
bership many of the leading wholesale 
shoe merchants of the Southeastern terri- 


tory. 


Credit Men Elect Sutton 


At the annual election of officers held in 
mid-September by the Atlanta Associa- 
tion of Credit Men, J. H. Sutton, who has 
been connected for some time with the 
credit department of the J. K. Orr Shoe 
Company, was named second vice-presi- 
dent. William Akers was elected to the 
presidency of the association. 
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The Hilda 


An attractive Front 
Stra tage ee made i 
Grey Ooze olf R eae 

id 60 front strap 
aw It drawn over o P 
#4) last with its 1 4 | 
roun oa to a y ak 
peterson. * tees 


ecu 
outs in the ade pez an 
in on quarter 

Great 4] rn the snap may Fs 
rrumber. 


Eguall attractive in ther 
oiamnaiiées of leathers. 
Not in stoc at can be 


made within 6 weeks. 
Price #685, 3% 30 days. 


MOORE-/HAFED | 
‘HOE ‘MFG °CO°* 


BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. B WAY AT 34 UST. 
JACK E. JESTER, MGR. 
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NEW YORK 


Retail Shoe Trade Spotty 


Several Factors Involved in Causing Unsteady Condition— 
Merchants Stressing Style Numbers 


HE fall retail business in shoes in New 

York is opening up slowly and the 
trade presents a most spotty appearance. 
Some stores report business as good, while 
others are complaining of a lack of sales. 
The weather, which has been of the Indian 
summer variety, together with the lack of 
advertising caused by the newspaper 
strike, has hampered business to a great 
extent. In addition to this there is some 
balking at prices, although complaints are 
not as persistent as they were a couple of 
years ago. Along with the complaints on 
prices goes the fact that price reductions 
do not seem to build up volume to any 
great extent. A few stores opened the sea- 
son with special low-priced offerings, but 
these ventures apparently were unprofit- 
able and there has been little or no price 
cutting in the last few weeks. 


Merchants Stressing Style 


The biggest appeal that retail shoe mer- 
chants are making at present is that of 
style. The most used policy now is to take 
one special type of shoe and boost it 
through window displays and advertising. 
With the resumption of 16-page papers in 
the city, Saks and Company last week de- 
voted a three-column ad to exploiting the 
alligator pump. In their advertising they 
heralded this style as a Hellstern creation. 
The pricé mentioned was $15 a pair. 

Wanamaker and a couple of other stores 
also have alluded to Paris models in shoes 
at prices running around the $14 and $15 
mark. 

Business in the shoe departments of the 
department stores appears to be better 
than it is in the exclusive shoe shops. No 
adequate explanation can be made of this 
condition. The department stores during 
the last few months have been making ex- 
ceptional drives for business in all depart- 
ments and this has increased the number 
of people visiting the department stores. 


Styles Remain Unchanged 


The style situation shows little change. 
In women’s shoes the strapped models, 


goring shoes and pumps are all selling 
fairly well. The expected revival of de- 
mand for plain oxfords has not material- 
ized and many merchants have concluded 
that there will be little demand for them 
this fall. 


Shoe Stores Make Gains in 
Business 


The retail shoe trade in this district dur- 
ing August made large gains over that of 
August, last year. A proportionate in- 
crease in wholesale trade, however, was 
lacking, according to figures shown in the 
monthly trade review issued by the Fed- 
eral Reserve Bank of New York. 

Shoe sales in department stores in Aug- 
ust, as reported by department stores to 
the bank, averaged 17.1 per cent ahead of 
August, 1922. The total average gain in all 
departments was 11 per cent. Shoes occu- 
pied third place in the departmental anal- 
ysis, the gain in women’s and misses’ ready 
to wear averaging 23.5 per cent and men’s 
and boys’ wear, 19.6 per cent. 

Sales in chain shoe stores in August in 
this district gained 14 per cent over those 
of a year ago. This, however, was due to 
an increase in the number of stores, 244 
reporting for this year against 213 last 
year, and to higher prices, an average gain 
of 15.8 per cent in prices being registered. 
For individual stores there was a loss of .9 
per cent in the comparative period. The 
number of pairs sold by all reporting stores 
declined 2 per cent. 


Wholesale Trade Gains 


Wholesale trade in ten lines in this dis- 
trict gained 20 per cent in August this year 
over August last year, according to the 
bank’s weighted index. Total sales in fhe 
various lines ranged from 66 per cent gains 
in machine tools, down to a two per cent 
gain in shoes. Based on 100 for August, 
1922, the following percentages in whole- 
sale sales were shown in the same month in 
other years: 1919, 197; 1920, 151; 1921, 
123; and 1923, 102. 





BOSTON 
Healthier Tone to Trade 


Marked Improvement in Buying in Shoe Stores—Blacks 
Continue Gaining in Popularity 


UYING in both men’s and women’s 
lines in the large retail shoe stores 
here during the week ending September 29 
assumed a healthier complexion and there 
was a fairly steady period of business all 


week long. Merchants reported indica- 
tions during the week pointed to a better 
period of business for the reat of the fall 
season, inasmuch as both men and women 
were displaying a keener interest in 








l Where to to Buy 


Women’s Shoes 














J.W.BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 














BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 

Slippers 


276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Essex Street 










FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers = 
pumps in the latest designs and finest leathers 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Co. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, 
Boston Office 
Rice Bidg. Reem 406 



















Where to Bu 


Miscellaneous 











GILLIAM 
NEVERSLIPS 


lowcuts 
slipping at beet lack brown 


white. Price $1.75 do: 
$10.20 gre —_— 


L. HYMES CO 
52W. Wish St., New York City 








Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder”? readers, free for the 
asking, with authentic informa- 
tion on current problems. 
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Where to Buy 


Men’s Shoes 

















"THOMPSON BROS. SHOE ( 








BROCKTON 
MASS. 








Vscz 








pomemeee GN 
BOSTONFANS 


Commonwearrn Snot & ‘Leatuen Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


ABOVE. ALL 




















Tue 


SHOE 


(P) M. A. PACKARD CO., Makers (P) 
BROCKTON __ 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S. A. 


MEN'S FINE SHOES EXCLUSIVELY 



































the fall merchandise than heretofore. 
There is no decided change in the funda- 
mentals of the style situation. Women are 
buying freely of blacks in patents, satin 
and suedes. Dark brown suedes is a strong 
seller in almost all of the medium-priced 
and higher grade shoe stores. 

Black patent is the best seller of all; 
satins and suede in black also sell very 
well. Concerning patterns, straps continue 
to maintain their prominence in the lead- 
ing position. Cross straps and other types 
of strap numbers which twine around the 
ankle are meeting with marked favor. 


Instep Strap a Rapid Seller 


One of the newest in strap models sold 
very speedily as soon as it was displayed 
in the window of T. E. Moseley Company. 
Az soon as women saw the shoe, which was 
a sandal number featuring two straps, it 
commenced to sell freely. The sandal came 
in black calf and dark brown and gray 
suede. The dominating feature of the pat- 
tern was a strap which extended across the 
instep and fastened, sewed to the outside 
of the shoe, near the sole. In the suede 
shoes, the strap was of calf and in the case 
of the body of the sandal being of black 
calf, the instep strap was of suede. Then 
there was another strap of the same ma- 
terial used in the body of the shoe which 
fastened with an inch buckle, serving the 
purpose as all other straps in strap pat- 
terns. 

Inlays of calf and suede, according in 
contrast to the material used in the body 
of the sandal, added a pretty effect. A low 
8-8 solid leather heel was used on the 
number. 


Some Call for Welts 


Welt oxfords and some high shoes are 
commencing to sell to women. In the welt 
styles that have sold so far, steap numbers 
have excelled lace models. 


Preference for the dark brown shades of 
suede was reported at the Gillett Upton 
store, merchants selling high-giade wom- 
en’s footwear. Here the dark brown suede 
was more popular than the lighter tone of 
log cabin. ; 


Evening Slippers Selling 


Some activeness to the evening slippers 
is noted. Silver brocades and satins and 
patents are selling fairly well and in con- 
nection with this type of shoe, many 
stores are displaying attractive buckles. 
Thayer McNeil Company is handling a 
nice line of evening footwear and buckles. 

Strap patterns sold freely at the shoe 
department at C. F. Hovey Co. A. Sil- 
verman, buyer of the shoe department, 
reported black in patent, satin and suedes 
were most popular at this time. He re- 
ported interest in suedes in the various 
tones of brown was great. Hovey week, 
marking the 83rd anniversary of the store, 
was observed recently and business in the 
shoe department was excellent. 


Eagles Is Manager 


Harold S. Eagles, for many years assist- 
ant-manager of the Walk-Over store on 
Tremont street, was recently advanced to 
manager, succeeding John W. Goebels. 
Mr. Eagles has enjoyed considerable ex- 
perience in the retail shoe business. Mr. 
Goebels is soon to manage a store at New- 
bury and Clarendon streets, selling the 
Cantilever line. 


Crossett’s Men’s Store Has 
Opening 

Crossett’s second Boston store opened 
in the Old South Building on Washington 
street on Saturday, September 29. The 
store sells only men’s shoes, however, while 
the other store on Boylston street sells 
both men’s and women’s. 

Walter K. Thayer is manager of both 
stores. The interior furnishings in the new 
store are of walnut. The display windows 
are very attractive, the background being 
of a light brick which adds a bright atmos- 
phere to the windows. Natural wood fix- 
tures harmonize with the light color of the 
brick background. 

Men’s welt shoes, made at the L. A. 
Crossett Company factories, are being sold 
from $6 to $12 at the new store. The higher 
grade shoes are displayed in one of the two 
windows, while the cheaper grade are dis- 
played in the other 

The latest in men’s styles comprised the 
new stock. Oxfords and boots in various 
shades of tans and in black sold well on 
the opening day. Fancy stitchings, some- 
times in several rows, are used in. stressing 
style. Tan shades in oxfords and high shoes 
were prominent in the new stock. Men’s 
hosiery is sold. 


Lyons Company Moves 

The Samuel Lyons Shoe Company, 
wholesalers, have moved from 132 Lincoln 
Street, Boston, to the spacious basement 
of the new Liberty Mutual Life Insurance 
Company building at 241 Lincoln Street, 
Boston, corner of Kneeland Street, where 
they have 7,000 square feet of floor space. 
The Lyons Company, although but three 
years old, has grown rapidly under the di- 
rection of Samuel Lyons and has an exten- 
sive business throughout the country. 
They do principally a large in-stock busi- 
ness on women’s novelty McKays and 
infant’s McKays. 


Boston Shoe Co. in New Home 


The Boston Shoe Company, manufac- 
turers of women’s flexible process McKays, 
have moved from Malden to the rear of 
210 Broadway, Everett, Mass., in the 
building formerly occupied by the Bunker 
Hill Shoe Company. The Boston Shoe 
Company is increasing its capacity from 
20 to 40 cases daily. It has bought the fac- 
tory building and is enlarging same to 
meet their increased production. 
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BOOT AND SHOE RECORDER 


PHILADELPHIA 


Factory Trade Fair 


Black and Brown Suedes Have Good Call—Activity in Boots 
for Boys and Girls 


HOE factories report trade a little 
quiet. Most of them have shipped out 
their fall goods and are now working on re- 
peat orders. One factory here has been 
working only three days a week for several 
weeks and reports that it expects to con- 
tinue to operate on this basis until suffi- 
cient business develops to warrant in- 
creased production. This factory is now 
turning out about one-third of the number 
of pairs it usually makes. It blames this 
condition on the uncertainty felt in the re- 
tail trade about the style situation. 

A manufacturer of boys’ and girls’ shoes 
reports good demand for high shoes in tan 
calf, patent leather and combinations. 
There is, also, a little call for gun metal. 


Prices Are the Same 


Prices generally remain unchanged 
though one manufacturer has reduced two 
of his shoes 15 cents a pair. The advance 
in the cotton market is not expected to 
cause any advance in the price of shoes 
just yet. If the advance is not too great it 
is likely that it will not be reflected at all 
in the price of shoes. It is felt that there 
will be no decrease in prices of fancy shoes. 

Black and brown suedes continue in de- 
mand and will probably carry over the 
winter if the weather is mild. Glazed kid 
continues to be used for the most part only 
as trimming. Straps, cut-outs, and gores 
dominate the style situation. 


Glazed Kid Trade Marking 
Time 

While glazed kid manufacturers are 
moving some black, some brown, and a 
little gray, the market is not very active. 
Some call for reds, greens, and blues for 
children’s shoes continues and it is said 
these colors will go big again next spring in 
ladies’ footwear. One manufacturer reports 
that some 6, 7, and 8-foot skins are being 
sold for boots. Prices hold firm in spite of 
the sluggish demand because, as one man- 
ufacturer puts it, the trade is working on 
the smallest margin of profit in its history 
and cannot afford to make any sacrifices. 


Sole Leather Trade 
Unchanged 


While the sole leather trade continues to 
improve over the sales of two or three 
weeks ago, there has been no increased ac- 
tivity during the past week. Factories are 
buying just what they need to fill the or- 
ders on their books and are taking a chance 
on whatever the future of the sole leather 
market may have in store for them. Fac- 
tories in the West seem to be more active 





in the sole leather market than those in the 
East. The New England demand for cut 
soles is somewhat better than it has been 
for some time. Prices remain unchanged 
with concessions being offered here and 
there. 


McKeon Goes to Europe 


John C. McKeon, of Laird, Schober and 
Company, sailed from New York on the 
Berengaria on September 25 for a trip to 
England, France, Germany, Belgium, 
Italy, and Scotland. He will visit the active 
accounts of the company and its branch 
agencies in Paris and London. 


Hosiery Plant to Close 


The business of the Notaseme Hosiery 
Company, I and Venango streets, has been 
taken over by interests headed by F. Y. 
Kitzmiller of Reading, Pa. Lester Wolf, 
who was vice-president of the company, 
will serve in the same capacity with F. Y. 
Kitzmiller Sons Company, of which Mr. 
Kétzmiller has been elected chairman of 
the board and Leighton P. Cook, president. 
The Fleisher interests have withdrawn 
from the Notaseme Company. The plant 
here will be dismantled and the machinery 
distributed among the others operated by 
the Kitzmiller Company. Philadelphia 
will, however, continue as the distributing 
center of the Notaseme products. 


Executive Committee Meets 


The executive committee of the Penn- 
sylvania State Retailers’ Association met 
in the Adelphia Hotel recently. Plans for 
the convention to be held here in January 
were discussed. A series of letters and other 
pieces of direct mail advertising will be 
sent out to the teade. James Scanlon, presi- 
dent of the Philadelphia Shoe Travelers’ 
Association, attended the meeting as the 
chairman of the general committee, 
appointed by the travelers to co-operate 
with the retail shoe merchants in putting 


the convention across. 


Wholesale Association Meets 


The Wholesalers’ Association at a meet- 
ing held recently, decided to take a booth 
at the State Retail Convention to be held 
in January. A number of the members of 
the association will also take booths. The 
transportation committee was instructed 
to look into the matter of having the Mer- 
chants and Miners Transportation Com- 
pany establish its rates per case, instead of 
per hundred weight. 
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Retail Offerings 


The Walk-Over Stores are featuring 
one-strap pumps in black suede, patent 
trimmed or patent leather, dull calf 
trimmed at $12. 

Hanan and Son are offering a two-strap 
effect in otter brown suede, dull leather 
and patent leather. 

Among the recent offerings of Geuting’s 
were a black suede cross-strap pump with 
patent strapping, brown suede with kid 
strapping, and beige suede with tan calf 
strapping, each at $10; black suede gore 
pump with patent strapping, and brown 
suede with kid strapping, each priced at 
$10; and a gore pump in patent and gun 
metal at $8.50 and in otter brown suede 
at $10. 

Snellenburg’s are featuring men’s grain 
trouser-crease oxfords with soft toe, low 
broad flat rubber heel, and heavy square- 
edge single sole at $7.50. 

The Tri-plex Shoe stores are featuring a 
pump with a strap across the instep and 
one up the front at $5. It is offered in 
patent colt with black suede. trimming, 
tan calf with beige suede trimming, and 
black satin with black suede trimming. 

Niederman’s are offering a two-strap 
cut-out with a short vamp in patent at 
$12.50 and in black suede at $13.50. 

Gimbel’s are offering the ‘“‘Venditte,”’ a 


new pump with its elastic gore concealed 
° 
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by a rosette, in patent colt, black suede, 
brown satin, and black satin at $14. It is 
also offering the “Riviera,” an “‘anklette” 
with a short vamp in brown suede, black 
satin, black suede, and patent colt at 
$10.85. Another offering of this store is the 
“Toho,” an operetta pump in black or 
brown suede, kid-trimmed, black satin and 
patent colt at $10. 

The John Wanamaker store is featuring 
brocaded sandals for evening wear. They 
are fashioned of rich multi-colored brocade 
shot with silver. They have high Spanish 
heels, a slender strap connecting the short 
vamp with an instep strap, and the sides 
cut away to the sole. The price is $18. For 
men this store is offering a high shoe of 
heavy tan Viking calfskin. Heavy double 
soles run all the way under the rubber heel. 
Around the shoulder of the sole runs an in- 
verted welt that keeps moisture from the 
stitches. It is priced at $10.50. 

Among the Laird, Schober shoes offered 
by Strawbridge and Clothier is an evening 
slipper of French silver brocade trimmed 
with silver kid. It is priced at $20. Rhine- 
stone-studded buckles are offered at prices 
ranging from $5 to $25. Another shoe by 
the same manufacturer is ““Ladore.”’ It is a 
many-strap model of mandalay brown or 
black ooze calf at $18, or of French bronze 
at $20. In black satin trimmed with black 
ooze calf it is offered at $16.50. 





LYNN 


Broad Range of Styles 


Strap Patterns Maintain Lead—Suedes, Patents and Satins 
All Good 


YNN styles for October continue to 

show a wide variety. But, in the 
main, the strap styles lead, especially the 
new cross and like complex straps, which 
fasten around the ankle, as well as over 
the instep. One new pattern, being tried, 
shows a strap nine inches long to be 
twined around the ankle. 

Materials show suedes still selling; 
patent leather a staple, and satins in 
plenty. Smooth and boarded grains on 
calf leather are being cut for the welted 
oxfords which are in larger demand. 
More elk leather, particularly elk made of 
kip skins, is being used. Elk skins fit in 
between calfskins and hides. They weigh 
from 15 to 25 pounds each. Elk leather of 
smoke and tan shades is being sampled 
for 1924. 

Large stocks of shoes have been built 
up in stock departments of factories and 
good-sized deliveries of them are now 
being made daily. Smart novelties of 
suede and patent leather are among them, 
as well as staple shoes and health and com- 
fort shoes. 

Some manufacturers would welcome a 
spell of cold weather to start a demand for 
heavier types of shoes. They would like to 


see boots come in as a major style change. 
But that is still a dream. Boots are selling 
true enough. But they are chiefly in the 
staples and health shoe lines. 


Black Velvet Pumps 


The R. H. Mitchell Shoe Company is 
making black velvet pumps for imme- 
diate delivery. The shoes are all in the 
strap styles. They are trimmed with 
patent leather, black satin or black suede. 
Heels are of wood covered with velvet. 
The firm is making corresponding lines of 
patent leather and black suede. Mr. 
Lally, sales manager, says that the bulk 
of his sales is on black shoes. 


Most Everything Selling 


With Murphy, Gorman & Waterhouse, 
it is a case of most every novelty style 
selling. The shop is going full blast. Man- 
dalays and dark brown suedes are quite 
popular and the same is true of patents, 
suedes and satins. Straps are of many 
patterns. Some new anklettes are being 
tried. Three-strap pumps are selling well. 
So are lattice fronts. 
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Sports for 1924 


V. K. & A. H. Jones & Thomas are 
developing samples of sport style shoes 
for 1924, such as oxfords with low heels of 
elk in smoke, tan and like colors. Some 
white shoes will also be in the 1924 sample 
line. 

Sales at the moment show an increase 
in the demand for welted oxfords of the 
brogue and sport types of tan and black 
leathers. 


North Shore Notes 


The Cotter Shoe Company has opened 
a new sales office at 183 Essex Street, 
Boston. 

Shoemakers in the A. E. Little factory 
are supplied with milk daily from the A. 
E. Little farms. 

The Burdett Shoe Company is sending 
shoes to Cuba. 

Merrill, Porter Company is getting 
good orders for slippers, which indicate 
that these goods will be popular Christ- 
mas gifts. 

Herbert Humphrey’s Sons, Marblehead, 
have added stitchdowns to their product. 

J. Brown & Sons, Salem, are making 
wood heel shoes. 
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Bell Bros. Shoe Company of Salem is 
to make a line of novelties. 

White calf leather for shoes for winter 
resorts, is being shipped by the Lorraine 
Tanning Company of Peabody. 

George C. Vaughan, Peabody, is mak- 
ing “Sinew-Oke”’ a waterproof, flexible 
sole leather for sport shoes, moccasins, 
school and play shoes and work shoes. 

The Ideal Baby Shoe Company of 
Danvers, is preparing fancy boxes of 
soft sole shoes for the Christmas trade. 

Creese & Cook Company of Danvers is 
recommending Cresco calf for golf shoes 
for 1924. The leather is mellow, will not 
harden if wet, and will take a shine, which 
is not a common thing for a waterproof 
stock. 

L. B. Southwick Company is building 
an addition to its tannery to make roller 
leather. This leather is used in the textile 
trade. 

Employees of the A. C. Lawrence 
Leather Company have posted this motto 
for October—it is from Whittier, the shoe- 


maker poet. 
“Think nought a trifle, though it small 
appears; sands make the mountains, 


moments make the year, and trifles life.” 





HAVERHILL ‘ 


Plan to Solve Labor Shortage 


Manufacturers and Union Combine in Arranging for a 
Solution to Important Subject 


UNIQUE plan for relieving scarcity 
of help in certain departments of fac- 
tories is being worked out by the Haverhill 
Shoe Manufacturers’ Association and The 
Shoe Workers’ Protective Union. The plan 
is that local shoe factories having a short- 
age of help in any department may draw 
upon other plants which are less busy. 
This will enable concerns in need of work- 
ers to obtain help from other factories. In 
this way, operatives can secure steadier 
work and what is of great importance the 
factory production will be increased. 
Men and women going from one factory 
to another will retain affiliations with their 
first employment and return there when 
business conditions require them. The plan 
has not yet been put into operation, but 
its practicability will doubtless be com- 
mended. Increased production and addi- 
tiona] wages are two factors in Haverhill’s 
shoe manufacturing life on which em- 
ployers and employees ca. unite. 


Satin Shoe Situation 


In view of the recent disaster in Japan 
and its effect upon the silk industry, manu- 
facturers are giving consideration to the 
situation concerning the demand for satin 
shoes. This class of footwear has enjoyed 
high favor during the past few months, 


and its popularity bids fair to continue. 
Most of the larger manufacturers are at 


present supplied with sufficient satin to 


last them two or three months under ordin- 
ary demand. If, however, as one manufac- 
turer puts it. the demand for satin shoes 
shows a sudden increase, on the principle 
that when anything is scarce everybody 
wants to have it, then present stocks of 
satin would soon be exhausted. 

Manufacturers say that already silk 
concerns have withdrawn quotations and 
thus future prices are uncertain. It is safe 
to say, however, that new quotations 
which may be made on silk and satin will 
be at higher figures than heretofore. 

The price of cotton thread has been ad- 
vanced, which is another factor in the in- 
creased cost of footwear production. 


Moses H. Dow Dead 


Moses H. Dow, for many years identi- 
fied with the Haverhill shoe industry as a 
maker of shoe manufacturers’ supplies, 
died at his home here September 26. Mr. 
Dow had been ill for several weeks. Born 
in New Hampshire in 1861, he came to 
Haverhill in his early life and soon. became 
identified with the local shoe trade. He es- 
tablished a sole leather business in 1892. 
Five years later he became associated with 
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H. I. Pinkham, dealer in shoe manufac- 
turers’ supplies. At Mr. Pinkham’s death, 
Mr. Dow succeeded him in the business. 
Since then it has been conducted under his 
own name, and is one of the best known in 
New England. Mr. Dow has always re- 
mained as its active head. He was promi- 
nent in local real estate, politics and fra- 
ternal organizations. He was an enthusias- 
tic sportsman and spent many vacation 
periods in hunting and fishing. Mr. Dow 
had a wide acquaintance in the shoe trade 
and was held in high esteem by all who 
knew him. He leaves, besides a widow, a 
daughter, two sons, a sister and a brother. 


Manufacturer in West 


Phil English, Jr., of Witherell & Dob- 
bins Co. left Boston recently on a month’s 
business trip to the principal points in the 
middle and far Western States. Phil took 
with him a selection of new styles of the 
W. & D. line of women’s turns which repre- 
sent the last word in this class of footwear. 
He now makes a trip to the Pacific Coast 
twice yearly, having established business 
relations with Pacific Coast merchants. 


Haverhill Ranks High 


Joseph C. Kimball of Kimball & Sher- 
man, manufacturers of high-grade turn 
shoes, recently wrote an article for a trade 
publication associated with shoe factory 
subjects, using the subject: “Haverhill, a 
Specialist.” 

Mr. Kimball said in his article that 
Haverhill has always specialized in making 
turn footwear and occupies a high position 
in this subject. 

In that connection it is of interest to 
note that the skilled pattern fitters work- 
ing in Haverhill factories represent the 
highest type of specialists. They are im- 
portantfactorsin keeping Haverhill’s prod- 
uct up to the highest point as regards 
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fitting qualities, which today is considered 
as such an important part of shoemaking 
and shoe merchandising. Haverhill pattern 
fitters are essentially local. They learned 
theic trade in Haverhill, are identified with 
the city’s industry and organization and 
do not care to work elsewhere. The result 
is beneficial to Haverhill’s production and 
is of importance in assisting the city to 
maintain its prestige as the leading turn 
shoe center of the world. 


Harding Makes Change 


Charles Harding, head of Harding Shoe 
Company fo: the past three years and 
founder of that organization, has asso- 
ciated himself with George Learned Com- 
pany of Newburyport. Mr. Harding will 
be identified with the selling of the Learned 
product of women’s turn footwear to the 
wholesale and large department store 
trade. 


During the three years that the Hard- 
ing Shoe Company has been doing busi- 
ness in Haverhill, a substantial increase 
has been made each seasog in the output 
of its line of women’s turns. Charlie 
Harding’s many trade friends will extend 
him their best wishes for success in his 
new environment. The Harding Shoe 
Company will continue business in Haver- 
hill as heretofore, under the same name 
and in the same line of production as one 
of Haverhill’s prosperous and growing 
concerns. 


Removing to Dover 


The Herrick Shoe Company, manu- 
facturers of misses’ and children’s shoes, 
will remove its business to Dover, N. H., 
where a factory has been leased and re- 
modeled. This house employs about 50. In 
the new location it is planning for an 
increased output. 





BROCKTON 


Shoe Concerns Promote Fair 


Style Show and Shoe Working Exhibit Important and 
Instructive Features of Annual Event 


HOE manufacturing concerns and the 
associated industries played impor- 
tant parts in promoting the Brockton Fair 
which was held all this week. It is esti- 
mated that approximately almost half a 
million people attended the fair, which was 
featured by a Shoe Style Show, a shoe- 
working exhibit by the Rice & Hutchins 
Inc., and other instructive events. 


Factories shared in the general holiday 
of Brockton Fair week by closing on one 
or more days, including manufacturing 
plants not only in Brockton, but in the 
surrounding towns. The fair is one of the 
biggest outdoor shows in the world. 


An Unusual Case 


A shoe manufacturing concern doing 
business in the Brockton shoe district re- 
cently received from a customer a pair of 
men’s cordovan shoes which had a hole in 
the upper leather. The customer stated 
that the break had developed after a 
month’s wear. This being an unusual 
occurrence, an investigation was made. It 
was found that this pair of shoes was not 
made by the present concern, but by a 
predecessor, which discontinued business 
many years ago. This pair of shoes was a 
part of a stock bought by the merchant 
from another merchant at that time. They 
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had been in stock for 20 years. Naturally, 
it wasn’t a part of the present concern’s 
output and, therefore, it had incurred no 
liability. The shoe was all right in its day, 
but couldn’t be expected to wear well 20 
years after its birth. 


New Lighting Law 


On January 1 next—theregoesinto effect 
a new Massachusetts law regulating light- 
ing of factories. This was brought about 
with the purpose of favoring the eyesight 
of factory workers. In anticipation of the 
dark days of fall and winter, Brockton 
manufacturers are having their electric 
lighting system improved wherever neces- 
sary. There is too much as well as too little 
light. New legislation has been enacted 
along the lines of securing the ideal plan 
of protecting the operatives’ eyes. Brock- 
ton is always at the front in conserving the 
interest of its employees and is early in the 
field in complying with the new law. 


Business Change 


The Brockton Webbing Company, for 
22 years a manufacturing firm here, was 
recently sold to the American Webbing 
Company of Providence. Horace A. Keith 
and Roger Keith, father and son respec- 
tively, were officers of the company. In 
former years the Brockton company de- 
pended on a great part of its output to 
making pull straps for men’s shoes. Now 
pull straps are almost obsolete with the 
great popularity of men’s oxfords. Roger 
Keith has entered the insurance business. 


Letters from President 


Albert P. Baxendale, advertising mana- 
ger of O. A. Miller Treeing Machine Com- 
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Boys’ Production 
Limited 

Among shoe manufacturers the 
production of boys’ shoes is con- 
ducted on a limited scale. Men’s 
and women’s welts practically are 
the entire output of local factories. 
In one plant, however, a limited 
amount of boys’ shoes is produced. 
This concern says there is little or 
no profit in this class of merchan- 
dise. However, these goods are made 
in a limited way and marketed on 
the idea that a certain percentage of 
boys will, when they grow up, buy 
the men’s shoes made by this house 
which later will prove profitable 
merchandise to the concern. 











pany is also chairman of the Republican 
City Committee of Brockton. In the latter 
capacity, he recently wrote a letter to 
President Coolidge and stated the com- 
mittee’s recognition of the President’s 
responsibilities and its desire to be of 
service at any time. Mr. Baxendale re- 
ceived a personal reply from the President, 
signed in his own handwriting. 


Death of C. J. Means 


Charles J. Means, formerly of James 
Means & Co., Brockton shoe manufactur- 
ers many years ago, died recently at his 
home in Boston, following a long illness. 
Mr. Means, who was in his 64th year, was 
associated with his brother, James Means, 
manufacturing shoes in a factory which 
they built in the Montello section of the 
city. 





BUFFALO 


Brisk Fall Business 


Ideal Autumn Weather Attributed as Reason for Splendid 
Response in Retail Shoe Stores 


ROPHESIES of a big fall business in 

patent leather footwear give every 
indication of being fulfilled, according to a 
majority of Buffalo’s down-town shoe 
merchants, who base their predictions on 
the brisk demand which this type of shoe 
has enjoyed since Labor Day. Typical 
autumn weather, wet and cool, has un- 
doubtedly been responsible for the auspi- 
cious debut of the autumn season. The 
temperature has stimulated the desire 
for heavier clothes and footwear to 
match, while the advent of the social 
season has likewise contributed to the 
general improvement noted in the volume 
of business. 


Black Strong Favorite 


The fancy of the women shoppers is 
turning to blacks, almost to the exclusion 





of other colors, with the possible exception 
of grays. Black satins and suedes in the 
various novelty effects are proving almost 
equally as popular as patent designs, with 
13-8 and 14-8 heelsoutselling other depths. 
Fit and Quality First 

It is especially satisfying to shoe mer- 
chants to note the tendency on the part 
of the purchaser to seek fit and quality 
rather than price. It is notable that the 
higher-priced lines of shoes are moving 
along at a faster clip than at any time 
during the war. This condition applies, 
not only to women customers, but to men 
as well. Odd price footwear holds little 
interest for the purchaser. nowadays. 

It is estimated by the dean of Buffalo’s 
downtown shoe clerks that there are at 
least five pairs of women’s shoes sold to 
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Latest Creation in Shoe Ornaments 


We make them in all colors. Bead- 
ed Rosettes. Write for samples. 


WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 
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Boys’ Shoes 
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Marston & Tapley Ce. 
DANVERS, MASS. 














INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he wh 
runs through these pages may read 
—and learn. 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 











Where to Buy 


Electrotypes 


























‘tht 


= UNIVERSITY at 
ECTRoreet FOUNDRY 





BOOT AND SHOE RECORDER 


every pair sold to a male customer. 
Women buy a pair of shoes to match 
every dress while a man considers his 
wardrobe is complete when he has two 
pairs. Changing styles influence the sale 
of women’s footwear, this cle:k says, 
whereas men fight shy of anything radical 
or even out of the ordinary in the style of 
his shoes. He’s looking for mileage, one 
reason why the heavy oxford is so popu- 
lar for autumn and winter wear. 





Bison Store Opens 


The Bison Shoe Store is the latest addi- 
tion to the chain operated by Abe Bern- 
stein, one of Buffalo’s youngest shoe 
merchants. The new store is located at 
13 Seneca Street, just a few doors from 
Main Street. The establishment is modern 
in every way and carries both medium- 
priced and high-grade footwear for men, 
women and children, ranging as high as 
$10.00. 

Mr. Bernstein’s other establishments, 
known as Burns’ shoe stores, are at 81 
Seneca Street and 219 North Union Street, 
Olean, N. Y. The latter was opened less 
than a year ago and is the second largest 
in this thriving town. 
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Shoe Store Destroyed 


Fire which caused $200,000 loss to the 
business section of Fredonia, N. Y., wiped 
out the retail shoe store conducted by 
H. S. Griswold. The shoe merchant esti- 
mates his loss at from $15,000 to $18,000 
partly covered by insurance. Mr. Gris- 
wold is arranging to reopen in temporary 
quarters pending the rebuilding of the 
block destroyed. 





Watters Moving 


K. W. Watters’ removal sale, which 
has been extended because of delay in 
completing the new store which they will 
occupy in the new Genesee building, is 
now nearing its conclusion. It is now 
announced that the store at West Mohawk 
and Main Streets will be vacated by Octo- 
ber 1, more than a month later than had 
been planned. 


Lease Expires May 1 
The Emerson shoe store at 380 Main 
Street has lost its lease and will be forced 
to find a new location by next May l, 
when a jewelry store will take over the 
store in which they are now located. 





SYRACUSE 


Season Slow in Opening 


Cooler Weather Required to Influence Buying in Retail 
Shoe Stores 


NFAVORABLE weather conditions 

are attributed as the cause for a slow 
start on the fall footwear season by retail 
shoe merchants. Ideal summer weather 
prevailed during the entire month of Sep- 
tember and women didn’t buy as freely of 
the new fall merchandise as was antici- 
pated when the season opened September 
1. A few of the retail shoe stores have en- 
joyed very good months, but in most 
cases business has not been better than 
fair. 


Sam Davis, Speaker 


Sam Davis, field secretary of the Na- 
tional Shoe Retailers’ Association, ad- 
dressed a special meeting of the Syracuse 
shoe merchants at the Chamber of Com- 
merce recently. He enlisted many local 
men in the national association. The shoe 
men are to meet ncxt Thursday for the 
first monthly meeting to discuss the re- 
sults of the 1923 State convention at Utica 
and to lay preliminary plans for the 1924 
State convention in this city. 


Fall Style Show 


McCormack’s Beot Shop, which re- 
cently opened, presented its fall style show 
at the Onondaga Hotel, October 1. The 
shoe company, headed by A. B. McCor- 











Big Merchandising Day 


The annual fall Dollar Day held 
recently proved to be the biggest 
sales event in the city. Practically 
every shoe merchant in the city 
joined in the general Dollar Day 
movement offering unusual values 
for the day. It is estimated that 
total sales during the day exceeded 
$2,000,000. Few stores this year 
offered pairs of shoes for $1 though 
many offered shoes at $1 each, or $1 
off on $5 values. However, the retail 
shoe merchants fared well on Dollar 
Day. 











mack, first president of the local organiza- 
tion, co-operated with Kalet’s women’s 
specialty store and the Biltmore, a milli- 
nery concern. Last spring when the first 
style show was held the results were un- 
usual and McCormack attributed a great 
deal of new business to the show. 





New Shoe Stores 


Intrater Shoe Co., Buffalo, N. Y. 
J. P. Glynn, 99 N. Main Street, Bristol, 
Conn. 
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LYNCHBURG 


Improvement in Shoe Buying 


Steadier Condition Noted by Retail Merchants—Evening 
Footwear Commences to Sell Well 


TEADY improvement in the retail 
S shoe business is reported here. Good 
sales during the week ending September 
29 on black suede, black satins and in vari- 
ous dark shades of brown were noted. Some 
call for gray suede prevailed. 

Some call for evening footwear, espe- 
cially silver slippers, was reported from 
several sources. One store reported five 
pairs of evening footwear sold within a 
brief period one day. Young men attending 
educational institutions near here are buy- 
ing better than at the opening of the col- 
lege year about mid-September. Rubber 
sole oxfords, the body of the shoe being of 
heavy grain leathers, are selling freely to 
young men. 


Black Leads Colors 


W. H. Cofield, manager of the Bell Shoe 
Store, said: “Blacks are selling better with 
us, with brown shades a close second. 
Shoes with Cuban heels are the most popu- 
lar. We are showing shoes with two straps 
with cut-outs running in the center. Pa- 
tent leather and black suede are dominat- 
ing the local lines in two-straps patterns.” 

The Bell store is showing styles in nov- 
elty beaded effects and reported that low 
heels were selling good. This firm is doing 
in September the volume of business that 
is usually not handled until December. 


Special Names for Shoes 


The Bell Shoe Store originated locally 
the idea of naming shoes and they stressed 
particularly local color. Some of the shoes 
are styled with the name of an exclusive resi- 
dential district; another, with a term des- 
criptive of the class of people for whom 
the shoe is intended. During the summer 
this firm received a shipment of sandals in 
suedes and immediately branded them 
Hollywood, Wildfire and other names. 





J. F. McNeil Returns from 
European Tour 


Boston, Oct. 4—J. F. McNeil, president 
of the Thayer McNeil Company, retail 
shoe merchants carrying high-grade shoes, 
recently returned from a European tour. 
He was accompanied by his wife. Although 
Mr. McNeil’s trip was one for pleasure and 
rest, he observed the style trend in wom- 
en’s shoes in Paris and other French 
places. 

The shoe merchant’s itinerary included: 
Paris, parts of Switzerland, Italian Lakes, 
Venice and London. While in Paris, Mr. 
McNeil found the retail shoe stores doing 
a good business in women’s footwear. How- 


ever, he said that the custom shops do the 
better trade, especially with tourists who 
are willing to pay a much higher price for 
the custom shoe than in a retail shop. 


Strap Patterns Most Popular 


“‘Stylesin Parisand France corresponded 
to those which prevailed in the big cities 
of the United States,”’ the shoe merchant 
said. “Strap patterns, varying from the one- 
strap to those of more intricate designs, 
dominated as the most popular in stressing 
stylefulness. Prices in the retail stores 
measured equally to the prices here. Busi- 
ness during the summer months, when 
tourists were numerous, was excellent, but 
a marked falling off developed about Sep- 
tember 1, when tourists commenced to 
leave France.” 

Mr. McNeil said colors were regarded 
with the same favor in Europe as here, 
stressing the point that blacks were very 
strong as were dark shades of brown. Gold 
and silver brocades for evening wear sold 
freely, the Boston merchant noticed. 





Roth Sales Conference Held 


Cincinnati, Oct. 4—An event of import- 
ance in the Cincinnati shoe market was the 
banquet and sales conference of the officers 
and salesmen of The Roth Shoe Manu- 
facturing Company, which was held on 
Monday evening, October 1, at the Metro- 
pole Hotel. L. G. Roth, president of the 
company, Bill Graves, sales manager, Sol 
Berger, superintendent, and Mr. Buch- 
hold, of the credit department, were 
among those who spoke. 

The meeting immediately preceded the 
departure of the salesmen for their annual 
fall trip and was full of life and enthusiasm. 
Among the helpful features introduced at 
the meeting was that of having the sales- 
men hand in unsigned letters criticising 
the shoes manufactured by the company 
and offering any other criticism which 
might come to their mind. 


Roth Salesmen’s Roster 


The salesmen present at the meeting, 
together with the territories which they 
are covering for The Roth Shoe Manufac- 
turing Company, are as follows: 

George Stamler, Pennsylvania; Fred 
Berg, Ohio and West Virginia; Joe Janow, 
Virginia, North Carolina, South Carolina, 
Georgia and Florida; Dave Bullard, Ken- 
tucky, Tennessee and Alabama; Jay Jaffe, 
Michigan, Wisconsin and Minnesota; Al- 
bert Willey, Indiana; George Cadwallader, 
Chicago; Bill Graves, Iowa and the large 
cities of the Middle West; R. H. Turner, 
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Kansas, Nebraska, Missouri, North and 
South Dakota; W. H. Goldman, Arkansas, 
Oklahoma, Mississippi and Louisiana; 
O. M. Mennes, Pacific Coast and the 
Mountain States. 





Scheiffele Salesmen in 
Territories 


Cincinnati, Oct. 4—The salesmen of The 
Scheiffele Shoe Manufacturing Company 
left for their respective territories during 
the past week. The following men compose 
the sales force: W. H. Schmidt, Georgia, 
North and South Carolina, and part of 
West Virginia; Morris Schmidt, New York 
and New England; Harry W. Jones, Den- 
ver West to the Pacific Coast; Fred L. 
Joseph, Kentucky, Tennessee, Mississippi, 
Ackansas, Louisiana, and Alabama; Fred 
L. Breusing, Ohio and Pennsylvania; H. L, 
Reverdy, Michigan; E. M. Lindsey, Indi- 
ana, Illinois, and Wisconsin; J. H. Brown 
will personally call upon his regular cus- 
tomers to supplement the work of the rest 
of the sales staff. 





Custom Shoe Company 
Starts at Worcester 


Worcester, Oct. 4—The Custom Shoe 
Company has recently started a factory at 
10 Barton Place, this city, where they 
specialize on orthopedic work and shoes 
made to order. H. F. Andrews is manager 
of the company and he is assisted by a 
good corps of expert workmen. 

The company will cater to retail mer- 
chants throughout the country who wish 
to have shoes made for customers with 
various forms of foot trouble. 

It is required that the retail merchant 
take measurements and, if necessary, have 
plaster casts made by orthopedic surgeons. 
The concern is equipped to make the very 
highest grade footwear. Mr. Andrews has 
had many years of experience in manu- 
facturing a product of this nature. 





Plans for New Store 


Webb City, Mo., Sept. 30—G. S. Web- 
ster, proprietor of Allen’s Big Shoe Store, 
this city, is going to open a retail shoe store 
at Springfield, Mo., on January 15 next. 
He will carry a line of popular-priced and 
high-grade shoes for men, women and chil- 
dren; also hosiery. Mr. Allen conducts two 
shoe stores here, Allen’s and the Monarch 
Shoe Company. The name of the new store 
at Springfield will be The Vogue and 
Charles C. Matlock will be manager. 





New Store in Camden 


Camden, N. J., October 5—Schomer & 
Berman recently opened a new shoe store 
here, featuring men’s and women’s shoes. 
The store is located at 21 Broadway. The 
store is attractively equipped with the 
latest in shoe store furnishings. 
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Shoe Shown by 
Courtesy of 


Thos. D. Gotshall 
Shoe Co. 


Boston, Mass. 
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The One Improvement Needed to 
Make Crepe Soled Shoes 100 Per cent 


Satisfactory. 


The past vacation months have demonstrated without doubt that 
Crepe Rubber Soles are here to stay. 


Nothing in soling has ever been so warmly welcomed by 
sport loving Americans. 


CLICO Crepe Welting now brings most important 
improvements to shoe manufacturers and retailers. 


First—The soles cannot kick Second—It makes attaching 
off at the toe. Rubber is Crepe Rubber Soles a fool- 


vulcanized to rubber—not to 


leather. 





proof job, and also a perma- 
nent one. The soles do not 
kick off at the toe, nor squash 
out at the sides. 


CLICO Welting eliminates the heavy, cumbersome appear 
ing sole. 


CLICO Welting and CLICO Soles make the lightest weight 
sport shoe on the market. CLICO Soles do not squash out. 


Ask your manufacturer to show you samples of Crepe Rubber 
soled shoes made with CLICO Rubber Welting, with the new 
rounded edge. The process is the same, and the results pe the 


same as given by a regular welt process in Goodyear Welt shoes. 
To sum it all up—you can offer your customers more lightness, 
more flexibility, less clumsy a ce, and far longer 


service, if you specify CLICO Crepe Soles attached by the 
CLICO Crepe Welting process in your orders. 


Our Two Unit CLICO Soles are made either with the first unit 


vulcanized to a white or tan rubber midsole or separate from the 
midsole, as you wish 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 
185 Summer Street Boston, Mass. 


October 6, 1993 
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Retail Shoe Salesmen Meet 


Boston, Oct. 2—The first meeting of the 
season of the Boston Retail Shoe Sales- 
men’s Association, Inc., was held on the 
evening of October 1. Supper was served 
at 6.15 P.M., followed by a business meet- 
ing with Fred N. Greenwood, Vice-Presi- 
dent in charge, in the absence of President 
E. Roy Smith, who was obliged to go to 
New York on a business trip. 

The list of new officers, elected at the 
June meeting, were read, as follows: Presi- 
dent, E. Roy Smith; Vice-President, Fred 
N. Greenwood; Secretary, Robert W. 
Daley; treasurer, H. U. Kirwan. Executive 
Board: C. W. Pollock, P. E. Thayer, 
Charles Reynolds, H. W. Currier, Henry 
Dahl, P. F. Girard, L. W. Hollis, E. A. 
Kuhlen, Harold L. Flint, H. M. Ellis, P. E. 
Thayer, chairman of Educational Com- 
mittee. 

There was a good attendance at the 
meeting, but the officers in charge are zeal- 
ous for larger numbers. Vice-President 
Greenwood made a strong appeal, both 
for new members and a better attendance. 
The membership at present is 150 and 
about 25 new names were added to the 
list at this meeting. 


Underhill Urges Interest in Government 


After Mr. Greenwood’s remarks, the 
meeting was turned over to Percy E. 
Thayer, chairman of the educational com- 
mittee, who presented as the chief speaker 
of the evening, Charles L. Underhill, con- 
gressman from the Ninth Massachusetts 
District. Congressman Underhill said that 
some of the happiest hours of his life had 
been spent as a retail salesman and he 
attributes many of the successes of his 
future career to his study of human nature 
and to his friendships and acquaintances 
formed during that period. He reminded 
the men that they were architects of their 
own fortunes; that no one could make suc- 
cess for them and that their land of oppor- 
tunity was entered through the portals of 
ambition, initiative, thrift and industry. 
He spoke of the necessity of the men re- 
membering that they could either make or 
mar the fortunes of their stores, as the 
consumer in general formed his opinion of 
that store by the salesmen. 

He spoke of the great need of every man 
taking an interest in the affairs of the gov- 
ernment; that while it may be rather dis- 
couraging at the present time to see brawn 
take such a prominent place in the way of 
financial returns over brain, that this con- 
dition is only temporary and that the big 
brain’ is really the one thing for which 
society will ultimately be willing to pay. 
He stressed loyalty to employer and insti- 
tution and spoke of the life of the Nazarene 
as exemplifying the highest ideals toward 
which all should work. 

He paid a high tribute to the late Presi- 
dent Harding and of the sadness and still- 


ness which pervaded the Capital City of 
the Nation when the dead President was 
borne through the vast throngs which knelt 
at the midnight hour in prayer and tears 
for a real friend. He spoke of the message 
which the President had given to him at 
Cheyenne, in addressing a group assem- 
bled there, when he told them to teach the 
people that government was not to blame 
when things did not move to suit the peo- 
ple, for it was the people who made up the 
government and that the people must 
sacrifice somewhat of their time and inter- 
ests if they expected to obtain the things 
through government which they wished. 
In concluding, he asked for a little more 
thought on the part of the salesmen for the 
affairs of government, and governmental 
affairs. 
Editor Beal Stresses Work 


George Brinton Beal, editor of the Sun- 
day Post magazine, gave a most inspiring 
talk on work —in utilizing the five or ten 
minutes’ of a man’s leisure time for a good 
purpose; that the lucky fellow is really the 
one who had been toiling through tbe 
night; that “tough luck”’ is an expression 
which is ofttimes used for bad manage- 
ment; that the world needs less talking 
and more action. He asked the men to cul- 
tivate a sense of proportion; that while 
bluff can work for a while, it will not al- 
ways carry a person along. That one must 
not pretend too much, and that modesty 
was not a bad “sin.” That happiness was 
an essential, which we owed to other folks 
and to ourselves and that the grouch dis- 
rupts society in general. 


Henry Hagan Urges Co-operation 


Henry E. Hagan, president of the 
Massachusetts Retail Shoe Merchants’ 
Association, gave a talk in which he asked 
for real co-operation on the part of retail 
salesmen. He reminded the men that they 
are the boys on the firing line; that they 
are the ones who meet the customers; who 
regard them as the representatives of the 
houses with whom they are doing business. 
He reminded them that the faithful end 
conscientious salesman of today is the 
merchant of tomorrow. 

There were selections by an orchestra 
and J. D. Uppling of the Queen Quality 
Boot Shop gave whistling solos. 

The meeting was generally conceded to 
be “‘the best ever.” 





Interior Improvements 


Interior changes in the Kropf Brothers 
store at Ordway, Colo., has made larger 
and better quarters for the shoe depart- 
ment. A large balcony has been built at 
the store and on the first floor under this 
balcony the shoe department has been 
arranged. Business is reported good. 
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New Diamond Brand Eyelet 


That such a small article, even as a shoe 
eyelet, can be materially changed in ap- 
pearance by only a slight alteration in the 
design, is proved by style No. 15 one of 
the latest additions to the line of the 
United Fast Color Eyelet Company of 
Boston. 

Instead of a plain surface like that of the 
regular eyelet, the surface of No. 15 is cov- 
ered with minute circular ridges. These 
ridges cause a different light reflection and 
make a new and distinctive impression on 
the eye. To the No. 15 black eyelet the 
ridges lend a dull effect making it espe- 
cially adaptable to shoes of gun metal 
leather. 

Like all other United Fast Color Eye- 
lets, No. 15 has the celluloid top which 
cannot wear brassy, is furnished with the 
regular nickel or special stainless barrel 
and is made in all colors. 





Mrs. Roland H. Haviland Is 
Dead 


South Weymouth, Mass. Violet Havi- 
land, 24 years old, wife of Roland H. 
Haviland, manager of the advertising de- 
partment of the Stetson Shoe Company, 
died in the Portsmouth, N. H., hospital 
September 30, as a result of an auto 
collision, which occurred about four hours 
prior to her death. 

Mrs. Haviland, her husband, and their 
three-year-old boy were on their way home 
from Portsmouth when the crash occurred. 
Haviland had stopped his car and left his 
young wife and child in it, when about a 
mile outside of Portsmouth they came 
upon the scene of a collision of two small 
machines which a wrecking crew from a 
local garage were clearing away. Just as 
Mr. Haviland reached the spot, 200 yards 
ahead, where the first accident had 
occurred, a machine, driven by Paul Til- 
mus of Brooklyn, traveling at a high rate 
of speed, rounded the wreckage, but failed 
to avoid the parked Haviland car. The 
latter, a coupe, was hurled into a roadside 
swamp, burying Mrs. Haviland beneath it. 
The baby was thrown 15 feet away and 
was picked up uninjured. 





Mrs. Margaret Hutmacher Is 
Dead 


Waltham, Mass—NMrs. Margaret Hut- 
macher, mother of Raymond A. Hut- 
macher, former proprieter of Hutmacher’s 
Shoe Shop, died very suddenly as a result 
of a shock on Thursday, September 20. 
Mrs. Hutmacher was here visiting friends 
and was apparently in good health, until 
within a few hours of her death. She had 
spent the most of her time in later years in 
traveling. Mr. Hutmacher, who is the only 
surviving child, now spends the greater 
part of his time in Paterson, N. J., where 
he is interested in shoe lace manufacture. 
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R= is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling ends 
or clothes. 


Repco contains no varnish, shel- 


Repco Makes Shoes Look New 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco js made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana coil 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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SHOE TRAVELER ® 


This Department is conducted by Helen M. Haney, Associate Editor 


Intensive Selling the Fall Footwear Keynote 


Salesmen Are Now in Their Territories Working with a Will—Reports Received Are 
Very Good for Immediate Business 


<‘ HOE travelers are now in their terri- 

tories with more attractive patterns 

than ever. And at prices which the 
retail merchants are convinced will be no 
lower. Salesmen are working earnestly and 
are securing many ordeis for immediate 
business. They are, however, trying very 
hard to get the message across to retail 
merchants that they must place business 








H. WOORDHUIS 
Who travels hp for The Menzies 


Company 





far enough in advance, so that they may 
be supplied with the desired numbers in 
the desired sizes. For, as they say, “Shoes 
cannot be produced in three or four weeks’ 
time.” Once in a while it might be done, 
in an exceptional case, but it really comes 
under the classification of ““The Impossi- 
ble.”” Salesmen are “hammering hard” on 
the truism that if business is not placed in 
advance, merchants will not have suffi- 
cient goods to meet the demand of the con- 
sumer when the big call comes, as come it 


will when the season advances. Rush or- 
ders tie up factories and make for a gener- 
ally chaotic condition. 


Woordhuis Reports 
Optimistically 

H. Woordhuis travels Southern Michi- 
gan for The Menzies Shoe Company. Mr. 
Woordhuis writes that the immediate 
outlook in his territory is very good and 
that he sees no reason for any changes as 
to this condition. 

““My suggestion as to turnovers,” said 
he, “is that all buyers should place busi- 
ness in consecutive order soas to have fresh 
stock coming in at all times. Better grade 
of merchandise is being wanted as all in- 
dustiies are going along at 100 per cent 
production. The purchasing power of the 
farmers is a little slow, but improvements 
are expected along this liue. A fair per- 
centage of future orders are being placed 
and the at-once business, if anything, is 
inclined to be rushed. 

Taking matters as a whole I look for- 
ward to Michigan producing a very nice 
volume of business for me and The Men- 
zies Shoe Company.” 


“Bill” Brennan in 
Pennsylvania 


William E. Brennan who travels Penn- 
sylvania for Richards & Brennan Co., left 
for his territory last Sunday, September 30. 


Nat Stevens with Interstate 


Nat F. Stevens, formerly with Field & 
Flint Co., has now joined the salesforce of 
the Interstate Shoe Company and is selling 
women’s shoes in the Southern States. Mr. 
Stevens is on a ten-weeks’ trip. 


Blunt on Pacific Coast Trip 


A. C. Blunt, Jr., sales manager for the 
Great Northern Branch of the Interna- 
tional Shoe Company, is now on a trip to 
the Pacific Coast. 


Durgin with Interstate Shoe 
Company 

Bernard L. Durgin now represents the 
new Interstate Shoe Company, a branch 
of the International Shoe Company, in 
New England, New York, Pennsylvania 
and Ohio. Mr. Durgi. will also assist in the 
development of styles. 








A. L. CHASE 


The Dean of the Charles K. > , sales force 
hits the high spots rg Alfantie Coast fo the 
es 





Kenimer is Convalescing 


O. E. Kenimer, who travels Southern 
territory for the M. C. Kiser Shoe Co., of 
Atlanta, and who has been seriously ill at 
an Atlanta hospital for several weeks fol- 
lowing an operation, is reported to be much 
improved and has gone to his home at 
Trussville, Ala., where he will remain until 
he has fully recovered his health. It is 
likely that he will get back into his terri- 
tory again by the end of September. 
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HESE are designs that have 
proved extremely popular 
this season and will sell 
readily throughout the Fall. The 
aca diana ite very fact that they are Hamilton- 
Beep hs Sa tie Coad Brown shoes is your guarantee of 
service and satisfaction. 





D. Price 


Just what you want to fill in 
before Winter. You can write or 
wire for any or all of these num- 
bers with the assurance that ship- 
Our Nev. 4989—Bryws Grote ment will be made immediately. 


Calf Lace Oxford, Sizes 4-8 A; 
3-8 B; 2%-8 C and D. Price 
$4.95 





Hamilton-Brown Shoe Co. 
St. Louis, U.S. A. 

















mat 
)- 7. 2 
Our No. 6372—Patent Leather 
One Strap, Brown Cabaretta 
Trimmed, Sizes 4-8 A; 3-8 B; 
2%-8 C. Price $5.25 


Our No. 6398—Brown 
Calf One Strap. Sizes 
4-8 A; 3-8 B; 2448 © 
and D. Price. .$4.95 








Our No. 6399—One Strap, 
Patent Leather Trimmed. Sizes 
4-8A; 3-8 B;2 44-8C. Price $5.25 
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HARRY C. NEWMAN 


Who travels Towa, Missouri, Nebraska and 
Kansas for Alden, Walker § Wilde 


Harry Newman on Western 
Trip 


Harry C. Newman, who travels Iowa, 
Missouri, Nebraska and Kansas for 
Alden, Walker & Wilde, East Weymouth, 
left Boston on Friday, September 28, for 
his territory. His first stopping place was 
St. Louis. Mr. Newman was interviewed 
just before taking the train for the West 
and stated, ““‘We have the finest line of 
shoes which have ever come out of the 
Alden, Walker & Wilde factory, and that’s 
going some. We have a comprehensive 
line of men’s patterns, including some new 
lasts on the order of the medium square 
English lasts. We are ‘dolling °em up’ con- 
siderably. Our women’s shoes are really 
beautiful. There are light and dark shades 
of brown suedes and other numbers. We 
have some dandy mannish shoes for 
women with 7-8 and 8-8 heels. We are 
strong on sport shoes for the high-grade 
houses throughout the country. 
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A. C. GOLDEN 


Who covers New England and New York State 
for Crooker § Morse, Inc. This picture shows 

Mr. Golden in one of his selling “‘stunts.”” A cer- 
tain customer was not at his store when “Goldie” 

called, but that did not phase him one bit. He 
just * “hopped” into a flivver and went out to the 
man’s home. The retail shoe merchant was in the 
the barn when “‘Goldie’’ found him. And 
die’ staged his merchandise talk on tae 
merits of his flexible welt line. Ly good 
order. Moral—Persistency, backed up by a good 

proposition, pays 


vicinity 
here 


“Gene Ricker” § Sells Collins & 
Staples Company’s Line, also 
Geo. B. Leavitt Company’ s 


In ow “Shoe Traveler Department” of 
September 15, we stated that Gene T. 
Ricker, who has traveled for the past 15 
years for the Collins & Staples Co., has 
this year taken on the George B. Leavitt 
Company’s line. We understand that some 
have interpreted this statement as mean- 
ing that Mr. Ricker has discontinued the 
Collins & Staples line. Such is not the case, 
nor did we wish to convey any meaning 
in our previous statement except that Mr. 
Ricker is now, not only selling the Collins 
& Staples Company’s line, but in addi- 
tion, the George B. Leavitt Company’s 
line; in other words “‘Gene”’ has the lines 





A. Crossetit Shoe Company salesmen as they looked just ee their four days’ sales conference on Figuiey, August 30, when they lined up at McPeaks Shore Gardens 


‘antasket, after an old-fashioned lobster din 
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LYMAN STOCKBRIDGE 
Who travels for Collins § Staples, covers New 
England, Pennsylvania and New York Slate. 
Mr. Stockbridge attended the recent convention 
of the New York State Retail Shoe Dealers’ Con- 
vention ai Utica 





of two Haverhill houses, where before he 
had but one. 

And by the way, it goes without saying, 
that “‘Gene”’ is rolling up some good orders 
on both the Collins & Staples Company’s 
line, as well as the line of the George B. 
Leavitt Company. 


Tobin on Western 
Trip 


Among the men who recently left the 
East for their territories is David J. 
Tobin, who travels for Gray Bros., Inc. 
Mr. Tobin left Boston on his western trip 
last week, with his first stop Detroit. He is 
to cover the big cities of the Middle West. 


“Dave” 


Fowler Traveling New 
England 
F. C. Fowler of the Sawyer Boot and 
Shoe Company, started on his New Eng- 
land trip last week. 
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BEA CON 
SHOES 


Style in Footwear has become an important part in the science of 
shoemaking. It is the creation of models which will lend themselves 
readily to the dictates of fashion. Beacon Shoes lead in Style. 









































Where 
Beacon Reaconize 
Shoes Your 
Are Store 
Made 























Airplane View of Factory and Administration Buildings 


In our Stock Department we have over 60 different styles 
in men’s, women’s and boys’ Goodyear welts. 


YOU CAN;SIZE UP ON BEACONS ANY TIME 








MEN’S 
No. R5135 
Vim Last 


WOMEN’S 
No. R 7065 
Zenda Last 


Chestnut Bbine Cute. wy ht ee Patent Leather Thelma Gus Strap. 14/8 Cie 


Wingfoot Rubber Heel. Sizes, 5- Heel. Wingfoot Top Lift. A, 4-8., B, C, D, 
Write rey a copy of our Stock Bulletin and Buyer’s aioe 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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Ralph Stadeker Increases 
Territory 

Ralph Stadeker, who has represented 
E. P. Reed & Company, Rochester, N. Y., 
in Illinois and Indiana for a great many 
years, has just been asked by his organiza- 
tion to also cover the “Loop Trade” of 
Chicago. 

Mr. Stadeker has a host of friends 
throughout this territory who will be glad 
to know of this large addition to his re- 
sponsibilities. He has offices at 1316 Re- 
public Building, in Chicago, and always 
has a glad hand of welcome to visiting shoe 
merchants and other members of the trade 
who would like to drop in and compare 
notes with this veteran of the shoe game. 

It will be remembered that Mr. Stadeker 
has been very active in association work, 
with the Illinois Shoe Retailers’ Associa- 
tion, also the National and Chicago Shoe 
Travelers’ Association. 


McLean with Chas. K. Fox 

R. L. McLean, formerly with Crooker 
& Morse, Inc., has now joined the sales- 
force of Charles K. Fox, Inc., and is now 
covering Baltimore, Philadelphia, Wash- 
ington and adjacent territory. 


Kelly with Whitman & Keith 


Melvin Kelley of Brockton is to re- 
present Whitman & Keith Co., Brockton, 
makers of men’s shoes, in the South. Mr. 
Kelley is well acquainted with men’s lines 
and has a large following in the trade. 





Sibbald with Hennessey 
Maxwell & Hennessey 


Ernest J. Sibbald of San Francisco has 
made arrangements with the Hennessey, 
Maxwell & Hennessey Co. Lynn, to’ re- 
present them on the Coast. Mr. Sibbald 
is well acquainted in that particular 
territory. He has been connected with 
women’s lines for many years. 


Phillip with Novelty on 


Pacific Coast 

Paul Phillips will represent the Novelty 
Shoe Company on the Pacific Coast with 
headquarters at Los Angeles. 

Mr. Phillips is one of the popular shoe 
boys, thoroughly acquainted among the 
“Native Sons,” and will undoubtedly 
develop the Pacific Coast business for the 
company he represents. 


J. L. Daimwood Is Dead 


J. L. Daimwood, well known to the re- 
tail shoe trade throughout the South and 
who for many years traveled for the Mur- 
ray-Dibrell Shoe Company, of Nashville 
Tenn., died recently at his home in Mem- 
phis, Tenn., after a long period of illness. 
Mr. Daimwood retired from active travel- 
ing*about two years ago, due to failing 
health. 
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RALPH STADEKER 
Who represents E. P. Reed § Co. in Illinois and 


Indiana and has recently taken on, in addition, 
the Loop Trade of Chicago 





Sandstrom Is Added to Walk- 
Over Salesforce 


Harold Sandstrom has been added to 
the Walk-Over sales force and will make 
his first trip with Salesman Charles Keith. 
Mr. Sandstrom was for a number of years 
employed in the Order Department. 


“Uncle Bill” Brennan on Trip 


William P. Brennan, (“‘Uncle Bill’’) who 
travels for the Richards & Brennan Co. 
left Boston on Wednesday, September 27, 
for a trip through New York State. His 
first stop was Albany. In addition to New 
York, he will cover Ohio, Kentucky and 
Tennessee. 


“Ed” Andrews on Trip 


E. J. Andrews, representing the Vollman 
Lawrence Company’s line, was in Boston 
last week, covering the city trade, after 
which he is to cover the western part of 
New England and New York State for this 
house. 


McCreery with Richardson- 
Crockett 


The Richardson-Crockett Shoe Com- 
pany, a well-known wholesale house lo- 
cated at Nashville, Tenn., announces the 
appointment of Joseph McCreery, form- 
erly of Nashville, to the company’s travel- 
ing sales force in Southern territory. Mr. 
McCreery was formerly connected with 
the Richardson-Crockett Company in the 
same capacity, and is well-known to the 
retail shoe trade in the district. Recently, 
he has been traveling Southern territory 
for a St. Louis shoe manufacturing con- 
cern. 
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W. J. McCormack Leaves 
A. J. Bates Company 


No doubt it will be a surprise to his 
many friends to learn that W. J. McCor- 
mack has voluntarily severed his connec- 
tions with the A. J. Bates Company. 

““Mac” made up his mind in a hurry, and 
no one was more surprised than the men so 
closely associated with him. Mac made a 
host of friends and sold a big volume of 
Bates Shoes in the Middle West. 

When Mr. Roose of the Bates Company 
was approached on the subject of Mac’s 
leaving, he made the assertion that he felt 
it was a bigger surprise to him than to any 
one else, as this move on Mac’s part was 
entirely unexpected. 

Every one who has come in contact with 
Mr. McCormack has found him “true 
blue,”’ and a gentleman. No one can wish 
him more success in any new venture he 
undertakes than his associates of the A. J. 
Bates Company. More power to you, Mac! 


McCormack with Great Northern Branch of 
International 


Mr. McCormack has joined the sales- 
force of the Great Northern Branch of the 
International Shoe Company and left last 
Sunday, September 30, on a western trip. 
Mr. McCormack will cover his former ter- 
ritory in the Central and Middle West. 
S. K. Bruce of the Great Northern Branch 
of the International Shoe Company, who 
formerly covered this territory, accom- 
panied Mr. McCormack. Mr. Bruce is tak- 
ing on the Eastern territory. A. C. Blunt, 
who formerly covered Eastern territory, 
is now sales manager of the Great North- 
ern Branch, with headquarters at 590 
Atlantic Avenue, Boston. 


Alden, Walker & Wilde Sales- 


men’s Roster 

The boys who travel for the Alden, 
Walker & Wilde Company are now. in 
their territories and all report good busi- 
ness. The line-up is as follows: Harvey E. 
Hutchinson, Pacific Coast; A. J. Nyman, 
Minnesota, North and South Dakota, 
Wisconsin and Michigan; H. C. Newman, 
Iowa, Missouri, Nebraska and Kansas; 
John W. Ware, Mississippi, Alabama, 
Kentucky and Tennessee; R. A. Taylor, 
Texas, Oklahoma, Arkansas and Louisi- 
ana; Carroll E. Sawyer, New England 
and New York State; Harry Thall, New 
York City; W. M. McCarter, Eastern 
Pennsylvania, Maryland and Delaware; 
R. L. Tomlinson, North and South Caro- 
lina, Georgia and Florida; H. H. Dickey, 
Virginia, West Virginia and part of Ten- 
nessee; T. J. McDonough, Illinois and 
Indiana; John H. Gilles, Ohio and West- 
ern Pennsylvania; Frank R. Cahill, 
larger cities in the Middle West. 


Worse than a quitter is the man who 
is afraid to begin.—Indiana Shoe Trav- 
eler Live Wire. 
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Here are two of our newest 7 
additions to the “Arch Rest” H 

line. They are on the floor, ” 

ready to ship. 
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A. 8. BIGGERSTAFF 


Who has traveled the four corners of the globe for 
Brown Shoe Company has joined the selling staff 
of the United Shoe Manufacturing Company, a 
subsidiary of the selling organization of the 
Brown Shoe Company. Mr. Biggerstaff has re- 
cently returned from the Orient where he was 
engaged in making famous the Brown Shoe Com- 
pany line. His new work has found in him an 
enthusiastic response and his many friends 
throughout the retail trade are reserving a welcome 
for him when he opens his new line in their stores. 





Hudson Says Texas Retail 
Stocks Low 


Earl Hudson covers Western Texas for 
the Menzies Shoe Co. Earl returned to the 
factory the latter part of August from a 
trip over part of his territory, including 
Abilene, Sweetwater, Colorado and Stan- 
ford. He stated that business had been 
very quiet on account of the very dry 
spell in that part of the state. He found 
that the shoe stocks of the Western Texas 
merchants were very low, for most of the 
proprietors of retail stores thought that 
shoes would decline, and held off from buy- 
ing. Now that Western Texas folks have 
had much rain and with the public de- 
manding shoes, Mr. Hudson believes that 
business on his early fall trip will be better. 
Earl has recently been noting conditions 
in the Northwestern part of the Lone Star 
State, covering Amarillo. Lubbock, Big 
Springs, El Paso, Alpine and San Angelo. 


Thirty-five on Simplex 
Salesforce 


The Simplex sales force now numbers 
thirty-five men, these men covering the 
Central Southern and Southwest States. 
In the Northwest, Simplex Shoes are dis- 
tributed through the North Pacific Branch 
of the Weyenberg Shoe Mfg. Company at 
Portland, Oregon; in the Southwest they 
are distributed by a South Pacific dis- 
tributing house, namely, Gunnerson Shoe 
Company, Los Angeles, California. In 
the Northwest, Simplex Shoes are dis- 
tributed through Dunham Bros. Com- 
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pany, Brattleboro, Vermont. In the ex- 
treme South, Simplex Shoes will be dis- 
tributed through the Weyenberg Shoe 
Mfg. Co., Dallas, Texas. 

The Simplex line consists of children’s, 
misses’ and growing girls’ health foot- 
wear. 

Brownlow with Murray- 
Dibrell 


V. A. Brownlow, of Mount Pleasant, 
Tenn., has joined the traveling sales forces 
of the Murray-Dibrell Shoe Co., of Nash- 
ville, Tenn. Mr. Brownlow will call on the 
company’s trade in West Tennessee 
territory. 


Bennett with R. J. & R. of 
International 


The Roberts, Johnson & Rand branch 
of the International Shoe Co., of St. Louis, 
announces the appointment of M. K. Ben- 
nett, of Nashville, Tenn., to the company’s 
sales forces in the South. Mr. Bennett is to 
travel Texas territory out of Houston. 


“Ed” Shipp “on the Job” 
Again 

Ed. Shipp is back selling shoes for 
Field & Flint, and“‘looking like a million 
dollars.” so his friends all say. 

After fifteen months’ absence from the 
factory, during the greater part of which 
he has been squandering his money on 
doctors, nurses and hospitals, he has again 
turned up and his many friends through- 
out the country will be glad to learn that 
he is looking very well indeed. 
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EARL HUDSON AND HIS LITTLE 


NIECE MAXINE SMITH 


“Snapped between trips. Mr. Hudson covers 
Western Texas for the Menzies Shoe Company 



























E. S. BEARCE 
Covers New York and Western Pennsylvania 


for the M. N. Arnold Shoe Company. Mr. Bearce 

has traveled this lerrit for the last 23 some. 

Before coming with the M. N. Arnold folks, he 

was with the Regal Shoe Company on the road 

and in the factory. He is a young man and a very 
successful salesman 





It is about a yearago that he was injured 
in an automobile accident, suffering a 
compound fracture of the leg and a couple 
of broken ribs. Upon his recovery from the 
injuries received in the accident he suffered 
a dangerous attack of pneumonia which 
very nearly ended his career. The call was 
so close that the undertaker was outside 
the door of his room. 


“Ed” Fooled Undertaker and Doctor 


As Ed. tells it, the undertaker was say- 
ing to the doctor, “I'll have a man out 
here in the hall. As soon as the time comes 
he will ‘phone me and I will be here in ten 
minutes. Ten minutes afterwards I will 
have removed the remains.” 

Ed. says: “I was supposed to be un- 
conscious, but I just had strength enough 
to tell that doctor when he came into the 
room again, ‘Better not have that old 
geezer waiting out in the hall for me be- 
cause if he does he'll wait until he has 
whiskers down to his knees. I brought 
these remains in here and I’m going to 
bring them out—on the hoof.’’—And be 
did. 


Lourie with J. & K. Co. 


Leger Lourie has become affiliated with 
the Julian-Kokenge Company’s sales 
force and will cover for this Cincinnati 
concern Minnesota and Wisconsin. Mr. 
Lourie was formerly on the sales staff of 
the Utz & Dunn Company of Rochester, 
being identified with the latter house for 
15 years. He is very popular throughout 
the trade in Minnesota and Wisconsin. He 
will be an added strength to the already 
strong sales force of the Julian-Kokenge 
Company. 
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Another rs wa Product 


SPORT SHOES 


Radio Vulcanized Crepe Sport Shoes have 
been subjected to unusually severe wearing 
tests during the past year and have come 
through with flying colors. The soles do not 
bulge or lose their shape. Dealers who have 
séen them are extremely enthusiastic. 








The Double Adhesion Method of Attach- 
ing the Sole overcomes the objection to 
ordinary Crepe Soles—they cannot kick off 


WOMEN’S TRIMMED 
XFORD 

Pure Gum Rubber Crepe 

Upper of extra fine quality duck, 

black or white s a trimmed. 


Radio Vulcanized Crepe on. 
Price 75 

















WHITE BALS AND 
OXFORDS 
Pure Gum Rubber Crepe 
Upper bleached army duck, 
heavy white foxing. Radio 
Vulcanized Crepe Soles. 


Bal Oxford 
Men's... $1.95 $1.80 
i Fe 1.80 1.65 


Women’s. . i 75 1.60 















1923 
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BASKET BALL 
Pure Gum Rubber 
of heavy natural army 
uck with heavy loose lining. 
athletic trimming Radio 
ulcanized Crepe Soles. 


ce 
Men’s, $2.25 Boy’s, $2.00 













For those who desire 








° “GREY ” 

a low price popular Pa ey 

crepe shoe we offer Upper of heavy natural duck. Grey 
athletic trimming. 

the Greylark. The pa gate 

leader in its field. Men's $145 $1.50 
Boys’ 1.36 1.41 
Youths’ 1.27 1.32 









One of our rubber experts spent several months in the Far East 
where crepe rubber soles have been successfully used during the past 
five years. Radio Vulcanized Crepe Soles are the result of his research 


ck, work. 

4 Pioneers in the Manufacture of | 
) VULCANIZED CREPE SOLE CANVAS FOOTWEAR 
.65 

.60 


CAMBRIDGE RUBBER CO. 


CAMBRIDGE, MASS. 


BOSTON NEW YORK CHICAGO 
186 Lincoln Street 127 Duane Street 119fSo.jWells Street 


LONDON—119 Finsbury Pav., E.C. 2. 
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“Nothing Takes the Place of Leather” 


We are distributors of highest quality sole 
leather. We know that good leather can not 
be equalled by any fabricated material. We 
have faith in the great future of our industry 
and are helping to support the national adver- 


tising campaign of the American Sole and 
Belting Leather Tanners. 


Our large organization is ever alert to see that 
the known high quality of our special tannages 
is maintained and that the needs of the trade 
are promptly and properly met. 


The United States Leather Company 


New York 


McADOO & ALLEN 
Philadelphia 


Chicago Cincinnati St. Louis 


Boston 
SELLING AGENTS 


Richmond 


The United States Leather Co. of Mass. 


A. J. & J. R. COOK 
San Francisco 








Uctot 
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Travelers Report Many Velvet Shoe Orders 


NE of the interesting developments 

of the past few weeks is the call 
for velvet shoes, in blacks, mostly; al- 
though some wholesalers have asked for 
other shades. This demand may be 
occasioned by the scarcity of suedes, or 
by the fact that every once in a while a 
velvet shoe vogue strikes the country. 
The last one on record was about six years 
ago. The demand in the past has not 
extended over a great period of time. 
Whether or not the present demand will 
be of long or short duration is difficult to 
predict, but we do not know that quite 
a number of travelers are reporting re- 
quests for velvets, not only in women’s, 
but in children’s. 


Parrott Selling Velvets 


George E. Parrott, who travels for the 
Everett Shoe Mfg. Company returned 
recently from a trip through New York 
and Pennsylvania and reports that the 
very first man he called upon o:dered 
15 cases of velvet shoes on a pattern he 
had. Mr. Parrott believes that a good 
seller will be a velvet vamp and quar- 
ter with suede trimming in a low heel. 
Besides selling to the trade in this country, 
Mr. Parrott also sells to the Cuban and 
Porto Rican trade. One of the big numbers 
down there he states is cherry colored 
patent leather. 

While in Chicago on his recent trip, Mr. 
Parrott reports that he journeyed for a 
while with Clayton Emerson of Craig, 
Reed & Emerson, whom he parted com- 
pany with in Chicago. Mr. Emerson will 
be home a little later and soon be back at 
the home office again. 


Clayton Emerson on Trip 


By the way, the firm of Craig, Reed & 
Emerson, which started in business about 
three years ago, is a live-wire house. The 
three men composing the firm have all 
passed through a successful service in the 
shoe business—Mr. Emerson as sales 
manager, Mr. Reed as factory superinten- 
dent and Mr. Craig as a credit man. The 
two latter are kept “right on the job”’ at 
the factory, while Mr. Emerson does the 
traveling. 


Hartford on Western Trip 


W. C. Hartford, who sells the line of the 
Norridgewock Shoe Company to the 
wholesale trade, left Boston on Sunday, 


September 30, for a three weeks’ West- 
ern trip with the section around Min- 
neapolis as his furthest northwesterly 
point. Said Mr. Hartford, just before 
leaving the Hub: “I am carrying out with 
me the best line of popular priced chil- 
dren’s shoes on the market, in all the 
latest novelties with cut-out vamps and 
all the new patterns.’’ Mr. Hartford stated 
that the reason why so many fancy shoes 
for children are in demand is due to the 
fact that children are now engaged in so 
many social activities, and then as the 
parents of so many have automobiles, 
the little folks travel by auto and so 
subject an attractive dress shoe to less 
strain than in the old days. “Everybody 
now either flies or is on wheels,”’ added 
Mr. Hartford. 


Foster Says Business Is Good 


William K. Foster, who sells the Wil- 
liam C. Foster’s Sons line of men’s slippers 
to the wholesale trade, with office at 139 
Lincoln Street, Boston, reports that busi- 
ness is good with him the year round. He 
stated that January, February and March 
are the only possibly quiet months with 
his line. During the other nine, the factory 
is always rushed to capacity. 


Bearce Completes 18th Trip 
to Pacific Coast 


Chandler F. Bearce, who sells the 
Gregory & Read Company line to the 
wholesale trade, has recently returned to 
Boston having completed his 18th trip to 
the Pacific Coast. Mr. Bearce likes to 
travel. One of the reasons is because he 
sells so many shoes to his friends in the 
big cities which he covers. His last trip 
extended over four weeks’ period. He 
reports that everything in blacks is good, 
black suedes, black patents and satins 
being big numbers in 16-8 Spanish and 
13-8 Cuban heels. He reports a few calls 
for velvets. Seamless pumps he reports as 
good in New York. 

Within a few weeks, Mr. Bearce will be 
off and away again on his “American 
Continental tour.”’ At the end of 1923, he 
will have made five trips, cross country. 


Opportunity doesn’t spend her time 
with tricksters, she is looking for an honest 
partner.—W. M. Sloan of McElroy-Sloan 
Shoe Co. 
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EDWARD F. MULLEN 
Who covers the wholesale trade of the West for 


The James Millar Company, lsea, Mass. 
Boston Office, 153 Lincoln Street 





Mullen with James Millar Co. 


Edward F. Mullen is now covering the 
wholesale shoe trade of the West for the 
James Millar Company of Chelsea, Mass. 
with Boston office at 153 Lincoln Street. 
He sells the big city trade of the big cities. 
He expects to return to the East the latter 
part of November. 

A High Grade Salesman 

Mr. Mullen, although a very young 
man, has nevertheless rolled up some 
splendid sales records. Just priot to the 
World War, he was associated with Cass 
& Daley of Salem. But when the call to 
the Colors came, he joined the Navy, 
earning therein an ensign’s commission. 
After the war he took up accounting, at 
which he was very successful, but he could 
not seem to take his mind from shoes and 
leather, and as he had really chosen that 
business as his life’s work, he “switched 
his line of action’’ to shoe selling for the 
T. D. Gotshall Company. 

In May, last, he left the Gotshall folks, 
who sell to the retail trade, and joined the 
sales force of the James Millar Company, 
who sell to the jobbers. And where he is, 
as usual, giving his best services to his 
house and to his trade. 


Rafter Made Short Western 
Trip 

“Ed” J. Rafter, who sells the Carroll- 
Jellerson Shoe Company, Inc., women’s 
McKay shoes, to the wholesale trade, 
took a 10 days’ trip recently as far West as 
Chicago, returning to his office at 139 Lin- 
coln Street, Boston, on Wednesday, last. 
He reports that black suedes.in McKays 
are the big sellers with him. “And after 
all,”’ said Ed. ‘““McKays, being built with 
a good inner and outer sole, certainly hold 
up their shape well.” 
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Popular Fall Footwear 
3 W’s Lenox 


for 
Children 
Growing Girls 
Misses 


IN STOCK 
NOW 


Live merchants who desire 
not only the finest quality 
, = of footwear for Children 
Pat. Chrome, Field Mouse and Misses but also a sure 
Top, White Rubber Welting, supply of such shoes—stock 
Pat. Chrome Collar, McKay 3 W’s Lenox as a matter of 







455— Misses, 11'4 to 2, D & E, rubber heel $2.90 . . 
456—Child's 84 to 11, D & E, rubber heel 2.65 course. 
457—Child’s 8'4 to 11, D & E, spring heel.. 2.65 


WEIMER, WRIGHT & WATKIN CO. 


35 S. SECOND STREET, PHILADELPHIA 
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Black Suede ‘Two-Button Pump, Latti 

Agro ‘on of Black Calf, 12-8 Covered Cr than Heel, | 
Flexible pre © Sole. Also made in varic 

desirable combinations 






























Factory 
Lynn, Mass. 


i. Far aownrawr awa rare Fa aWwawrs at 44° 


M-C McKays are known to quantity 
buyers as the best values in their class. 
Our reputation has been built on the 
delivery of shoes AS you want them, 
WHEN you want them. 


If you are not already acquainted with 
this quick-turning, high-style line of 
novelties, by all means do not miss the 
opportunity. 


R. H. MITCHELL CO. 









Pat. Chrome, Field Mouse 
Top, 3 Bar Collar, Rubber 
Heel, McKay 
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Boston Office 
72 Lincoln St. 
Everett L. Lally 
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BLACK SATIN ARIEL 
STRAP 


No. 266—$5.35 Net. 


Neat attractive black satin strap trimmed with black suede. 
Imitation turn and 1 7-8 inch Spanish Louis covered wood 
heel. 


ES Aha ee eer YN 4 to8 
ae 3% to8 
C.. 3 to8 
I a Ce Sr re a 3% to 8 


For same strap in patent colt suede trimmed, order No. 267, $5.35 
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HOLTERSHOES FOR WOMEN 


Ready for Immediate Shipment 


These crisp fall styles in leading straps and 
the staple PROTEX ARCH Oxford bring 
worth while business. They satisfy and 
repeat. 

Your order placed now means ready sales on 
this season’s proven styles. The demand for 
straps is felt in every market and the two 
styles illustrated here indicate Holters’ an- 
ticipation of your customers’ wants. 


‘HOLTERSHOES 


FOR WOMEN 





THEY FIT 


Rare 


PROTEX ARCH OXFORD 
‘No. 269—$5.00 Net. 


Black glazed kid PROTEX ARCH Oxford. Welt 1 5-8 inch 
Military heel with rubber top. lift, combination last (for 
women with low insteps) correct style lines with comfortable 
support built into the arch. * 
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net. No. 270 
Same as No. 269 but with 1% inch heel. Made over STYLEZE 
last. 





BLACK SATIN ESTHER 
STRAP 


No. 268—$5.50 Net. 


An up-to-the-minute style with black suede trimming. Imita- 
tion turn, 1 7-8 Spanish Louis covered wood heel, medium 





round toe, stage last. 





vamp 


TERMS: Thirty days net. Add 10c. per pair if you order less than six pairs of a number. 


THE HOLTERS COMPANY, CINCINNATI 


BRANCH OF THE UNITED STATES SHOE COMPANY 


Dealer Influence is secured thru advertising iz the Boot and Shoe Recorder. 
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Use Rubber Heels That 
Advertise Your Own Product 


Give your shoes an added touch of individuality. Use 
heels that are as distinctively yours as theshoes that carry 
them. 


We are prepared to furnish Republic heels made accord- 
ing to your own specifications. We can furnish them to 
meet exactly your own lasts and models. You can have 
your name and trade-mark on every heel. 







Let us know your requirements and wewill place a definite 
proposition before you. 


‘THE REPUBLIC RUBBER CO. | 
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GREELEY 
BOUDOIRS 


Will boost the business 

of any shoe merchant, by 

satisfying trade. I put 

into my boudoirs the 

experience of many years’ 
- honest shoemaking. Every 
day brings evidence that 
it means much to buyers 
looking for real values in 
this style of shoe. 








If you could see the motors from Kid. 36 pair’ jots 
distant places pull up in front of 
the Essex and their happy occupants 
alight and pass their travelling cases 
to a waiting porter, you would 
understand how far reaching is the 
prestige of this popular hotel. Make 
the Essex your headquarters when 
in Boston. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T A McCarthy, Treas. 


only. 





If your Jobber Cannot Supply You, Write Us. 


A. W. GREELEY .*. Haverhill, Mass. 


















Shoe Thread for At 
Once Shipment 








On our floor is thou- 
sands of dollars 
worth of thread, 
carried on hand, so 
our immediate de- 
Svery orders can be 
taken care of. 
When you buy 
Meyer's thread you 
have the best that 
can bemade. Black, 
white and colors. 














JOHN C. MEYER THREAD CO., Lowell, Mass, U. S. A. 
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De Le MoM eee emi el 


STYLES or TODAY 
READY-TO-SHIP 


Styles Featured Will 
Sell Fast — Therefore 
Order At Once — For 

Prompt Delivery 


OU 
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No. oe. Ooze Calf with Dull 
Calf Trim, 15-8 Spanish Full Louis 
Heel, B, C and D widths........ $4.50 
No. 864—Same as above, All over 
Black Ooze Calf, B, C and D widths. 
No. 863—Same as above, All over 
Patent Leather, B, C and D widths. 

$4.50 





No. 866—Same as above, All over 
Patent Leather 13-8 Covered Cuban 
Heel, B, C and D widths....... $4.00 
No. 867—Same as above. All over Black 
Ooze Calf, B, Cand D widths... .$4.25 
No. 868—Same as above. Black Ooze 
Calf with — Calf Trim, 13-8 Cov- 
ered Cuban, B, C and D widths. .$4.25 






No. 2603—Skinner’s 5004 Black Satin 
Black Ooze Trim, two Button Pump, 
14-8 Cuban Covered, Flexible Sole, 
B, C and D widths............ $3.50 
No. 2604—Same as above, Patent 
Leather with Black Ooze Trim, 14-8 
Covered Cuban, B, C and D widths, 


: 
: 
: 













No. 2605—Black Ooze Calf, 
14-8 Covered Cuban Heel, Flex- 
ible Sole. B, C and D widths 

$4.25 





No. 2600— Same as above, 
Skinner’s 5004 Black Satin 
Black Ooze Trim, 14-8 Junior 
Spanish, B, C and D widths 

$3.50 


No. 2601—Patent Leather with 
Black Ooze Trim, 14-8 Covered 
Cuban, B, C, and D widths 

$3.65 
No. 2602—Same as above, all 
Over Patent Leather, 14-8 
Junior wee, | B, C and D 
WE eek. ce escenten $3.50 





No. gg Ooze Calf, Two But- 
ton Pump, Hi Grade yy 16-8 
Spanish ull Bevis Heel, A, B Cc 





No. 1783—Same style as above, Black 
Satin with Black Ooze Trim, A, B, C 
i i PS «ded suscdtedeeee $5.50 
No. 1784—Same as above, Patent 
Leather with Black Ooze Trim. A, B, 
i |} eee $5.50 






No. 4796—Patent Leather Pump, Goodyear bg 
8-8 Military Rubber Heel, A, B, C and D widths. 


$4.00 
No. 4797—Same as above, Black Ooze Calf, A, B, 
SC GOS BD GH ccccescccccccescessseces $4. 25 








“TRUE TO ITS NAME’ 


32 SWELLS ST\Q, CHICAGO. ILL. 


MT en leniiiiieniiiiieniiiiienmiiiuieliiiiuueniiiiieliiiiel ile LUC Silo 
Dealer Influence is secured thru advertising in the Boot and Shoe. Recorder. 
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Shoes for Women 
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No. 5644 No. 5658 







Black Suede 1 Strap 


Black Calf Trim Black Kid 1 Strap 
99 Last Black Calf Collar 
14/8 Junior Louis Heel 13/8 Wingfoot Heel 


Price $4.85 N Price $4.25 


STOCK 





No. 5634 






MZ 











No. 5623 
Brown Boarded Lotus Calf 
Blucher Oxford Black Calf Oxford 
Cord Crease 100 Last 
100 Last 9/8 Heel 9/8 Wingfoot Heel 
Price $4.25 Price $3.75 
MADE BY 

A. H. Berry Shoe Company 
| 186 Lincoln Street, Boston Portland, Maine 


i: 


= (PI el 
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The Empty Husk 


Do You Own a Factory—or a Businessé 





ERE are three stories, 
each true: In Bar- 
ron’s Financial Weekly 

of September 10, 1923, ap- 
pears the statement of the 
Ford Motor Company as filed 
with the Massachusetts Com- 
missioners of Corporations in 
February, 1923, in which 
Good-Will is valued at con- 
siderably more than Twenty 
Million Dollars. 


Once upon a time two broth- 
ers named Dodge, made the 
engine which went in an auto- 
mobile sold by Henry Ford. 
The Dodge Bros. were un- 
known to the public, but all 
the world knew and bought 
Ford cars. Then the Dodge 
Brothers put out and adver- 
tised their own automobile. 


’ In the space of a few weeks, 


when the public learned 
through advertising, both 
rinted and verbal, that the 
Dodge Bros. had been making 
Ford motors, the Dodge car 
became a great established 
business with a Good-Will 
valued in cash at millions of 
dollars. 


Not long ago a certain shoe 
manufacturer decided to sell 
his business. He had always 


sold his product unnamed and 
unidentified, to the jobbing 
trade. Likewise, because his 
business was a long estab- 
lished one, he had considered 
it a valuable one. 


When the business was put 
under the acid of an open sale, 
there was not one bidder for 
it! The manufacturer was told 
“You have nothing to sell. 
Your product has no reputa- 
tion.” 


His business was an empty 
husk. 


Unfortunately, there are many 
firms in the shoe and leather 
manufacturing field with no 
Good-Will asset. For their 
good and the welfare of our 
entire industry, the Boot and 
Shoe Recorder intends to state 
and restate this fact and each 
time we will offer such con- 
cerns the sincere and whole- 
hearted co-operation of the 
Boot and Shoe Recorder adver- 
tising and merchandising de- 
partments. 


Firms advertising in the Boot 
and Shoe Recorder play the 
dominant part in the shoe 
merchandising of the country. 
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Treasurer and General Manager 
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An opportunity to purchase the season’s 
latest novelties at popular prices 


oOo 
Oo 










Ladies’ Patent | Strap, 12-8 ? Ladies’ Mahogany Calf Oxford, 
Cuban Rubber Heel; Sizes 3-7, 3-8 rt —e Heel; Sizes 234-6, 3-7 
-7, 4-8. Price 


Price 


$1.60 $1.55 


Same as above in 12-8 Cuban heel. 






The Season’s Best Bet 


Women’s Creased Vamp Oxfords 

in Patent Leather, Gun Metal and ° 

Tan Calf, Sizes 214-6, 3-7, 3-8 
Price in McKay 


$1.85 


Price in Goodyear Welt 


$2.75 









Ladies’ Chrome}Patent Lattice | Ladies’ Chr Patent 2 Stra 
Strap, 8-8 Rub Heel; Sizes rR, “Hoch. See , 
2146, 3-7, 3-8, 4-7, 4.8. Price tf rg eon. 7e 


$2.25 $2.35 
Same as abovefin 12-8 Cuban Heel 
All goods sold 36 pr. case lots only 


S. ROSENBERG & SON 


144 ESSEX STREET BOSTON, MASS. 
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Is an idea that is the fulfillment of an ideal. 


It gives the wearer full freedom for the toes, in a correct way— 
its snug fitting arch and heel give a cleanness of style and 
line that delights the purchaser. 


The fine goodyear welt construction with flexible oak soles 
specially tanned for Ko-rec-toe footwear, allows full freedom to 
the foot—holding a perfect shape and character of appearance, 


In straps and oxfords that appeal to children—high grade leathers, grey» 
white, tan buck and rosy red calf—all upholding the strong claim of 
Ko-rec-toe shoes in both fit and wear. 


They will appeal to your customers. 


Illustrated No. 589 
Pat. Colt Blu. Oxf. Pearl Kid Qtr. 
Lined Flexible Oak Sole Goodyear 
Welt. 4 to 8—$2.35 B to D. 
8% to 11 %, $2.70 B to D. 
Same style made in Grey Buck with 
Pat. Trim. 
Same style made in White Buck with 
Green Calf trim. 4-8 $2.50, B to D 
8% to 11%, $2.85, B to D. 


No. 580 


" The KO-REC-TOE Idea in Jootwear — 






























No. 560 
Grey Elk Cf. with Pat. Str. and Cut Outs 
Pearl Kid lined Flexible Oak Sole Good- 


year Welt. 
4 to 8 $2.35 BtoD 
8%toll\& 2.70Btob. 
Same Style Made all Pat. All Red,’Green 
and Blue Cf. White Buck with Green Cf. 
Trim, $2.50 to $2.85. 






No. 564 
Chids. Tan Buck, with Bro. Cf.\ Trim, 
Lace Oxf. Oak Sole Goodyear Welt. 
8% to 11% $3.00 











Choc. Cf. Elk. Blu. Oxf. Flexible Oak Sole, 
Goodyear welt. 

4 to 8 $2.15 BtoD. 
8%toll\% 2.50 B to D. 


Same style made all Pat. Smoked, Grey elk. 
at 4 to 8 $2.35, 8 4 to 11 \, $2.7). 


No. 570 
Smoke Elk Cf. Bluch. Oxf. Perforated Rosy 
Red Heather Grain Tip, Band and B. Stay. 
8% to 11% $2.75 


ORDER NOW FOR SPRING DELIVERY 





‘ue |.]).STICKLES SHOE (0. 


MANUFACTURERS 


RED WING, MINN. 
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“It’s a joy to me to see my 
customers beam when I turn 
their brown or colored shoes 
black with Whittemore’s 
Lightning Dye.” 


Lightning dye does the trick 
of turning brown shoes black 
quick as lightning. Penetrates, 
does not paint, the leather. 
With the cool weather at hand, 
wholesalers and retailers find 
added opportunity to increase 
sales by having Whittemore 
Dyes in stock. By suggesting 
their use on shoes too good to 
throw away, a generous volume 
of business can be worked up. 
Direct attention to Whittemore’s 
dyes in your consumer adver- 
tising and see the public respond. 














For those preferring a dye and polish combined, we 
put up a Lustre Dye in Black, Brown and Oxblood 


colors. 


For SUEDES, Use our Raven Black Dye. 


More than 27 National Magazines carry Whittemore 
consumer advertisements, stirring up business for you. 


_ Send for Catalog and Price List 


WHITTEMORE BROS. 


CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 
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No. 32769/11 Areca Plant, 
natural prepared, 36 inches 
high with 11 leaves and pot, 
complete $3.50; perdoz. $35. 


Our FALL CATALOG No. 32 
with illustrations in colors of 
Artificial Flowers, Plants, 
Vines, Trees, etc., mailed 
FREE FOR THE ASKING. 


FRANK NETSCHERT Ine. 
61 Barclay St. New York, N. Y. 















BETTER VALUE IN QUILTED 
SATIN BOUDOIRS ? 


WHERE? nm 
75c. 


Made on a we . PAIR 
right & left “C” ~ a 


idth Last. . ~>s ~ ey 5 %—10 days 
Colors— te, fob. N.Y. 
Blk., Rose, a 


Amer. Beauty. 


IN STOCK—IMMEDIATE DELIVERY 
36 Pr. to Case—1 Color 
GENERAL FOOTWEAR CO. Inc. 
476 Broadway New York City 














Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 





Tuscan Calf— 


Russia Calf— 








Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 

















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
wing children and as a fully venti- 
ted shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well known 
surgeons recommend its use. 
Make your stock of 
ventana: children’s shoes 
pee ‘our order ode. 
Pa one Brockton 2133 
for immediate action. 





BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 
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Better and 
Quicker Service 


TEADILY increasing popularity of 

STEELE-LOBELL polishes has com- 
pelled us to increase our productive capacity 
and seek larger quarters, where we will be 
enabled to serve our customers more promptly 
and efficiently. 


After a careful investigation we acquired some 


months ago modern and up-to-date properties 


at Baltimore, to which we have transferred our 
former manufacturing plant from Charleston, 
W. Va., and likewise our Eastern Head- 
quarters, which we formerly maintained at 154 
Nassau Street, New York City. 


In ‘selecting Baltimore we have considered 
especially its central location from a shipping 
standpoint, which will make it possible for us 
to give our customers better and more prompt 
deliveries than ever in the past. We have our 
own railroad siding, and wharves are just 
across the street. We are but two minutes 
from the center of the city by auto truck. 


Under modern conditions of selling we realize 
that it is essential not only to supply products 
of superior quality but likewise to furnish at 
all times prompt and efficient service. We are 
pleased to announce that we are now in a posi- 
tion to render service of this character. 


STEELE-LOBELL CO. 


General Offices and Laboratories 
Key Highway, Jackson and West Sts. 
BALTIMORE, MD. 








STEELE-LOBELL PRODUCTS 








BEAUTEX SATIN LUSTRE 


Creme Form 


BEAUTEX PATENT LEATHER CREME 


Tubes 


BEAUTEX MISTLETOE 
White Kid 


BEAUTEX BRONZETTE 


Bronze Leathers 


BEAUTEX LETHER CREME 
All Colors 


BEAUTEX LETHER PASTE 
Brown-Black-Tan 


LA MODE SILVEX 
Silver Slippers 


LA MODE BRONZETTE 


Bronze Leather 


LA MODE WHITE KID CLEANER 





BEAUTEX SUEDE PASTELS 
Are Oversold 


New Orders Accepted for Novem- 


ber Shipment. 









Ssaanie 
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EXTRA \ WIDE SIZES 


In High Style Goodyear 
Welt Shoes 


IN STOCK 
SUN RAY Wide size shoes are no new thing. But the 


woman who has a stout foot likes pretty shoes, 
too. And you, Mr. Merchant, nave a hard 


time locating them. 
° our own tia ? ~=shield, Iris cut-outs, baby Spanish Heel, 
wey not oBer them on | initiative Rubber top lift, 4 to 8 EEE....... $3. 


There is extra business in it. These shown are No. 7668—Same with Military Heel, Rub- 
only two of a number of seasonable novelties ber Top Lift, 4 to 8 EEE $3.85 
you can get from stock. 


SEND A TRIAL ORDER NOW 


GOLDMAN BROS. SHOE CO., Inc. 


OUR SPECIALTY: Wide Widths in Fancy Patterns 










IRIS 


No. 7680—Patent Leather two side button, 
ray cut-outs, military heel, rubber top lift, 
-85 


4 to 8 EEE. 


No, 7681—Same with bab sposaieh Heel, 
Rubber Top lift, 4 to 8 EEE....... $3.85 


No. 7669—Patent Leather two button 


100-102 READE STREET 
NEW YORK, N. Y. 
























PAY P. W. Minor & Son. Inc. [a 
: ANT sve, STOTT rs MT A MMT Lee nmutliinnlice subnet, a 








Room for the 
toes, Support . 
for the Arch, a 
Close fit at the 
Heel, a soft 
spring sole un- 
der the foot. 


That’s It 
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TREADEASY ARCHSUPPORT 


Stock No. 7830 — Welt — Price $4.75 
Made on our exceptional fitting dress Last No. 
38 carrying 1344-8 Rubber Lift Heel. Medium 
Toe, plenty of toe room, yet slender and nar- 
row shank appearance. In Stock Widths, AA to 


D. 
Black Glazed Kid — ~ wae Welt. 
Sizes up to 9 


TREADEASY ARCHSUPPORT 


Stock No. 79% — Welt — Price $4.75 
Made on our wonderful fitting Combination 
Last No. 80 with B ball, A waist and AA heel 
measurements. 
Heel 124-8, Rubber Lift. 
In Stock Widths: AAA to S sizes up to 10; 
D sizes up to 
Black G lared K Kid _ Flexible Welt. 
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Terms: 3% 10 
Net 30 days 
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Stock No. 683 Price $5.00 


Same as above except in 


Havana Brown Kid. 
oe vaity 


) ele aS | Wea a wv! 


See | Batavia, N.Y WPS | oS 


—_ aa J 
Fe ne gent Tr 





Stock No. 696 — Welt — Price 35.00 
Same as above except in 
Havana Brown Kid. 
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Find Out What Is Best for the Field 
—Then Do It 


AB P Standard No. 10 


‘“*To determine what is the highest 
and largest function of the field he 
serves and then strive in every legiti- 
mate way to promote that function.”’ 












































HIS is the tenth and last of our Standards—the capstone of 
our ethical structure. It has been subscribed to by the pub- 
lisher of this paper, and by every other member of The ABP, Inc. 
Back in 1921, when the outlook was rather discouraging, our 
publishers held a meeting in Chicago, the theme of which was 
“HOW to SPEED the REVIVAL of BUSINESS.” A great 
publisher, an ex-President of the association, expressed the 
duty of business papers in these words: 


“But if the task be hard, if it require than how much we can get. We should 
editors and publishers with big brains give all that we can first, hoping that 
and great vision, the prospective re- there may be a margin of profit. 

ward is correspondingly great. Never “This is a time for more patriotism, 


October 6, 1923 


has there been such an opportunity. 
Never were our industries more in 
need of help. Never would they be 
more grateful for full and true pic- 
tures of conditions, for wise counsel, 
and courageous leadership, as a 
result of unselfish devotion. 


“This is a time when we should 
think how much we can give, rather 


for greater leadership and less selfish- 
ness. The Business Papers must make 
the first investment living up to this 
thought. With the opportunities that 
are ours today, the watchword must 
be: Dividends small, Service large. 
We must be bulls on American busi- 
ness and not fear to make an invest- 
ment in the affections and confidence 
of American business men.”’ 











We could ask for no finer commentary on the ideals back of 

Standard No. 10. For nearly an hour, this broad-visioned pub- 

lisher elaborated upon the need for unselfish service, and he and 

the others went back home to do their mightiest to lift business up. 
We have given you these intimate talks on our Standards because we be- 


lieve you are entitled to know the moving forces which are back of the 
great organs of business which justly enjoy your confidence and support. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 


HEADQUARTERS: 220 WEST 42nd STREET NEW YORK CITY 
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Instructive Program Planned by Northwestern 
Retailers’ Association 


Shoe 


HE new officers and directors of the 
Northwestern Shoe Retailers’ Asso- 
ciation at their first meeting, held re- 
cently at the Dyckman Hotel, Minneapolis, 
entered upon a very extensive and in- 
teresting program that will benefit every 
retail shoe merchant in the northwest. 

The officers announced: “After all is said 
and done, everyone is in the shoe business 
to make money. Business today is being 
conducted along more scientific lines than 
in the past, due to improved methods made 
necessary by sharp competition. To be- 
come acquainted with these improved 
methods, it is necessary more than ever 
before that each one study his business by 
reading the trade journals, attending 
conventions, and most important of all by 
belonging to an organization that is ‘up 
and coming’ to which he can turn at all 
times for the solution of every problem. 
This is the kind of an organization that the 
officers and directors of the Northwestern 
Shoe Retailers’ Association are determined 
it shall be.” 

In discussing plans for the future, the 
officers report: “Heretofore, the Associa- 
tion hasn’t had the right publicity con- 
nections to carry its messages forward, and 
we are aware, therefore, that there are 
hundreds of retail merchants throughout 
this territory, who do not even know that 
it is rendering real service. Thanks to the 
foresight of the new officers, the Northwest 
Shoe Bulletin has been chosen the official 
publication to carry the messages of the 
association and news of the good work it 
is doing, to the thousands of merchants 
throughout the Northwest. 


To Stimulate Interest at All Times 


“The first of the various undertakings 
to be entered upon is a publicity program 
to arouse more interest in leather footwear 
during the fall and winter months. We are 
all interested in selling more pairs of shoes 
at a profit, and this campaign will be 
extended to reach not only the retail shoe 
merchants, but also to create a consumer’s 
interest in leather footwear during the 
coming period. 

“It is doing the consumer a real service 
to suggest the wearing of pretty, stylish, 
low cuts, both oxfords and pumps, together 
with wool hosiery and spats, in place of 
advocating as heretofore that the feet be 
encased in a clumsy covering at the first 
snowfall, thereby concealing the pretty 
ankles until the snow disappears in the 
spring. Why should we not be just as 
greatly interested in pretty footwear and 
pretty ankles during the winter period, as 
we are during the summer months? Our 


customers will receive just as much pro- 
tection from the inclement weather with 
wool hosiery, spats, and light rubbers, as 
they will with the heavy coverings we 
have supplied them with during the past 
two or three years. Does not this new idea 
mean that we will sell more shoes at a 
profit than we did under the old method? 


Pretty Shoes for Winter 


“Women are more interested in pretty 
shoes for all the seasons now than ever 
before, and we have heretofore over- 
looked a golden opportunity to make the 
fall and winter seasons show a profit 
rather than a loss. 

“There will also be articles in our official 
publication on times and conditions as they 
affect the shoe business. 

“To avoid unjust laws being passed by 
our State Legislature adverse to the inter- 
ests of retail shoe merchants, your organ- 
ization is going to be of the utmost value 
to you. 

Showing Style Trend 


“We have just finished a ‘correct 
attire’ chart for the guidance of our mem- 
bers. On this chart are foot-notes, giving 
the current style trend for the coming 
season, which is applicable to this territory. 
This represents the foremost thoughts and 
ideas of the leading shoe retailers in this 
section of the country. 


Question Boz for Merchants 


“A question box has been inaugurated 
for the use of our members and retail 
merchants in this territory, where every 
question pertaining to the difficulties of 
the retail merchant may be solved, whether 
it be on the subject of style, bookkeeping 
and auditing, complaints, or any other 
problem of a like nature. Write to the 
Secretary, H. S. McIntyre, 3332 Third 
Avenue South, Minneapolis. This service 
is free. 

“A great fault with many merchants is 
the lack of a proper turnover. Ninety- 
nine percent of this is due to over-buying. 


Convention in Minneapolis 


“The results of the concentrated effortsof 
this powerful association will be sum- 
marized at our convention next spring. 
Here there -will be speakers of national 
reputation, who will tell us about condi- 
tions as they are, and who will map out 
plans for us to follow. There will also be 
revues with living models, showing the 
latest creations of the best manufacturers 
in this country. The highest type of enter- 
tainment will be provided, where the 


retail merchants and their wives may 
enjoy themselves. There will be something 
doing every minute.” 





Observe 10th Anniversary 


Wausau, Wis, Oct.4—The 10th anni- 
versary of Porath & Schlaefer, retail shoe 
merchants here, was recently observed. 
Carl Porath and William C. Schlaefer are 
the members of the firm and have estab- 
lished a good trade which has steadily 
grown during the past 10 years. 





New Stores in Boston 


Boston, Oct. 4—Among the new shoe 
stores here are Teddy’s Shoe Store, 325 
Washington Street, and the Nettleton 
Shop, also on Washington Street in the 
business district. Teddy’s store carries an 
attractive line of men’s, women’s and chil- 
dren’s shoes and hosiery. 


Exhibition Week at 
Fredericton, N. B. 


Fredericton, N. B.—The Hartt Boot & 
Shoe, Ltd., had a striking display of foot- 
wear recently when Exhibition Week was 
observed here. A pretty black satin even- 
ing slipper with a gold heel and trimmings 
was one of the many attractive shoes 
shown. The Hartt shoes are made here. 








Simon Company in Business 
Thirty Years 


Mobile, Ala., Oct. 5—The Simon Shoe 
Company, this city, for 30 years located 
in the same store, at Dauphin and Con- 
ceptionStreets, recently observed its anni- 
versary. The firm issued an attractive 
folder and thanked the public for its 
part in the success of the company. 





Takes Cleveland Position 


Joseph Sullivan, widely known in de- 
partment-store circles, and assistant mer- 
chandise manager of the Outlet Store for 
the past 11 years, has resigned to take a 
similar position in the employ of The May 
Company of Cleveland. Mr. Sullivan be- 
gan as a bundle boy at the Outlet 22 years 
ago and rose steadily in the business. 


New Shoe Stores 

Morris Wolfson (Wolfson’s 
Shoe Store) Gardner, Mass. 

Juvenile Shoe Company, R. W. Groves, 
manager, Tampa, Florida. 

Feltman & Curme, C. E. Goodman, 
manager, 979 Market Street, San Fran- 
cisco. 





Bargain 
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urrent Events in Failures, Suspensions and Activities ir 
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in the Shoe and Leather Trade 4: 
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BUSINESS REVERSES Cnr ——— St Cire Shoe Co.) com. Mass. ae & Perry Inc., shoe manu- 

P . (1017 East 105th Street) ts and shoes, report- acturers, recently 3 fi 

-~——— Ala.—Peoples Shoe Co. (Level Best Shoe ed petitioned or petitioner in bankruptcy. corporated $75,000. a 
Store) boots eam, reported petitioned or Salem, O..—Henry E. Newmark, shoes etc., re- Westfield, Mass.—W. Warren Thread Works. S. 

cme in $ n roe C.Si ported petitioned or petitioner in bankruptcy. thread manufacturers, incorporated $300,000. 
annon, Ala.—Sims & Co. (T. ims, proprietor) Oklahoma City, Okla.—Isidore Fagin, boots and Detroit, Mich.—Frank & Seder Co., department ALESM 
general merchandise, reported petitioned or shoes, etc., reported petitioned or petitioner in store, reported succeeded by National Depart- ion tne 

s. yee 3 in erate. , bankruptcy. ment Stores, Inc. ie A 
on 709 Marke -. 7 - Isaacs Luggage Shop Norman Truss Inc., boots and shoes, reported Raco, Mich.—George Kinsella Co., general mer- oie for 
@7 ~ et Street) leather goods, reported petitioned or petitioner in bankruptcy chandise, incorporated $7,000. cnmiiehedl 

pens en, in IT , Yale, Okla.—David Shadid, general speendinn, Hibbing, Minn.—August Johnson Co., general és. Comm 
ch. vm .— Bailey & Adams, general mer- ted petitioned or petitioner in bankruptcy. merchandise, in ated $50,000. Boot and § 
~~ ~~ “gee petitioned or petitioner in Port and, - Ore -. cIihenny Inc., boots and Kiestes, ——S Mo Sermever. general mer- 

shoes, reported offering to compromise ai 40 per andise. out to intz 

- Ga.—L. a & Son, general mer- cent. a New York City— Rappaport Bros. (220 New Lots eve 
chendice, reported petitioned or petitioner in | amar, S. C.—Peoples Trading Co., general mer- road) boots and shoes, sold out to Jacob Frank. tren ine 

M nkruptcy. chandise, reported offering to compromise at Brooklyn, N. Y.—Louis Atman, (3347 Fulton d 
—— Ga. —John B. Cravey, general merchandise, 10 per cent. Street) boots and shoes, sold out to A. Glass. when 

Cha bag? aeeeened a ae wy) tcy- Memphis, Tenn.—Heyman-Bach Co., boots and Morris Friedman (Supreme Bootshop) (99 pwn contin 
ican lls S —_ is coo ty f joe Co. (not —. shoes, etc., reported petitioned or petitioner in Graham Avenue) sold or closed out business. TANTE 
¢ an treet) wholesale footwear, repor bankruptcy. Binghamton, N. Y.—F. G. Collins Co., peste and W conels 

sul — eel Ue eat a. ion Rosebud, Texas—Watson & Co., boots and shoes shoes, succeeded by John Davis Shoe S: tere over. 
reported petitioned or petitioner in bankruptcy. etc., reported petitioned or petitioner in bank- —, “ye —Evans Bros., general ree ane con com 

= faa Tee Shee Co. beste aus Salt Lake City, Utah—Arthur R. Bolton, boots and Lindsay, Okla.-Harris & Cates (Cates Merc. Co.) pea 
po my ee offering to compromise at 70 shoes, reported petitioned or petitioner in bank- boots and shoes, etc., succeeded by Cates & Neill- 1SCOD 

A . —_ —Sehe , ruptcy. Philadelphia, Penn. —Frank & Seder Co., depart- sporti 
yee one fr Prescott, general mer- portsmouth, Va.—Mathew Hurwitz, general mer- ment store, r succeeded by National e sales 
_ ise, ous offering to compromise at chandise, reported petitioned or petitioner in Department Stores Inc. = Ste 

mentee, Dee _=anenne Cost Gal oc bankrupty. Pittsburg. Penn.—Frank & Seder Inc., department tucky, Tex 
er ry ut Sole Co. (19 Cooper = Rock Springs. Wyo.—John M. Riddle, shoes and store, succeeded by National Depart- onl Guntis 

treet) leather ~ se ings, reported petitioned repairing, reported petitioned or petitioner in ment Stores Inc. basis. Addi 
or petitioner in bankruptcy. bankruptcy. Galveston, Texas—Clark W. Thompson Co., boots 139 W. M 

Minneapolis, Minn.—Poppe's Boot Shop Inc. (27 and shoes, etc., consolidated with Alfred Fant! Co. cinenatien 
—— BAY boots and shoes, reported BUSINESS CHANGES Bellingham, Wash. rs i" ° Eee ond GALESM 

shoes, etc., r cceed ri age’ of Broo 

Nosper, Minn. ee 7 F. Spiess, general mer- [9s Angeles, Cal.—M. B. Kaplan, boots and shoes, Pennsboro, W. Va.—E. C. Bee (Quality Shop) No object 

s ae Mo Th assign: etc., succeeded by J. Schultz & Sons. boots and shoes succeeded by “4 E. Pratt. men’s or ¢ 
- = A o.—Thomas * *Nlathews & Son (3836 Tony Matranga, boots and shoes, sold out to Milwaukee, Wis.—Kendal Shoe Store (696 Ou sion, half 1 
caston Avenue) shoe findings, reported petition- P. Di Vito & E. larde. land Avenue) boots and shoes, succeeded by end state 
“< geieow Si in bankruptcy. Louis Polick, boots and shoes, succeeded by Riverside Bootery E-308, care 
aS eel Corp. (810 North 10th § —~ David Yonovitch. Jacob Kipen “Gis Chestnut are boots and Boston, M 
petitions a tpuaers. ,ceported petitioned OF Chicago, Ill.—Samuel Balchman (6040 S. Halsted shoes, sold out to J. Churchman —— 

Nelson, Mo.—Thomas ve Fowler, general mer- pany tan and shoes, reported sold or closed otren 
shane, s EES GUEnSS oF Se © Harry J. Bubeck (751 E. 47th Street) boots ern territo 

Sidney, Mont. —J.W. Harnish, shoes, etc., reported — reported sold out to D. Berg and L. S. Takes Over Tannery 7 —— 
assigned Give full d 

Newark, N. J.—Charles F. McLear (489 Clinton East Chicago, Ind.—Jack Givel, shoes and leather . o. ae oe 
Avenue) boots and shoes, reported meeting of findings, succeeded by Given and Givel. Peabody, Mass.—Rousmaniere, Wil gs + 
creditors called. Davenport, Ia.—The Berry Sh Shoe Co.—(306 W. liams Company, Boston leather mer- > 

West Hoboken, N. J.—Cudia Bros., boots, shoes, Second Street) boots and shoes, will discontinue ALESM 
ont repairing. reported meeting of creditors a _— a » © Bett OO . chants, took_over on October 1 the tan- oa 
called. averhill, Mass.—F. B. Herric ‘o., shoe : . 

New York City—Keegan-Aprahamian & Co. (15 manele re ed removed to Dover,N.H. TeTY of the Lorraine Tanning Company, has 4 . 
Moore Street) exporters, reported petitioned or Holtz Shoe Co., shoe manufacturers, Peabody, manufacturers of Lorraine calf _ 
petitioner in bankruptcy. aamane by Holtz. & O'Connell Shoe Go., . f XPERI 

Beschiva. s. Y.—Ed Klein (446 Kelshestockes a p & eo shoe manufacturers, leather. They have been selling agents 0 fasten 

venue) boots and shoes, reported meeting o' increa capita to : i : 

creJitors called. oe Lowell, Mase.-G. M. Goldsmith Co., boots and the company for some time. The change is a 

Morris H. Klein (159 Knickerbocker Avenue) shoes, etc., recently incorporat a step in the further development of Lor- ) > all oy 
boots and shoes, reported meeting of creditors North Adams, Mass.—William E. Lamb Co., Inc., . New Engl 
called. boots and shoes, incorporated $25,000. raine leathers. syivania. r 
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Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 

‘In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 


fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. 


are audited by the Audit Bureau of Circulations. 
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issue 

Pisieeseen $5.00 $4.00 $3.50 
| a 10.00 8.00 7.00 
3 in.. . 15.00 12.00 10.50 
Pabat<xaad 20.00 16.00 14.00 


Payment in advance is required. 





Recoruer rates for space less than one-eighth page per 


ltime 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WAN TED—Four cents per word for each insertion. 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


except when regular advertisers. as amounts are too small to open accounts 


Minimum amount 

“Want” advertisements, seven cents per word for each insertion 
Minimum amount accepted. $1.25. 
received up to noon on Tuesday of week of publication date. 
advertisers desire answers to come inp care of this office. twelve words 
must be allowed in each advertisement for address When advertiecrs 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly 
Answers to ads must be sent ander letter postage. 





accepted, seventy-five cents. For 
Ads under this beading will be 
When 











SALFESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SAL JESMAN WANTED—Well established Brook- 
lyn manufacturer of high-grade novelty turns 
isin need of a salesman wih en _ established 
trade for out of New York City, territory not 
restricted. In reply state age, experience, reference, 
etc. Commission Leste only. Address K-557, care 
Boot and Shoe Recorder, 127 Duane St., New York. 





ws NTED—Salesman for greater Boston and 
vicinity, Maine, New Hampshire and Vermont, 
for an in-stock line of women’s and children’s better 
ade and nove'ty shoes. Merchants Shoe Co., 110 
mer St., Boston, Mass. 


TRAVELING SALESMEN—AN OPPORTUNITY 


Are you desirous of adding to your income by handling a side line of in- 


terest to all shoe stores and in no way competing with your present prod- 
uct? This line really helps your present work and pays big. Address E-283, 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 








WANTED —Live. energetic salesman for Wis- 
consin and Minnesota. Have some trade to 
turn over. Will advance traveling expenses. 5 per 
cen commission basis. Levie Shoe Company, 
Chicago, Illinois, 





WISCONSIN manufacturer of quality work and 
sporting shoes would like to hear from high- 
grade salesmen handling non-conflicting line in fol- 
lowing States: a Ohio, Pennsylvania, Ken- 
tucky, Tennessee, Mississippi and Alabama, North 
and South Carolina. Meened 7 per cent commission 
basis. Address E-307, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Illinois. 


SALESMAN wanted to sell a well-estab' ished line 
of Brooklyn made turn and we't women’s shoes. 
No objection to a short side line of high-grade 
men’s or children’s shoes. Pay ~ + cent commis- 
sion, half upon receipt of order. Submit references 
and state territory covering at present. Address 
E-308, care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 


CHICAGO manufacturer of men’s welts, retailing 
at $7 and $8 has IIlinois, Indiana and two South- 
ern territories open. To a salesman who has proven 
his ability to successfully sell a manufacturer's line 
of men’s shoes, an attractive proposition is offered. 
Give full detai s in first letter. Replies confidential. 
Address E-309, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, II. 


ALKSMEN WANTED on commission basis to 

carry side line of infants’ soft sole shoes. Good 
territory open, Address E-293 care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


EXPERIENCED salesman wanted by manu- 
facturer to carry side line of popular priced 
stitchdown sandals and shoes. Commission basis 
only. ie territories im Washington, 
Colorado, Oregsn. Montana, Utah, Minnesota, 
New England States, Southern States and Penn- 
sylvania. Address K-552, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 


SAL -ESMEN WANTED—Live wire men to sell 
high grade line of shoe laces and assortments in 
Mississippi Valley, Yowwe and Southern States. 
Liberal commission. Address E-277, care Boot and 

















Shoe Recorder, 189 W. Madison St., Chicago, Ill. 











Middle West Mfr. 
of Men’s High Grade 
Dress Shoes Wants 
Two GO-GETTERS 


One for Pennsylvania and one for Texas. 
An unusual opportunity for live wires 
who know men’s shoes and have a fol- 
lowing. A well-advertised line with a 
long di p jon for both 
style and quality. Rapid in-stock serv- 
ice. Address E-311, Boot and Shoe 
Recorder, 189 W. Madison St., Chicago. 











New York jobbing house handling 
women’s Mekas and turn novelties has 
vacancy for live wire salesman with 
good following through the city, 
Brooklyn and Jersey. Address E-310. 
Care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











IDE LINE_ RECORDS SMASHED—Our 

children’s stitch down and women’s McKay 
comfort line proving big winner for real live aggres- 
sive side-line sal 15 in all—sales- 
men reaping big harvest and dealers ordering in 
case lota from coast to coast. Attractive commission 
plan. Now allotting territory to unusual producers 
who can show substantial and clean records. Write 
to-day. Wobst Shoe Company, Milwaukee, Wis. 


ANTED—Good salesmen with established 

trade to carry (with their present lines) 14 
tbe EO SL All carried in s' 
Commission basis only. Commissions paid each 
—-. State what terri you cover and what 
line you carry. Samples ready now. Address E-278, 
care and Shoe Recorder, 189 W. Madison St., 
Chicago, Til. 


ALESMEN WANTED—To sell side line in- 

fants’ 1-6 flexible turn shoes and soft soles, over 
50 anges ote. ast strongest line baby shoes i in coun- 
try. Good territories open. Give re‘erences, how 
long sold, wane line, age, annual sales, etc. Ad- 
dress E-281, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














ALESMEN WANTED—A No.-1 salesmen ot 

sell our line of men’s fine welts, made in the 
Brockton district to retail at $5 and $6. 6 per cent 
commission, payable 50 af cent on accepted or- 
ders, balance w inv paid for. Line con- 
sists of 20 samples. Will mot os with high grade 
women's. Territories open, Wisconsin, Tilinois, 
Indiana, Michigan, Ohio. Address, E-280, care 
Boot and Shoe Recorder, 207 South St., Boston, 








Mass. 





Wanted, salesmen, to represent man- 
ufacturer making a oe line of 
“Guaranteed not to Rip” play and 
school s for the following states. 
East and Central Texas, Louisiana, 
Kentucky, Virginia and Missouri. First 
letter give full details as to shi 
territory covered in detail, references, 
ete. E. J. Ramsey Co., 347 Rider Av- 
enue, Bronx, N. 











SAL) ESMEN WANTED 
tern ki snappy 
line of growing girls’ , misses’, and 
children’ 7 Goodyear —_ has opening 
for r n Iowa, — 











souri, Illinois, Indiana a Mich 

on commission basis. Give full detaile 
of your experience. No objections to 
line being carried with a childrens’ 
turn line. Address with references, 
E-2%, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














SAE .ESMEN WANTED—A factory wishing to 
double its outpyt wants salesmen to carry 
infants turn shoes as a side line. We want inquiries 
from all territories, 6% Commission, Stock 
tion. Address E-258, care Boot and 
ecorder, 207 South Street, Boston, Mass. 





ALESMEN WANTED—Experienced Men to 
handle —— line of Nationally Adventnah 
Felt, Satin and Leather Slippers in Minnesota- 
Towa, Nebraska, Kansas, Ohio, Indiana and Michi, 
gen State territory traveled and furnish references. 
A. Bradley, 404 S. Wells St., Chicago, Illinois. 





POSITION WANTED 


UYER—Knows shoe business from A to Z. Can 

qualify in = yea Address K-558, 

= eee and Recorder, 127 Duane St., New 
ork. 








Bessa and credit man available soon, 
Thirty-six years old, Christian. Sixteen years’ 
ex ce in wholesale business makes him a val- 
uable man. Looking for larger opportunity, salary 
of second consideration. Address K-559, care Boot 
and Shoe Recorder, 127 Duane St., New York. 





Shoe factory office man de- 
sires position. With makers of 
nationally-known shoe for over 
17 years as treasurer, in full 
charge of correspond » cred- 
its, adjustments on returned 
merchandise, etc. Thoroughly 
reliable, strictly temperate and 
willing worker. A-l references. 
Address E-288, care of Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 

















BUYER AND MANAGER 


WANTED by one of Arizona's largest depart- 
ment stores, live-wire buyer and manager for 
men’s, women’s and children’s shoe department, 
operated on Mezzanine floor and in basement; shoe 
business done $150,000 yearly, which can easily be 
increased with a little effort. Applicant must know 
the shoe game from beginning to end and be able 
to cater to the elite and middle classes. Apply by 
letter giving full particulars and salary expec 
—— E-315, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Illinois. 
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HELP WANTED 


LINE WANTED 


WANTED TO PURCHASE 





E* PERT Model Cutter and Designer of women’s 

shoes wanted. Boston shoe pattern manufactur- 

ing concern offers > xcellent opportunity for high- 
ade man. Address E-316, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 


ANT line of ladies’ shoes for the West and 
Pacific Coast. Will maintain office in territory. 
Can fill every requirement that you may insist on. 
Better write me. Address E-320, care Boot and 
oe Recorder, Boston, Mass. 





ANTED—A youn =. with high school or 

college education a Western manufacturer 
of men’s fine shoes. Must ' have retail shoe selling 
experience on men’s fine shoes and in town of 10,- 
000 population or over. The position is under the 
personal supervision of the sales manager in the 
Advertising Department. Talent to write high- 
class advertisements for retail shoe dealers, also 
good merchandising and advertising ideas are es- 
pecially desirable. Salary will be whatever you 
demonstrate your worth to be, so do not hesitate to 
apply if you think you have the ability to get re- 
sults. In answering give age, married or single, 
educational advantages, name and address of retail 
merchant served and several character references. 
If possible, submit samples of work done in adver- 
tising. Address E-299, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 


WANTED—Line of medium-priced ladies’ shoes 
to sell to the retail shoe dealers in Louisville, 
Ky., and on 7 . Trade established. Address E-317 
care Boot and Shoe Recorder, 207 South St., 

ton, Mass. 





WANTE tD—By experienced shoe man with seven 
years’ road experience, a line of men’s welts 
for the city of Detroit. Range to retail at $3.50. 
What have you to offer? Address E-318, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


LINE AST eae a high-grade in-stock 

misses’ and chi'dren’s shoe line to with a 

complete tine of well known felt sl:ppers. vering 

Pennsylvania and Maryland. Address E-287, care 

poet and Shoe Recorder, 207 South St., Boston, 
ass. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc, 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








I PAY SPOT CASH 


For entire Shoe Stocks, Surplus Shoe Stocks and 
Slow Moving numbers. Any quantity. Will 
give you immediate reply. 

S. CLEARFIELD 
116 W. 32nd Street, New York 











BUSINESS OPPORTUNITY 


ws NTED—Maan thoroughly experienced in shoe 
buying and merchandising. To buy either half 
or all interest in a shoe department located in a pro- 
gressive department store, in a live western Michi- 

n town of 50,000 population. Address E-313, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Illinois. 


I WANT tion with facturer or chain 
of retail stores to put over retail store that. I now 
have started in the fastest growing Ry! in the 
Southwest. Address E-314, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass 














LINE WANTED 


WANT. to t with facturer making line 
of CORRECTIVE SHOES. Number years 
fitting shoes—all grades. Proficient in Practepedics. 
Road experience. Fully coquigpes ts to meet college 








FOR SALE 


REAL live retail shoe business turning the 

stock three times a year. In one of the best fac- 
tory towns in New York State. Population 10,000. 
long lease, low rent, up-to-date front and fixtures. 
Reason for selling. other interests. Address E-312, 
Care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
oe wv ig for your entire or surplus stock stock of 


ving a short term to run taken 
= Eecalliaed od 0h youn. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 





Focal SALE—The only exclusive Shoe Store in 
Ocala Florida, Stock about $5,000.00. Must be 
sold soon. M. M. Little, Proprietor. 





FOR SALE 

Lease and fixtures with small stock of 
exclusive ladies’ novelty shoe shop for 
sale. Located in finest section of New 
York City. M ificent front and beau-— 
tiful interior decorations. Very reason- 
able to cash buyer. Wonderful por- 
tunity for anyone. Address 4 . 
care Boot and Shoe Recorder, 127 
Duane, St., New York. 














folks’ societies on equal footing. Corr 
solicited. Address E-319, care Boot and Bros Re- 
corder, Boston. 


Line Wanted 


By salesman who has for years 





successfully sold large volume 
trade in all big cities from New 
York to Denver. He is interested 
in making a permanent connec- 
tion with a manufacturer of 
women’s novelty McKays or 
turns. References of the highest 
character. Address E-321, care 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
ONE—SPRING 9965 


PH 
WILL( SLOW SELLERS FOR 
BUY (ENTIRE sTocKS | CASH 


in shoes al hand fer ales 
Bargains — ways on Sega « 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge = that he wae | runs through these 








pages may rea 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also bu 
surplus or slow iti 











aaa a ons gov Saben ie ty 
ether merchand 
“Hor 30 70 — = eo 


nee FURCHABING SYNDICATE 
610 Broad ~ =, oe 





Phone Stagg 1757 








MISCELLANEOUS 











Announcement 
to the Shoe 
Manufacturers 


Our Contract Stitching Rooms at 92 
Essex Street, and 58 Essex Street, are 
fitted with the latest machinery and 
are ready to do any amount of contract 
stitching. 5000-pair capacity a day on 
novelty work. 
Chase ce Sti yh 
mtract Stitching a Specialt 
EssexSt ft 


92 averhill, Mass. 
Tel. 3359 








The subseri 
a peak 


Oates of the Beot and Shoe 
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Each issue copyrighted by the 


Cable Address BOOTRECO 





Shoe Recorder is $5.00 im adv which includes 
Islands, eg on] Islands, | ‘Alaa, Canada, M >. Co 


Mexico, Costa Rica, Dominican 
Peru, Uruguay, Spain, 





Ine. Mentor of Go Dalies Fett 
Recorder Publishing Co. 


The Balearic Islands, and the Canary Islands. 
Ne Subecription Accepted for Less Than One Year 


Member of the Associated ry Papers, 


Member of Audit Bureau of Circulation. 
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ishers Corporation. 
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Advertising Correction 


In the September 15 issue of the Re- 
corder, there appeared a page advertise- 
ment of The Scholl Mfg. Company, in 
which the price of Dr. Scholl’s Anterior 
Metatarsal Arch Supports Nos. 1, 2, 3, 
and 5 were quoted at $36.00 per dozen. 
This was a typographical error. The price 
of these supports remain at $30.00 per 
dozen as in the past. There has been no 
advance in price. 


To Make Women’s Shoes 


Lynn, Mass.—Walden & Perry, Inc., 
recently incorporated with a capital of 
75,000 and will make women’s shoes in 
the Hoag & Walden factory at West Lynn. 
Hoag & Walden recently announced their 
liquidation. Charles H. Walden of the new 
firm was of the old firm and is of the Wal- 
den family which has been making shoes 
in Lynn since Revolutionary times. Frank 
Perry, of thenew firm, was salesman for the 
old firm. Other members are William E. 
Morrill and Harry B. Heath. 





Selling to Manufacturers 


New York, October 4—Schwarzenbach 
Huber & Co., 470-478 Fourth Avenue, 
manufacturers of shoe satins for years, 
which until recently distributed through 
jobbers only, has commenced direct rela- 
tions with shoe manufacturers. Timothy 
F. Leary is the New England representa- 
tive. 











SHOE STORE 
CHAIRS 
SETTEES 






WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 

















= 

















Milbradt Rolling 
Step Ladders 
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2416 Ne. 10th Street 
ST. LOUIS, MO. 
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N lightest and most 





pennene Be, fitting stool on the market. 





Finished Go'den Oak or 
ahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 








Metal Shoe Fitting§Stools 


Mirrors 






No. 141 


Gcta1% THE CHICAGO 
wma P* WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 














Bicycle 
~ STEP 
LADDERS 


are pe 
in man 

styles ann 
to fit all 
kinds of 
shelving. 


desc ri at ion 
and prices. 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, Ill. 








DO YOU KNOW? 
That you can buy it—or 
sell it—through the 
“‘Where to Buy”? Columns 
This feature in its quick 
service is a time saver in 
meeting immediate 


needs. 
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Tubular Rivet & Stud Co., Boston......... 117 


United Fast Color Eyelet Co., Boston. . 123-124 
United Last Co., Boston 12 
United Shoe Machinery Corp., Boston... .. 140 


Wilson Process Inc., New York City........ 115 
Whittemore Bros., Cambridge, ears 162 
MISCELLANEOUS 


Atlantic Printing Co., Boston 
Papers, Inc., New =... 





66 chev tichodnebecemesseces eames eis 
Brooklyn Purchasing Syndicate........... 170 
Calderwood & Preg, Inc., Boston.......... .133 
Clearfield, S., New York City............... 170 
Glauberg, Max, New York City............. 170 
ee Gees TNO 656 cts ceepeasscscccis 156 
Howard Print, Inc., Brockton, Mass........ 136 
Kalter Cerf. Co., Max, New York City...... 170 
Kirsch-Blacher Co., New York City........ 170 
N Now York € City ~ahepeanemsnenn facet uneene 
Tolman Print, Brockton, Mass............. 136 
University Electrotype Foundry........... 136 
Waskow Co., Inc., Chicago, Ill.............. 133 
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represents styles that every up-to-date 
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The THE | 
7 7 : | 
Tan ‘Erie Calf , S HOE 
Saddle Lace Oxford 
BCD 48 
Crepe Rubber Sole 
- NOW IN STOCK 
| 
| 


The 


Somerset 






No. 83 
Men’s 
Tan Eric Calf 
Saddle Blucher Oxford 
CD &11 
Crepe Rubber Sole and 


48 hours. 






No. 597 


shoe merchant should have—first, because 
they are models that are popular, and 
secondly, because as soon as you sell a 
pair you can re-order immediately and your 


order will be filled at once. 


No effort is spared to keep up our reputa- 
tion for service, and if you are interested 
in a quick turnover, let us have your 
order today. 


Heel. An analysis of our Stock De- 


partment in 1922 shows 98.9% 
of all orders shipped within 






The 
Aberdeen 





Tan Calf Derby Bal 

Derby Bal (Double Sole) 

A-B 7-11 C D 611 BCD Eé@11 
No. 598 No. 606 

Same style in Black Same style in Mahog- 
Calf any 





M. A. Packard Company 


(P) Massachusetts 


Brockton . ° 
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Colors that attract the eyes and satisfy 


the most particular. Workmanship that 
determines genuine service. Quality in ma- 


terials that assures the longest wear. 


These are the three fundamental reasons 
why Dolgeville Felt Footwear has been 
and will continue tobe the standard for 


year round profits. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, N. Y. 
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THE GROVER “NATURE’S WAY” SHOES 


They Fit In Every Part and— 
They Can’t Break Down in the Shank 


No. 4590 R 


That’s good news for you, Mr. Man. No trouble at all to fit your customers. And 
when they go out you can bet your bottom dollar they’re going to send their 
friends in to you, as well as come back themselves when they need new shoes. 
They are not coming back in a few weeks with a tale of woe and a broken shank 
shoe. 

For GROVER has found a way to make a flexible shank shoe so as to hold the 
shank where it belongs. And that way doesn’t for one minute interfere with the 
flexibility of the shoe either. 


For strong, healthy feet, and for others not so strong, the flexible shank has proved 
its worth and established its market. We’re not stretching it a bit when we say 
that ‘‘Nature’s Way” is the very latest word in this type of orthopedic footgear. 
Pictured is number 4590R—a handsome shoe for street wear, particularly 
with a tailored costume. 


Paris Kid on 191 last, medium toe, Flexible shank, Flexible Welt, with 1 4 inch 
rubber topped heel. 


IN STOCK: AA 4%-9, A 4-9, B-C 3 , D-E 3-9. Price $5.60 
Number 4584R—Same style in brown kid, in the same range of a 


Plenty of other styles, both in oxfords and boots. Let us tell you about them. 


J. J. GROVER’S SONS CO. -- Lynn, Mass. 


‘‘Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
Kesner Building 
NEW YORK OFFICE 5 North Wabash Avenue 
Marbridge Bidg., 47 W. 34th St. Corner Madison 
’ 


BOSTON OFFICE 
Little Building 
80 Boylston Street 





b> every week by the Boot and Shoe Recorder Publishi Com Boston, tered as second class 
15, 1922, at the Post Office at Boston, Mass., under the act of Gonasete of March's, 1879. Suiscrenen pd my AY ” yon. Dolnaed in U. aA 
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NOVELTIES 


That Appeal to the Popular Demand 
in Price and Style 


We present here four of the many novelty styles we are making this 
season. The line is snappy but made with the careful attention to 
every detail of workmanship that has characterized the Johnson 


Bros. line for many years. 





No. 703—Patent Cross Strap, Half Louis No. 738—Patent 2-strap, Spanish Louis 
? \ . p, Spanish ut 
Heel, 129 Last. Heel, 129 Last. 





‘ No. 786—Van Ruba Russia Oxford, Lo 
No. 792—Brown Suede One Strap, Russia Cabin Buck slashed top, 8-8 Heel, 127 
Calf Trim, Spanish Louis Heel, 129 Last. Last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 
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he Whitest Whites - 


““cleans like 
a china cup”’ 


WHITE LEVOR GRAIN KID 


(CABRETTAS) 
in popular priced footwear 


WHITE LEVOR GRAIN GOAT 


(CHEVRETTES) 
. in high grade exclusive lines 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 


DISTRIBUTING FORCE 


ARTHUR S. PATTON LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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Gor Skyle and 


Service 













two or three! For HERMAN’S Dress Shoes 
are not merely abreast of the style—they 
set the style themselves. 


. ( 
/ 
OSELL your customer a pair of 
HERMAN’S Service Shoes, and let him 
go elsehere for his Dress Shoe needs, is to ; 
make a single profit when ought to make 


MO 





No. 90 (above) and No.78 (below). Can you imag- 
ine a line ofsuch shapely shoes, made as only 
HERMAN knows how? And advertised 
nationally in Saturday Evening Post and 
other leading magazines, to the very class/ 
of buyers you’ve always wanted to bring 
into your store! 













No better way and time 
to get acquainted with 
HERMAN values than 
by ordering No. 90 and 


No. 78 FROM STOCK 
today. Write for big 7 
dealer’s catalog. f 
o 7 No. 78 
, ' = B, 6 to 11 
> C&D, 5toll 
x P es ot $4.00 


Ou! 




















JOSEPH M. HERMAN SHOE COMPANY ae 
BOSTON and MILLIS, MASS. 
Makers of more than 4,000,000 pairs of shoes for the United States Government 





SAN 
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"NATIONAL PARK | 


| HIKING BOOTS~»OXFORDS|, 
| YEAR ROUND | WEAR. 



















































THAT EXTRA PAIR! 


HIKING CLUBS ARE BEING 
FORMED ALL OVER THE 
COUNTRY! 


ARE YOU GETTING YOUR 
SHARE OF THEIR BUSINESS? 





























ADVERTISING 
AIDS THAT 
COUNT 
14iINcCH BOOT 


No. 16312 MAHOGANY ELK 14-in. BOOT, 
MOCCASIN VAMP, CORRECTIVE, ROUND 
TOE LAST, GOODYEAR WELT 
SIZES 2-8 A-D 


$6.50 


OXFORD 


OUR No. 16302. MOCCASIN VAMP OX- 
FORD. DESCRIPTION AS ABOVE 


$4.25 











STOCK DEPARTMENT 


THE JUVENILE sSHOE CORPORATION 






CARTHAGE MISSOURI 
STOCKED FOR THE 
PACIFIC TRADE BY 
SOUTH COAST: NORTH COAST: 
WILLIAMS-MARVIN Co. FITHIAN-BARKER SHOE CO. 





SAN FRANCISCO—LOS ANGELES PORTLAND, OREGON 
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Trade Mark 


Have You Felt The Velvet 


Influence? 


We note a call—not heavy but worth 
heeding—and we pass the word along 
for what it is worth. 


THE “POPPY”? 
(Originated by BARNETT LIPP) 


De Lipp Shoes = 





A style that lends itself 
well to velvet treatment. 


Black velvet, patent leather 
trimmed. A beautiful model 
also when worked up in vari- 
ous leather combinations. 


The “‘Poppy”’ is one of our best selling styles. 
It meets the need for dress, daintiness and 
durability of shape. 








DEGEN-LIPP, Ine. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 


FACTORY DISPLAY f SHOWROOM 
133-1438 FLOYD STREET CREATES 607 MARBRIDGE BLDG. 
BROOKLYN, N. Y. NEW YORK CITY 











a; z. Ma, wWWghS Fen GER SVE A seu “ar hie “seer Ver, 
“ es sates Dhe xi SS be Wie HINGE SE 


at 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER October 13, 1923 





a) 

‘yea 

5 Sy ; 
wil 


“Prince’’ -- an Arrowhead 
Style that brings ’em back for more! 


“ PDRINCE” in the Arrowhead line is a fine 
gauge pure Japan silk sock, medium weight, 
with mercerized top, heel and toe, has high 

Spliced heel and double sole. All colors. 


VERYTHING that carefully 
dressed men like to find in their 
socks, they will find in “Prince.” The 
beautiful silken trimness, the strong 
mercerized reinforcement where un- 
usual strength is needed and the mod- 
erate price that is in itself an almost 
irresistible appeal. 


Men—in your community—have been 
reading about “Prince” in The Satur- 
day Evening Post and The Country 
Gentleman. They are ready to buy— 
just as quickly as you offer it to them. 


“Prince” is part of the wonderful 
Arrowhead line that includes ankle- 
clinging hosiery for women, children, 
and men, in pure silk, artificial silk, 
mercerized, worsted, and cotton. 


Send in your order now. There will 
be no delay. Shipments made the day 
your order is received. 
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Ricumonp Hosiery Mi ts, Inc. 
Established 1896 
CHATTANOOGA TENNESSER 
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Arrowhead 
HOSIERY 


For all the Family 
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IN STOCK 


D-E Widths 


MORE VALUE PER DOLLAR 


Stanworth Shoes have a nation-wide reputation for service. 
Your customers will like the new Wayne Last. It’s a free 
fitter; makes a neat appearance. Style 920 will be INSTOCK 
all winter. Mail your first order today. You can get sizes 
later just as you need them. 


MARION SHOE CO. 
MARION, INDIANA 


ik ies ; 
= WESTERN QUALITY iE 
EASTERN STYLE 


fl 


— 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND S HOE RECORDER October 13, 1923 





_ For Those 
Late Fall Street Oxfords 


A New ELK W i L. Oo No Cutting Waste, 


Leather That aco usa Every Foot Can 


Isn’t Stretchy E L K Be Utilized 


A Substantial Leather—Yet Unusually Soft 








The practical minded business woman, and in fact, most — 
women, always buy at least one pair of those practical 
tailored effect street oxfords, the minute snappy weather 
gives its warning by a little frost. 


Right Now we are selling large quantities 
of WILO ELK for that very type of shoe 








SO SOFT AND MELLOW JUST THE RIGHT WEIGHT 
that the shoes are easy to wear to give protection and stability 
at once. with comfort. 


BEST SELLING COLORS ARE BEIGE, LOG CABIN, 
> DARK GRAY and SILVER GRAY. We also make 
- WILO ELK in eight other colors. 


> 


KZ 


Let us give you C. D. Kepner Leather Co. vubbn 





= 
» 
Go enemer ol se ating Agents cf Wie Lathrs aye 

not appreciate 
who can show 139 South Street, Boston, Mass. the Printings 
you sempre 10 Spruce Street, New York advance we have 
shoes of WILO , made in the tan- 


ELK. 308 Leather Trades Bldg., St. Louis, Mo. ning art. 


>) 


> 


=) 
A 
») 
“ 
=) 
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—Are Made with Either Welt 
or Turned Sole 
=) S —Are Carried in Stock 
_—Are Nationally Advertised 


N presenting these two 
Ease-All styles, we call 
your special attention to 
the fact that they are made 
with TURN sole. 


This gives the shoe a 
light-weight flexible fore- 


B 01079A $6.50 part, but does not in any 
Net 30 Days. 


Women’s black glazed kid two-strap Elyria sundal, turn way affect the support given 
sole, Loyal (combination) last, ‘orated imitation tip, . 
vamp, collar, and straps, Ease-All special shank and- to the arch by the special 
counter, 134 inch Cuban heel with rubber top lift. 


AAAS to9 Ease-All steel shank and 
= 4% to 10 


; extra long counters. 

> 3% 

: Many women who need- 
ed but heretofore refused 
to wear corrective shoes, 
will welcome a TURN 
Ease-All. 


A large Ease-All advertising 
campaign is now acquaint- 
B 01074B $6.25 ing millions of women with 


Net 30 Days : . 
Women’s black glazed kid oxford, turn sole, Loyal (com- the merits of Ease-All shoes. 


calier, Hanes acecial shank aad counter, 196 tack Cakes 
heel with tubber top lift. . There are a few more towns 
VOT EHd in which we have no agency. 
Beat your competitor to it. 
4 
% 


Fourteen Styles of Ease-Alls Carried In Stock 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles ., Denver, Colo. Bush Terminal Sales Building 709 Forrester .,Los Angeles, Cal. 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 G. C. McA . Representative 


Representatives S. A. McOMBER, Representative 
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Napier’s Bootery 
307 So. 16th St., Omaha, Neb. 


American 
Interlocking 


Shoe Store Chairs 


are the most practical and economical because: 


They Increase Seating Capacity 


The American Interlocking feature enables you to seat seven people 
in the same space that would otherwise be required for six. 


They Are More Comfortable 
Customers are not crowded against each other as when settees are 
used. The individual seats insure all the comfort that is enjoyed in the 
best theatres. 


They Are More Durable 


All wood standards are solid (not framed-up panels), and are rigidly 
reinforced with heavy iron plates. Every detail of construction is of 


the sturdiest type. 

They Beautify the Store 
Individuality of design and permanently straight alignment make 
American Interlocking Shoe Store Chairs preferable from the stand- 
point of appearance. 


AMERICAN SEATING (OMPARY 


General Offices: 1016 Lytton Bldg., CHICAGO 
Room 707, 250 So. Broad St. Room 601, 119 W. 40th St. 
PHILADELPHIA NEW YORK 
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Nifty Strap Styles 
with an appeal to the 


feminine eye as well as 
the purse 


No. 121. Price, $4.60 
Autumn Brown Suede Bernice, Brown Kid 
Trim, Military Wood Covered Heel, = 
Trim, Military Wood Covered | IN STOCK for at once de 
No. 130. Price, $4.60 


Same in Black Suede, Dull eid Trim, livery on or before 
October Twenty-fifth 


Our New Fall Catalog 
sent on request 


No. 110. Price, $4.35 . No. 126. Price, $4.35 
: : Black Satin Natalie One-Strap, Black 
Beas atin Oe Pree Sirake Sole 88 - Suede Trim, Single Sole, Military Wood 
Wood Covered Heel, Belmont Last. Covered Heel, Newport Last. AA to,C. 
AA to D. 


F No. 180. Price, $4.15 
p bas “ mg gO Kid Black a yon wy —. a 
i » atent tt ross_otrap, 1d Suede Trim_ Single e, Fu ni 
Aasturmn eon Ab ig ds Bernice, St@Ps, Single Sole, Military Wood Cov- Louis Heel, Euclid Last. AA to * 4 
Brown Kid Front and Trim, Single Sole, ered Heel, Newport Last. AA to C. No. 181. Price, $4.15 
Full Covered Spanish Louis Heel. Euclid No. 257. Price, $4.00 Same in Patent Dull Kid Trim. 
Last. AA toC. Same in Black Kid, Patent Trim. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET $3 = BOSTON, MASS. 
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“Nothing in the shoe 
but the Foot” 

















SS 
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‘“In-Built’”? Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 


ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


Show your customers shoes with 
Crawford Arch Su i 
Shanks. 


























United Shoe Machinery Corporation 


Boston, Mass. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 








BOOT AND SHOE RECORDER 





Capitol McKays 


Embody Style and Beauty — 
and Give Quick Turn-Over 


Capitol McK ays are the product 
TODAY’S BIG SELLER ©! an old organization of proved 
Cinderella ability, under a new name. 


(illu d) . . 
Theco Seep Cnt Out Increased business necessitated 


Patent Vampand Quarter, Straps an additional factory. 


and Trimming of Black Ooze. 

16/8 Celluloid Covered Spanish Now we are all set for a 
Heel. French Toe over our Mu- ‘cc ” ; 
sette Last. The ate comes bumper season—and there’s 
in all leathers and Black Satin ? : 

carrying 16/8, 14/8, 12/8 and 9/8 no doubt we ll get it, with the 


heels. . ’ 
aI best line we’ve ever produced. 


3 Capilol Shoemakers, Inc. 2% 


Our Mailing 
Big High Grade Novelty McKays for Women List 
Sellers EIGHTEENTH STREET AT WASH ST.LOUIS riteus 
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B255—Patent Leather Lace Mouse Top, Pony 

Cut, Rubber Heel. Child’s, 814-11, spring or 

i ee ee 

Misses’, 1144-2, school heel. ............ .$2.25 
On the Nature Last 


Tho Biggost 22° 


That’s just what these wonderful values mean, and every buyer that knows real quality and value 
will get his order in, for both of these styles, mighty quick. 


HeAS Weder ©. 


Manufacturers 


DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 
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84 to 1l 
11% to2 
$2.25 


B251—Mahogany Lace Mouse Top, Pony Cut, 
Rubber Heel. Child’s, 84-11 D spring or 


Misses’, 1114-2 D school heel............ $2.25 
On the Nature Last 


Our branch houses are provided with a limited stock of both of these styles. It.will pay you to 
anticipate your needs and get your order in early. Order from the KRIEDER Branch house 


nearest you. SHeA- SN : Rp. 


Manufacturers 


DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 
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BOX- =TOES _ 
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VuLco-UNIT BOX TOES FOR LITTLE SHOES 


Vulco-Unit Box Toes are comfortable, durable and water-proof, and |: 
will withstand the abuse that sturdy youngsters give their shoes i 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


[ CAWITH MPG Co) 


argest Manufacturers of Box Toes in the World 
il! SUMMER STREET. BOSTON. 











OSCAR E WRIGHT CO. J mm) 6 St. Louis ; 
















Chicago G.W. KIBBY & CO. i g5 GEO.A.SPRINGMEIER CO. Cincinnati 
| 
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Particular men who are accustomed to the best 
—men who have developed a keen perception of 
what’s what—such men are quickest to voice 
their appreciation of The Certified Shoe. Good 
taste is expressed in every line. Good shoe- 
making preserves good first impressions. 


RAPID I N-STOC K SERVICE 
Write for Catalog F 








No. F 745 
IN-STOCK 
Black Calf Oxford, Radio. Last, 
Bi < 


ith sloop 
edge, Rubber Heel...... $6.00 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD, ILLINOIS 


Chicago Sales Office, 410 Security Bldg., J. Wurmser 
Kansas City Mo. Sales Office, 444 Sheidley Bldg., R. W. Martin 
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A lately received 

Parisian Model as 

made from our 
CHIPPENDALE BROWN 


Other presently 
popular colors in 
the Peacock fam- 
. ily are 
CHAMPAGNE 
BRONZE 
CUIR DE NEIGE (White) 
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Peacock Colors 


erve unvarying tone in 
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It is little short of marvelous what refinements in tanning processes have 
achieved in securing unvarying color tone in Evans’ PEACOCK COLORS. 


Not absolute perfection—no reasonable shoe man expects this—but a 
constant run of color, so nearly the same as to be practically unnoticeable 


to the customer’s eye. 


Such results cannot, of course, be had 
without strict and ever-watchful vigil- 
ance—absolute concentration on holding 
to one formula, a particular class of 
skins, and what is most important—a 
factory and force which never works on 
any other variety of kid leather. 


It is easy to understand why so many 
factories and stores have abandoned the 
old policy of “shopping around” in se- 
lecting leather for their standard lines. 


They have found that it is a matter of 
honor with us to keep EVANS’ standards 


constant. 


JOHN R. EVANS & COMPANY 


CAMDEN - 


- New Jersey 


(Branches in All Principal Shoe Centres) 








| Si tandardize on Frans Rade 
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REG. U.S. PAT. OFF. 


The Dress Shoe for the Boy 
That Makes Him Feel Like 
a Man. 


IN STOCK 


No. P703—* Bobs.” in mahog- 
any and gun metal, full grain 
Fred Rueping’s Calf leather, 
with Rock Oak sole, rubber 
heel 

Sizes 9 to 13%......... $3.00 
Sizes 1 to $4%.........-. B88 


In case lots 


The boys demand them 


MORE 
PROFIT 
ON YOUR 
BOYS’ 
BUSINESS 


“BOBS” are increasing the turnover of those 
merchants now dealing in them. This means 
more profit on their boys’ business. You can do 
the same 


We are constantly setting new high standards of 
quality and workmanship for “BOBS.” Every 
pair is clean and sturdy. Our special Shoulder 
Channel Process is a unique feature. Send for 


INSTOCK 


No. K703— “Bobs,” in mahog- 
any and gun metal, full grain 
Fred Rueping’s Calf leather. 
with Rock Oak sole. rubber heel 
Sizes 9 to 134. . . $3.00 
Sizes to 5%... cone ee 
Gate OG © occ ccecceces Ge 
In case lots 
A wonderful value 
Order now 


KANNALLY-WICK 
CORPORATION 


Manufacturers 
HIGHLAND, ILLINOIS 


October 13, 1923 

















Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the greatest suc - 
cesses come from the ranks of average men. What we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition — tested and proven over a 
period of 21 years: ; 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 

ou are sold a one-third interest in a new store and 

me its manager. You may afterward acquire a 

ip in other stores which are the outgrowth 

of the one in which you first received a financial in- 

terest. If you do not possess the capital to purchase a 

one-third interest in a new store, the money is loaned 

ou by the J. C. Penney Company, and you repay it 
rom subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
F ence in our lines of merchandise in your 


years 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J.C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 
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GOOD YEAR 


There is no substitute for Goodyear Wingfoot Heels. 
No substitute for their quality. 

No substitute for their clean-cut, close-fitting design. 
No substitute for their long, long wear. 


The people who buy your shoes know Goodyear Wing- 
foot Heels. So you ought to insist on Goodyear Wingfoot 
Heels on the shoes you buy. 


There are Goodyear Wingfoot Heels for men’s, women’s 
and children’s shoes. More people walk on Goodyear 
Rubber Heels than on any other kind. 


See the new Goodyear Sport Dotiem—~on ideal 
combination of Goodyear Wingfoot Heels and Soles 


WENGEFOOTE 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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O U R MEN’S TURN SLIPPERS O U R 

$ 2.65 We manufacture and are prepared to $2.3 5 
i i f ‘ 

LINE (Sipe, for which there is alvaysa. LINE 


big demand. 








~ 


They are built right, sold 
at a reasonable price and 
shipped quickly so that you 
can count on having them 
when they are needed. 
Send for samples, and see 
for yourselves what we 
have to offer. 

—~— Style No. 198 


Our $2.65 line is made as 
follows: Select Golden Vici, 
Modified Medium Toe Last, 
Cushion Sole, Steel Shank, 
Guaranteed Moulded Coun- 
ter, Rubber Heels and Mer- 
cerized Goring M and F 
5/12. 











Style No. 192 





— Style No. 197 
Style No. 191 Our $2.35 line is made as 
follows: Golden Vici Kid, 
Modified Medium Toe Last, 
Kid Sock Lining, Steel 
Shank, Guaranteed Mould- 
ed Counter, Rubber Heel 
and Mercerized Goring M 
and FF 5/12. 


a 


1000 
3 6-Pair Style No. 196 
Cases 
In Stock 


CATALOG SENT 
BY REQUEST th Hi 


1 MISTWOLD COMFORT SHOE CO. 
i RAYMOND - - - NEW HAMPSHIRE 





Style No. 190 





7 11 Men’s 
Slippers 
$ In Stock 


21 Women’s 
Styles 
In Stock 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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PILOWIAIR CIILY IK IND 


ealy Drown 


QHOE fashion experts tell us this 

Scherer origination is just the 
new brown shade they have been 
hoping for. 


Only your own hands and eyes can 
give you a just appreciation of 


BEAUTY BROWN. 


It has all that warmth of color, del- 
icacy of texture and richness of tone 
that critical shoe men expect from 


Scherer’s Kid. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. F. 





The (Colors of Absolute Fashion Authority 









BEAUTY BROWN CHANTICLER SAHARA HAVANA BROWN 
No.5 No. 36 
ROYAL PURPLE IVORY LIGHT BROWN 
No. 15 nag awe, No. 8 
CARDINAL RED BELGIAN BLUE | BOOZIE BLUE 
No. 19 No. TERRA COTTA No. 3 
CANARY MAPLE BROWN No2 JADE GREEN 
No. 30 No. 12 N 





SEA-GULL GREY 
No. 23 





MIDNIGHT BLUE BRONZE 
No. 14 
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Skinner Quality | 
Means | 
Long Wearing Shoe 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Extra heavy silk for the warp and four- 
ply cotton for the filling, together with 
the utmost care in weaving, give Skinner's 
the extra strength so essential in shoe 
satins. Uniform quality means uniform 
satisfaction. 


Skinner's Shoe Satins are 36 inches wide 
and are made in four different qualities to 
meet all the requirements of the trade. 
Their use in footwear gives both manu- 
facturer and merchant an additional sell- 
ing argument. 


“Look for the Name in the Selvage” 
WILLIAM SKINNER & SONS 


Chicago 
Mills—Holyoke, Mass. 


Boston Philadelphia 
Established 1848 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SELL 
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HAND SEWED PACS 


For Profit 





——— a 
_——— le a 


Never before have so many men and (jj 
women sought healthful exercise and ON 


happy recreation in the great out of 
doors. This is the season when they 
must be most comfortably equipped. 
One of the items of greatest importance 
is footwear. ““Hunkidori”’ Pacs and boots 
have a look of distinction and provide 
comfort and durability to the most 
critical. Selling one pair of ““Hunkidori”’ 


————— = 2 
———— — << a os 


————<——<——— = = = =: 
——-— — a aes 


shoes is making a friend whose next a 
: pair will surely be “Hunkidoris.”’ Re- A 
plenish your stock and sell ““Hunkidoris”’ 





for profit and repeat business. ‘ 
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No. 684—Sixteen-inch Chocolate Chrome, Light 
WE. seascudscesandéauoea tere $9.25 per pair 


No. 683—Twelve-inch............ 7.75 per pair 
In Stock, E Width 


No. 694—Sixteen-inch Nippon Calf Pac and Oak 
Dincic dd neath ota Gucivadsewsaurneeennien $8.00 
No. 693—Twelve-inch...........- $7.00 per pair 


In Stock, E Width 


_————=— = 
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No. C699—Sixteen-inch Chocolate Chrome Double 
We BOM cccvccccccescececesect $9.75 per pair 
No. C698—Twelve-inch........... 8.25 per pair 

In Stock, E Width 
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The Hand Made 
Shoe Co. 


. CHIPPEWA FALLS, WIS. 


x 
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THAT OLD MUD-SLINGER OUTSIDE 
HAS A MANIA FOR RUINING 


NEw SHOES. GETTER GREAK 
HIS HEART WITH A PAIR. Ys l=) 
OF HOOP CLINCHERS! 
cP 
Y) } 
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He is your customer 


F you don’t sell him a pair of rubbers to 
fit his new shoes, and so protect his invest- 
ment in your merchandise, someone else will! 


Provide against that rainy day when your 
customer will step into the nearest store to 
get acquainted with a competitor. 


The right word at the right time in the 
right place is Hood. Tell him that a pair of 
Hood Clinchers* will fit his old shoes as well 
as his new, and you will have made a friend 
and kept a customer. 





Hood Rubber Products Co. Inc., Watertown, Mass. 


HOOD Clincher , 
for Men *Say HOOD “‘S NUGS” to your women cusiomers 


Flexible knurling. Less sizes for you to carry in stock. Better fit for your customers. 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Habit 


‘< An involuntary tendency or custom 
acquired by practice or repetition.”’ 
(Webster’s Dictionary) 


Gallun Quality Leathers 


are bought by shoe manufacturers of high standing and 
specified by retail merchants of better class footwear 
through force of habit. For over twenty-five years the 
quality of 


Gallun’s Norwegian 
Veals and Calf 


has been held so rigidly to standard that its purchase has 
become “‘an involuntary tendency” among those who will 
tolerate only the finest materials in their product. 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


°4_ 2 Available in black and five colors. A smooth 
Viking Calf finished leather of superior merit. 
—@— 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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[ | = . . 5: No. 770—Brown Elk 
x 3 Soft Toe Blucher Shoe, 


Full Vamp. Distinctive 
Wing Tip. B, C, D 
ASS A and E Widths. Sizes: 

tS 5 : 2-5 4, 6-8 and 8-12. 


Also made in other 


Nothing Finer Ever Poduced TS iccthers 


in Children’s Shoes 
Pied Piper Shoes have never been approached for SMOOTH- 
NESS INSIDE, EASY FLEXIBILITY and LONG WEAR. 
This is due to the Pentler & Short Patented Improved Welt 
Process—THE GREATEST TRIUMPH IN PRESENT 
DAY SHOEMAKING. 














No. 990—Khaki Nor- 
wegian Ki Blucher. 
B, C, D and E Widths. 
Sizes; 8 4-12 and12 4-2. 





No. 705—Beige ElkBlu- 
cher Shoe with Brown 
Calf Tip, Cutout Apron 
and Backstay. B, C, D 
and E Widths, Si 
245%, 6-8, 8%-12 
and 1214-2. Made also 
in many other combina- 
tions. 





: Good stores desiring an 
Fi or Sp ring exclusive, non-competitive 
line as well as a large volume proposition for the 
forthcoming season should make arrangements now 
for considering the Pied Piper line for Spring. The 
styles include sandals, oxfords, straps, cut-outs, 
inlays, etc.—for little infants, infants, children, 
misses and growing girls. 
All-made solid leather throughout—first selection 
of upper tannages and trimmings; best quality 
flexible oak bend outsoles. Every number popularly 
priced; incomparable values. 
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STETSON SHOES 






THE ARCADE 


Two more styles have been 


added to Dept. 5. 


Style 25 — Men's Oxford, 
Aurora Calf. 


Style 26— Men's Oxford, 
Gun Metal Calf. 


Both of these models are the 
very latest thought in square toe 
styles for young, men, being, built 
over a brand new medium narrow 
square toe last. 


A Supplement to Stock Book 33 
showing, styles 25 and 26 is just 
off the press. 


Write for a copy. 


Dept. 5 
The Stetson Shoe Co. 


Incorporated 
South Weymouth, 90, Mass. 


BOSTON NEW YORK CHICAGO 











agile Brand 
Suede Stick 





A finger presses the 
stick out of the box. 


A felt finishing pad is 
inside the cap. 


Hands don’t touch the 
cleaner or the shoe. 


Eagle Brand Suede Stick’ can be carried around any- 

where and used with no chance of soiling or mussing 

the hands or the contents of the hand bag. The cleaner 

itself touches nothing but the shoe. The outside of the 

package is always clean. Remember that your suede 

~~ can’t be better than the cleaner that is used on 
em. 





White’ Castor 
Black Russet 

Lt. Grey Bamboo 
Med. Grey Champagne 
Dk. Grey Lt. Brown 
Slate Grey Med. Brown 
R-Grey Dk. Brown 
No. 18 Grey Mandalay 
Beige Log Cabin 
Fawn Otter 

Lt. Fawn Beaver 

Dk. Fawn Autumn 


“The Mark of Quatity” 
From your Findings Jobber or Direct from 


AMERICAN SHOE POLISH CO. 


Manufacturers of a Dressing for Every Shoe 


1950 S. Troy St. CHICAGO, U. S. A. 
































Me 











onverse (repe 


‘““COMMODORE”’ 


~~ gs" Men’s loose-lined, untrimmed 
“A i I 2 sport oxford, white only. Cool, 
. comfortable and distinctive. 








“Hickory”’ adds the crepe sole to all the refinements 
of construction and workmanship that have made 
Converse basketball shoes the choice of the coun- 
try’s best teams. Where a lower priced basketball 
shoe is required, “Broncho” and “Whiz” will give model. Men’s, Boys’ and 
splendid service, because of the 
unexcelled gripping qualities of 
vulcanized crepe on_ slippery 
floors. 


‘““WHIZ”’ 


uppers. 





The season’s handsomest and most practical 
sport oxford for women. White _leather- 
trimmed; oxford only. 









‘“‘“HICKORY”’ 


Men’s Brown Blucher only. 


Women’s, white or brown. 


nverse Rubber Shoe ©. 


FACTORY AND GENERAL OFFICES, MALDEN, MASS. 









IF IT ISNT Converse. IT ISNT THE BEST. 








Big value in a popular laced-to-the-toe 


Youths’ 


sizes, white or brown double duck 





An easy-fitting, serviceable oxford at 
a popular price. Men’s, Boys’ and 


BOSTON BRANCH CHICAGO BRANCH NEW YORK BRANCH PHILADELPHIA OFFICE 
175 PURCHASE STREET 618 w. JACKSON BOULEVARD 142 DUANE STREET 25 NO. FOURTH STREET 
E. B. PEARSON, Manager M. L. PATERSON, Selling A gent C. W. NILES, Selling Agent c. KocH, Manager 

































A Complete Line of 
Converse eee Sole Tennis Shoes 


When Making Comparisons 


with similar shoes, notice 

three points of superiority 

in Converse Crepe Soles: | 
First, a finer-textured crepe 
that is more compact, more 
durable, and just as springy 
as coarser crepe. 
SECOND, the right grade of 
crepe for each style of shoe, 
designed to best serve the pur- 
pose for which the shoe is built. 


THIRD, the same careful atten- 
tion to details: of design and 
construction that-have always 
made Converse rubbér-soled 
canvas footwear the best on 
the market. 



















BRONCHO 
cessor to 
Buster’ 
the moulded 


“Big Nine” and 
"; at the same price as 


a worthy suc- 


sole ‘‘ Broncho. 


IF IT ISNT Converse. IT ISNT THE BEST. 


HDG oui ¢ 





—made by a new process that insures 
a light, springy cushion of toughest vul- 
canized rubber that will not spread nor 
loosen from the upper. 





for 1924 


is being shown by Converse salesmen. You 
cannot fairly judge the sales possibilities of 
crepe sole tennis until you have seen the — 
Converse samples. 
























Crepe Sole 
Broncho 
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NEW FALL NUMBERS 


IN STOCK. FIRST COME, FIRST SERVED. ORDER NOW 


You should make sure of the attractive profits and rapid turn-overs which our line permits. To do this, it has been our experience that 
those merchants who place quick orders are best protected. Because the demand for our shoes is steady and heavy and, in — of every 
effort we can make to keep sized up on floor goods, we cannot take care of delayed orders, unless they come in promptly. All the shoes 
advertised below are ready in all sizes and styles. Coast-to-Coast service on Quality Turns. 


P y 4. $4.00 








Stock No. 906—Genuine black suede calf, one- Stock No. 843—Patent Chrome one-strap dia- Stock No. 816—Patent Chrome one-strap. 
strap cut-out. Imitation French cord, silk mond sandal, Spanish Junior Louis, full- Flapper heel, imported French cord binding. 
bound, full grain solid leather counter. First breasted, celluloid covered heel, Imitation Leather quarters and sock lining, solid | 

uality sole. 8/8 military wood heel. Price, $4.25 French cord silk binding, leather quarter and rain counter, high-grade sole, Ocean pear 
Stock No. 903—As above, with Spanish Junior sock lining, solid leather grain counter, high- uttons. Sizes 244 to 8, B-C. Price...... — 
Louis covered heel. Price.............. $4.25 rade sole. Sizes 244-8, B, C. Price...... $4.25 Stock No. 833—Same as above with Spanis 
Stock No.526—As above. All brown buck, lat- Stock No. 826—As above (843) with 8/8 +4 unior Louis heel. Price... .....+.++ss+: ~ 
est shade. 8/8 military wood heel. Price. . $4.25 er covered celluloid heel. Price......... 2 tock No. 733—Same as above. All black kid, 
Stock No. 553—As above. All brown buck, Stock No. 714—As above (843) in black kid Spanish Junior Louis heel. Price.......- $3.85 
Spanish Junior Louis wood heel. Price. . .$4.25 with 12/8 Cuban covered heel. Price..... $4.25 





REGARDING PRICES 


All prices are based on orders of not less than 12 pair lots. 
Single pairs at 25 cents per pair extra to cover costs of shipments. 
Terms 2% 10 days. Net 30 days. 


$4.50 

Stock No. 623—High-grade black satin, two- 

strap, black suede calf strap and collar, cut- 

4 75 out, high-grade sole, solid leather grain counter, 

e 7 leather quarter and sock lining, full Junior 
Spanish covered heel. Imt. French Silk cord 

bound, B-C, 2-8. PUG. ocrshdcad $4.50 


Stock No. 616—Same as above, with 8/8 mili- 
$4.50 














VEER AL cn ccocccccvcenweanes a 
Stock No. 743—Genuine black kid, one-strap Stock No. 403—I mported brocaded silver, one- Stac a ag ee above, in all patent 
black and white steel beads on strap and vamp, strap, full-breasted Junior Spanish heel, white leather, with Spanish Junior Louis wood heel, 
aa Jasier Speaieh covered heel, hig . pares lined, ——. 7“. — pais OI on oo enn 0 cncddiadiins sa cae $4.25 
rade sole, soli eather counter, importe eather counter. mporte rench cord si . 304—As ab , full in black gun 
French silk bound. B, C, 244-8. Price... .$4.25 bound. B-C. 234-8. Price............... $4.75 yom Baty 12/8 on aed heel. Price, $4.00 





FOR ADDITIONAL STYLES IN STOCK SEND FOR ILLUSTRATED | CATALOGUE 
KARELIS SHOE CO 
HAVERHILL, MASS. 

WOMEN’S TURN SHOES OUR SPECIALTY 
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ALWAYS NEW 
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READY TO SHIP 


R1622 Black satin two button strap, black 
ooze trim, 16/8 Spanish heel, B-C. $5.00 


R162! All patent leather, same, B-C 
R1623 Mat kid, same, 14/8 Cuban heel, B-C. 5.00 


Geo. J. Bertman Shoe Co. 


24 South Wells Street Chicago 


FOR WOMEN 


IN STOCK—HEELS 1”—12/8’—14/8” Sizes 3-10 
Widths AAA to EE, Black Kid $5.00, Brown Kid $5.50 
Made in four weeks, 24 to 10, AAA to EE 

Write for exclusive agency or have salesman call 
The CAHILL SHOE Co. 
Cincinnati, Ohio 
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There Are Plenty of Stylish Shoes | 


and some com- 
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one shoe that is 
both comfortable 
and stylish and 
that is the 
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TREADEASY. 
TREADEASY ARCHSUPPORT TREADEASY ARCHSUPPORT 
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Stock No. 792 Welt Price $4 Sni t D < Chk $4.75 


Made on our “Easejoint” or Enlarged Joint 
Last No. 30 with Extra Wide Forepart, the Treadeasy Arch- In Stock Widths AA to D. Sizes up to9, Semi- 
Ball being two Widths Wider than Waist and support oxrfords are Combination Last No. 70 with B Ball and A 
Heel. The only Last that has survived in our eueted ta doth for Waist and Heel M ts. Heel 11-8 
line for the past fifteen years without change. : : ‘ —— 
In Stock Widths D and E Sizes up to 9 immediate shipment Rubber Lift. 

Black Glazed Kid—Flexible Welt 


Black Glazed Kid—Flexible Welt 
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NEW YORKS MARKET 


for NOVELTY FOOTWEAR 
IN STOCK 














IN STOCK 


HIGH-GRADE-McKAYS 
Growing Girls’, Misses’ and Children’s 
PAT. LEATHER GREY TOPS 
NO. 530 814/11 $2.75 

531 1144/2 $3.00 
532 24%4/6 $3.25 















INCORPORATED 





63 N. THIRD ST., PHILA. 


CONCORD SHOE CO. 


116 DUANE ST., N.Y. CITY + 





4 2 New York’s Infant Shoe Headquarters 


Style “A” — Pat. 
vp. Gray Nu-Buck 
Top Butt. 


Style “B” — Pat. 
vp. Gray Nu-Buck 
Top Lace. Solid 
Leather thruout. 


Sizes 4 to 8 


} H. MALKIN’S SONS 
—_— 








patterns 
Price 








Also stocked in tan 
calf and tan kid, as 
well as all patent 
vamp with colored 
top combinations. 
Lace and button 


$1 .60 


120 W. B’way, New York 


— 











LION SHOE CO. 


Distributors of “LINSHURE” Brand Comfort Slippers 
“Fine Felts forFine Stores” 
SPECIALLY PRICED ; 
CIRCULARS AND 

SAMPLES ON 
REQUEST 








tAddress: 
107 Reade Street 
New York City 











DECIDEDLY NEW! 


“Nightingale” 


No. 5052 Black Satin Suede Trim $3.85 
No. 5051 Pat. Lea. Suede Trim $3.85 
No.5050 Brown Buck Kid Trim $4.00 
Imitation Turns—Covered Heels 
French Cord Binding 
Widths “B to D” 


IN STOCK 

















“THE RIGHT SHOES ON TIME” 
DR. LEONARD’S EASY STEPPER (Rez. U.S. Pat. Off.) 


















Top Grade PRICE $4.00 
Goodyear Welt Sizes 314 / 8 

| *““Wingfoot”’ 

Rubber Heel 


Pat. Chrome Fancy Stout. 
Also in Satin and many 
other Patterns. 


B. FRIEDMAN 









STOCK No. 300 


145 DUANE STREET 
NEW YORK 





























x CH ST. 
Wm. Kellers Shoe Co. Sat... snamtanes 





114-116 WEST BROADWAY 
NEW YORK CITY 
BLACK SUEDE 


$5.25 


Stock No. 1715 
~ 
Fr 


IN 









“* Always the 
Newest 


ORDER 


















$5.00. No. 1715, Gen 
calf Mil 
ent leather 14-8 


















OUR BEST BET 
Now IN STOCK 


by eel 
No. sis nAn above 13 
No. 5158—Satin and 


ser eeereee 


IMMEDIATE DELIVERY 


An opportunity ‘© purchase the season's latest novelty at a popular price. 


HIGH GRADE FLEXIBLE 


No. 177, al att, os 13-8 Leather 
Sizes 3-8, C Wide. 





Cuban heel. 
Ne. 178, as No. 177 only in all Black Kid. 
Sises 3-8, C Wide. 


H No. 179,as No. 177 only, with Gun Metal 
oe Sizes 3-8, C Wide. 

our order will have our prompt attention 
dad b be shipped the same day as received. 


THE L. B. SCHINDLER 
SHOE CO. 


148-15@ DUANE STREET 

















== 
' ‘Moshels Shoe Cc 


%» STOCK 


eations 


ROWS Bist arse te aattoe 
turn 0’ C' 
covered 


No, 1714 Patent leather. 98 post }— 


itary heel, $5.25: = mnie Pat- 
Spanish hee . $5.00 


No. 5155—Pat, Ankle Effect GM front strap 13, g 
Ba nish H 
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¥ As seen in Vogue and in the Ladies’ Home Journal. 
This is an illustration in black and white of the 
exceedingly attractive picture in color which will 
appear in our national advertising campaign. 


This is the kind of advertising we are doing’to help 
. UNICO dealers. 





Are 














| 
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21 YOU ‘Rea dy 


for “Felt Slipper* Week 
Tlovember 5 to 10 


The UNICO Merchant is in a position of advan- 
tage. He is ready with a stock of felt slipper styles 
in that “Quality which never loses its charm.” 


He is supported in his selling efforts by a large 
national advertising campaign. In the November 
first issue of Ladies’ Home Journal, we will have 
a full page and in the same issue of Vogue a full 
page in four colors. You can tie your own adver- 
tising and selling efforts to our national campaign, 
thus securing a volume of pre-holiday business— 
clear gain to you. Children’s “UNICO” Bootee 





Plan to give felt slippers a prominent display 
during the week of November 3-10. 


We are ready to help you with newspaper elec- 
tros, window cards, pamphlets and other selling 
aids which we offer free to every UNICO customer. 


As holiday goods, UNICO Felt Slippers are won- 
derfully attractive, packed in handsome delft blue 
boxes, designed in good taste for men and women 
and with cute pictures for the children. 





Send for our catalog, with styles 
correctly illustrated in colors. 


OUTING SHOE COMPANY 


Executive Offices and Sales Rooms 


118-128 LINCOLN STREET 
BOSTON, MASS. 


~ Manning _— 
U N | C YO Men's “UNICO” Collar Everett 


(pronounced U-NEE-KO) 


FELT SLIPPERS 
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1542 F. D. French Type Arm Chair 


Height of back from seat 191% in. Width out- 
side, measurements}22 in. Made in Birch, Ma- 
hogany or Walnut Finish—Quartered Oak. 


Solid Mahogany or,Walnut. 





‘% T|?-S. 3036.¥F. , 


S 3171 Twentieth Century Fitting Stool 


Length over allf25 in. Height 15% in. Corru- 
gated Rubber Footrest. Made in same finish as 


Style 1542 Chair above. 
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CHAIRS 


that increase 


SHOE SALES 


Shoe stores, like people, are judged 
greatly by appearances. 


An individuality,expressed in decoration 
and store appointments, is frequently 
the turning point between a small and 
a mighty profitable business. 


MILWAUKEE CHAIRS will create 
that desirable ‘‘atmosphere’’ of har- 
mony and comfort that attracts the 
best sort of customers. They will as 
certainly assure the interest of the type 
of purchasers who make any business 
pleasant and productive. 


MILWAUKEE CHAIRS can be had 
in a variety of design that will meet the 
decorative scheme of any interior 


They can be had at prices that will meet 
the approval of the large or smaller 
merchant. All of them have the same 
beauty of design and the same sturdi- 
ness of construction. 








POR OVER HALF A CENTURY 


MAKERS OF FINE CHAIRS 


ae ~Chicaqgo~New York ~ Portland ~ Min: 


THE MILWAUKEE CHAIR COMPANY 
bes 624 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS 
MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
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NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FOOT 














HE PERFECT TASTE IN DRESS WHICH IS CHARAC. 
TERISTIC OF WOMEN WHO SELECT THE GENUINE 
HAND TURNS OF KIMBALL & SHERMAN, IS ONE OF THE 
HIGHEST COMPLIMENTS WHICH IS CONSTANTLY BEING 
PAID TO THIS FOOTWEAR. NATURALLY, MERCHANTS 


PREFER THESE SHOES. 
WHY CONSIDER 
ANY IMITATION? 
BUY REAL TURNS 
WITH OUR REPUTATION. 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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oston 


THURSDAY, OCTOBER 4, 1923. ** 


Radio Boots More 
| Popular Than Ever 


wt ——o 
The women of New England have been aroused by the sug- 
gestion that they must wear the flapping galoshes again 
winter. 
From the interest they have taken in this controversy it 
would appear that every well-dressed eS les 
seer in Radio Boots. Will the men follow? 


IT’S FRONT-PAGE 
NEWS 







































i ee ee te ee te i ae ae ae ee ee ts ee ers Pe eee 





THE CUFF TURNS HIGH 
ABOUT THE LEG FOR 
STORMY WEATHER 








N the very front page of Boston’s leading morning daily 
appeared this tribute to the popularity of the RADIO 
BOOT. 


Are you in tune with the times, or have you been delay- 
ing a bit? A friendly suggestion from the manufacturers of 








the RADIO BOOT is just this: you cannot make.sales un- | HEN TURNED UrED Sure 
less you have the article to sell. When sloshy weather ar- ABOUT THE ENES WITH STRAP 


rives the man who is prepared, makes the sales! 











ASK FOR ILLUSTRATED PRICE LIST 


CAMBRIDGE RUBBER CO. 


Cambridge, Mass. 
’ BRANCHES 
BOSTON, 186 Lincoln Street CHICAGO, 19 South Wells Street NEW YORK, 127 Duane Street 


Ot ee Fs eee er es Oe ee rr 


| 
| 
| 
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“SPREADING 


TWO SEASONS 


INTO FOUR” 


HE name of an important book deal- 
ing with a shoe merchandising policy 
too often slighted! 


For more profits, sell more shoes— 
obviously = 


But how? 


The new production and marketing 
plan of the Crawford Shoe, explained in 
this book, tells the answer. This new plan 
gives you FOUR selling seasons where 
only TWO grew before. 

Result—double turnovers, double 
profits ! 

“Spreading Two Seasons Into Four” 
is the book that details this new plan. 
It is based on a year’s 
thorough, exhaustive 
study of conditions in 
our industry. 

It is authoritative — 
well worth reading — 

It shows definitely 
the way to larger busi- 
ness, greater profits. 

Send for it now— 
it’s free. 


The Cawford Shoe 


on SHOe 
4 


7 
e) 
Sy 














sans 





SHOE INDUSTRIES 
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FRENCH.SHRINERE URNER | 


MEN'S SHOES 





























The Joy, with its reinforced shank, firmly sup- 
ports the arch and throws the body weight on the 
ball of the foot. Men with unusually sensitive feet 
find the Joy with its scientific construction and 
smart lines a happy solution to their shoe problem. 





Cut from the finest grade of Russia (No. 68) or 
black calf skins (No. 18), also in fine grain black 
kid, with best grade medium weight soles. 


Immediate Deliveries from Stock 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 


63 Melcher Street Boston, Massachusetts 












20 or? 
— —_ 


§ upertwority fuilt in Ney i SHER Not “Rubbe On 


'S EXTRA 














— | 
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_MASTERPIECES BY THIE 


MACKEY Sine CO., Inc. 
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THAT elusive quality called ‘‘style,"’ to be successfully embodied"in‘an 
article of strict utility such as footwear, requires of the manufacturer 
a personnel in the organization that has vision, taste, originality and 
craftsmanship, and an equipment that does not handicap these talents. 
The ‘‘Regina”™ shown here is an opera effect in velvet, for which a tend- 
ency is to be observed in present season selling. 
sae Mackey Save Company _,........ 
526 Marbridge Bidg. 482-500 Driggs Avenue 
New York Brooklyn, N. Y. 


The World Furns Tower Qf) these Brookfyn NesterTams 
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Ss OF W O R T iH 


Medium Tan Viking Shaped 
Semi Stiff Leg Riding Boot Ex- 
traordinary, Shop Made over our 
new Strathmore Last. Ready 
for immediate shipment. 


B, C, D, 7-11 


The Nettleton In-Stock Department embraces 29 
styles of Shoes and Oxfords and the New Riding Boot 
which is illustrated above. 

No other manufacturer of men’s fine shoes offers 
such a large selection of styles for immediate shipment. 





Our complete catalogue upon request. 


A. E. NETTLETON CO. 


H. W. COOK, President 


SYRACUSE - NEW YORK 


lettleton 





MEN LIKE TO SAY THEY WEAR THEM 
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A LEADER 


For Your Christmas Trade 


— 


| 
} 
\ 
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Colors—Style 409—1 


Taupe with Navy Trim 

Black with Orange Trim 

Old Rose with Ecru Trim 

Lavender and White Trim 

Peacock with Turquoise Trim 
Furlana Green with Black Trim 
American Beauty with Black Trim 
Black with American Beauty Trim 





will be featured in Saturday Evening Post 
issues of Nov. 17 and Dec. 8. 


The worth of the Mandarin (he-ein illus- 
trated) as a felt slipper leader has been 
thoroughly demonstrated both to the trade 
and through them to the public. 


It is only one of the exclusive styles in the 
superior CosyToes line of Felts, Satins, 
Leathers and Brocades. 


Our floor stock and manufacturing facilities 
permit us to accept a reasonable amount of 
business for November and December de- 
livery. 


If not already fully covered on our line, 
write or wire our nearest office for catalogue 
at once. 


Cosy Ides 


The Restful Slipper 


Standard Felt Company 


West Alhambra 


New York 
115 E. 23rd St. 





California 


Chicago San Francisco 
404 So. Wells St. 693 Mission St. 
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No. 6547 
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In-Stock 
Now 


ELDOM are shoes to be found quickly and yet 
S suitable for the whole country. Numbers 6547 and 
8722 aretwo such shoes—in-stock for immediate de- 
livery from any one of the Rice & Hutchins branches. 


This is an example of Rice & Hutchins service—a serv- 
ice created many years ago with but one person in mind 
—the dealer. His requirements are always taken into 
consideration when new styles are produced. Because of 
such a service, of which over 30,000 dealers take ad- 
vantage daily, sizing-in as their demands require, re- 
ceiving the shoes they want, when they want them, 
their profits are increased and their turnover quickened. 


There is a place in your stock for these styles which 
will create additional fall sales. 


$6 
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No. 8722 


No. 8722 is a Tony Russia Calf, Speedster last, All America 


Boot for Men, Sizes 6 to 11, Ato E. Price............ $6.00 


No. 6547 is an Otter Suede Pump. Also in black suede, 
patent leather and black satin. Sizes 244 to 8, B to D 
Ne Aw Ft ae ee, ee, $5.00 


RIicE & HUTCHINS 


INCORPORATED 


13 High Street BOSTON, U. S. A. 


Wholesale Distributing Branches: 


Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. 
Rice & Hutchins BaltimoreCo. Rice & Hutchins New York Co. 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. 1. Meany & Co., Inc. Phila., Pa. 





n@ 
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An Ethical Standard Based on Sizes and Widths 


Upon Adequate Stock Rests the Real Service 
of the Shoe Store 


HE ethical standing of the shoe business has 

greatly increased in the past few years. Once it 

’ was understood that when a clerk entered a shoe 

store, he “‘first had to lose his conscience or else he would 

lose his job.’’ Could an industry go forward with such 
standards of practice? 

Shoe fitting was largely a matter of over-dominating 
the public—selling them what the store had on hand, 
but not what the customer should have on the foot. 
“The public is always right,” in every other store, but 
in selling shoes correctly, the public can often be wrong. 
Shoes selected because of their atraction to the eye is 
only half of the sale. Their comfort to the foot is by 
far the most important. Remember Lowell’s words, 
“He stood a spell on one foot first; then stood a spell on 
t’other, an’ on which one he felt the wuse, he couldn’t 
ha’ told ye nuther.”’ 

The public expected to be misfitted: shoes had to be 
broken in. Such standards of ethics have passed entire- 
ly. Today a shoe merchant endeavors to give a higher 
standard of truth and honesty in every transaction. 
One of the best jobs done by retail associations is the 
Code of Ethics endorsed by the California Shoe Retail- 
ers’ Association and these principles stand out con- 
spicuously : 

“To study the wants and requirements of the 
public and to supply such wants in the most 
efficient manner possible; to offer advice to cus- 
tomers in regard to every purchase, and all cus- 
tomers to be quoted the same price. 

**To make the exchange of our goods and serv- 
ice and our ideas, legitimate and ethical, pro- 
viding all parties in the exchange are benefited 
thereby and no deception is practiced. 

“To avoid misrepresentations and exaggera- 
tions in our advertisements and misleading state- 


‘ 


ments either written or verbal; to be always 
frank and never evasive so customers may not be 
led to expect more than we can honestly supply 
in either quality or service.”’ 

These are items on the Golden Rule measuring stick 
applicable to every day’s business transaction. Nothing 
increases the honor and integrity of a store more than 
sufficient sizes and widths in the right style at the right 
time, all based on the right price. 





The Professional Note Appears 


HE bigger part of orthopedic study has been made 

by the manufacturer in conference with medical 
authorities, but the time has come for the shoe mer- 
chant to prove definitely each and every assertion from 
his own experience over the fitting stool. : 


It is all very well to accept the factory diagnosis of 
feet but the truth comes in store testing. In a collection 
of a thousand advertisements, less than a dozen were 
self-prepared by merchantson the subject of orthopedics. 
The general habit is to take the text and illustration, 
as supplied by the manufacturer, running the ad to the 
exact letter, rule and drawing. Why not incorporate 
into advertisement, test cases that come into the store 
and are part and parcel of the knowledge of shoe fitting 
in that establishment? 

The subject of feet, their care and their covering, 
should become a bigger part in the progress of retail 
association meetings because there is a groping out for 
knowledge of this kind. Most states insist that chiropo- 
dists be registered for protection of the public. In shoe 


, stores it is becoming more and more necessary for men 


to understand the practice as well as the theory of 
scientific foot fitting. Not all feet can be cured by shoes. 












50 


It is an error for any store to make such a claim. Send 
the customer to a doctor if the troubles are serious. 

It is through orthopedic correctness that a shoe store 
becomes a professional establishment of greater im- 
portance in apparel than any other line of business. To 
make it more professional is to insure the continuance 
of good business for years to come. 





Thinking Far in Advance 


E have commented favorably on the community 

that endeavors to lengthen out its tourist season. 
How about the merchant who plots in advance his 
next season’s business? 

Some of the best merchants of the country are now 
in the eastern markets laying all of their Christmas 
business plans. They hope to see a busy shoe store in 
December, instead of the sluggish and indifferent shop 
of former years. 

To this end, they are buying the smartest slipper 
novelties, the most enticing foot coverings for gift 
purposes and all sorts of articles incentive to Christmas 
spending. The preparation of the shoe trade for the 
Christmas season is an important item today. 





Watch the Weekly Wage 


HE average nominal week put in by workers in all 

industries with the exception of iron and steel, form 
an interesting index of money available for the purchase 
of footwear as well as all articles of living expense. 

In July, 1914, the average nominal week was figured 
at 55 hours. It had dropped in June, 1920 to 50 hours. 
The lowest point reached was 49.5 hours in June 1921 
and the highest point at 50.2 hours was attained in each 
of the six months of 1923 with the exception of Febru- 
ary and April. 

When you find some industries calling for a five-day 
week, eight hours per day, you begin to realize that they 
are asking for more favorable terms than the average, 
and that their industry is penalized in the higher cost 
of its goods by such action. 
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In most of these industries, the 48 hour week is used 
as the basis for compensation. The extra time comes in 
as overtime and is paid for accordingly. 

A man who works with his hands has the better of it 
these days. His wage is greater than the average of 
most of the professions. The average for lawyers, 
doctors and even shoe merchants is less in actual 
earnings than brick layers, plasterers and steam 
fitters. 

There is another side to this and that is the expendi- 
tures in each class. There is no question but that more 
footwear and wearing apparel is purchased per person 
in the family of the brick layer, plasterer and steam 
fitter than in the other occupations. The easier the 
money is earned, the easier it is spent by people who 
work with their hands. 

This is the great age for the man with a trade. A 
study of the economics of each little shoe business in 
each community depends upon what knowledge you 
have of the hours put in by local workers, and the pay- 
ment per hour. There is many a merchant making a 
tidy profit because of his location in a community, 
where wages are good and employment about the 
average. 

This is such a wide and generous country that these 
examples of prosperity are scattered over every state 
to the benefit of merchants in these localities. If such a 
thing were possible for a man to lift up his business and 
take it out of a slow community into one of brisk busi- 
ness and then to move on to the next opportunity, there 
would be a continuous profit possible. The itinerant 
shoe merchant has not yet appeared. 

However, most merchants have to buy a long lease, 
establish their family in schools, and live with, and on 
the community. Anything contributory to better condi- 
tions in his community is t > that merchant’s advantage. 
When you travel to other cities, carry the good word of 
the industries in your community because you become 
not only a booster of your home town, but a potential 
salesman of its products. A large part of the progress of 
southern California is due to the enthusiastic boosting 
of its merchants who travel to other sections and tell the 
country of their community progress. 

Community consciousness 





A 4914 hour week is a 
good and fair factory total. 
It means that plants can be 
operated with a minimum of 
overhead, and a maximum 
of productive energy means 
an economy in the economics 
of manufacture. The contin- 
uous crying for shorter hours 
means a corresponding in- 
crease in the price of products 
in those industries that have 
to abide by union methods 
setting the number of hours. 





High Honor for Publisher of 
Recorder 


London, October 10 (via cable)—A trip 
planned through the industrial centers of the 
British Isles by Everit B. Terhune, publisher 
and general manager of the “Boot and Shoe 
Recorder” of Boston, Mass., has been inter- 
rupted by his appointment as unofficial ob- 
server at the Geneva Customs Conference. This 
conference is one of a series being held in con- 
nection with the activities of the World Court. 

Last night Mr. Terhune was the guest of 
honor and principal speaker at a banquet given 
by the British Shoe Manufacturers’ Association. 


is on the increase in every 
section of the country. If 
your Chamber of Commerce 
and your local merchant 
bodies are not doing some- 
thing to better the entire 
county, then they are func- 
tioning in vain. It is up to you 
to become the prime booster 
of your community wherever 
you go. It is a broad way 
that leads to the narrow fit- 
ting stool in your store. How 
broad are you making yours? 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more™ but “right”; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right./profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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© Jast Visiting with the Pubhsher 





Page 


The Return of Style in Men’s Shoes........ 53 


Let’s take a trip to London,’ haven of men’s 
styles, and see what is ahead for the men 
of this country. 


Authentic Information on Dress and 
Footwear Styles in Paris........................ 54 


QR a cc tiieecteneernienincemmnidinnnenninta 56 


Here’s the second of our series on the chances 
for success in the shoe game—this one by 
A. H. Geuting. 


Standardizing the Sizes of Hosiery Car- 
Qe oi ss Dittatacitweemenammmna 57 
Government expert reports possibility of 
¥~ added 


immense saving to the industry and 
convenience in stocking to the merchant. 


Efficiency the Base of Orthopedic Adver- 


IE s:ceceascsstichusecenshetqrerseeiumeernmeatnnedl 61 
Four pages of “‘ad’”’ ideas for the merchant 
who wants to push health shoes. 


The Three Major Functions of Health 


UIMIIIII «00 «.c.cemunpigpereimeenenaiediemidiedealh 70 
The Long-Neglected Heel Comes into 
SI 4. 0s tthe ere 74 


What Part Does the Shoe Play in the ~ 
Prevention and Cure of Foot IIls?......77 


Now Is the Time to Sell Walking Shoes....79 





You Can’t Beat It. 


“Do a man a service,’ says Roger Babson, 
“and you will get the business.” 


If there is any magic about salesmanship, 
here is the secret formula. 


Read it again—and then think back over 
some of your most successful sales. Did not 
each one grow from some helpful act you did 
for your customer—a service, perhaps, which 
had no apparent connection with the sale? 


Whether you are selling shoes to the public 
or footwear to the shoe merchant, this Rule 
of Service holds good 100 per cent. Good 
salesmen keep it in the back of their head 365 
days a year. 
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THe MINIATURE RECORDER - 


**Getting More Shoes Sold Right”’ 
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Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—And Other News 





New Miller Store 


Philadelphia, Oct. 10—The 
I. Miller store at 1225 Chest- 
nut Street opened Monday, 
Oct. 8. A variety of straps, 
gores and cut-out patterns 
ranging from $8.50 to $18 met 
with a favorable demand dur- 
ing the week. The store ad- 
joms the Adelphia Hotel and 
is in the center of the fashion- 
able shopping district. 


Gores and Rosettes 

Lynn, Oct. 10—A new high- 
throated pump is made in the 
gypsy pattern, with a gore in 
its outside, and the gore 
covered by a rosette. It has a 
collar of a scalloped pattern 
on its quarter. A strap is 
stitched down the front, over 
the gypsy seam. It is about as 
wide as a crease in a vamp. 
The shoe is made over a stage 
style last and has a high Span- 
ish heel. It’s a gypsy, a regular 
Carmen. 


Friend of Children 


Alfred E. Newhall died 
suddenly of heart failure in 
Lynn, Oct. 2, age 71 years. 
He sold counters to Western 
shoe manufacturers for many 
years. After he retired from 
the road, he devoted himself 
to child welfare work. 


Footwear of the Nations 


Milwaukee, Oct. 12—The 
F. Mayer Boot & Shoe Com- 
pany has a wonderful display 
representing the footwear worn 
by practically all the nations of 
the earth. The exhibit con- 
tains slippers made of reindeer 
skin in Lapland to those made 
of Jamoos hide in Palestine. A 
similar exhibit is in the public 
library here. 

Welt Oxfords Selling to 

Women 

Boston, Oct. 12—Retail 
Shoe merchants are enjoying 
good business. A demand for 
welt oxfords by women is 
noted while light strap pat- 
terns in turns in subdued tones 
of brown and patent and 
satin in black are selling very 
well. Men are buying fairly of 
tan grain leathers in brogue 
and wide lasts. 


Good Tone to Business 

Cincinnati, Oct. 11—The fall 
season is measuring up to ex- 
pectations from the vie int 
of the shoe merchants here. 
Sales in men’s and women’s 
departments in the leading 
stores this week showed a 


marked improvement and there 
is a better tone to the trade 
throughout the city. Cooler 
weather is one of the reasons 
for the brace in business. 


Dark Brown Strong 

Birmingham, Oct. 12— 
Women are buying freely of 
strap patterns in black patent, 
satin and dark shades of brown. 
The men’s business is re- 
ota as fair, with oxfords 
olding up very well. 
Buckle Expert from Paris 

in Boston 

Boston, Oct. 11—Louis Cob- 
lenz of Maison Leon Weil, 
Paris buckle manufacturers, 
one of the. best authorities on 


facturing Co. recently moved 
into its new home here at 98 
Warren Street. Employees took 
part in the housewarming 
celebration. There was a sup- 

r and dance. Increase in 
usiness necessitated the com- 

ny taking a larger building 
or manufacturing shoes. The 
company was founded in 1844. 


Cattle Moving to Market 
Freely 

Chicago, Oct. 11—Grass 
cattle from the northwestern 
ranges are moving to market 
more freely than a year ago. 
They are in better flesh gen- 
erally and on the average are 
selling at the river markets 
and Chicago around 75c higher 
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Weather Stimulates New York Buying 


New York, Oct. 12—A steady period of buying, com- 
revailed in the retail shoe stores here 
usiness is on a satisfactory 


a big factor in stimulating a 

Style characteristics in women’s shoes show little 
change. Strap patterns in many variations continue to sell 
freely. Leading materials are black patent, satin suede and 
here is room for improvement in the men’s buying. 
Oxfords and high shoes are selling equally well. 


lane at 
to cooler weather has been 


tter trade. 








buckles in Europe, was in this 
city this week. Mr. Coblenz 
reports Paris is getting away 
from the cut steel buckles and 
is favoring rhinestones, fancy 
beads and colored stones as 
decorations for pumps and 
gores. 
Many Buy Shoes by Trade 
Names 

The Milwaukee Journal has 
compiled some interesting data 
regarding shoes as applied to 
Milwaukee. There were 95 
brands of shoes listed by the 
3,000 men interviewed. The 
paper reports almost one-fourh 
of the Milwaukee men buy 
shoes by brand name. 


Shoe Production Gains 

Washington, Oct. 9—Foot- 
wear production, not including 
rubber, during August, this 
year, totaled 29,853,373 pairs. 
This figure shows an increase 
of more than 2,000,000 pairs 
over the August, 1922, produc- 
tion. 

Boyden Co. Moves 


Newark, N. J., Oct. 12— 
The Boyden Shoe Manu- 


than at this time last year. 
As is usually the case at this 
season of the year, the western 
grass contingent is exerting 
ressure on grassy and short- 
fed native cows and heifers. 
Increased prices of western 
grass steers now promise great- 
er encouragement for the 
western rancher than anything 
which has happened since the 
deflation period. 


Free Sales in Buffalo 


Buffalo, Oct. 9—A_ brisk 
demand for fall footwear was 
ushered in with the arrival of 
seasonable weather here dur- 
ing early October. Retail shoe 
merchants report business is 
on a high plane and say that 
in most cases that prices are 
becoming less and less a con- 
sideration—quality and fit 
coming first. 


Motor Express Shipments 
Lynn, Oct. ge mm 
turers are once again shipping 
novelty shoes from the fac- 
tories to New York market in 
fast passenger automobiles. 
Shoes are taken from the 
factories at night, and delivered 


in New York early the next 
morning. 





Iowa Shoe Trade 

Des Moines, Oct. 12—Un- 
favorable weather conditions 
have retarded buying in the 
shoe stores to some extent. 
However, business improved 
this week and merchants an- 
ticipate a steady trade in both 
men’s and women’s lines from 
now until the end of the fall 
season. 


Advances Novel Plan 

Milwaukee, Oct. 11—Burr 
H. Randolph, proprietor of the 
Charlotte Hotel, is originator 
of a plan that meets the 
approval of shoe travelers all 
over the country. Mr. Ran- 
dolph has proposed that lead- 
ing hotels in each city be 
bonded by the railroad com- 
panies and given the privilege 
of selling railroad tickets to 
guests and arranging all details 
of transportation. 


Regal Boot a Landmark 

Philadelphia, Oct. 11—Regal 
shoes have sold here for a 
quarter of a century. A full 
page advertisement announced 
this fact. pee “wp 
compares the huge Keg: t 
as rye feet with City Hall 
clock and the William Penn 
statue on top of City Hall tower 
Latest patterns in men’s and 
women’s Regal shoes are re- 
ported as selling well. 


Smart Side Gore Pump 

Philadelphia, Oct. 10— 
a a Clothier - 
eaturing a side gore pump 
black ooze calf with lattice 
work and patent leather trim- 
mings over the instep. It has 
square and covered 
Spanish heels. 


Hosiery for Customers 

Philadelphia, Oct. 11—In 
introducing its hosiery depart- 
ment, the Endicott-Johnson 
store at 1231 Market Street 
offered a pair of silk hose with 
every purchase of women’s 
shoes at $6.95. The offer held 
good for two days. 


Colors for 1924 

Peabody, Mass., Oct. 11— 
Tanners are working on 4 
brilliant array of samples of 
colored leathers for the spring 
and summer of 1924—reds, 
——e blues, grays and 
rowns, in many shades and 


tones. 
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HE catching up of little hints and the careful 

watching of small tendencies occasionally give 

the clue to the trend of style. All the world is an 
impressionable audience on style. 

When King Edward was Prince of Wales, he hap- 
pened, by chance, to leave unbuttoned the lower button 
of his vest and before the evening function which he 
attended was over, the style had been born. His care- 
lessness increased the length of vests by at least four 
inches, produced a useless button and button hole and 
brought about a change of style, if such it might be 
called. 

We go to Paris for our inspiration in women’s attire 
and just as surely we go to London for our best ideas on 
men’s dress. Previous to’ embarking for Canada, the 
Prince of Wales wore to the dock a smart gray suit, 
gray hat with black band and a pair of black calf boots 
with gray cloth uppers, button fastened. 

Cables from London inform us that that little touch 
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of style on his part has completed the harmony of 
men’s dress for “swanky” wear. The gray hat and 
black band and the gray or blue suit have swept around 
the whole world as being the smart rig for a young man. 


OW comes the completion of the picture, a smart 

button shoe with combination upper either of 

cloth, suede, calf or kid. All the swells on Piccadilly have 
taken up the style. 

Louis Coblentz of the firm of Leon Weil, Paris, says 
that the Paris dandies are just beginning to wear the 
button boot for street attire. As the British shoe 
merchant says: “Watch developments. There is more 
smartness coming in men’s clothes, and shoes are going 
to play their part.” 

A study of the student body at Harvard indicates 
a complete change in hats. For some years now, the 
sloppy looking brown soft hat with a mussy band, was 
considered “the thing” for student wear. 
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The sabot pump with its high and 
ornamented throat band extending up 
to the waist is now changed in Paris 
to a “flying strap” on the waist of 
the foot and only altached to the shoe 
at the shank. This style in cham- 
pagne kid with brown suede trim- 
ming, strap and heel. 











Sandal Types Dominate Evening Wear 


Authentic Information from Paris of Dress and 
Footwear Styles 


have proved conclusively that the main features 

for winter are circular cuts, short skirts, strong 
Chinese influence, pronounced use of plain or self tone 
figured fabrics, no embroideries, with brown in all the 
soft rich autumnal shades, Chinese greens and blues, 
with black in the lead for street. Following the trend 
for Chinese effects, combinations of black, gold and 
scarlet are the big vogue. Orange and purple, alone and 
in combination, are also conspicuous, notably for 
evening. 

‘ The Dress Tendencies and Colors 


Tx winter openings of the Paris dressmakers 


Other than this, the general styles remain unchanged, 
that is to say, many novel details have been introduced, 
but the silhouette is long, straight, snaky in line, the 
waist is low or is eliminated and the movement in all 
skirts is still from sides to the front, with the back plain 
and flat. 





Tunics and panellings, as would necessarily be the 
case with the Chinese as its base of inspiration, are well 
to the front. Metal is the big note for both day and 
evening wear and metal run fabrics, metal trimmed 
tailor suits and three piece costumes have been the 
marked note everywhere. Lanvin has shown three 
piece costumes with blouse in metal, and coat trimmed 
with band of fur edged with metal ribbon. 


The Vogue of New Shoes 


Shoes in Paris show a tendency to increase in height; 
that is the first and most important feature to note. 
But by this is not meant the high shoe, but merely a 
breaking away from the sandal effect, and a marked 
vogue for a high cut pump. 

The three best styles of shoes at the present moment 
in Paris are: pumps in the plain Opera style, high 
cut pumps resembling oxfords, and high cut strap 
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slippers. These three styles, with the sandal still going 
strong, cover the shoe styles for daytime wear. For the 
evening, the sandal slipper reigns supreme. 


With regard to the general cut of shoes, medium 
long vamps, medium pointed toes, with high Louis or 
Military heels dominate. For sport wear, low heel, thick 
sole, two strap pumps in white or in brown kid are worn. 


Black suede and brown suede pumps without buckles 
are fashionable, worn with the light beige colored silk 
stockings. 

Patent and Suede Trimmings 


High cut pumps in black suede with patent leather 
trim have been fashionable for tailor wear, notably the 
model brought out by Greco. 

High cut pumps with a fancy tongue trim are prom- 
inent and are featured in black suede shoes for day- 
time, also in white shoes with a colored leather trim for 
seaside wear. 

In so far as shoes are concerned, the pump, the strap 
slipper and the gypsy style of shoe are the note. High 
cut effects are replacing the low sandal style for street 
wear but sandal styles hold good for evening. Oxfords 
promise well and are already being worn in two leather 
and in two color combinations. 

The suede shoe is the favorite in black with patent 
leather trim or in African brown. Glazed kids are 
struggling for recognition and are used in combination 
with lizard skin or with suede, but thus far have not 
been successful for entire shoes, and brilliant colored 
kids have made no headway at all in Paris among the 
fashionably dressed set although the Paris shoemakers 
have and still are endeavoring to push them. 

Tongue effects are passe for evening footwear, al- 
though fancy tongue effects are in good demand in 
combination with strap effects in shoes for street wear. 

Low heeled, heavy soled shoes are coming into vogue 
for sport. 

Black and white is a very strong note in costumes, 
and black with a white, or white with a black trim is 
signaled for late winter and early spring wear in shoes. 
Combinations of lizard skin with plain glace kid are 
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Flying straps, fastened at shank only, are fancy features in feminine footwear 


good, and are featured chiefly in light tan or putty 
shades. Bright colored kid slippers, and bright colored 
lizard skin pumps are worn to some extent, but as a 
rule, when worn, match the costume, and are rarely 
worn in contrast. 

The patent leather pump and strap slipper, with 
sandals represent the quantity selling articles. 


The More Novel Buckles 


Buckles are again being worn in rhinestones, in 
carved wood, and in composition. Cut steel buckles are 
not sofashionable. The new style of buckle is rectangular 
or oval, and is in the form of a solid plaque. When in 
wood, it is carved, enameled, and inlaid in cloisonné 
effect. Composition plaques are similarly decorated. 


Gold and Silver Kids 


Gilded and silvered kids in combination with suede or 
colored kid are used to some extent and with the pro- 
nounced vogue for metals in garments for winter will be 
surely a note in footwear. 

Gray is again being talked of in Paris both in gar- 
ments and in shoes and is signaled as a leading shade 
for spring. For the winter, however, black and brown 
will be worn to the exclusion of all other colors for the 
street. 

For the evening, both silver and gold brocades are 
featured with plain brown or plain black satin slippers. 
Rhinestone embroideries are a marked note on velvet 
and on georgette in evening gowns and the rhinestone 
buckle in artistic design is again being brought forward 
for wear on the satin evening shoe. Pumps and sandals 
in satin embroidered in rhinestones are also in vogue. 


The Louis XVI Vogue for Evening 


Rhinestone buckles are in Louis X VIth style, these 
also in the plaque forms with filled-in center. These 
buckles are now worn on kid pumps for day time wear, 
replacing jet and steel. For evening, very small jeweled 
disks are worn on the brocaded sandal slippers. 


Novelties in long flexible rhinestone ornaments for 
(Continued on page 60) 














HERE never was a time, in the history of the 
TP 'einite States, when a young man had greater 

opportunities for success. This is not alone true of 
one special line of business, but it is true of all lines of 
business in which the public is interested. 

Take the S HOE business for instance: 

Those of us who went through the pioneer stages, the 
evolution of the retail shoe business from the small cob- 
bler and custom boot maker, carrying a few ready-made 
shoes in stock, to the ever-extending and broadening of 
this stock, reaching the high development that is now 
general in all our large cities, even smaller towns, 
cannot help but feel that we would like to be young as 
you are today and start life all over again in the same 
business, even paying double rent. There is not one of 
us who would not be glad to take this responsibility and 
make a greater success than we have made in the past. 


LL that a young man has to do is to apply himself 
L and never rest until he knows every detail of his 
business; to broaden his horizon; to think straight, 
which comes only from reasoning continually from 
cause to effect; not get in the practice of moving along 
lines of least resistance, figuring on how few hours he 
can work and how much longer he can play. No man 
ever won a race at school or college without sitting at 
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This Is the Golden Age 
for the Young Man, in 


the Shoe Business as in 
All Others 


By A. H. GEUTING 
Philadelphia, Pa. 


the training table, carefully dieting, practicing self- 
denial, and refraining from all such habits as undermine 
health, such as following up the movies, the cabarets, 
dances, and the seductive sports that are liable to take 
his mind off his business and make him less efficient. 

The boy that wins the race is the one who gets his 

pleasures in a wholesome way, who tempers his idle 
hours with sufficient pleasure to keep him in good condi- 
tion to pursue his business at all times. 
” STITCH in time saves nine,” and while you are 
f young is the time to lay your foundation for 
knowledge, for experience, and for health, and, while 
you may grow a little slower, you will grow constant, 
sturdy, reliable and dependable; and, as in tree life, 
you will strive like the oak, weather the storm, and take 
a long but sturdy course. While the poplar grows fast 
and beautiful in a few years, it is gone and decayed and 
burned as rubbish while the oak beautifies and majesti- 
cally holds its position. 

Constancy, never-quitting, never side-stepping, al- 
ways making good, never disappointing, enterprising, 
to serve, polite, affable, and quick with attention is the 
magnet that will make any young man, properly 
equipped with knowledge and experience, a leader in 
his craft, for which every young man should strive. 
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Proposed Standard Sizes for Hosiery .Boxes 


Official Report Reveals’that 142 of the 192 Sizes Now in Use Could be Eliminated 
with Advantage if Standardized Sizes Are Adopted 


(Reprinted from the Underwear and Hosiery Review) 


HE number of different sizes of hosiery boxes 

now in general use in the trade will be reduced no 

less than 83 per cent if the suggestions of the 
Bureau of Standards, which has just completed a 
thorough investigation of the subject, are adopted in 
full by the industry. That is perhaps the outstanding 
feature of the report of E. M. Schenke, who was assigned 
by the National Association of Hosiery and Underwear 
Manufacturers to work with the Bureau of Standards 
in its effort to standardize hosiery box sizes. 

Almost equally interesting, however, is the suggestion 
of a new method of packing men’s half-hose, which 
would permit of the use of a box 14 per cent smaller than 
those now used and 
would eliminate the 
disadvantage of un- 
occupied space 
which is unavoid- 
able in present 
boxes. 

When the Bu- 


























This method of folding and packing men’s hose permits 
the use of a bor 14 per cent smaller than those now in use 


reau of Standards invited hosiery manufacturers to 
submit samples of all the different sizes of hosiery boxes 
used by them, 21 concerns responded, and 450 boxes 
were accordingly submitted. These 450 boxes included 
192 different sizes, of which no less than 142 could be 
advantageously eliminated in the opinion of the Bureau, 
which proposes the adoption of 24 standard sizes for 
children’s hosiery, 20 for women’s hosiery and three for 
men’s half-hose, a total of only 47. 

To reduce the number of sizes of men’s hosiery boxes, 
which is now 40, to 3, as recommended by the Bureau, 
it would be necessary, however, to adopt the Bureau’s 
proposed new method of packing half-hose.. In this 
connection, Mr. Schenke says: 

“It was thought important to design a hosiery box 
eliminating the unoccupied space which is unavoidable 
in the present method of packing men’s hosiery.-The 
excess space is found where the tops of men’s hosiery 
are placed in the box, impairing the strength value of 
the box considerably. As men’s hosiery is made with an 
elastic or ribbed top, finishing considerably smaller in 
width at this point, this unoccupied space 
in a hosiery box is unavoidable, and it is 
suggested that this ribbed top be folded 
over the leg of the hose, thereby re- 
ducing the size of the box consider- 
ably, eliminating the unoccupied space, 
and effecting a saving of 14 per cent of 
box space.” 

The new method suggested by Mr. 
Schenke is clearly illustrated in the accom- 
panying photographs. 

If this suggestion is adopted, only three 
different sizes of boxes for men’s hosiery 
would be necessary. These proposed stand- 
ard sizes are as follows: 
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| DIMENSIONS OF PROPOSED STANDARD BOXES FOR 
MEN’S HOSIERY 





| No. of 
Width Length Height pairs in 
No. (inches) (inches) (inches) box Style 
I 4% 134 1% 6 Silk, mercerized and 
light-weight cotton 
| 2 4% 13% 2% _ 12 Ditto 
3 4% 13% 3 12 Heavy mercerized 
| and cotton 





The proposed standard sizes for women’s hosiery 
boxes are as follows: 











PROPOSED STANDARDS FOR WOMEN’S HOSIERY 
BOXES 
No. of No. of 
Width Length Height pairs folds 
No. in. in. in. in box of hos. 
I 6 934 % 3 3 All silk hose 
2 6 9% I 3 3 Boot silk hose 
3 6 93 1% 6 3 Merc. and boot silk 
4 6 93 334 12 3 Merc. and boot silk 
Hose Folded in Ankle 
5 6 1% 1% 6 2 Sheer merc. hose 
6 6 11% 1% 6 2 Boot silk, merc., and 
light-weight cotton 
7 6 ~ 1% 1% 6 2 Med. wet. cotton 
8 6 1% 2% 6 2 Heavy wet. cotton 
9 6 11% 2% 12 2 Merc. and boot silk 
10 6 1% 3 12 2 Light wgt. cotton 
II 6 11% 3% 12 2 Med. wgt. cotton 
12 6 1% 438 12 2 Heavy wgt. cotton 
Hose Folded in Gore of Heel 
13. 6 13% 1% 6 2 Sheer merc. hose 
\14 6 13% 1% 6 2 Boot silk, merc. and 
light-weight cotton 
1s 6 13% 1% 6 2 Med. wgt. cotton 
16 6 13% 2% 6 2 Heavy wet. cotton 
117 6 13% 2% 12 2 Merc. and boot silk 
18 6 13% 3 12 2 Light wgt. cotton 
| 19 6 13% 3% 12 2 Med. wet. cotton 
20 6 13% 438 12 2 Heavy wet. cotton 





The above group of 20 sizes would take the place of 
89 different sizes now in common use, but the Bureau 
recommends that a further saving might be effected if 
the trade would confine itself to one style of two-fold 
packing instead of the two styles now in vogue. Under 
the present system, women’s hose is folded in either of 
two ways: in the ankle or at the heel gore. If the latter 
style of fold were discontinued, only 12 of the proposed 
standard sizes would be required instead of the 20 which 
will be necessary if both two-fold methods are con- 
tinued. 

While there are 24 different sizes included in the fol- 
lowing schedule, the Bureau suggests that six of them 
could be advantageously eliminated if the trade would 
adopt a single method of packing six pairs to the box, 
instead of the two methods now in vogue,—six pairs 
placed in two piles, and six pairs placed in one pile. By 
eliminating the former method, which is least popular, 
only 18 different sizes for children’s hosiery boxes would 
be required, which would be 66 per cent less than the 
number now employed. 
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PROPOSED STANDARDS OF CHILDREN’S HOSIERY 
BOXES 
(Boxes Designed for Medium Weight Hosiery) 
Sizeof Width Length Height 
No. hose (inches) (inches) (inches) 
I 4 234 5 1% 
2 5 23% 5% 1% 3 pairs in box 
3 6 3% OA | 
+ 7 34 834 2 
5 8 3% 10% 2 Narrow box 
6 9 4% 11% 2% 
7 4 4% 5 1% | 
8 5 5% 5% 134 6 pairs in box 
9 6 6% 7% 1% 
= ? 7 834 . 2 layers of 3 pairs 
- . 734 11% ° Narrow box 
12 9 8% 11% 2% 
13 4 234 5 3% 
14 5 234 5% 3% 6 pairs in box 
15 6 3% 7% 3% 
16 7 3¢@ 834 4 
17 8 34% 10% 4% Narrow box 
18 9 4% 1134 4% 
19 4 434 5 3% 
mo 5 5% 534 3% 12 pairs in box 
21 6 6% 7% 3% 
22 7 7 834 4 : 
3 8K th tie 
24 9 84 1134 4% 











While the advantages of standardizing hosiery box 
sizes have been frequently described and are more or 
less apparent, Mr. Schenke’s summary of them is per- 
haps worth setting forth: 


“The adopting of the proposed standard sizes of ho- 
siery boxes will institute an enormous saving to the 
industry, taking into consideration the following items: 


1. The reduction of the waste in box board and cover 
paper caused by boxes having unoccupied space. 

2. Reduction of storage — in warehouse, mill, 
and department store. 


3. Reduction in size of shipping case, reduction in 
freight and express charges by means of reduced weight. 


4. Reduction in cost of hosiery boxes, because the 
box manufacturer will be able to buy and store box 
board used in the making of hosiery boxes by reason of a 
standard specification. 

5. Reduction of losses due to breaking of hosiery 
boxes while in transit, in turn increasing the appearance 
value of the hosiery when placed on display. 


6. Increased display of manufacturer’s hosiery boxes 
on the shelves of the retail merchant.” 





Buick—Not Buck 


In our issue of September 22 appeared a quarter page 
advertisement of Kahn & Buck, Inc., 291 Adams Street, 
Brooklyn, N. Y. The name should have been Kahn & 
Buick, Inc., same address. 
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Displays 
for the 
Entire Family 



















Above is one of the new backgrounds recently in- 
stalled for R. H. Fyfe & Co., Detroit, Mich., and 
devoted to the heavier types of men’s fall shoes. 
Woolen hosiery and spats have been introduced into 
the display, intensifying the seasonableness of the 
heavy oxfords. Riding boots add a sporty touch 
which should never be absent from a display of 
shoes intended to impress the young man. Lamp 
shades, valances, table runners, and other drapes 
all match the colors of the tans in the background 
and were made in the work-rooms of the display de- 
parlment, under the direction of F. E. Whilelam, 
display manager. 








From the same store comes the women’s trim shown above. The 
background is constructed of Skinner's satin stretched flat over 
frames. In the center there is an inset panel in bas-relief. The panel 
is a light shade of tan while the rest of the background is a soft shade 


of autumn brown. 


The panel is bordered by a frame of moulding in blue and gold. 
Fancy scroll decorations in the same colors are used at the corners to 
finish the setting. The wooden rosettes and tassels are blue while the 
cords are gold. The floor covering is in 2-tone velour completing the 
color scheme. 


To the left is another of Mr. Whitelam’s windows, this one de- 
voted to children’s shoes. The background is similar to the one used 
in the women’s window. The lamp shades, drapes, mais, floor 
covering, all match the background. A spot light- was trained on the 
white shoes, making this a high light in the display. The toys and ac- 
cessories, fiztures and ornamental chair are arranged lo give the most 
pleasing effect. Prominent in this display are well sole lines on 
extreme foot-form lasts, having plain soft toes. These are shown in 
plain colors and combinations. ‘First step” shoes for infants have 
also been included. 
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A NEW HEEL DEVICE 


This is known as the Dynamo Spring heel and is manu- 
factured by the Dynamo Rubber Co., of Chiacgo. It is a rubber 
heel with a cone-shaped center, inside of which is a steel 
spring designed to soften the impact when the heel touches the 
ground. It is now being introduced to the medical profession. 


Shoeman In the Saddle 


Several men connected with the shoe and leather 
trade are interested in the big Horse Show to be staged 
October 18, 19 and 20 by the 110th Cavalry, Massa- 
chusetts National Guard. Among these are Lieutenant 
Colonel J. R. Sanborn, of the J. E. Barbour Company; 
Captain Philip L. Brown, of the United Shoe Machinery 
Corporation, and Mr. V. C. Cooke, of Beggs & Cobb. 

This mounted regiment has in its membership many 
young men of greater Boston connected with the trade. 
Many of these are overseas veterans and some saw ex- 
tensive cavalry service on the Mexican Border in 1916. 

Some of the finest horses in New England will appear 
in these classes and among those expected are the prize- 
winning jumpers of Mr. Sidney A. Beggs of Beggs & 
Cobb. 





Sandal Types Dominate Evening Wear 
(Continued from page 55) 

wear on the front strap of the sandal slipper are being 

brought out, also flexible crescent ornaments in rhine- 

stones. 

Silver and gold brocades on white, black or brown 
satin are the best for evening slippers. 

Jeweled heels, or heels in contrasting color to the shoe, 
are good. This holds true for day as well as evening 
styles. 

Black and white effects are very strong in garments, 
and are again receiving favorable mention for shoes. 





Lucey—The President’s Friend 
By EDGAR DANIEL KRAUER, in Judge 

As Lucey cobbled 
Coolidge’s shoes, 

He would be filling 
The air with his views. 


Lucey the cobbler, 
So Cal has said, 

Aided him greatly 
In getting ahead. 


There’s no denying 
He labored with vim, 
And Cal owes his good 
Understanding to him. 
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Footwear Production in August Shows 
Increase 


Washington, Oct. 9—Production of footwear, other 
than rubber, in the United States in August of this 
year totaled 29,853,373 pairs, according to a statement 
issued by the Boot and Shoe Division, Department of 
Commerce. This output was an increase of more than 
2,000,000 pairs when compared with August of last 
year. An increase prevailed in all classes except athletic 
and sporting leather footwear. 

During the eight months ended August 31, 1923, the 
total production of footwear amounted to 243,056,929 
pairs; of this quantity, 68,641,214 were for men and 
76,302,300 pairs for women. The third quantity rank 
was classed as misses’ and children’s with 28,274,393 
pairs; the fourth rank, infants’ shoes, 19,001,774 pairs; 
and the fifth rank, boys’ and youths’, with 15,422,384 
pairs. 

August Shoe Production 

The following table shows by class designation the 
number of pairs of footwear, other than rubber, manu- 
factured in the United States during the month of 
August, 1922 and 1923: 








AUGUST 1922 1923 
Boots and Shoes: Pairs Pairs 

Men’s. 7,949,367 8,796,292 

Boys’ ond youths’. 1,959,296 1,962,920 

Women’s. 9,061,844 9,202,453 

Misses’ and children’s s. 3,176,429 3,384,876 

Infants’ . 1,953,115 2,300,814 
Athletic and sporting: 

(Leather) .. ee 712,614 380,629 
Canvas and other textile fabrics. aia 305,390 417,969 
All other (slippers and miscellaneous 

Perr eee ee re 2,557,931 3,407,420 

. ee Serr ee 29,853,373 

















BLACK SUEDE WITH CALF TRIMMINGS 


he tay ar ty whe So nate SO ee. ae 
cially tf the front design is symetrical. A Frenchy 
number by Cahill Shoe Company, Cincinnati, 0 
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Efficiency the Base of Orthopedic Advertising 


The great question, What makes people buy? 
pops up regularly in the planning of advertising. 

Without proper regard for this question adver- 
tising will not sell, notwithstanding cleverness or 
any other substitute for facts. One might sell an 
Orthopedic shoe in such a way that its sale would 
be limited to cripples, or a comfort shoe which 
would appeal to everyone. in either case the 
orthopedic principle of correction and prevention 
remains the same, but the last-named idea of 
comfort answers more simply andclearly theques- 
tion, What makes people buy? 

Comfort Pictured 

Take comfort in its broad 
sense. Applied to fashion it holds 
the short skirt against all at- 
tempts to bring the long skirt 
back into popularity. Applied to 
the home it makes music as 
essential as the dining table. 


and efficiency rather than inefficiency, it is quite 
logical that advertising should be couched in 
terms of comfort and efficiency. 

The great bulk of comfort appeal as yet pertains 
to articles other than clothing. But once any 
aiticle of clothing possesses the two attributes, 
comfort and style, it should be an easy matter to 
get it popular favor. The bodily side of comfort 
and efficiency is gaining daily by leaps and bounds. 

And the one great feature of it is, in the matter 
of footwear at least, that the stylish shoe is not 
being forced out but supple- 
mented by the comfort........ ortho- 


pedic shoe. 

This applies in its style ele- 
ment, however, to youth. The 
folks past middle age have gone 
beyond the “style fever” stage 
and are convalescing (this ceases 
to be a figure of speech when the 











fitting of years ago is remem- 





Applied to transportation it 











bered) in well-made, well-fitted 





means the purchase of an auto- 














shoes. The demand here is cer- 








mobile before the home; the 








three-flat dweller now has the 


tain always. 








comfort of his automobile. In 


The thought uppermost in the 

















business it shortens the hours, 


minds of those writing orthope- 











and right here is where efficiency 
steps in as the base of 20th 
Century life. Because of the 
satisfaction and invigoration due 





= Street 


dic shoe advertising should not 
be exclusive of other types of 
shoes, but the relationship be- 
tween this type of shoe and other 








to increased comfort efficiency 
rises to a high average which 
brings the cycle around to personal efficiency — 
and shoes. 


Accustomed to thinking in terms of comfort one position. 


Ad No. 1 


shoes. A little knowledge of 
anatomy is sufficient to show the 


advisability of frequent change of shoes to pre- 
vent the bones of feet from “setting” in any 
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Your Name Here 
Street Jown 


Ad No. 2 
Copy Suggestion for Ad No. 3 
Boy’s Energy Here 
Keep Your Boy’s Energy 


The child of today, the man of tomorrow, 
a fact. A good sturdy boy today—fine sturdy 
man tomorrow, just as much a fact. It’s a job 
lo tax us both. 


The Teacher Says— 


With your boy’s mind concentrated on his 
work he learns easily and remembers........ 


The Doctor Says— 


To KEEP your boy’s mind on his books we 
must keep the blood flowing to his brain while 
studying. And this cannot be accomplished 
while feet cramped into ill-fitting shoes are 
drawing the blood to the danger zone........ 

Our boys’ shoes are the kind that our men 
customers wore when they were boys and 
they're glad to put them on their sons today. 
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Copy Suggestion for Ad No. 1 


Before You Come to This 


Visit our Orthopedic Department. We've gone farther 
than just giving you the best leathers—we’ve studied 
feet—how to strengthen arches, reduce corns, take the 
strain out of back and legs—with proper footwear. It’s 
a service we are glad to give BECAUSE WE KNOW 
IF YOU BUY ONE PAIR HERE YOU'LL BUY ALL 
YOUR SHOES HERE. Before you need arches, bunion 
protectors, etc. is the right time to call. 


Copy Suggestion for Ad No. 2 


Mostly Shoes 


Haven’t you noticed how pebbles hurt when your soles 
get thin? You gradually find yourself walking gingerly. 

It’s mostly on account of shoes that folks don’t exercise. 
The tang of a crisp walk, the romantic highways and by- 
ways, the sight of wood-folk and dreamy farm life can’t 
quicken the pulse and renew the vigor of anyone who 
dreads walking. 

If you don’t feel like walking there must be something 
wrong and it's MOSTLY S HOES. 

You may not realize ii—you GRADUALLY become 
cramped in gait. Sowhy not stop here today to learn the 
types of shoes you need to get the most enjoyment out of 
life? 


























































































































Your Name Here 
STREET TOWN 











Ad No. 3 
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When your 
feet trouble 
























































Your Name Here 


Street Town 

















Ad No. 4 


Copy Suggestion for Ad No. 5 


Comfortable in Any Position 


The day when you have a lot to do is the 
time to try our Orthopedic shoes. 

You get that comfortable feeling while 
standing—no strain on any muscle—you 
instinctively throw your shoulders back and 
breath deeply—you run upstairs if it’s 40 
times a day. You bend down to pick up some- 
thing heavy and they bend. You pick up the 
weight and they keep that strain off your arch. 
They seem to become part of you—you don’t 
have to think of your feet so you think of doing 
this and that—and your day is a success from 
start to finish. 

Yes, they are the celebrated——————Shoes 
made by shoemakers on a last that doctors 
say is the most healthful. 
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Copy Suggestion for Ad No. 4 


When Your Feet Trouble You 


It doesn’t always show in your feet. It may be 
your legs or your back or your digestion or fatigue 
all day long every day; your face or your disposi- 
tion—but it does show. 

Then it’s time to change everything by chang- 
ing into these shoes. It’s pretty hard to make you 
appreciate the shoemaking skill that’s in them— 
the scientific moulding of the last—the tanning 
hat takes out the pinches and puts in the wear— 
until you put them on. 

It’s worth trying today—the wearing satis- 
faction in these shoes. They'll help your feet get 
back into shape again. 
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Street Town 
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Copy Suggestion for Ad No. 6 





Slippered Ease in Fashionable Shoes 

Here is the secret of being fashionable. To be dressed 
becomingly and to become in face and figure your dress. 
The art of wearing clothes beats selection and purchase 
every time. Clothes need not be costly to be becoming. 

Neither need shoes be homely to be so comfortable 
that one can’t help being fashionable. Nor should ashoe 


. > be so extreme in style that it makes one distressful in- 
Sli Pp ered Ease im stead of distinguished. If you’re uncomfortable you 














fas ionable shoes can’t be stylish. 


So you see there’s a reason for being as careful of fit 


<i as of style in a shoe. 
ly’ © You'll become your most stylish gown in the styles 
— pictured. Try them to prove to yourself that to be fash- 
The WP lvety Last ionable you must ffeel ashionable. 
Copy Suggestions for Ad No. 7 
“T wear these every other day—they come in most 
every style—and it’s the only way.” 
“Now I can wear high heels and low heels without 
feeling ‘lost.’ It’s just as good as attending a gymna- 
sium to change your shoes. Before I had a talk with my 


Yen Dollars ‘\ 


Your Name Here \pear fisseary 










































































) Street Town / 





ish hee 
Ad No. 6 
shoe fitter I bought shoes by ‘eye’ and I found that my 
eyes never understood my feet. If I wore my house 
shoes I dreaded to put on dress shoes. If I had much 
walking to do one day the next I was ‘dead.’ So here’s 
my plan whether it interests you or not, it ought to 
“Monday I am busy about the house all day so I 
wear this one-strap with a flexible shank and a low heel Tuesday 
for its support and trimness. aa 
“Tuesday I am out most all day so I wear a stiff- Wednesday 
shanked higher-heeled model on the hard pavements. 
“Wednesday I usually play tennis and I jump right 
into flat-heeled tennis shoes without any arch to speak 
of and I never feel any strain as I used to. It’s because, I 
guess, I never wear either of the first two shoes long : 
enough to let my arch ‘set.’ It’s comfortable in any| ————— >=" Saturday — 
position. cpenm 
“Of course I don’t follow such a rigid rule as this, but Sunday 68 
just mention days to show that I never wear the same 
pair of shoes twice in succession. Whenever I think of| Your Name Here. 
doing anything I always think of shoes. Try it. You'll] Street Town 
get lots more fun because you'll feel when your feet are \_ — 
supple and tireless.” Ad No. 7 
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Pace Setters—Quick Sellers 
Profit Makers! 


These are the novel numbers that will liven 

up your stock. Every stylish slipper is dainty, 

is new, and is in stock. For quick delivery, send 
in your order now. 


oor 


The October issue of 
Hannahsons News is 
now in ye It 
No. B7819 $3.55 sith do yam, 0 Sl ae eae 
i = ne B7869—Black Satin One-Strap, with suede fore 
B7819—Black Satin One-Strap, with suede fore as illustrations and strap, genuine turn, 9/8 Military heel, B to 
strap, genuine turn, 14/8 ful "Louis heel, Ato Feet D $3.30 
D $3.55 descriptions of all B7169—As above, with 12/8 Cuban heel. . 
that is new in lasts, B7769—As above, except imitation turn, 948 
patterns, and styles. heel $2.95 
From its pages you 
will be able to select 
smart, fashion- 
able numbers that 
will solve your nov- 
elty problem for this 
season. Ask us to put 
your name on our 
mailing list. 


B7809—As above, with 16/8 full Louis heel. . 
B7669—As yom. except imitation turn, 14/8 Span. 


ish heel, B to I pee 


No. B806 $2.75 


$3. 25 pv B806—Black Satin One-Strap, suede trimmed, 
: satin inlay, imitation turn, 15 8 Spanish half heel, 
B to D, code Amber $2. 75 


No. B869 


B869—Black Satin One-Strap, suede trimmed, 


open-work front strap, imitationfturn, 12/8 Cuban 
heel, B to D, code Nina $3.25 
B868—As above, except with 15/8 Full Spanish 
heel, code Floss $3.25 


B807—As above, except with 12/8 Cuban heel, 
code, Madge $2.75 
B810—As above, except with 9/8 Military heel, 
code Blanche $2. 75 


HAVERHILL MASSACHUSETTS 


HANNAHSON 


SHOE CO. 
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ealer Influence is secured advertising in the Boot and Shoe Recorder. 
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Evening slipper in combination 
| of silver brocade and silver kid 
trimming. Can also be obtained in 
many other effective combinations. 





. ruil of. Whe e Shoe Inlusliy? 







orn by 


The First Ladies of the land 


OCIAL leaders of the Capital City of 

thenation haveindicated theirsanction 
of the style shown on this page. We know 
this by advices received from our shoe 
merchant customers in Washington, who 
have sold them. 


Could any endorsement of the correct- 
ness of design and quality of craftsman- 
ship be better? 


There may still be a chance for you to 
secure the exclusive agency for our line 
in your territory. Communicate with 
us now for further details. 


Bs, 


BENJAMIN ROTHMAN Inc. 


Manufacturerf of’ 


WOMENS HIGH GRADE FOOTWEAR 
43, TO: 47 - WEST- IGT# - STREET- NEW- YORK 


October 13, £923 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ODAY most Satin Shoes are made accord- 

ingtoa higher quality standard—at least 
as far as the Satin itself is concerned. This 
higher quality is all that is needed to maintain 
Satin as a basic footwear material. It is this 
higher quality which distinguishes Cedar 
Cliff—the satin made especially for fine foot- 








wear. 
Shoes of Cedar Cliff Satin are invariably more “THE LOIS” , 
satisfactory to manufacturer and merchant. ‘ 
Shoes of Cedar Cliff look better when new and of Cedar Cliff Satin, trimmed with y 
hold their good looks through a longer life. a CE GF Se. See ee 
. medium toe last carrying a 14-8 Span- 
4 , ‘ boas ish Louis heel. 
It will pay you to specify Cedar Cliff in order- 
L i. . - , This model by 
4 ing your Satin Styles. Your manufacturer will ie cael 
‘ ‘ ° George A. Learned Co. 
be glad to supply this material, for he, too, is . 
: : 3 ‘ Newburyport, Mass. 
anxious to insure this permanent market and " 
, ‘ . . ° ie . Boston Office, 135 Lincoln Street 
i! maintain the Style Certainty of Satin Shoes. 
| There is no better way to do it than to use 
4 Cedar Cliff Satin. 
| It 
j ni “the 
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The Call of the 
Great Outdoors 
Emphasize It! 


If you want this cut 

for your publicity, 

let us send you an 
electro. 























It takes a cartoonist to tell the story in shoe talk— 
“the modern American youth learns to walk by the time 
he is 16 months old and how to avoid it before he is 16 years 
of age. It has got so that the only persons who wear out 
shoes are mailmen, policemen, soldiers and golfers. Every- 
body else rides. Walking shoes are getting passe. Notice 
how all the shoe stores feature sport shoes, golf shoes, 
tennis shoes, dancing shoes and everything but shoes for 
mileage.” 

That is the way Franklin Collier tells the story under 
an admirable cartoon on “‘ Hoof It” in the Boston Herald. 


A More Sensitive Instrument 


One of the explanations for the increased interest in 
orthopedic footwear is precisely that fact. The foot, be- 
cause of its lack of exercise, is becoming a more sensi- 
tive instrument of locomotion. It needs care and at- 
tentions that it never necessitated, when walking was 
greater than riding. 

We have so often emphasized walking for health, that 
we want to carry on the idea and suggest that mer- 
chants do their part in encouraging walking. In many 
cities, bird clubs have been organized of students and 
lovers of nature, to spend one afternoon a week in 











Will Feet Become Useless? 


tramping the country roads in the study of ornithol- 
ogy as well as health. 

Walking clubs to the historical landmarks of the 
community are also in the order of the day. 

Emphasis on our part in this issue on the subject of 
orthopedics is linked up directly with walking be- 
cause it means that through foot exercise we obtain 
better health. Our artist has pictured what we hope is 
the coming and not the passing method of locomotion. 
The time has come to call a halt to the foot reliance on 
automobiles for progression. 

Dr. Woodbury says “style and comfort are not neces- 
sarily synonymous terms but it is safe to state that a 
very great deal of the discomfort caused by shoes is not 
the fault of the style.” Too many people find it hard 
to accept a shoe quite long or wide enough. Too many 
people refuse to accept the more professional knowledge 
of the foot of the good shoe fitter. 

The shoes that are in stores and in the making this year 
represent nearer to the ideal in the shape of the foot and 
the use towhat is expected of both the shoe and the foot than 
ever before in the history of foot covering. Great progress 
has been made by a careful study of anatomy. 
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If feet became useless, through 
lack of walking—and let’s 
suppose we had a carpenter 
lo build wooden feet—this is 


October 13, 1923 


The muscles and cords are 
like pulleys and bands which 
need no oiling or attention olher 
than health and good footwear. 


how they would function. 





Shoe Fitting and the Bones of the Feet 


Every shoe clerk should study with care the function of the bones of the foot. He does not need 
to have as intimate a knowledge of the location of each bone as a surgeon should have, but he ought to 
know the principal elements of structure. 

This structure has not changed in thousands of years. It is an evolution which has required no 
doubt many millions of years to build. No vagaries or abuses in shoe fitting will have any effect upon 
this structure, except for the unfortunate victim. Chinese children of high-class have perfectly formed 
feet, precisely like any other child in the world, although their mother’s feet may be distorted by the 
peculiar custom of footbinding so that they resemble hoofs in outline as much as they do human feet. 





The deformity is never inherited. 


The practical study of the subject may be attained, of course, only in actual work in shoe fitting. 
It is not necessary perhaps for you to be able to take up a customer’s foot and put your finger on every 
bone by name and number; but you have two feet of your own to investigate and experiment on, and 
you ought to know the principal details of structure. 


The Three Major Functions of Health Footwear 


By L. F. KUNSTMAN 
Western Editor Boot and Shoe Recorder 


mass shoemaking. Though utmost care and judg- 

ment are used in the adoption of new lasts from 
time to time it is mechanically impossible to say that 
any one of them will perfectly fit every foot for which 
they are intended. Consequently there has been recog- 
nized a field of service for a shoe scientifically built and 
serving a definite purpose instead of attempting to gen- 
eralize, resulting in the development of the orthopedic 
shoe. Not only does it qualify as a rejuvenator for a tired 
nervous system but as a curative for the ills resulting 
from the whims and fancies which the public is subject 
to today in the wearing of apparel pleasing to the eye re- 
gardless of cost or judgment. A suit or gown may be ill- 
fitting and at the most becomes distasteful, but let the 
shoe pinch and a happy disposition becomes utterly 
ruined. Then immediately the orthopedic shoe begins 
its function of restoration. 


() mndenes shoes are the natural result of 


The purpose of this shoe is not only to restore or re- 
vitalize but tends toward the ultimate elimination of the 
evil caused by poor fitting. In many cases it may only 
relieve, but its scientific construction intends it to go 
beyond this point and by degrees restore the foot to 
normal health. 


A Real Education in Feet 


The construction and application of this shoe make 
it an individual part of shoe retailing calling for a wealth 
of technical knowledge not only of shoe construction, 
but also of the anatomical formation of the foot so that 
an educationand training arean essential requisite in its 
merchandising and any haphazard attempt at fitting is 
a travesty on shoe selling. 

The fact is that only such shoe merchants who employ 
at least one graduate in practipedics can classify them- 
selves capable of demanding the confidence of ortho- 
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pedic footwearers, and the nearer the retail shoe busi- 
ness gets to a 100 per cent mark in this regard the less 
trouble the public will have in being properly shod. 


A Professional Service 


Perhaps no one adjunct of the shoe industry has had 
so much influence on its education and development as 
the orthopedic or health shoe. It has taught, though 
often by compulsion—the delicacy and fineness of foot 
construction anatomically and shoe fitting intellectu- 
ally, and only those who have sufficient educational 
background are justified in soliciting the trade of the 


The Mechanics of Walking 





Propulsion comes from muscular activity—the bones are but the 
structural side of the foot. 


man or woman subjected to foot ailments, thereby plac- 
ing themselves in a separate and distinct class in shoe 
merchandising. 

Aside from the salesman’s ability to properly diagnose 
the ailment, he must also be able to logically explain to 
the customer by a thorough understanding of shoe con- 
struction why orthopedic shoes are imperative. Gener- 
ally speaking shoes are made to wear but in addition to 
this service anatomic shoes have even greater responsi- 
bilities. 

Co-operation of Medical Fraternity 


The medical profession has spent considerable time in 
co-operation with the shoe industry to create footwear 
specifically intended to cure foot ills and the result of 
these labors has been exemplified in the construction of 
shoes comfortable to the wearer, pleasing to the eye and 
corrective in its purpose. These three salient features 
should be emphasized when selling orthopedic shoes. 
The American public insists on comfort in all things and 
particularly in footwear; they want style always and if 
in addition you can include an abolition of their foot 
troubles all at the same price you should experience little 
difficulty in developing the sale of scientifically con- 
structed shoes. 

The progress made in late years commands con- 
siderable oratory at the coming conventions. A 
little knowledge is a dangerous thing and there- 
fore this subject should be disseminated thor- 
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oughly by experts and a convention offers an ex- 
cellent opportunity for such discussion. Retail 
shoe merchants’ associations should assist by an 
exhaustive treatise to educate its members and 
by co-operating with manufacturers’ aid in the 
further development of this branch of the shoe 
business. 


Public Is Beginning to Appreciate It 


The public announcement through billboard and 
press that you are an expert on orthopedic shoe fitting 
lends an air of professionalism to your invitation. It 
places you in the public mind as an outstanding individ- 
ual capable of superior shoe service and commanding 
the confidence of your trade. You are looked upon as a 
necessity in your neighborhood and entitled to the pat- 
ronage and good-will not only of those who require pro- 
fessional help, but of the entire vicinity. 

In summing up, the conclusion we arrive at is that the 
prime factor in merchandising orthopedic footwear is 
study and education, for only by a comprehensive 
knowledge of your subject can you hope to attain the 
enviable position among your patrons as an expert in 
merchandise of this character. 


Fitting More Arches Correctly 


Measurements of the foot of a man, selected at ran- 
dom, showed these measurements: 

Six inches from heel seat to ball (the length of the 
arch) ; 3 inches wide across the arch; 9 inches around the 
arch, meaning the circumference of the instep. 

Evidently, his arch is symmetrical. The figures are in 
proportion—3-—6 and 9. A last modeler had once meas- 
ured his foot, and had pronounced it of good propor- 
tions. 

The man’s foot measured 101% inches in length. He 


The Archilles Tendon 
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T here has never been a more simple method of illustrating the motivat- 
ing power of this great tendon. 
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wore a shoe 11 inches in length. A tape, run around the 
instep of his shoe, on his foot, showed a measurement of 
11 inches. 

Hence the circumference of his shoes, at his instep, is 
equal to the length of his shoes. Which, again, is symme- 
try, or good proportion. 

But the measurement of the shoe, around the instep, 
or arch, exceeds the measurement around the instep, or 
arch, of his foot, by two inches. 

Hence comes up the question in shoe fitting—is the 
measurement of the shoe around its arch too much in 


in 
yi 


The great toe has but one joint while each of the smaller toes has two 

—Over fifty years ago Professor Herman Meyer of Zurich demon- 

strated its great value as the instrument of progression. The Japanese 

developed it by wearing sandals with a thong between the great loe 
and the others. 





comparison with the measurement of his foot around 
its arch? 

Or, to put it another way, should the shoe be nar- 
rowed, or pulled in, in its arch? That is a point for fit- 
ting clerks to thresh out, according to their experience. 

Measurements of the sole, across its shank, on the 
outside of the shoe, showed it to be 234 inches. Hence 
the outsole, across its shank is 4 inch narrower than the 
man’s foot across its arch. The uppers, rising on either 
side of the shoe, help to support the curved side walls of 
the arch of the foot. 

But whether they should provide more support, or 
not, is an open question for both manufacturers and 
fitting clerks. 

Twenty-siz Bones in All 


Reference to a chart showed that there are 14 bones 
in the arch of this man’s foot. He naturally objected to 
taking his foot apart, and counting its bones. Hence the 
use of the chart. 

The bones counted were from the heel seat to the 
ball, and included the oscalsis, astragalus, cuboid, 
scaphoid, cuneiform and metatarsal bones. 

Some may consider only the cuneiform and the meta- 
tarsal bones as the bones of the arch. But it seems more 
reasonable to count all the bones from the heel to the 
ball, for the heel and the ball are the bases of the arch of 


the foot. And an arch without bases, of course, is of no 
more use than is an automobile without wheels. 

There being 14 bones in the arches, that leaves 12 
bones for the rest of the foot. They are the toe bones. 

Everybody knows about the toe bones. To fit toes 
has been the main purpose of shoemakers ever since St. 
Crispin, or somebody else enclosed the toes of shoes with 
a full vamp, a box and a cap. 

Toes run narrow, medium and wide. Everybody has 
shoes fitted accordingly. 

But how many have arches fitted according to their 
dimensions? Indeed, how many shoe wearers, for that 
matter, know anything about the shape and the measure- 
ments of their arches? 


To Keep Foot in Good Condition 


While this man had his shoe off, his arch was tested 
for elevation. A lead pencil was thrust between his 
stockinged foot and the floor. Evidently he had a 
fairly high arch. Some arches are so low that only a 
strip of paper can be put between them and the floor. 
And these low arches are natural, and healthful, too. 

From these measurements, deduct the idea that 
arches should be fitted according to their elevation. 
This is an idea open to development. 

Fit more arches right, as well as toes right. To re- 
peat a previous remark, everybody knows that shoes 
should fit at the toes, but few know that shoes should 
fit at the arch. 

Fitting the arch means fitting the foot from the heel 
seat to the ball, in such a manner as to provide a 
natural, healthful support of the foot. This applies to 
feet that are well, having arches in good condition, as 
well as to feet that are unwell, having shoes that have 
broken arches. 

Orthopedic shoes are not primarily for curing broken 
arches, or other foot troubles. They are for keeping the 
feet in good condition. ; 





The little toe has been so much abused that it is but a question of time 
when its usefulness will have disappeared—It gives side support to 
the foot—help preserve it by proper fitting. 


Arches and Shanks 


The arch of the foot is the bridge-like span from heel 
seat to ball. 

The shank of the shoe is the bridge-like span from 
the heel seat to ball. 

The shank of the leg, according to the dictionary, is 
the part between the knee and the ankle. 

Evidently, the terms do not jibe. The shank of the 
human machine is one thing, and the shank of the shoe 


another. 
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Shank Pieces 


Who was the first man to put a shank piece in a shoe? 
The matter is immaterial, except that a monument is 
due him, a huge shoe shank, of granite, or bronze, or 
better still, shank metal. 

However, shank pieces were first made of wood, 
later of wood and leather, and now of metal. And the 
metal shank should be of the right temper, the same as 
the metal of a knife. 

There are not so many kinds of shank pieces as there 
are styles of shoes. But their number is legion. The 





The muscles and skeleton of the leg—Revealing the wonderful 
balance and poise of the body, dependent upon proper footwear and 
fitting. 


rack of a shank expert shows more types of shanks 
than a busy man would care to count. 

Also, about as many patents on shanks, and arch 
supporting devices have been applied for as on any 
other part of the shoe. Evidently, the shank is a very 
important part of a shoe. Some men give their best 
years to the study of shanks. They are shank experts. 

A present common type of a shank is one of metal, 
which spans the shoe, like a bridge, from heel seat to 
ball. It is securely locked in place, by rivets, or other 
devices. Not only does it support the arch of the foot, 
but it holds the shoe in shape. 

Certainly, the shank is a most important part of a 
shoe. The memorial to the first shank maker may be 
timely, but, as his identity is not known the best tribute 
that the shoe trade can pay to him is to use good shanks, 
make well shanked shoes, and be sure that they fit, 
so that the good work which he started may go on. 


To Teach Orthopedics in School 


Dr. Joel Goldthwait, authority of orthopedics, says 
it is more important to teach children to stand cor- 
rectly on their feet than it is to teach them to speak and 
write grammatically. He said so, when lecturing before 
the Haverhill, Mass. School Teachers’ Association, last 
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week. He recommended that time be given in the 
public school to teaching children how to stand right. 

Dr. Goldthwait, as most every shoe man knows, is 
making a life study of orthopedics. He is a lecturer at 
Harvard college, and a major-general of the United 
States army. During the war, he made a study of young 
men called into service, to see if they were fit for ser- 
vice, and his reports show that 56 per cent of them were 
physically unfit for service. ““Weaklings,” that is what 
he called them. 


Stand Up Straight 


“The race is changing physically,’’ Dr. Goldthwait de- 
clared, in his lecture to Haverhill teachers. 

“A generation ago 20 per cent were of the slender, 
anaemic type. Now this type numbers 50 per cent. 

“If pupils do not come out of school strong and erect, 
something is wrong with the educational system. 

“Teach Children to balance the weight of their bodies on 
their feet. Teach them to stand erect. Then give them ez- 
ercises to keep them standing up straight. 

“At Smith College, every girl must learn to stand 
erect on her feet. 

“At Harvard College, in 1910, physical education and 
hygiene were among the required subjects. The chief 
test is the way a man stands and walks. 

“Yale does as Harvard. And like Smith, it requires the 
student to stand and to walk correctly. 

“Other colleges are doing likewise. So must the public 
schools. Children must grow in good physical condition, 
must be taught to stand and walk right. The preserva- 
tion of the race depends upon it.” 

Dr. Goldthwait showed charts and diagrams to 
illustrate correct bodily posture, head up, chin in, chest 
high, waist in, legs straight, and weight poised on the 
feet. 

He traced bodily stature from the Greeks and Ro- 
mans, in the days of the strength and vigor of their 
empires to the present days when so many men were re- 
jected as “unfit for military service,” by reason of 
physical defects. 


Untrained Bodies of Children 


He said that it is wrong to turn children out of school 
with trained minds and untrained bodies, not knowing 
how to stand and to walk correctly. 

(Continued on page 79) 





A test was made of body balance. A student was placed on a perfectly 

balanced plank. First he was given a problem in algebra to solve 

mentally. Tin doing it the blood rushed 10 his head. Then he was told 

=a his big toe was hurting him—just the thinking about the toe 

the blood lood to rush to the foot and the balance swung downward. 

Tut test proves the fact that okey — injures the health of the 
whole 
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Figure 2. Rough casts of the same heel. At the right is shown the heel when not bearing weight. At the left it is shown flattened 
out under the weight of the body. The bearing surface is outlined by black lines 


The Long Neglected Heel Comes Into Its Own 


By H. W. MARSHALL, M.D. 
Boston, Mass. 


subjects of praise not infrequently; but never 

have there been eulogies of horny heels de- 
spite the fact that they endure hard usage imprisoned 
in shoes. Heels do not lend themselves readily to flights 
of imagination. Although it may be recalled that heels 
of tyrants are supposed to rest with satisfaction on the 
prostrate and downtrodden. From a scientific stand- 
point heels are highly interesting cushions, and in this 
paper some of their structural and functional pecu- 
liarities will be discussed as well as their adaptabilities 
to footwear and their reactions to the latter. 


Skin Is Thick on Heels 


Figure 1 shows an X-ray picture of a normal heel, and 
attention is called to the thickness of the skin where 
greatest pressures are resisted on its under surface. Be- 
tween the thick outer skin and heel bone there is a 
natural cushion which is of considerable thickness. Such 
cushions vary in different individuals, and variations 
probably are factors in development of heel troubles. 


ORNY handed toilers of the world have been 


In structure a natural heel pad is made of tough 
fibrous tissue that is very firmly adherent to the bone. 
In the inferspaces of the coarse fibrous spongework 
there is tissue that is more elastic, less fibrous, and less 
compact. A suggestion of its structure may be séen in 
the X-ray picture. 


Muscles of the Heel 


Muscular tissue is shown in Figure 1 as the darker 
shadow just beneath the bone. This mass of small 
muscles is attached to the bone of the heel and extends 
forward in the sole to the front part of the foot, assist- 
ing in maintenance of the arches, and helping to move 
the various small parts. 

At the point where these foot muscles are attached to 
the heel bone soreness often develops if muscles become 
strained. A sufferer then usually imagines that the 
trouble is a deep seated “‘stone bruise.’’ If thick layers 
of soft porous sponge rubber are placed temporarily 
within shoe heels at such times then there may be 
noticed often a lessening of soreness. The effect of the 
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rubber is to assist the natural cushion, and together they 
afford increased protection to the tender spots from 
hard shoe heels beneath. 


Causes of Heel Irritation 


Thick outer skin of heels becomes thickened to 
variable degrees depending on varying. degrees of 
mechanical usage that heels are subjected to. Heels of 
barefooted races exhibit tough and uniformly thickened 
skin; and this condition must be considered a normal 
protective adaptation. 





Figure 1— X-Ray of heel, retouched to show 
thick skin, soft cushion and rigid bone 


Heels that are encased in shoes thicken much more 
irregularly, and localized patches, calluses, develop 
around margins where there are protruding heel nails 
and where there may be slight ridges due to edges of 
innersoles in small heel seats. At times these natural 
protective powers of the skin are unable to combat suc- 
cessfully the tasks imposed by some shoes, and in con- 
sequence the skin becomes painfully irritated or in- 
fected or both. 

Numerous small glands in skin of heels may become 
excessively active under certain conditions; and with 
retention of perspiration in shoes there may be ag- 
gravations of heel irritations, because moist skin is 
softer and more easily influenced in harmful manner by 
mechanical frictions than is dry skin. Excessive me- 
chanical irritation may also tend to stimulate skin 
glands into increased activity. Shoes therefore should 
be designed to minimize heel friction and to permit as 
free ventilation as possible in order to keep heels dry 
and resistant. 

There are other causes besides mechanical frictions 
for increased activity of skin glands. Constitutional 
disturbances like diabetes are accompanied by numer- 
ous changes in the skin, and even ulcers may form on 
heels in severe instances of this disease. Various nervous 
troubles, debilities, and obscure toxaemias may be 
associated with excessive perspiration, so that relief of 
skin conditions may depend on improving the state of 
general health as well as reducing mechanical heel 
friction. 

Shapes of heels change when weight is borne on them. 
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How Heels Change Their Shape When Bearing Body's 
Weight 

Figure 2 shows rough models of the same heel made 
by filling heel prints after the latter had been secured 
by pressing the foot into soft plaster of paris. At the 
right is the heel as it appears when not bearing weight, 
and at the left it is seen flattened under pressure of the 
entire weight of the body. The outline of the actual 
flat weight bearing surface is indicated by the heavy 
black mark drawn on the plaster cast. The lines CS 
were drawn on the models, and then by means of a strip 
of malleable lead exact curves were obtained which are 
shown in Figure 3. 

Cross sections of weighted and unweighted heels 
differ considerably as may be observed by the curves in 
Figure 3, WW and UU, which represent these respective 
conditions. As pressure is exerted downward in the 
direction of the arrow D the heel is flattened and be- 
comes broader. Its skin tends to be forced outward in 
all directions from the heel center, C, and to fill up the 
periphery of the heel seat of the shoe. Simultaneously 
there is a slight sinking down of the heel as a whole, and 
its sides tend to rub against the heel counter. The actual 
width of the innersole of the shoe worn on this foot is 
shown, as well as location of heel nails actually in the 
shoe heel. 

A number of ideas may enter an uninitiated medical 
mind from consideration of data that have been pre- 
sented. What are best shapes of heel cavities in shoes 
for accommodation of human heels, and is there any 
such thing as a single perfect type of cavity for re- 
ception of all kinds of heels? Do designers of lasts trim 
away the wood from last heels as they do in other parts 
of lasts for sake of attractive appearances, or do they 
try to have shoe heel cavities fit accurately human heel 
shapes? Do they allow for weighted and unweighted 
differences in heel shapes, and how much allowance is 
made? What makes the best heel seat, a hard or an 
elastic surface, and why? Should heels fit snugly or 
loosely into shoes? What features are most desirable 
and least desirable in heel counters? What advantages 
and disadvantages have cupped heel seats? What are 
the merits and disadvantages of rubber heels? 


Heels Need a Change of Scenery 


Heels in barefooted states are subjected to a variety 
of conditions. Some of the time they endure irregular 
hard surfaces so that walking may have to be done 
cautiously. At other times barefooted heels tread on 
soft elastic ground. They may become wet and dry, also 
chilled and warmed by turns. Heels were never in- 
tended to be subjected to the same conditions con- 
tinuously although they may be able to withstand such 
treatment for a long time without very noticeable dis- 
comfort because of their tough resistant character. 

Like all parts of feet, heels should have proper 
amounts of active use and freedom from active use for 
their best development, just as foot arches: are best 
served by proper amounts of exercise and rest. Stiff 
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shanked shoes have been found to be very advantageous 
at times while flexible shanked ones are equally so at 
other times. If an average person possesses both stiff and 
flexible shanked types and uses them alternately with 
skill, he will retain greatest foot adaptability and 
greatest foot efficiency. 

There should be more than one type 
of shoe heels, without any doubt, to ful- 
fill most perfect physiological heel re- 
quirements; and it is interesting to 
notice the increase in popularity of rub- 
ber ones in recent years although there 
has been opposition to them from some 
manufacturers. 

Solid leather heels still hold their 
place, too. And most wearers of shoes are 
agreeably impressed when they make a 
change from rubber to leather if the 
former type has been worn: or from 
leather to rubber if they have been wear- 
ing leather heels. Usefulness of both 
kinds should be admitted, and both 
kinds should be worn similarly as both 
flexible and stiff shoes should be worn 
by average healthy persons. 

The question may be raised whether elastic heel 
cushions should be placed on the outer or inner sur- 
face of shoe heels to obtain best results. In reply to this 
query there may be recalled those heel pads that have 
already been experimented with. As independent de- 
vices that were designed for insertion into shoes as 
popular varieties of arch supports are sold, heel cush- 
ions have not been received as well as rubber heels 
which are already attached outside at the bottom of 
shoe heels. 

The Use of Elastic Inner Pads 


Objections have been raised to use of rubber inside of 
shoes because rubber is said to draw the feet. This un- 
doubted action is due only to retention of perspiration, 
and a solid leather heel does not permit much more 
absorption and ventilation than a rubber heel seat. 
When rubber heel cushions alone are concerned then 
responsibility for heel troubles rests mainly with snug- 
ness of shoe fitting that prevents ventilation, also it 
may be suggested that rubber cushions are not as bad as 
protruding hee! nails with heel counters that chafe. 

Advocates of the inside type of cushion claim that 
outside leather heels wear more evenly in consequence 
of the elastic inner pad. It is said to have been found 
practically that when the heel of the foot sinks into the 
cushion that the latter gives enough to help to distribute 
pressure more evenly on the leather-bearing surface on 
the ground. Cushions inside of shoes at least prevent 
protruding nails from causing calluses or from wearing 
out stockings quickly, a matter worthy of consideration 
when expensive stockings of women are concerned. 

Inside cushions may be effective in relieving deep 
seated soreness under the heel bones from strained 


irritated muscle attachments, the soreness of so-called 
stone bruises. They act in a manner similar to loose 
soft porous sponge rubber pads which have been pre- 
viously mentioned. Probably inside heel cushions are 
preferable to external rubber heels for this service since 
hard leather heel seats in the latter case continue as 
usual to bear against tender heels although the impact 
of walking is lessened by the external rubber pads. 
Now-a-days when so many persons have to stand 
continuously on very hard floors or to walk so much on 
very hard smooth surfaces, there are not infrequent 
complaints that so much hardness is slightly uncom- 
fortable to heels occasionally. Natural heel cushions 
reach the limit of their protective efficiency after too 
hard usage; so that additional cushioning of heels is 
probably distinctly advantageous for a part of the time 
among all city dwellers. 
As merits of elastic cushions next to 
the skin are more widely appreciated 
and as their disadvantages are more per- 
fectly eliminated they seem liable to 
become increasingly popular. 
Among refinements of present-day shoe construction 
have to be mentioned shoes made on combination lasts 


D 
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Figure 3—This is a cross section of the heel shown in Figure 2. 
U is the heel outline when weight is not being borne. Under pres- 
sure the-heel flattens and widens as shown by the curved line WW 


which possess unusually small heels; and this topic 
brings up the question of tightness in heel fitting. 

If a snugly fitted heel cavity of a shoe that is also 
provided perhaps with a smoothly cupped heel seat, 
diminishes heel friction then this is a positive advantage 
but if at the same time the new conditions cause the 
skin to become more moist and less resistant from 
perspiration retained within shoes then advantages 
may be more than offset by disadvantages. Such shoe 
types are especially well adapted to persons who have 


unusually small heels with very dry skin. 
(Continued on page 78) 
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Type of shoe devised for the foot deformity known as 
hammer toes and overlapping toes. 


What Part Does the Shoe Play in the Prevention 
and Cure of Foot Ills? 


By H. F. ANDREWS 
Custom Shoe Company, Worcester, Mass. 


cure of various foot troubles, so far as they apper- 

tain to the building of scientifically correct shoes, 
one important fact must be borne in mind, that is the 
age and physical condition of the customer. The advice 
and counsel of the orthopedic surgeon and family 
physician should at all times be sought. 

“To forget your feet,” as many sufferers will acknowl- 
edge, is neither wise nor prudent, for the fact is that no 
part of the anatomy is more sensitive and receives less 
consideration and care, and suffers more in consequence, 
than the foot. Efficiency, bodily and mentally, is serious- 
ly impaired if the feet are suffering, and the chief 
cause of the preventive and corrective ailments is im- 
properly fitted shoes for the individual’s requirements. 
The congenital, hereditary and senile deformities are 
aggravated by improperly constructed shoes. 


Consult Your Local Orthopedist 


A thorough understanding of foot anatomy, special- 
ized knowledge and highly developed skill, gained only 
through education and long experience, are the essen- 
tials necessary to master the art of building scientifical- 
ly correct shoes for the requirements of the individual. 

There is no excuse for ignorance or neglect in seeking 
the co-operation of the local orthopedist, on the part of 
those responsible for “selling and fitting more shoes 
right,” but these two elements are the basic cause of 
numerous preventive afflictions. ’ 

The principle upon which this art is founded, is to 
shape lasts and build shoes to accommodate the foot, 
which is adverse to some fitting methods, of forcing 


ig the consideration of the prevention, relief and 


the foot to accommodate itself to any shape pleasing to 
the eye. 
No One Shoe a Cure-All 


There are numerous types of arch support shoes 
being sold which have merit, but an evil exists when the 
public is permitted to believe these shoes to be “‘cure- 
alls.” Their function is the relief of the transverse and 
inner longitudinal arch afflictions, but it is a fallacy to 
believe any one construction will relieve all afflictions. 
Due to the diversity of foot construction and develop- 
ment, it requires divers means to meet the requirement 
of the individual case. The opportunity of the retail 
merchant in this field of service, for the afflicted in his 
community is having a lively appeal. 


Four Groups of Foot Troubles 


Foot troubles can be divided into four groups: 

First, the congenital, hereditary and senile deformi- 
ties, such as club foot, malformation of cuneiform bones, 
abnormal instep, contracted foot, hollow foot, narrow 
heels, mismated feet and permanent deformities. 


Second, developed deformities, due to abuse, neglect 
or occupational strain, and is the only group to which 
“cure” can apply, without surgical aid. Flat foot, meta- 
tarsalgia, bunions, callouses, corns, hammer toes, over- 
lapping toes, sore and tender spots, swollen or elevated 
cords and tendons, policeman’s heel, weak ankles and 
dislocated joints. 

Third, developments caused by ill health, rheumatic 
gout, inflammatory joints, swollen or flabby muscles, 
tender feet, paralytic foot, numbness in toes of foot. 









) 
| 


| 
| 





78 BOOT AND SHOE RECORDER 


Fourth, deformities due to accidents or operations, 
badly set bones, abnormal joints and local swellings. 


And How to Treat Them 


The first group requires shoes of special construction, 
that the efficiency and health,.mental and physical, be 
normal. To fit such cases to store shoes increases the 
discomfort, is impractical and inadvisable. 

Club foot, a congenital affliction, is a difficult proposi- 
tion due to the variety of abnormalities. A plaster paris 
cast is necessary to shape a special last, which requires 
special pattern. The majority are built flat without 
heel lift. Malformation of outer cuneiform bones, also a 
congenital affliction, is treated by a moulded cupped 
innersole to give support. In case of the inner cuneiform 
bone, pressure must be relieved by built up extensions 
on last. 

Abnormal instep, contracted foot and hollow foot 
are treated by reshaping lasts, with pattern allowances 
to meet conditions. Narrow heels are treated by the 
combination measurement lasts and special patterns. 

Mismated feet and permanent deformities require 
special lasts and patterns, and in the latter case, the 
arch support counter and shank. 


Better Fitting Can Prevent Much Trouble 


The second, the preventative and corrective group, is 
that which educational methods, better fitting service 
primarily can do much to prevent. It is said to the dis- 
credit of our industry, that much of the ailments in this 
group are due to misfitted and freakish shoes. 

Flat foot, transverse and longitudinal arch trouble, if 
taken in first stage, can be corrected by the long counter 
and tempered spring steel shank arch construction. The 
second and third stages require re-shaping of lasts 
with adjustment of steel shank and heel tread. 


When to Re-Shape Last 


Metatarsalgia, Morton’s toe, weakening of the an- 
terior metatarsal arch, a very common affliction and 
cause of much discomfort and ill health is treated by re- 
shaping lasts to relieve calluses and building metatar- 
sal pads under the innersole, back of the metatarsal 
heads, to raise same to normal position. 

Bunion in first stage is inflamed and sore, and relief 
is given by building up and fitting wider toe last. In the 
Hallux Valgus stage special lasts are built up to relieve 
pressure and strain. 


The Treatment of Minor Foot Ills 


Hammer toes, corns, overlapping toes, sore and ten- 
der spots, swollen or elevated cords and dislocated 
joints are treated by building up last extensions to re- 
lieve pressure and in the first three cases, arch support 
construction is used to prevent toes from crowding 
forward. 

Policeman’s heel is relieved by shaping lasts and 
building up under the tarsus to relieve heel pressure. 

Weak ankles in children, as well as grown ups, are 


treated by building in between tops of shoe and lining, a 
corset counter, which is moulded to shape. High shoes 
only should be worn. 

The third group, to give the required comfort and 
relief, special built last and shoes are necessary, build- 
ing shoes to relieve all pressure, with due allowance for 
swollen muscles. Tender feet in addition require cush- 
ion innersoles, and patterns open to tip, to prevent any 
strain in putting shoe on. 

The fourth group is subdivided into permanent and 
temporary abnormalities. The treatment of the former 
is to build lasts and shoes to relieve pressure and pro- 
duce comfort, likewise the latter which, however, is 
subject to changes in shape, as local swelling subsides 
and foot approaches normal. 


What Materials Should Be Used 


An important consideration in building these special 
shoes are the materials entering into the construction, 
which should be selected to the individual case with full 
knowledge of the occupational requirements. Soft 
mellow skins are suitable for the majority of cases, 
while the firmer leathers, with two full soles are essential 
in others, especially for the heavy man who requires to 
be on his feet much of the time. 

Another consideration is the adjustment of the foot 
construction, as it approaches normal, changes are 
noted and the re-shaping of lasts is necessary to meet 
the new condition. 





The Long Neglected Heel Comes Into 
Its Own 
(Continued from page 76) 


In summing up the problem of getting heels fitted 
right perhaps a fair statement is that this matter has 
been neglected because heels of feet are so tough and 
resistant. It seems anyway that orthopedists have paid 
less attention to heel requirements than they have to 
other foot parts. For heel reactions are not so striking 
as reactions of arches of feet are to flexible or stiff shoes, 
or as shapes of feet are to shapes of shoes. 


Progress in shoe manufacturing and in shoe fitting, 
however, must include dealing soon with the fact that 
heels are tightly enclosed usually in undesirably im- 
pervious stiff coverings, also that the latter often are 
not of best shapes and sizes, and that surfaces on which 
heels rest as they bear weight are defective not in- 
frequently from projecting nails as shoes become worn 
partly out. 

Physiological peculiarities of heels deserve much more 
study before snug or loose fittings, hard or soft heel 
seats, rubber heels and cupped shoe heels are pre- 
scribed most advantageously and with due regard to 
calloused or irritative or moist or infected conditions of 
the skin, and to deep seated troubles at attachments of 
muscles to heel bones. 


October 13, 1923 








Octobe 


Bet 
list 
and 
nee 


pre 
but 
clos 
wel 
nex 


tin 
skit 
enc 
con 


foll 
rea 
big 


ace 
aga 
sys 
of 
wit 
his 


doe 
lony 
can 
ligh 
like 
and 





















October 13, 1923 


BOOT AND S HOE RECORDER 


Questions and Answers Having to Do with 
Retail Shoe Merchandising 


Here’s Valuable Advice Given Concisely on Many 


Pertinent Subjects 


By L. F. KUNSTMAN 
Wes:ern Editor of the Boot and Shoe Recorder 


Do you allow your customers to charge purchases? 
Better collect all over 30 days old. It is a good idea to 
list these accounts every month, say about the 15th 
and find out how much is outstanding and which ones 
need a little prodding. 


$$ $ $ 


Have you studied foot fitting? The general im- 
pression is that shoes are sold by size and width only, 
but don’t you believe anything of the kind. It takes a 
close student of shoe fitting to sell a pair of shoes so 
well that particular customer will come back for the 
next pair. 


$$ $ $ 


What do you know about leather? Can you dis- 
tinguish a veal from a calfskin or a cabretta from a kid- 
skin? Have the factory salesmen explain the differ- 
ence. You'll also learn a lot about leather after the 
contest closes the end of this month. 


$$ $ $ 


What do you understand by mark-up? If a shoe 
cost $4 and you expect to sell it at $6, your markup is 
50 per cent, but your profit only 33 1-3 per cent so you 
see that markup is one thing and gross profit another. 
Watch your step. 

$$ $ $ 


A few days ago a suburban retail shoe merchant 
asked our help in solving his problem of keeping the 
folks at home purchasing his shoes. There are several 
reasons why the suburban merchant can compete with 
big city trade. In the first place his overhead is less. He 
can give each customer individual service. His store is 
accessible and not hampered by rigid traffic laws. And 
again it saves time and energy. If he is alert, a card 
system will tell him the name, address and date of sale 
of each shoe, and occasional direct advertising along 
with newspaper ads will always keep his name before 
his customers. 


$$ $ $ 


Is your lighting system what it should be? How 
does it compare with your nearest competitor? The 
long evenings are fast approaching and your window 
cannot function properly unless you substitute day- 
light for darkness. In spite of prohibition your window 
likes to be lighted. Keep reflectors clean inside and out 
and get 100 per cent return out of your light bill. 


Do you still look in the old shoe to see what size 
your customer wears? Better not and don’t let your 
salesman do it either. It not only looks bad, but you 
are in wrong with your customer from the start. Always 
use a measuring stick and when Mrs. Jones says, “I 
wear a “4-A’”’ just say, “Yes, Madam,” and then fit 
her with a shoe you know is what she needs. Remember 
you're the doctor so don’t let the patient write out his 
own prescription. 

$$ $ $ 

Are you on the lookout for new ideas in window 
trims? The fall of the year calls for beautiful windows 
and does not incur a great expense. A harvest window 
indicates prosperity and is always interesting to the eye. 
Be sure the interior of your store is likewise. 


$$ $ $ 


Have you a delivery system? A boy after school 
hours will solve this question and economically, too. It 
helps satisfy the customer to have purchases delivered 
and avoid discomfort. Be up to date. 

$$ $ $ 

Is your repair department profitable? Be sure 
that a separate record is kept of this department and in 
addition to the expense of materials and labor charge 


up a proportionate amount for rent, light, heat and 


insurance. You cannot keep an accurate account of 
repairs unless you do. 





The Three Major Functions of 
Health Footwear 
(Continued from page 73) 


Shoe men everywhere will do well to ponder on this 
challenge to culture by Dr. Goldthwait. It brings up 
with new strength and emphasis the slogan “Walk and 
Be Healthy.”’ Sell more good shoes. Get more shoes 
fitted right. Teach people to walk right, and to stand 
firm on their feet. Strengthen the physical delin- 
quents. Preach orthopedics. It is more important than 
culture. So Dr. Goldthwait says. 

Preach orthopedics. Set the example yourself. First 
you must know, before you can preach. Study ortho- 
pedics and orthopedic footwear. That is the mission 
and the sermon of the modern shoe merchant. 

It’s a big task. But progress is made only by tackling 
big tasks. 
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Here is something your 
customers can’t get in 
any other shoe— 


Arnold Glove-Grip Comfort 


This is one of the strongest selling numbers supports the arch. The straight inside affords 
ever added to the “Glove-Grip” line. generous toe room. A cleverly fashioned fore- 
part provides plenty of ball room. A low heel 


Th inciple of the sh y r ai ar 
Peg coe peat a ones Wen. waned cut maintains correct body balance. 


with the best orthopedic experts and is pro- 


nounced the most practical and perfect com- All of these features combined nicely in a 
bination of style and comfort features to be handsome shoe reduces fitting problems to the 
built into a shoe. vanishing point and makes profit possibilities 

The “‘Y” last has several separate and dis- through rapid sales, loom up big. For dress or 


general wear THIS “ey ” LAST is SOME SHOE 


tinguishing features. The “Glove-Grip” feature 





Send for Fall and Winter Stock Style Catalogue—S 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


NEW YORK OFFICE 
127 Duane Street 








BOSTON OFFICE 
[10 High Street 








Narrow Shank—Upper Footpsint of normal 
“ foot. Glove Grip Inner- 
—— sole conforms to shape 








_ of foot. Up rleather ‘4 Model S. 720—The “Y” Arnold’s Glove-Grip Ladies’ Oxford. 
pany ay ny - Tobasco Brown Kid. Folded thy 10-8 half rubber heel. In Stock. 
Sizes AAA-AA and A 4to 10. B-3 to 10. C. D. E. 3 to 9. Price $6.60 





Model S. 730—The “Y” Arnold Glove-Grip Ladies’ Oxford. 
Genuine Glazed Kangaroo Folded Tip. 10-8 half rubber heel. In 
Stock AAA-AA and A4 to 10. B-3 to 10. C. D. E.3 to9. Price $6.35 
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GLOVE-GRIP SHOES 
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RAI] Dates |} 
SHOE | 


ARCH-BANDAGE SHOES 


TRADE-MARK REGISTERED 





Arch-Bandage Shoe cut away to show Inserting the heavy stitching that per- Bottom construction of Arch- 
indentations or “‘pockets” in inner sole manently anchors the patented fabric Bandage Shoe before outer sole 
for the two ball-points and great toe, shank-piece between inner and outer is attached, showing patented 
also the through-and-through stitching sole of every Arch-Bandage Shoe. fabric shank-piece in position 

between “pockets” for ball- 


of the reinforced shank. t 
points, thus strengthening the 


shank and increasing elevation 
under transverse arch of foot. 


Made on Hafertepen’s Patented System, with Flexible Arch 


WE have established the manufacture of Arch-Bandage Shoes, made under the 
Hafertepen patents as the most scientific and satisfactory footwear of its kind 
produced. 

Every Bates dealer who is selling them and every customer who is wearing 
them recognize.: the superiority of Arch-Bandage Shoes for giving complete comfort 
to normal feet and a healthful corrective aid to feet that are impaired throvgh 
having previously worn improperly-shaped shoes. 

The Hafertepen system is unique and remarkabiy efficient. It provides a “flexible-rigid,” 
non-metallic, shank construction, consisting of a heavy fabric reinforcement between inner and 
outer soles that is anchored permanently by two rows of special stitching running between heel 


and ball-points. 
Moreover, the inner sole is moulded to give a “pocket” or depression for the two ball-points 
and great toe. Thus, flexible support and foot comfort are permanently secured. 
Arch-Bandage Models In-Stock 
No. 1400B—Oxford made of Black Vici Kid. AA to D. Price... .$6.00 
No. 5400B—Same, except made as a Bal. Price................ $6.25 


Arch-Bandage Shoes are already establishing a steady sale through Bates dealers. They give 
dealers an excellent profit margin, and they give their wearers the finest foot comfort they have 


ever known. 


Ask us for full information about Arch-Bandage Shoes, including dealers’ sales helps. 


A. J. BATES COMPANY : WEBSTER, MASS. 
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OXFORDS 
600—Black Kid Oversize Oxford..... $4.00 
601—Black Kid Comfort Oxford..... 4.00 
604—Black Kid Combination Oxford. 4.25 
605— Brown Kid Oversize Oxford.... 4.50 | 
| 
Always willing to send shoes 
on approval 
NOTE—To sizes 8 4 and 9 add 25 cents; | 
BOOTS 9% and 10 add 50 cents. aK 
Several oe designed for their fitting quali- 
ties, in three size tops. | 
675—Black Kid Fat Ankle Boot.... .$5.00 All Numbers IN STOCK 
670—Brown Kid Fat Ankle Boot.. 5.75 | 
650—Black Kid Full Ankle Boot.... 4.75 | 
660— Brown Kid Full Ankle Boot . 5.50 
Also 680—Black Kid Oversize Top... 5.25 
690—Black Kid on Comb. Last... . 5.25 
Sizes 3% to 10, C-EE 
| 373 Washington St. LYNN, MASS. Boston Office, 186 Lincoln St. 
ss 
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Through you, the merchant, we want the 


public to know this: 
The Custom Shoe Company is working with the reputable chiropodists, 
osteopaths, foot specialists and other doctors in your community for 
the relief and cure of troubled feet. This factory is headquarters for 
putting into practical form the prescriptions and suggestions which 
the foot experts of your town may advance to your customers. Here 
is the knowledge and ability to design shoes for feet of every shape and 
condition. 
If you will thus work with us, we know that the resulting profit will 
- ae Because many people are only waiting to be directed to us 
rough your organization. 
Our shoes are made with Tempered Steel Spring Arch and specially Towed bee os, ror 
built arches to suit individual cases. extension. : 
Lasts and measurements carefully preserved for future work. 
Built-In Arch Su Rigid, Tempered Spring Steel. Or Extensions for Short Limbs, Bunions, Hammer Toes, Cal- 
Flexible Shanks, Metat: Pads, Corset Counters, Bunion _louses, Sore or Tender Spots, Club Foot, Rheumatic Foot, 
Protectors, Heel Levelers, Cork Extensions, Cushion Inner- Paralytic Foot, Permanent Distortions. 





Special Lasts and Patterns for all requirements, built strictly to measurements, diagrams or casis. 


Custom Shoe Company = . WORCESTER. SASSACHUSETTS 
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— give you the best 
profit-making value 
on the market 
We build them:— 


1. To give your customer more service per 


dollar. 


To satisfy a desire for finely tailored footwear. 


To give absolute comfort and rest to the foot 


muscles—a combination last is used. 


All this means a sounder, more permanent business for 
you, because the repeat customers you will get on Arch 
Rest shoes are certain to bring you agood steady profit. 
Concentrate on them—they are in stock always. 


Write for our new In Stock Catalog which shows both 
our regular and Arch Rest lines. 














IN STOCK 


5146 Brown Kid........... $5 





50 
5148 Same in Black Kid...$5.00 
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here never have been enough 


Ground Grippers 


Our capacity is doubled! 


So big has the ever-increasing, world-wide demand for the 
famous original National-Line, Flexible-Arch, Muscle- 
Developing Health Shoe become it has outgrown even 
our three big factories at East Lynn, Massachusetts— 
where, for many years, ““GROUND-GRIPPERS”’ have been 
fashioned for the better comfort and well-being of mil- 
lions of men, women and children in every walk of life. 


And so we have moved—to BOSTON! 


In fine, new, spacious, modern quarters in the heart of the 
homes of the best trained shoe workers in the world— 
with vastly improved facilities in every branch of pro- 
duction and service activity—we are now glad to pass on 
to all who sell ““GROUND-GRIPPERS” the many practical 
advantages of this change and its consequent betterments, 
which mean an uninterrupted flow of merchandise. 


In our new home it will be our steadfast endeavor to leave 
no step. untaken which might serve to add value for you 


to — already is the most valuable shoe franchise in the - 
world. 


Write for our valuable exclusive selling franchise. 


GROUND GRIPPER SHOE CO., Ince. 
84 Linden Park Street, BOSTON 
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Just One Corner of 


Our Advertising Department 





Who would ever think 
that this light, smart 
style shoe had an ortho- 
pedic feature? But the 
secret of the Feeture 
Arch success is this— 
the comfort is achieved 
without the slightest 
boss of ‘tyle. This model, 
The Maxola, is in 
patent leather, carried 
right in stock. 


Just one little corner of our advertising department —the whole of 
it reaches from Fifth Ave., Los Angeles, to Fifth Ave., New York. 


Women do talk—that’s just about proverbial —and it’s working 
out well for us and for you, since so many of them seem to include 
Feeture Arch Shoes in the conversation. 


Guided in the beginning by newspaper and direct advertising of 
more than usual force, they have bought Johansen’s Feeture Arch 
Shoes in a volume that any business man would mention with respect. 


Johansen dealers, by hundreds, have shown that the Feeture Arch 
Shoes—flexible yet rigid, stylish yet comfortable, all in one—meet 
every varying demand and beat all records for fast turnover. 


Prices, samples of advertising to back you, samples of styles—all 
the information on 
this gold mine of the 

} corrective, protective 
shoe field—will be 
sent at your request. 





When a customer asks for 
a rigid shoe, the Feeture 
Arch is just what she wants 


Sor rigidity! 


When a customer asks for 
4 flexible shoe, the Feeture 
Arch is just what she 
wants for flexibility! now! 


Write now—right 





The Maxola also 
comes in black satin 
vamp and fox, with 
black ooze calf cut-out 
instep straps, as illus- 
trated. Also in black 
ooze calf vamp and fox 
with patent cut-out 
instep straps and in 
black kid alone, car- 
ried right in stock. 


JOHANSEN'S Feeture Arch SHOES 


= S 


ohansen Ss 
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JOHANSEN BROS. SHOE CO. 
St. Louis, Mo. 
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ldvertisea 
“Thel Miller Way / 


Full page advertising with the dual 
appeal—persuasive and convincing 
—of Beauty and “Caressing Com- 
fort” is bringing business—good 





This advertisement 


bein wey siya business—to dealers who have seized 
tember 1 Vogue and the opportunity of the Truwauk 
in October Harper’s 
Bazar. Shoe for Women. 
rE TK Write for sample runs. We 


back up with shoes in stock. 


I. MILLER & SONS, Ine. 


1 CARLTON AVE., BROOKLYN, N. Y. 


The Beautiful Walking Shoe 
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“BERTHA” 


No. 7672—Black Satin Suede Stra; nd Trim 
Cc oe Edge Military Heel, Rubber oy Lit Lift Atos 





No. I est annis in si Pea “ati ‘Mie 
tary Heel, Rubber Top Li to > 

ue 64 All Patent Leather, 4 to 8, D and | 3 
Modified French Toe 

No. 7162—Same, Patent Leather. Mat Strap ca 
Trim, 4 to 8, D and E, Modified French Toe. . $3.75 




















“TRIS” 






No. 7669—Patent Leather two button oni 
Iris cut-outs, Baby Spanish Heel, Rubber top lift. 


- 
668—Same with Military Heel, Rubber r Top 
HY itt. 7 to 8 EEE 





~~ 
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WIDE WIDTHS IN FANCY PATTERNS 


In High Style Goodyear 


GOLDMAN BROS. ‘SHOE CO., Inc., 100-102 Reade Street, New York, N. Y. fi 


Ne OE SS a 6 a 6 a © i © <i © a © a 6 ee 6 ee 6 es 








“MITZI” 


7666—Two Button Shield Bar Cut-out. all 
Paient, Military Heel, Rubber Top Lift, 4 4 8, 


Baby Spanish Heel, Rubber Top 


Welt Shoes 


te 7667—Same, 
Lift, GOOG, BE. oo ccc cccccccccccccccces 


No.*7266—Same in Black Kid Military oe, 
Rubber Top Lift, 4 to 8, EEE $3. 


IN STOCK 


Wide size shoes are no new thing. 
But the woman who has a stout 
foot likes pretty shoes, too. And 
you, Mr. Merchant, have a hard 
time locating them. 


Why not offer them on your own 
initiative? There is extra business in 
it. These shown are only four of a 
number of seasonable novelties you 
can get from stock. 


“SUN RAY” 









No. 
Cut-Outs, Military Heel, Rubber Top Lift. 4 to 8 
EEE $3.85 


7680—Patent Leather two Side Button, Ray 


SEND A TRIAL ORDER NOW 


No. 768 Wy with Baby Spanish Heel, et wf 
Top Lift, 4 to 8 EEE $3. 









WHAT YOU OUGHT TO KNOW ABOUT FEET 





ACTS about feet are told in a 

brief comprehensive way in a 
series of illustrated chapters; and 
with as few technical terms as ac- 
curacy allows. 











FOOT KNOWLEDGE 


What You Ought to 
Know About Feet 


Herman W. Marshall 
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by Herman W. Marshall, M. D. 


A practical and practicing physician 
who has specialized in the study and 
cure of foot troubles> 

Send your‘check for $2.00 plus 15c for postage 












TABLE OF CONTENTS 


I—Introduction 
II—A few features of foot development 
I11I1—Certain details of bone growth 
IV—Bunions 
V—Enlargements about great toes 
VI—Policeman’s heel 
VII—Foot tendons and tendon troubles 
VIII—Sesamoid bones 
IX—Hammer toes 
X—Circulation and circulatory troubles of feet 
XI—Nerves of the feet 
XII—Muscles that move the feet—General Arrangements 
XIII—Muscles that move the feet—Minute structure of muscles 
X1IV—Muscles that move the feet—Muscle physiology 
XV—Ligaments, Joints, Bones 
XVI—Flexible shoes, stiff shoes, arch supports 
XVII—Front parts of feet and of shoes—Aboriginal feet 
XVIII—Foot Proportions and Shoe proportions 
X1X—Influence of foot posture on symptoms in Backs, Hips and Knees 
XX—Personal experiments in wearing orthopedic shoes with interpretations 
of results, and with other comments 
XXI—Personal experiments in shoe wearing 
XXII—X-ray appearances of the foot within different shoes 
XXIII—Various conclusions and additional comments 
XX1IV—Ideas formulated by orthopedic and retail shoe merchants 
XXV—Discussion of questionnaire 
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HOW THE CANTILEVER ADS ARE HELPING 


RETAIL SALESMEN 


Theo. Kohls, of Yakima, Wash., 
writes as follows: ‘‘The interest of 
most prospective customers is 
aroused by continual meeting with 
the Cantilever ads.’’ 


Chas. A. Roberts, of Missoula, Mont., 
says: ‘‘The greatest help that Iam 
deriving from the ads is the entirely 
new sales talk that I am gaining. 
Every ad seems to have a new way 
of expressing some thought that 
has always been a selling point. 
Within the ads we find the best 
selling points that are known. We 
gain the experience of many years of 
hard work of those before us—the 
finished product is ours for the 
taking.’’ 


W. A. Brennan, manager of the Geo. 
C. Strong Co., New London, Conn., 
makes use of the ads reprinted each 
month for dealer display: ‘‘We pasted 
one of the ads on the window, witha 
2x10 cardboard on top reading ‘Girl 
on the Beach,’ which got a lot of 
people to stop and read, and brought 
in a good many, too. They get Can- 
tilevers on the outside of the store, 
as well as inside.’’ 


Mrs. R. J. Burke, of Natchez, Miss., 
who has been helped out of her own foot 
troubles (and cured) by Cantilevers, 
says: ‘‘I always tell the customer I 
know she is going to be pleased with 
her purchase, and that she is going 
to send us another customer for a 
pair of Cantilevers—and they almost 
invariably do.’’ 


Kenneth Park of Seattle, Wash., 
writes: “‘I have given the ads to 
several boosters and asked them to 
pass them on to the friends they 
mentioned whose feet were so bad. 
I underline some feature pertaining 
to their trouble, and ask that they 
be invited in.’’ 


Albert Weady, of Boise, Idaho, ex- 
plains how the ads have helped him sell 
the woman who does not require a cor- 
rective shoe: ‘‘To the lady who has no 
foot trouble, I use the following: the 
fitting of a pair of Cantilevers means 
a comfortable foot and good look- 
ing shoe, because the Cantilever is 
trim and pleasing, and the nicely 
rounded toe and smart heel are in 
keeping with the trend of style and 
fashion.’’ 


© © © 


We want to be of service to the retail trade and to the public in helping to get sold—and 
sold right—more shoes built on ccrrect lines. There is a great measure of satisfaction and 
happiness in this phase of the business, even above the financial rewards, according to our 
own experience and the experience of our best customers. 


© © 


MORSE & BURT COMPANY 


1 CARLTON AVENUE “i 


BROOKLYN, N. Y. 
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at last, 


Zh FITTING 
rr a P E R F E C TI ON 


No wonder the B. W. Combination 
Last is sweeping the country— it fits as 
no other shoe has ever fitted before. 


A 
k> 


Complete, easy and wholly satisfying fitting of ball, 
arch, heel—which means one hundred per cent fitting 
for entire foot. 


Combined with Roth’s unexcelled workmanship and 
swinging style, it offers your customers THE shoe 
they've been waiting for all these years, but never 
before have been able to obtain. 


In Stock, Ready to Ship— Write or Wire Us 


Black Kid Oxford Brown Kid Oxford 
Black Kid Oxford Brown Kid Oxford Arch Corrective Arch Corrective 
AAA 59 AAA 59 AAA 5-9 AAA 5-9 
AA 5-9 AA 5-9 AA 5-9 AA 59 
A 49 A 49 A 49 A 49 
B 39 B 39 B 49 B 3-9 
c 3.9 Cc 39 c 3-9 Cc 3-9 
D 39 D 3-9 D 49 D 49 
$4.40 $5.00 $4.60 $5.15 


HeROTH SHOE”4e 


- CINCINN 


There are no shoes better than Cincinnati-made shoes 
There are none so good as ROTH’S 
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No. 6728—Black Kid Arch 
Relief Two-Strap, Good- 
year Welt, 13-8 Rubber 
Heel, Combination Last 
No. 131. Price.......$4.75 


No. 6727—Same as above, 
Prown Kid. Price. .. . $5.50 
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In Stock 


No. 6011—In Stock, Black 
Kid Arch Relief Oxford, 
Goodyear Welt, 12-8 Rub- 
ber Heel, Combination Last 
No. 118. Price... .... . $4.60 
No. 6010—Same as above, 
Brown Kid. Price. . . . $5.35 


No. 6005—In Stock, Black 
Kid Arch Relief Oxford, 
Goodyear Welt, 13-8 Rub- 
ber Heel, Combination Last 
No. 131. Price.. ..... $4.60 


No. 6004—Same as above, 
Brown Kid. Price. .. .$5.35 


Riley’s Arch Relief Shoe 


You not only have an orthopedic shoe-supreme, 
when you confine your buying to Arch Relief 
shoes, but a finely tailored shoe as well, which is 
sure to meet the demand of your most discrimi- 
nating patrons. 
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Riley Arch Relief, unlike most shoes of this type, 
are made over lasts that are not extreme. They 
are fashionable—shapely models, seldom found 
in orthopedic footwear. 


A two-in-one combination, which enables you to 
concentrate your buying on one shoe, and at the 
same time, satisfy all types of customers. 


Smaller Stock ! One shoe in place of two! Quicker 
turnover ! 


THE RILEY SHOE MFG. CO. 
COLUMBUS, OHIO 
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house. “Peace, we need no Women 

It swung slowly Open. ae here.” 

A Perfumed air from “No ®anr ones at least—bup if 
. dark Corridor rept to the intrud Donna GThevra should chanee to 
er’s ils, come, ™Messere pf? 

A onde thrill of anticipation “Ginevra ad 
Overwhelmed his fear. “Neri’s Wench wham Giannetto 

He entered resolutely, carefully Went to Visit wet "ight, and was 
closing the door behin| him, dropped in the duno for hig Paing fp” 

@ house “As full of warm “Ab, "yes, 1 i, tne 
shadows through which he Could Poet Sought fpo1 Neri ith. 
Just diseern the lines of the Stair. Wel, t your Supper ready.” 
v ied 













Iden light *PPeared to ¢o 
séme hidden lamp on the 9 i 
: floor 





"& the covers 
—and ve the chafing dish 
cht in Ginevra's room. With the trummes unguarded.» 
° Paused at the fooe of “Why? :, 
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Don't Suffer tite needless pain of bunions a 
No Matter how the Pain—no Matter what 
have failed to cure it—you can have instant and pe. 
Manent relief Now. Here is the sure Way toend the 
torture of bunions forever, 4nd todo away wi 

uNshapely Shoes. 


What Causes the Pain 
The ©Xcruciating Soreness and is caused by 


Dr Wm. M. Biven to bunion Sufferers the 
Oaly Practicay and Scientific devices ever Perfected for 
instant and ment relief of i tortures, 

a 


ly 

Suffer from tired, aching feet, weak ankles, Pain 
in the heel, leg or back, burning or cramps in the foot, 
Corns, Callovises of bunions 8° at once to the 
Shoe or department Store featuring Dr. Scholl's Foot 
Comfort Service. Have the foot €xpert there fit you to 
the devices YOu need to Set relies You’! walk out 
feeling like a different 


t put Off another day the relief which you can 
© from the ¢, i 


Mfg. C, 
Ne eee Pe Seca OOO 
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will reach over 20,000,000 
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cAn Advertising Campaign 


That is Producing Consumer “Demand 


—in your community 
DR. SCHOLL’S Fall Advertising Campaign includes the largest list of well- 


known weekly and monthly magazines ever used. Strong, selling copy— 
copy that will appeal to and convince the hundreds of people with foot 
trouble right in your community that they need Dr. Scholl’s Foot Comfort 
Appliances and Remedies, is being used in: 


The Saturday Evening Post—Circulation 2,250,000 


The American Weekly........ . 4,500,000 
Ladies Home Journal ......... “ 1,850,000 
Woman’s Home Companion. . ” 1,700,000 
Pictorial Review.............. . a 2,000,000 
Literary Digest................ ™ 1,400,000 
American Magazine........... 1,900,000 
ici cekaahoeces ws 1,000,000 
RRR RTE ee ” 689,000 





Total, 17,289,000 


On the opposite page is a reproduction, greatly reduced, of an advertisement 
that will appear in the American Weekly on October 21st. This one pub- 
lication, with its 4,500,000 circulation, reaches, it is estimated, one out of 
every 3.7 English reading families in the United States. 


In addition to the weeklies and monthlies listed above, Dr. Scholl’s adver- 
tising is appearing, this Fall, in the leading daily newspapers, in the Roto- 
gravure Sections of 40 of the largest Sunday newspapers and in 4,200 good 


weekly newspapers. oun ee es 
: . . os THE SCHOLL 
You can cash in on the business this advertising creates f “Exe 
There are many people right in your vicinity with foot trouble. They aie eee 
want relief and correction through Dr. Scholl’s Foot Comfort Appli- 62 West 14th Set.— New York 
ances and Remedies and it is easy for you to get this business by Dinisctniuen dace 
hooking up your store with this campaign. Send the coupon today wii hookup our ane wii 


for our plan which explains how easy, simple and inexpensive it / your Fall National Advertising 
is for you to cash in on this advertising. Campaign. 


FILL IN AND MAIL THE COUPON TODAY / 


Dr Scholls nS 


Foot Comfort Appliances ai 
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Dirt, 


HERE is more than one reason why successful 
retail merchants look to the successful manu- 
facturer. 
They know of course that they will get sound, depend- 
able merchandise of assured consumer acceptance. 


They also know that the keynote of the manufacturer’s 
success is the attention given to continual develop- 
ment and improvement not only in the product but in 
marketing the product through the medium of the 
retail merchant. 
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R-572 
A black glazed kid oxford. Welt. 
ial measurement last No. 172. 
ially adapted for feet with 
large joints and low insteps. Heel 
height 1% inches. 
In Stock 


Widths AA to E 








The Dr. Reed exclusive agency plan includes always new sales promotion ideas and 
material which insure continual development and increased business in the retail store. 


If there is no Dr. Reed dealer in your 
town, wrile al once for particulars. 


JOHN EBBERTS SHOE CO., Ine. surrito “New yor« 





Our Salesmen Will Only Make 
One Trip Around This Fall 


Because the values they will show will give us capacity 

business in a short time. 

Genuine Calf shoes for men to retail at $6.00 and $7.00 at 

a good profit; all solid too. 

The line they will have in addition to these can’t be beat 

to retail at $5.00. Don’t delay if you need such a line. 
WRITE TODAY TO 


Weber Bros. Shoe Company 


NORTH ADAMS, MASS. 


New York ‘Office, H. Harris, 1328 Broadway, Marbridge Building 
1. F. Staps, 735 Boston Block, Minneapolis, Minn. 
Cc. E. Quigley, Maryland Hotel, St. Louis, Mo. 





No. 50 Blucher, Ha- 
vana Brown Kid 
Merit Last, 

dic Innersole, Com- 
bination Last. 


“The Master Shoe” 

















REG.U.S. PAT. OFF. 
SHOES FOR MEN AND WOMEN 


N INNOVATION IN 
ORTHOPEDIC 


FOOTWEAR 


© 


Made in New England 


Proven 


Profitable 
Footwear 


/n Stock with a 
widespread number 
of leading 


WHOLESALERS 


ablone Meads. 
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CHICAGO 


Fair Buying of Fall Shoes 


Black and Browns Continue to Be Favored by Women—New 
Patterns Make Appearance 


HE retail shoe business in Chicago 

as October opened was not dull, but it 
could be spoken of in more encouraging 
terms if the weather were a little cooler 
and more fall-like. Instead the weather 
continues to be warm; the early mornings 
are hazy and a bit snappy, but as the day 
unfolds the sun shines down and soon has 
warmed the atmosphere and as a conse- 
quence, fall shoe buying has been put off 
by those who do not have to be out-of- 
doors until the day is well along. 


Some Demand for Gray 

New stocks are still being received by 
some of the retail stores, and each week 
finds new patterns in the retail market. 
While in women’s shoes, brown are better 
sellers, and rate next to black this season, 
some gray is being shown and worn. 
Usually when a customer comes into a 
store and asks for a gray shoe, she has on 
a gray dress, or carries a sample of gray 
material to try to find something that will 
harmonize with the dress. 

To supply these demands, Carson Pirie 
Scott & Co. are showing an attractive 
pattern in gray suede. The body of the 
shoe is of suede with a fancy quarter fac- 
ing of kid with large cut-outs extending 
from where the quarter joins the vamp 
around to the back stay. This shoe has a 
strap across the instep of elastic goring cov- 
ered with a dainty oxidized silver buckle. 





One of the new creations sold by Carson Pirie 
Scott § Co., Chicago. Kid and suede are the 
materials 


Regardless of the popularity of suedes 
there is a firm belief that satin will hold 
its own, and that those who want a dres- 
sier shoe for afternoon wear will turn to 
satin. O’Connor and Goldberg have in 
their stock a number of dainty strap and 
goring patterns in both brown and black 
satin. 

One of their newest patterns on display 
is a black satin with four straps of suede, 
the top strap extending around the ankle 
and the other three arranged across the 
instep. These straps are set off with rhine- 
stone buttons. 





Ankletle in black satin, with suede heel and 
trimmings — 0’ Connor ¢ Goldberg Co., 
Chicago. 


An Alligator with Goring 


Alfred J. Ruby, Inc., is showing a gor- 
ing pattern, made entirely of alligator skin, 
having a dainty cut-out design over the 
instep. Alligator skin, used for trimming 
suede shoes, is quite popular in some of 
the stores in both strap and goring effects. 
The C. H. Wolfelt Company has several 
attractive patterns carrying out this idea. 


Wholesale Concern 
Incorporates 
The Statler Shoe Company, which have 
been operating in the wholesale shoe busi- 
ness since the early part of this year, with 
offices and in-stock department in the Lees 





| Getting More Shoes Sold Right 








Colonials in Evidence 


There are indications of the re- 
vival of the Colonial pump, as quite 
a number have made their appear- 
ance, not only on the street, but in 
some of the retail stores. Colonial 
buckles are on display and for 
evening wear rhinestone buckles of 
this type are being used to put the 
finishing touches on plain opera 
pumps of gold, silver and paisley 
cloth. 











Building, has found it advisable to incor- 
porate under the Illinois laws with a paid- 
in capital of $10,000. 

The following officers will serve the in- 
terests of this new corporation: Max 
Nachbar, president; Paul Ginsburg, secre- 
tary-treasurer. Mr. Ginsburg, who has 
operated retail shoe stores for the past 20 
years, will be manager, 


Gold and Silver Kid for 
Evening 


According to Marshall Field & Co., the 
shoe for the opera is a severely plain 
pump of the new gold or silver kid with a 
harmonizing rhinestone buckle in colors. 
Buckles of rhinestones and onyx sparkle 
effectively on brocaded slippers. 


Children’s Style Show 


The basement shoe section at Roths- 
child & Co. was the center of attraction on 
Saturday, October 6. Carl Winneguth, 
buyer for the company, staged a novelty 
in a children’s style show. Twelve models, 
from four to twelve years of age, wore 
new shoes. 

Toy souvenirs were given the children. 


Clothes for the Occasion 

In order to help educate their customers, 
and to help those whose desire it is to be 
properly dressed at all times, Marshall 
Field & Co. in its exclusive men’s store, 
displayed a complete outfit for each oc- 
casion, and it is of interest to note the 
harmony of apparel, including shoes. 
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Shoe Sales Show Gain 


Presence of Special Events Makes Impression in All Lines of 
Retail Trade 


NCREASED sales in the retail shoe 
I stores during the week ending Octo- 
ber 6 were reported from several sources. 
The International Air races were held 
during the week and served to stimulate 
retail business in all lines, inasmuch as 
thousands of visitors entered the city ex- 
pressly to observe the air program. 

Monday and Tuesday found many 
people seeking shoes for the Veiled Pro- 
phet Ball, the largest social event of the 
year. Many belated sales were reported in 
the better class of stores. Particular stress 
was made of the men’s business trans- 
acted for this affair. Black shoes continue 
to hold their prestige for women. How- 
ever, colors are still selling and many more 
pairs should be disposed of before they are 
finally passed out. 

Saturday business showed improvement. 
Two and three-button strap patterns are 
becoming more and more popular and it 
appears that shoes of this type will have a 
good run. Oxfords have been active due to 
the cooler weather. 


Business Is Better 


The latest report of the Federal Reserve 
Bank stated general business conditions 
showed a slight improvement over the 
30-day period, just preceding. Part of the 
report follows: 

“There is less uncertainty on the part 
of merchants and the public relative to 
commodity prices. Declines which devel- 
oped toward the end of April and con- 
tinued through July, have become less 
marked, and in a number of lines have 
terminated. 

“Other favorable influences on trade 
were generally satisfactory results of 
agricultural operations, higher prices for 
cereals, cotton and other farm products, 
continued activity in the bvilding in- 
dustry, high level of employment among 
all classes of labor, strong banking and 
financial position, low record of commer- 
cial mortality, somewhat better collection 
efficiency and the arrival of more season- 
able weather. 


Conservative Spirit Noted 


The disposition towards caution and 
conservatism on the part of both mer- 
chants and manufactures is still strongly 
in evidence. The latter are making up but 
few goods for which orders have not been 
received, and their purchases of raw 
materials are being shaped in accord with 
this policy. As was the case during the 
preceding two months, the volume of 
re-ordering by retail merchants is un- 
usually large, and cancellations and 





requests for deferred deliveries on goods 
ordered is at a minimum. In the main, 
goods are plentiful, manufacturers having 
caught up well with their orders. 


Monthly Style Service 


Johansen Bros. Shoe Company in- 
augurated a monthly style service of a 
unique character. This plan is being pre- 
sented to their select customers through- 
out the country. The service has been 
termed the “Calendar Style Service” 
which is outlined as follows: Beginning 
the first of any month and continuing for 
six months they will create and deliver to 
eachsubscriber one newstyle in quantities 
of 24, 36, 48, 60, or 90 pair lots. The shoes 
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will be shipped by express the 25th of 
each month preceding each style date. So 
that the retail shoe merchant may mer- 
chandise these shoes just as quickly as 
possible, cuts and advertising copy will be 
furnished in advance. Each advertisement 
will depict the particular style, selected for 
the service. 

Assurance is given the merchant that 
the styles will be different, but not freaky. 
The service will be given to only one 
merchant in a town, or city. According to 
Sam Beeson, salesmanager of the company 
the idea has gone over very successfully. 


Williams to Chicago 

Charles E. Williams, member of the 
executive committee of the N.S.R.A., will 
leave for Chicago soon to attend the meet- 
ing called by Dick Rosenbach, chairman 
of the Constitution and By-Laws Com- 
mittee. Williams will also attend the 
meeting of the board of directors which 
will be called the following week, also in 
Chicago. 





CINCINNATI 
Decided Improvement in Trade 


Advent of Cooler Weather 
Shoe 


THE last part of the week ending 
October 6 showed a marked im- 
provement in the retail shoe trade over 
the first part of the week and the pre- 
ceding weeks. Advent of cooler weather 
proved a stimulus to the retail shoe mer- 
chants and they interpreted it as the com- 
mencement of a good fall season. 

Black and brown suede leathers, with 
log cabin and otter, are the biggest sellers 
in the retail shoe stores at present. Strap 
patterns of all kinds are bringing ready 
sales. Satins and patents are showing con- 
siderable strength, there being a steady 
demand for both of these. One noticeable 
feature in the trade is the every increasing 
demand for dull leathers in -the fashion 
type of shoe. It is anticipated that the next 
few weeks will bring an even more pro- 
nounced demand for tbe dull leathers 
which apparently are destined to be popu- 
lar with Cincinnati women. 


Steady Call for Oxfords 


Aside from the style footwear being sold 
in all kinds of strap effects, there is an 
active demand for calf, patent and tan 
oxfords in the plain toe, low heel effect 
with the blucher cut and the creased vamp. 
This type of shoe is taking well with the 
women and growing girls, who like the 
golf style oxford and who desire some de- 
gree of smartness in a comfortable, sport 
shoe. 

The men’s shoe stores report business 
has been holding up well. The hosiery de- 


Stimulates Buying in Retail 
Stores 


partments of the various stores state tha’ 
the volume of sales have been satisfactory 
during the past two weeks. Undoubtedly if 
real fall weather sets in permanently there 
will be a splendid business. People seem to 
have money to spend on shoes and the 
only thing that is needed to bring the 
customers into the stores is the urge of 
colde: weather. 


Retail Merchants Meet 

The annual meeting of the Cincinnati 
Retail Merchants Association wa3 held 
recently at the Hotel Sinton with the re- 
sult that Robert W. Pogue, H. J. Gucken- 
berger, Charles J. Brooks and E. F. 
Herschede were elected members of the 
board of trustees. Robert W. Pogue, 
president of the association, poinied out 
the activities of the past year, emphasizing 
the co-operative store closing plan in 
effect during the summe: months. Mr. 
Pogue also declared the opposition of the 
association to a proposed ordinance to be 
voted on in November which will require 
autos to be equipped with governors con- 
trolling their speed. 

Bert Baldwin of the Better Business 
Bureau talked agaiast the fraudulent 
stock promoters. George V. Sheridan of 
Columbus, executive secretary of the Ohio 
Retail Merchants Association, spoke on 
“Legislative Issues as They Affect Re- 
tailers.” Prosecution of all persons caught 
stealing from stores of members of the as- 
sociation will be one of the activities of the 
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association in the future. In the past the 
retail merchants have been lenient with 
many of these persons and declined to 
prosecute them when the amouat stolea 
was made good. A dinner preceded the 
meeting ducing which special entertain- 
ment was furnished by members of the 
association. 


Observe 47th Anniversary 


More than 200 attended the Hanke 
Brothers Company employees’ celebra- 
tion of the 47th anniversa.y of the found- 
ing of the store when they gathered on 
Tuesday evening, October 2, ia the ball- 
room of the Hotel Gibson. Officials of the 
firm told of plans for the future and praised 
the spirit of co-operation of the Hanke 
employees. In addition to the employees 
celebration, The Hanke Brothers Com- 
pany further observed the 47th anniver- 
sary by putting oa a great anniversary 
sale. 


Reports Business Good 


The Foot Saver Shoe is going ove4 big 
in all parts of the country, according to 
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officials of The Julian-Kokenge Company. 
Reports have come in from retail shoe 
merchants throughout the country stat- 
ing their satisfaction with the Foot Saver 
Shoe. 


Business Women Meet 


Miss Alice Englehardt of the Potter 
Shoe Company was in charge of arrange- 
ments for the delegation from the Cin- 
cinnati Business Women’s Club which at- 
tended the executive board meeting of the 
Ohio Federation of Business aad Pro- 
fessional Women’s Clubs at Dayton, 
October 6 and 7. Plans for the coming year 
include establishment of a_ speakers’ 
bureau to direct an active campaign 
through local clubs for establishing a 
standard of education for women entering 
the business world. 


Holters Returns 


John G. Holters,- president of The 
United States Shoe Company, has just re- 
turned from an Eastern trip which took 
him to New York City and other eastern 
markets. 





MILWAUKEE 


Strong Orthopedic Trade 


Several Retail Shoe Stores Specializing on Health Patterns? 
Combine Style Features with Success 


HOE merchants have been so success- 
ful in “getting more corrective shoes 
sold right” that today, orthopedic depart- 
ments of local shoe stores are enjoying the 
best business in their history. Certain shoe 
stores in the city, specializing on the sale of 
orthopedic footwear have been particularly 
favored with heavy business. 

““We now have a well developed business 
on stylish patterns on lasts containing 
special health features,” said George 
Jammer, head of the orthopedic depart- 
ment of Brouwer’s. “Black satin with ooze 
trim, and black ooze trimmed with dull 
calf, developed along the line of the sea- 
son’s approved styles are meeting a ready 
sale. This footwear is made on health- 
feature lasts with covered heel, and are 
sold for afternoon and evening wear to 
women who buy regular oxfords and 
strap patterns for street wear. Colored 


_ 00ze in the wood brown shades and similar 


patterns are also good sellers here. With 
cooler breezes blowing, women’s boots 
with health features are being called for 
more and more.” 


Men’s Health Footwear Strong 


In connection with factories making 
health features for men, Brouwers’ have 
developed lasts that are pleasing in ap- 
pearance and on these lasts, patterns that 
are stylish are used. Stitching and fittings 


follow the season’s idea of style and addi- 
tional business is being developed in this 
class of footwear. 

Caspari & Virmond report that the sale 
of corrective and health footwear is greater 
in volume now than at any time in their 
history, and that more and more attention 
to this type of business, is being paid by 
the firm. Other local shoe merchants state 
that the past year or so has found them 
showing greater interest in health foot- 
wear for all branches of their trade. 


Merchant Becomes Farmer 


George Virmond, genial and widely- 
known partner in the shoe firm of Caspari 
& Virmond, Milwaukee, has turned dirt 
farmer, according to his own statement. 
Mr. Virmond has purchased a beautiful 
100-acre farm near Fox Point, just outside 
of Milwaukee. The farm fronts on Lake 
Michigan, and will be used six months of 
every year as a summer home for the 
Virmond family. Mr. Virmond is already 
laying plans for establishment of a “farm 
bloc” and promises that his herd of 15 
cows will later be heard from as leather. 


Open Business in Wisconsin 


The C. S. Pierce Dressing Co., of Brock- 
ton, Mass., has been licensed by the state 
department of Wisconcin to do business in 
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Walk for Health 

Newspapers if Wisconsin are 
taking up the “Walk for Health” 
movement with some enthusiasm. 
In Milwaukee, the leading daily 
newspaper has imported a walking 
expert to teach people to walk cor- 
rectly, and in advertising this man 
have used the slogan, “Walk for 
Health.” In Superior, Wis., the 
local newspaper recently carried an 
editorial on the value of walking, 
under the caption, “Walk for 
Health.” Shoe merchants through- 
out the state are lending every 
assistance possible to the movement, 
as it is in line with national work of 
this character being done by shoe 
merchant groups. 











this state as a foreign corporation. The 
company is incorporated for $30,000. It 
will manufacture shoe dressing, wax and 
similar products, according to the license. 


Babson Addresses Merchants 


Roger Babson, noted economist, address- 
ed a large gethering of Milwaukee business 
men at the Pabst Theatre here, and among 
other things, asserted that 1924 would be a 
big year for the “go-getter.” Superficially 
according to Babson, conditions were very 
bright, but he cited five underlying factors 
that are at work to make conditions un- 
favorable. Among them are the conditions 
in Europe, and the evident tendency in 
America to live above the wage and to 
mortgage the future for the pleasure of the 
present. Labor efficiency, business men 
were told, is at a low ebb. 


Encouraging Reports 

The Nunn, Bush & Weldon factory is 
making 3,600 pairs daily. The Edmonds 
Shoe Company reports 1,800 pairs, and 
the Wobst Shoe Company reports a 50 
per cent gain for September over last year. 

These reports are very encouraging, 
because the first two factories mentioned 
manufacture men’s shoes exclusively, and 
the latter children’s shoes and felts. 
Apparently all of the business has not 
been done on novelty patterns. 


Company Moves Branch 


Inability to obtain a sufficient supply of 
labor at Slinger, Wis., was the reason 
advanced by the Harsh-Chapline Shoe Co. 
of Milwaukee for moving the Slinger 
branch of the company to Mayville, Wis. 
The Mayville Business Men’s Association 
is building a factory in the latter city which 
will be turned over for use by the shoe 
manufacturers. The new factory is one 
story in height, and has a base 60x122 
feet in dimension. 
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DENVER 


Free Buying by Women 


Retail Shoe Trade Assumes Better Complexion as Season 
Advances 


ETAIL shoe merchants report busi- 

ness got away to a better opening 

than last year. Business in general is better 

right now than it was a year ago and the 

outlook for a good fall and winter business 
is bright. 

Clearings of Denver banks for the 
month of September totaled $134,937,823. 
This total compares with $131,959,358 
for September, 1922, a gain of $2,978,465, 
indicating that the volume of business 
transacted through the Denver banks 
exceeded that of September last year by 
2.3 per cent. Reports from other cities and 
towns of the state are to the effect that 
fall business is starting well. 

Good farm crops with farmers receiving 
good prices for their products is the reason 
attributed to better business in the coun- 
try districts of the state. Denver shoe 
merchants are making ready to care for a 
good fall trade. 

Merchants report that black is the 
favorite color for fall so far as women’s 
shoes are concerned, but that brown will 
get stronger. 

A number of Denver shoe stores are 
showing button shoes in their windows at 
this time. They point out that the once 
popular button shoe will be restricted to 
formal or semi-formal dress. Those dis- 
played are in patent leather with cloth 
tops. For social functions the patent 
leather oxfords with light hand-turned 
soles will be worn extensively, according 
to shoe merchants. 


Oxfords for Women 


J. N. Lober, who operates a shoe store 
at 722 Fifteenth Street, reports he recently 
received a shipment of oxfords for women 
and they are meeting with favorable com- 
ment. The new shoe sells at $6. 


R. H. Johnson Returns 


Robert H. Johnston, head of the John- 
ston Shoe Company, recently returned 
from a business trip to New York City. 
Mr. Johnston says that while black is 





Teach the Fundamentals 


How much time do you devote to 
develop your help? Your business 
has a certain personality and the 
nearec your help adheres to it the 
stronger the impression left with 
the customer. Teach them to act 
as one mind and to follow the ideas 
you have laid down as the funda- 
mentals of your business. 














away to a good start as the popular color 
this fall there will soon be a turn with 
brown in the lead. 
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Shoe Sale Successful 


The Broadhurst-Young Shoe Company, 
Sixteenth and California Streets, recently 
held a successful three-day sale. More 
than 1000 pairs of women’s pumps, ox- 
fords and shoes, out of the regular stock, 
were placed on sale. This line was sold 
at two prices during the sale—a part of 
the stock going at $6.85 a pair and the 
other at $9.85. 





CLEVELAND 


Favorable Sales in All Lines 


Children’s School Shoes Enjoy Excellent Demand—Saturday 
Trade Good 


HERE has been a good sale in the 
retail shoe stores here in all lines of 
shoes. School shoes have sold very well 
since early September and a steady sale in 
both boys and girls’ styles has prevailed. 
Saturday trade has been particularly good. 
The weather has been warm and not 
conducive to selling of fall merchandise. 
Patent leather in women’s strap patterns 
continues to enjoy a splendid run. Satins 
and dark brown shades in suedes also sold 
freely during the week ending Oct. 6. 


Wages Advance Slightly 


Is the last month there was a further 
decrease in employment in the factories of 
the city, but the average wage paid went 
up slightly. One man in every 200 em- 
ployes was laid off during the month of 
September, while the hiring rate for labor 
advanced three cents an hour. These 
figures are from a survey made by the 
Labor Relations Committee of the Cham- 
ber of Commerce. 

The survey disclosed that the auto- 
mobile industry is making a big come back, 
a gain of 6.7 per cent for the month of 
September in the number of employees. 
During August this industry in Cleveland 
laid off men. Seventeen companies expect 
to increase their pay rolls during October, 
while eleven expect to lay off men and 
women. 


Weiss Opens Store 


Bernat Weiss has opened a new shoe 
department in his store at 12514 Buckeye 





Increase in Cost of Doing 
Business 


Are you watching your expense 
account? A recent investigation 
among retail shoe stores showed a 
big increase in the cost of doing 
business so keep your eye on this 
account every day. Teach your help 
economy. Remember a dollar saved 
is a dollar earned. 











road. Weiss is one of the most successful 
merchants on the South side. He is very 
optimistic about prospects for fall and 
winter. He says that men and women in 
his district, which is inhabited largely by 
manual laborers and women who are 
employed, have plenty of work, and make 
good wages. While they have saved money 
for the rainy day, yet they are dressing 
well. 


Benefits of Auditorium 


Shoe merchants are beginning to realize 
the full benefits of the public auditorium, 
which was opened some time ago, after an 
expenditure of $8,000,000 in building it. 
Since the hall was opened a number of 
unusual spectacles and exhibitions—things 
that Cleveland never had before—have 
been held, and they have attracted thou- 
sands to the city from all over Ohio. 
Whenever one of these exhibitions is held 
the shoe stores do an increased business. 





PORTLAND, ORE. 
Preference for Better Grades 


General Condition of Prosperity Influences Demand for 
Higher-Priced Footwear in Retail Stores 


TENDENCY on the part of women 
to buy more freely of higher-priced 
footwear than in former years is notice- 
able in the retail shoe stores here. A gen- 





eral air of prosperity prevails in the dis- 
trict and as a result a better grade of foo.- 
wear is being sold. ‘ 

(Continued on page 144) 











C.D.BROWN §o 
50 South Street, Boston, Mass 
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If every merchant of 
better shoes realized 
the demand now being 
made on our tanneries 
for Brown's Leathers— 
this class of merchants 
would invariably spec- 
ify “Sunpru” colors 
and suedes in their or- 
ders to shoe manu- 
facturers. 
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ATTA BROWN 
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Browns Leathers 


ATTA RED 


&. CO., Inc. 


Ganneries and Executive Offices Z Rochester, N. Y- 


OMPANY 


| <And Branches | 


C.D. BROWN &CO., IN 
130 _Wo-Wells Street, Chicago, 


SUEDE LEATHERS OF ALL POPULAR SHADES 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War Peak or 1922 Today 
Calf, suede, top grade..............+. $0.32 @$0.35 $1.40 @$1.50 715 x] -70 
Calf, smooth top grade....... -28 .30 1.40@ 1.50 & 50 x] 45 
Calf, » top grade........ -26 -28 1.30@ 1.40 43 45 - 43 
Side lea colors, top gtade........ 18 -22 -75@ 1.00 -26 -30 -28 32 
Side leather, top grade......... 16 20 -65 -90 2A -26 -26 -28 
COD Dra cccces cater hcocdsaese 45 -50 1.40@ 1.60 65 80 -60 -70 
White buck, top grade (side leather) -28 30 90@ 1.00 .35 40 35 6 
TER, BERVY GEER, cccccccccccccscccece -24 -26 65 -70 4 -26 -28 32 
Elk, for sport shoes..............++++ 30 42 
Elk, colors, best famcy...........-... 35 40 1.40@ 1.65 80 90 .90 1.00 
Kid, colors, top grade.............++. -28 -30 1.35@ 1.60 -70 .80 .70 85 
Kid, black, top — pecccvccecoceseoe -28 .30 1.35@ 1.50 60 -70 65 -75 
Kid, medium, colors...............++ -20 24 -70@ 1.10 35 55 35 -60 
Kid, medium, black. ..............-- 18 -22 -60@ 1.00 .30 50 35 50 
TR, GREED. cc cccccccce -cboccvescccce 06 12 -20 36 ae 18 eke -20 
Chrome, patent sides and kip.... .... 28 30 85@ 1.05 45 50 40 46 
FURNES Tle cccnccccctcccdccccocsoces 40 oe 1.40@ 1.60 -70 .80 65 -75 
Sole Leather (Price Per Pound}: 
Green hide sole (backs)............-. $0.32 .33 $0. - $0.58 $0. # a $0.35 $0.40 
pOgnanedsencecececeseccesesese os 36 — 50 48 -55 
Bes BOS icicecccacepeoccstoce 88 .39 32 95 58 -40 -50 
No. 1 oak bends, shoe mfrs.’ use... ... 46 AT -98@ 1. 65 55 -65 
No. 1 oak bends, finders’ use.......... on 48 1.15@ 1.25 * -80 -70 -80 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 

Native steers, as used in sole leather, Sept..1, 1922 Toda 

harness, Ot6........022eeeevecece $0. 1834 ne 55 +a $0.20 $0.14 
Heavy Texas steers, for sole leather... . 50 18: we 12 
Ugithadrecors belioweperloniar a 1 - 62 - 19 ab 12 
Branded cows, for light sole eee Se 17 ne 50 es 16 ad 09 
No. 1 buffs for heavy andsidelea .. AS 45@ 50 13 13% $0.0834 09% 
No. 1 Chicago City for fine 

CEE Ei oe decccecgvecee gevoo oe 17 ” u $24 15 21% 12% 18 
Kips for leather... . 2... 2. ilcne 1. @ 16 65 “15 .20 atl 15% 
B. A. hides for sole leather........... ae 30 42 .16 17% se 9 











EPORTS continue of improvement 
R in the leather trade. It is true that 
the volume is not yet satisfactory 
and many tanneries are running at con- 
siderably under normal capacity, but 
there is a larger aggregate of business than 
there was a few weeks ago. Sales of packer 
hides are larger and there is a better 
demand for country hides at firmer quota- 
tions. This indicates that tanners are 
starting to make more leather and that 
there is more confidence in the situation. 
While tanners are generally buying more 
freely of hides and skins they are strongly 
against paying any advance for raw 
material. 

The present prices, which leather buyers 
are willing to pay for leather, do not 
warrant any higher prices for hides and 
skins. Tanners are now obtaining the low- 
est prices for sole leather which have 
prevailed for some years and upper leather 
is also on as low a level as it should be, 
consistent with cost of production. The 
price situation, however, would not be a 
disturbing factor provided that the de- 
mand for leather would increase to normal 
proportions. 


Sole Leather Prices Low but Firmer 
Buyers” of sole leather still maintain 
that they, must shop around and buy in 
small lots at a price in order to meet com- 
petition’. on the prices for which they must 
fill shoe. orders. The sole leather business 













could show a lot of improvement, and yet 
tanners would only be losing money out- 
right to make any further concessions. 
The buying of union sole is still on a hand- 
to-mouth basis, although sole cutters are 
becoming busier. Packer steer backs are 
now quoted at 47c to 50c per pound for 
heavy; light and medium union backs 44c 
to 47c. There have been better sales of 
oak sole the past week with fair size lots 
bringing 45c per pound. Good oak tanned 
backs range all the way from 30c to 50c 
per pound. Shoe manufacturers’ oak bends 
are quoted from 40c to 60c per pound, 
with finders’ bends quoted higher accord- 
ing to quality. 


Calf Leather in Better Demand 


The upper leather situation shows more 
promise. A noticeable feature is a larger 
demand for black leather. While few 
sales of large amount are reported the 
aggregate of business is larger. The calf 
leather market is firm with fair business 
reported. Full grain calf leathers in colors 
are in fair demand with quotations the 
same as for the past few weeks, namely: 
45c, 40c and 35c per foot for the first three 
selections. Lower grades range down to 
25c according to quality. Light weights 
are bringing approximately 5c less per 
grade. The suede finishes, while in fair 
demand, are not so eagerly sought as a 
few months ago. Prices on the fancy 
finishes of suede are quoted at 60c to 75c 





Steady a ae in Leather Market 


per foot; medium grades 40c to 50c. 
Cheaper leather is obtainable at below 40c. 


Aggregate Call Good for Side Upper 

There is a fair call for side upper leathers. 
Buyers are shopping about to obtain lower 
prices, but tanners are holding firm on the 
top grades. Full grain chrome colors are 
quoted at 26c to 32c per foot for the top 
selections. Buck finishes bring from 35c 
to 45c for the top selections and the lower 
grades from 25c to 30c. 


Call for Patent Improving 


The demand is improving for patent 
leather in the different finishes. Full grain 
chrome patent sides are offered at 30c to 
40c per foot and 45c for the top grades. 
Top selections of patent kips range from 
45c to 48c per foot. Patent kid is in fair 
demand with prices ranging from 60c to 
80c per foot for the top selections. Patent 
colt brings from 60c to 75c. 


Larger Glazed Kid Demand 

Kid business is fairly steady with tan- 
ners operating at larger capacity than. a 
a few weeks ago. There is a better call for 
the staple grades and colors, while thé 
popular shades of brown are in good de- 
mand and there is also a better call for 
blacks. Prices are on the same basis as for 
the past few months. The top selections of 
colors bring from 70c to 85c per foot with 
very choice leather weer? from 85c to 
$1.00 per foot. 
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A sturdy shoe with non- 
slip sole, unsurpassed 
for basketball. 
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the greatest line of {Ke 
basketball RY s Tey xy vat 


EFORE the first whistle 
blows, ushering in the new 
season, you will need a 
complete stock of basketball shoes. 
Your customers will demand the 
utmost in material, workmanship, 
comfort and endurance. 


These four Keds represent the 
country’s finest shoes for indoor 
sports wear. They have been built 
to stand the severest strain of gym- 
nasium and court. 


Two of these styles are for wo- 
men. Don’t overlook the women’s 
business. Order your Keds now for 
prompt delivery. 


United States Rubber Company 







A strong, featherweight 
shoe for all indoor 


sports. 








A shoe extensivelyused 
in women’s and girls’ 
gymnasiums. 


A rugged shoe for women, 
recommended for both out- 
door and indoor wear. 






















October 13, 1923 Octol 





top 1 
dural 
types 
outdc 
attac’ 
factu 
away 
stron, 
or ot 


pare | 
footw 
wearn 


Bett 






Slig 
factur 
fc llow 
factor 
Produ 
official 
dicatic 


















October 13, 1923 


severe test during the past spring, 

summer and during the present fall 
season, inasmuch as they have been worn 
extensively on sport shoes and other types 
of footwear. To say that the crepe rubber 
sole has met the test and measured up to 
expectations is putting it mildly. Manu- 
facturers making this type of rubber sole 
have “‘put it across” with excellent re- 
sults. The results have been so satisfying 
that today we find the crepe sole attached 
to canvas topped athletic footwear for 
gymnasium and other sport work, where 
the most durable of rubber soles must be 
applied to meet the severe strain the shoe 
is expected to stand. 

Both men and women wore the crepe 
rubber sole on sport shoes for golf, outing 
and other outdoor purposes this spring 
and summer and retail shoe merchants re- 
ported a steady sale of oxfords with the 
crepe sole for early fall wear. Men wore 
many types of sport shoes on the golf links 
with the crepe sole. 


C REPE rubber soles were subject to a 


Makes Smart Appearance 


Trim-looking sport shoes were numer- 
ous with crepe soles attached, showing a 
decided improvement in the appearance 
of the sole since its origination. Today the 
sole presents just as smooth appearance as 
any other type of sole. The crepe rubber 
welting, often used in connection with the 
sole, also adds to the appearance of the 
shoe. 

The crepe sport shoe with the canvas 
top makes a smart appearance and its 
durability compares favorably with other 
types of canvas shoes used for sport and 
outdoor wear. The crepe sole is securely 
attached to the top of the shoe and manu- 
facturers report the sole will not ease 
away from the top. The crepe sole is light, 
strong and quick to grip the wooden floor 
or other surfaces when the athlete ex- 
pects an instantaneous response. Reports 
indicate the canvas top shoe with the 
crepe sole will sell well this winter for 
gymnasium wear and promises to com- 
pare favorably with all types of athletic 
footwear on the market in a selling and 
wearing measure. 


Better Tone Noted in Rubber 
Heel Industry 


Slight improvement is reported in manu- 
facture of rubber footwear, heels and soles 
following a survey of the major rubber 
factories of the Akron district in Ohio. 
Production at the present time is said by 
officials to be very satisfactory and in- 
dications are that better schedules will be 
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Crepe Soles Featured in Canvas Topped 
Shoes for Athletics 


maintained after the first of November. 

From the plant of the B. F. Goodrich 
Company, manufacturers of rubber boots 
and shoes, comes word that this factory is 
maintaining capacity production schedules 
and that practically all the salesmen are 


. now on the road soliciting spring business. 


Some big sales are reported in canvas- 
topped athletic shoes. 

This factory expects to increase pro- 
duction soon and at this time announces 
that its new galosh, known to the trade as 
the Zipper boot, with the hookless fastener 
is proving one of the biggest numbers in 
the history of the shoe making business. It 
is meeting with big success in all sections of 
the country said an official of the firm this 
week. 

Heel and sole production at the plant of 
the Goodyear Company is normal for this 
season an official said this week. Increased 
production is planned soon. This firm an- 
nounces that the Neolin sole is now being 
called the Wingfoot sole and now bears 
this trade mark. 


Sieberling Production Good 


Approximately 20,000 pairs of rubber 
heels a day are being made by the heel de- 
partment of the Sieberling Rubber Com- 
pany at Barberton. Production at this 
factory will be increased within a few 
weeks, officials said recently. 


O’Sullivan Company Market- 
ing Rubber Taps 


The O’Sullivan Rubber Company, Inc., 
131 Hudson Street, New York City, is now 
marketing a rubber sole. These soles are 
termed “O’Sullivan Taps” and are de- 
scribed as all-rubber, tough and long wear- 
ing, bending easily with the foot, but yet 
hard enough to prevent the wearer from 
feeling pebbles and like materials under 
the foot. 

The taps take stitching well and are 
easily applied. Reinforced nail holes at the 
base serve to prevent nails from pulling 
through. 


For Making Rubber Soles and 
Heels 


In the October issue of The India Rub- 
ber World, under the heading “‘Chemical 
Patents” a rubber sole and heel making 
process was printed as follows: 

Rubber sole and heel making process.— 
Rubber soles and heels are composed of aa 
outer layer of vulcanized rubber, prefer- 
ably under-cured, and a becking layer of 
unvulcanized rubber mixed with about 
ten per cent of sulphur and about one per 






cent of carbon which becomes vulcanized 
by the heat and pressure to which it is sub- 
jected during use. The sole is attached to 
the shoe by means of a solution of hard 
rubber in a mixture of equal proportions of 
carbon tetrachloride and trichlorethylene. 
—R. Surridge, 73 Church Street, Camber- 
well, London. British patent No. 198239. 


Rubber Lift for Wooden Heels 


A rubber lift for the wooden heel shoe 
is being sold freely by the Dryden Rubber 
Company of Chicago. A special feature is a 
one-screw hole, which is supplemented by 
three to five brads, securely fastening the 
lift to the heel and insuring a secure join- 
ing. The lift is one of the Dryden Com- 
pany’s “Double Wear” products and may 
be applied to all types of wooden heels: 
French, Spanish, Cuban or military. 





Lieberman Brothers Enter 
Business 


Brooklyn, Oct. 7—Ben and William H. 
Lieberman, brothers, recently commenced 
business at 86 Hopkins Street under the 
firm name of Lieberman Box Toe Com- 
pany. Both are young men and are very 
well known in the shoe trade and are well 
qualified to carry on their new line of work 
with the same degree of success which 
characterized their previous business life. 


The Lieberman Box Toe Company will 
do a jobbing business for the present and a 
little manufacturing of box toes. The firm 
will carry leather and canvas box toes, cut 
soles, heels, counters and shanks and buck- 
rams in all plies. 

Ben Lieberman has been a salesman for 
I. Miller & Sons, Brooklyn shoe manu- 
facturers, for several years, and has es- 
tablished a reputation as a “live wire” and 
is well qualified to embark into the busi- 
ness field. William H. Lieberman has been 
associated with the Davis Box Toe Com- 
pany, Inc., of Brooklyn, and like his 
brother is very alert, and has a wealth of 
experience to aid him in making the new 
enterprise successful. 





New Shoe Stores 


The Radinsky Dry Goods Company, 
boots and shoes, etc., branch store at 
Calvert, Texas. Recently commenced 
business at Huntsville, Texas. 

Leon J. Lemanski (865 Mitchell Street), 
Milwaukee, Wis. 

The Home Trade Shoe Company, 
New London, Wis. 
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Yes, Marion, you're perfectly right. They are so 
attractive looking, and they never seem to wear out. 


What Your Customers Are Being Told 


The above is the illustration used this 
Fall in one of the full-page advertisements 
in the Ladies’ Home Journal, Woman’s 
Home Companion, McCall’s Magazine, 
People’s Home Journal, Harper’s Bazar 
and Vogue. 


These magazines reach nearly five out of 
every eight families in the United States. 
These families are being told of the excep- 
tionally long wearing and stylish qualities 
of Gordon Hosiery, supplementing what 


the millions of present wearers of Gordon 
Hosiery say to their friends. 


When you stock Gordon Hosiery you 
know that nearly every one coming into 
your store has a good opinion of it, and that 
Gordon Hosiery is backed by the Brown 
Durrell Company’s unequalled service to 
merchants. 

We are the sole distributors for many 
mills making Gordon Hosiery under our 
strict supervision. 


BROWN DURRELL COMPANY 
GordonHosiery - Forest Mills Underwear 


New York 


Boston 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THEY ARE NOT 


“Self-Starters” 


If the Soles Are 
Made of Two Pieces 


Are You Being Fooled? 














a 


Baby is mother’s first thought. 

. . UNEXCELLED FOR INFANTS 
You want to satisfy her desire Renan He Wea 
| for durability as well as attrac- 
tiveness. 


OO OO oe ee 


A two piece sole may be made 
attractive, but never durable. 


We originally made infants’ 
shoes having soles with two 
pieces of leather sewed together, 
but such a construction will 
not hold together. Frequent 
complaints compelled us to 
create a sole which would with- 
stand moisture and hard wear. 
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The result — 
“SELF-STARTERS,” a ONE sa 
styles and colors made to your order. 
PIECE CH ROME SOLE Fifty popular selling numbers in stock for your con- 
venience. 
heavier than the two piece 
construction. 





; “Self-Starters” are the 
! only intermediate shoes on the 
: market having a one piece sole. 
) === 
| 
| 
: 
: 
) 
| 
) 
) 
| 
) 
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Be fair to your customers by in- 
sisting upon*‘Self-Starters’’ 


ae QuORaTER SHOE (PENT 


YORE 





We are the largest manufacturers of Quality 
Soft Soles and “‘Self-Starters’’ in the world. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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anf Distt \ 
/ is your assurance of 
Perfect Style 
Perfect Fit i 
, Perfect Service f 
fe age fi 


IN-STOCK 


REG.US.PAT.OFF. T.G.RCO. Order from BOSTON, NEW YORK 





or CHICAGO 
Style 208 Price $4.65 
BLACK KID ‘“‘DRUID’’ THREE-STRAP PUMP 
Welt Sole 13/8 Rubber Top Heel Rival Toe 
AA 414-8 A 4-8 B 3-8» C 244-8 D 248 
Style 608 Price $4.65 Style 808 - Price $5.00 
The Same in The Same in 


AUTUMN BROWN PRO-BUCK 








ALL PATENT LEATHER 


The Ever-Appreciated Builders of Gooduill 


OOD STYLES—Gccd Fitters—Gccd Values—with a good Name on every pair. 
Every Agency shares in the value of the CUEEN QUALITY name, the trade-mark that 
has earned public confidence end gccdwill, the, brend that stands for all that is found in 
QUEEN QUALITY shoes—authentic style, excepticnal value, universal service, “fit that 


never fails.” 


Concentration cn QUEEN QUALITY skces, tecked by ccmplete merchandising co-operation, 
has prcduced business in volume that is reflected in the expansion and growth of thousands of 


its Agencies. 
THOMAS G. PLANT COMPANY 
101 Bickford St., BOSTON, Massachusetts 
CHICAGO: 207 W. Monroe St. 











NEW YORK: 125 Duane St. 








COE XCRE. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Optimistic Note to Trade 


Advent of More Seasonable Weather Expected to Stimulate 
Present Light Business 


OMPARATIVELY light fall busi- 
ness so far continues to be reported 
by the New York retail shoe merchants, 
but the trade is optimistic over the out- 
look. There is no good explanation for the 
late development of the fall business here. 
Employment in the city and surrounding 
territory is good and money is being spent 
quite freely judging by the reports of the 
department stores. The newspaper strike 
and the protracted strike of the New 
Jersey trolley lines during the month of 
September cut down the number of shop- 
pers considerably, it is believed. Both of 
these strikes have been settled and the 
retail merchants feel that conditions 
should now improve, particularly with the 
advent of more seasonable weather. 


Plain Pump Going Well 


The style situation is becoming fairly 
stabilized. There is no one leading style, 
but the light strap effects, goring models 
and plain pumps appear to be leading the 
procession so far as can be gauged at 
present. The plain pump undoubtedly is 
growing in popularity, particularly among 
the higher-class trade. Some of the latest 
models are fairly faithful reproductions of 
the old-time pump when it was in its hey- 
day. With the addition of smart buckles, 
they have taken on a new vogue, it is 
believed. Many of the shoe merchants are 
showing plain pumps in welts, but so 
far there has been little activity on these. 


Men’s Business Good 


The outstanding features of the men’s 
business is the strong run on blacks, the 
demand for the golden brown shade in 
tan, rather than the darker shades, and 
the continued call for light weight shoes 
intended to be worn during the next few 
months. Some retail shoe merchants 
believe that the good demand for light 
weights for the early fall will mean a re- 
peat business on heavier weight oxfords, 
or possibly high shoes later on in the 
season. Some of the merchants here ex- 
pect high shoes to be stronger this winter 
than they were last year. So far, however, 
the bulk of the business on fall style has 
been done on oxfords. 


Hurley’s New Store 


A new store, one of the finest in the 
Hurley chain in this city, has been opened 
at 1587 Broadway near 48th Street. The 
new shop will be under the direction of 
Edward Aarons, who has been manager 
of the company’s store at 1357 Broadway, 
in the old Marlborough Hotel Building. 





The new upper Broadway store is 
equipped in modern style, with deeply 
recessed windows, panelled in Circassian 
walnut. The interior decorations are rich 
but simple. The stock cases go clear to the 
ceiling and are of polished walnut, as are 
the chairs and other fittings. An interior 
display case is set inside the door. The 
walls between the store proper and the 
entrance are of Caen stone. The floor is of a 
tan and brown combination as well. 

The store room itself is roomy, occupy- 
ing a space about 20 by 75 feet. Back of 
this is an ample store room for reserve 
stock. Both men’s and women’s shoes are 
carried in the new store. 


Capezio Store on Broadway 


S. Capezio, the well-known theatrical 
shoemaker, which has been established 
for some time at 209 West 48th Street has 
opened an elaborate retail establishment 
at 1634 Broadway in the Winter Garden 
Building. 

The new store has spacious display 
windows in front, capped with domes of 
stained glass. These same domes are car- 
ried out in smaller detail on interior dis- 
play cases placed against the walls of the 
store. The interior wood fittings are of 
dark walnut, serving a good contrast with 
the glass cases and mirrors arranged along 
the side walls. Only women’s highly styled 
shoes are carried in the store. The manager 
of the establishment is M. Vollin. 


James Slater, Founder of J. & 
J. Slater, is Dead 


James Slater, founder of the business of 
J. & J. Slater, and uncle of John Slater, 
present head of the house and president of 
the National Shoe Retailers’ Association, 
died at his home in Bronxville, N. Y., on 
October 3. 

Mr. Slater was born in England in 1833 
and came to this country as a young man 
and engaged as a shoe fitter. After a 
thorough training he opened a fitting shop 
of his own and did work for many of the 
high-class custom shoemakers in New 
York. In 1850, he and his brother, John 
Slater, opened a shop in Cortlandt Street 
under the name of John Slater. 


Formed Partnership in 1859 


In 1859 they formed a partnership 
under the name of J. & J. Slater, the name 
that continues at present, and purchased 
the shoe business of a Mr. Jones at 858 
Broadway. The business was small, but 
the brothers developed an exclusive and 
high-class trade. Some time later another 
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Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill. Mass. 
Boston Office 
207 Essex Street 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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store was opened at 28th Street and 
Broadway. This location was retained for 
19 years when a move was made to 25th 
Street. This was in 1898. The move was 
actuated by the fact that the then enor- 
mous rental of $4000 a year was asked for 
the 28th Street site. In the 25th Street 
location, however, a rental of $17,000 was 
paid. Inside of 18 months a large addition 
was made to the store and another addi- 
tion was made in 1907. 

The present John Slater, head of the 
firm, entered the business when it was 
located on Broadway and 28th Street and 
has been active in its affairs ever since. 
He is a nephew of both the founders of the 
firm. The concern now maintains, in ad- 
dition to the main store at 415 Fifth 
Avenue, where women’s and children’s 
shoes are sold, a men’s store at 539 Fifth 
Avenue and a custom shop at 24 East 57th 
Street. 
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Retired Many Years Ago 

James Slater retired from active busi- 
ness about 25 or 30 years ago and is com- 
paratively unknown to the present genera- 
tion of shoe men. Although inhisearly days 
he was one of the leaders in the industry 
and his house became one of the best 
known in New York and in the entire 
country. In addition to his activities in 
the shoe trade he was an ardent traveler 
and circled the globe and visited many 
of the foreign countries upon several 
occasions. He also was active in military 
affairs in his younger days, serving as a 
captain in the 8th regiment, N. Y. Na- 
tional Guard, under Colonal James Fisk. 

Surviving him are his nephew, John 
Slater, his grandnephew, Harold Slater, 
and seven grandchildren. 

The Slater stores were closed all day 
Saturday, October 6, in respect to the 
founder’s memory. 





BOSTON 


Retail Buying Shows Gain 


Brisk Fall Weather Influences More Buying in Both Men’s 
and Women’s Lines 


DECIDED change in the weather 

was the biggest factor in improved 
conditions in the retail trade during the 
week ending October 6. The month started 
well and promises much for a good falls 
footwear season. A better tone to the 
trade was reported from many retail shoe 
stores and an expression of confidence for a 
continuance of good buying prevailed. 

The same dark shades in suedes sold 
well to women, while patent and satins 
continued their prominent position and 
sold freely. Gore patterns, both the front 
and side, enjoyed a strong sale, more pro- 
nounced than in the preceding weeks. 
Indicative of the approaching’ cooler 
weather is the report that tan calfskin 
pump oxfords met with a steady demand 
during the week. 

An interesting angle to the trade is the 
prominence being given to window dis- 
plays of evening pumps. Hosiery, to match 
the gold and silver brocades, is freely 
shown and is suggestive of the approaching 


social season. 
Many Good Window Displays 


There are numerous striking window 
displays in retail shoe stores which are 
consistent with the fall season and sig- 
nificant that fall merchandise in footwear 
should be purchased now. 

Strap patterns continue to lead in 
women’s styles. Some welt strap oxfords 
are commencing to sell well, particularly 
in tan calf. 

The advent of real brisk fall weather did 
not make an impression on the shoe busi- 
ness as far as stimulating the sale of men’s 


high shoes was concerned. Men are still 
buying more oxfords in tan and black 
leathers than boots. Merchants predict 
men’s oxfords will find good calls right up 
until real winter weather necessitates the 
wearing of boots. Oxfords will be worn 
through winter by many men, merchants 
report. 
Two New Stores in Field 

The opening of two new shoe stores in 
the business district is interpreted by 
some as indicative of good business condi- 
tions prevailing. Teddy’s new store is at 
325 Washington Street, an immense in- 
terior, featuring a bargain department. 
The concern sells $5 shoes. The W. L. 
DouglasShoe Company is the other sponsor 
for a store. The Douglas store opened at 
6 School Street and has enjoyed much 
success. 

One of the most impressive of the shoe 
displays was shown in the R. H. White 
Company window. Women’s smart shoes 
in subdued shades in suede and kid were 
displayed. A tiger skin was used as a floor 
setting and the shoes were appropriately 


placed surrounding it. Patents and satins 
in fancy strap models were also shown. 





Report on Business Conditions 


The Federal Reserve Bank report for 
September characterizes the general busi- 
ness situation as spotty. Extracts from 
the report follow: 

“Seasonal changes in business activity 
were more noticeable than fundamental 
changes. Probably the majority of the in- 
dustries of New England usually get a 
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larger volume of orders in September than 
in August, and that seems to have been 
the case this year. 

“Prices of manufactured goods did not 
show the same rising tendency as those of 
basic materials, but they are naturally 
less sensitive to changing conditions than 
basic material prices. 

“So far this year, sales in dollars by New 
England department stores reporting to 
this bank have averaged about 10 per 
cent larger than the corresponding months 
last year. Retail prices are undoubtedly 
somewhat higher than they were a year 
ago, so that sales in terms of quantity in- 
stead of value probably would not show an 
increase of as much as 10 per cent.” 


Moulded Innersole Sales Talk 


The men and women of the shoe depart- 
ment of R. H. White Company, to the 
number of about 35, listened to an inspira- 
tional sales talk on how to present the 
moulded innersole shoe of E. P. Reed & 
Co. to the public. Frank A. Guinivan was 
the lecturer and drove home his points 
most graphically with a series of lantern 
views. 


The shoe department of the R. H. White 
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Company has secured the exclusive Bos- 
ton agency for this “‘Matrix’”’ shoe. And it 
was the idea of Mr. Guinivan and Frank 
P. Crocker, buyer of the R. H. White Com- 
pany shoe department, to gather the shoe 
sales folks together for a dinner on Friday 
night, October 5. After the dinner the edu- 
cational talk commenced. 


“Footprints on the Sand” 


Mr. Guinivan stressed the fact that 
Matrix shoes should never be referred to, 
or sold, as Corrective shoes; that the whole 
thought of the E. P. Reed & Co. in their 
manufacture is along the-opposite lines— 
shoes for the masses. He stated that 
through this moulded innersole feature, the 
foot had the same natural tendency as if it 
were treading on the sand; that the shoe 
brought volume business on stylish, as 
well as staple, shoes and that Matrix lasts 
will fit at least 95 per cent of women’s feet, 
normal and abnormal. 

After the lecture, “‘a round table”’ dis- 
cussion was held and many intelligent 
questions asked, which showed that the 
sales people were very much interested in 
the proposition and that Mr. Guinivan had 
an appreciative audience. 





LYNN 


Oxford Season Opens 


October Weather Inspires Demand for Heavier Type of 
Women’s Footwear 


RDERS for oxfords began to come in 
as days of October began to get 
colder, and toward the middle of the 
month it looked as if a lively season for 
welted oxfords was under way. Of course, 
strap styles keep on selling, as they always 
will, as long as women like pretty shoes, 
and dancing is a popular pastime. 

Many types of oxfords are wanted and 
among them are cork welt oxfords, college 
oxfords, London walking oxfords, blucher 
oxfords, soft-toed oxfords, plain oxfords, 
fancy stitched oxfords, and two color 
oxfords too. Both uppers and soles are 
rather rugged, and the colors are tan and 
black. 

Strap styles which continue to sell for 
fall and winter, show no great changes in 
their patterns. Designers are holding back 
their new creations, some of which are 
fascinating for the next spring and sum- 
mer season. 

Samples for 1924, now being prepared 
will show new strap patterns, new per- 
forations and cut-outs, and new throat 
trimmings. Materials will show kid and 
calf leathers in suede and smooth finishes, 
of the new colors like tan bar, a new shade 
of tan, airedale and Jack rabbit, in addition 
to whites, patents and familiar browns 
and grays. 

Gore stage shoes with the. shortest of 





vamps, strip pumps and perforated pumps 
are getting attention. 


Orthopedic Shoes 


Lynn is making more orthopedic shoes 
this year than in any former year, which 
shows that orthopedic shoes are staple 
merchandise. Many firms are now making 
health, arch supporting or like shoes as a 
staple line of footwear, while the novelties 
run as they may. 

To Everett Dunbar, a lot of credit is 
due for the present types of orthopedic 
shoes. He was the first in Lynn at all 
events, to discover that the feet have 26 
bones, and that the arches of the bones of 
the feet may break down. He devised in- 
step arch supports to be placed inside 
shoes. Then, not being satisfied with the 
supports, considering them a measure of 
temperature nature, he proposed that 
shoes be made to fit the feet so that the 
wearing of agch supports would be un- 
necessary. 

Hence the development in Lynn of 
various types of footwear with arch sup- 
ports built into them, or other shoes so 
constructed as to preserve the shape and 
to strengthen the feet..A.score and. more 
lines of health shoes are now made in 
Lynn,-and most makers of them carry a 
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THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
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SHOES AND RUBBERS 
Every Wednesday and Friday 




















FREDERICK S, PECK 


Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 
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Men’s and Women’s Slippers 














PARISTYLE FOOTWEAR MFG. CO. INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of 
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Ballet Slippers 











IN-STOCK 
BLACK BALLET SLIPPERS— 


Childs $1.30 
Sizes 7 to 11 


Misses 1.35 
Sises 1145 to 2 
Ladies ‘1.40 
Sises 24 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 


BALLET SLIPPERS 





FERGUSON BROS. CO. 
2121 Washington St. Beston, Mass. 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 















Satin D’Orsays and Mules 
Ladies’Skinner Satin D'Orsays$3.50 
Combination Colors 
Hand sewed soles. 1 4 inch 

Baby Louis Heel 
Ladies’ Skinner Satin Mules 
Combination Colors $2.50 


Wm. Sumner Smith Co. 
326 W. Monroe St., Chicago 
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stock at the factory, so that the merchant 
can keep his sizes stocked up. 


New Shoemaking Method 


A. E. Little & Co. is making a new lock 
stitch shoe. The outsole is sewed to the 
insole by a new machine, which takes a 
lock stitch. Every stitch is pulled down 
flush to the insole so the shoe treads 
smooth. Each stitch is locked as it is 
sewed. Each stitch is taken under a pres- 
sure of 150 pounds. So the seam is very 
tight. Shoes are sewed eight stitches to the 
inch, so that they are flexible. 

The shoes are lasted by hand. The up- 
pers are next fastened to the insole with 
staples having fish hook points. Then the 
tacks are pulled. So the completed shoe is 
tackless. 

A. E. Little & Co. is now making these 
new process shoes at the rate of 1000 pairs 
daily. They look like turns. They are made 
in smart styles. 


New Sandal Line 


Merrill, Porter & Co. has ready a new 
line of strap sandals of novelty styles, 
suedes, patents and like materials, in 
sizes for women and misses. They are for 
1924. 

At the present, the factory of Merrill, 
Porter & Co. is running briskly on men’s 
slippers for the Christmas trade. There are 
some handsome tan, and even red slippers 
going through. 


Popularity of Wood Heels 


Wood heel shoes are certainly popular. 
One Lynn firm has orders for 56,000 pairs 
of wood heels on its books. Thirty ma- 
chines for attaching wood heels have been 
set up in Lynn shoe factories, most of 
them within the past year. 

Most everybody dances. That is one 
reason for wood heels. Another reason is 
that they are so light and graceful. 


Archangel Shoes 


V. K. & A. H. Jones & Thomas are pro- 
ducing “Archangel shoes,” a line of cor- 
rective footwear, with a new type of arch 
construction. Both boots and oxfords are 
carried in stock in widths from A to E. 
Shoes show the characteristic Jones & 
Thomas workmanship. 

This line of shoes is made in addition to 
the regular lines of V. K. & A. H. Jones & 
Thomas welts, and the new line of feather- 


weight McKays. Ps 


Good Oxford Sales 


“Tom” Welch of the Welch Shoe Com- 
pany, home from a trip among big cities, 
tells of sales of welted oxfords in plenty, 
which is what he expected when the 
weather became cooler. New oxfords are 
wanted for wear with the new silk and 
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Whale Leather Coming 


A whale came ashore on West 
Beach, Manchester, a few miles 
from the big North Shore manu- 
facturing district, recently. He 
weighed two tons. And before the 
next day’s sun went down, his hide 
was in a vat in Peabody. It will be 
made into leather His bones were 
saved for a scientific museum. The 
hide of this particular whale is 25 
feet long. 











wool sport stockings, which have already 
appeared on the streets. 

Mr. Welch also made inquiry as to 
what is likely to sell next spring and sum- 
mer. He judges that light and dainty shoes 
will be wanted again, with novelty straps, 
especially straps up the front and throat 
trimmings, like vamp collars will be or- 
dered for 1924. 


New Cushing Oxfords 


To the “Cushing 400” a smart line of 
welted oxfords have been added. The shoe- 
making in them is excellent. Uppers fit 
and are lasted to perfection. Sole sewing is 
of the finest and edge trimming and finish- 
ing is excellent. 

Edges of soles are round or gabled, as 
well as regular. The novelty edges catch 
the eye of the well dressed young woman 
who seeks a new style point in her footwear. 
The lasts show a modified brogue with a 
toe a bit more rounded. Heels are 6-8 and 
7-8 high, and have rubber top lifts. 

Blucher patterns lead by far. Many of 
them are just plain bluchers. Others have 
creased vamps. Some have plain toes. 
Others have regular tips, with novelty 
stitching, such as five rows of tip stitch- 
ing, the mid row being in contrast to the 
outside rows. 

Besides its novelty style lines, the Cush- 
ing Shoe Company also makes the Cush- 
ing process shoe, a line of health shoes. 
Some of these have flexible shanks, while 
others have rigid shanks with metal arch 
supports, built in and riveted. Sales of 
flexible arch shoes exceed sales of rigid 
arch shoes, according tothe firm’s records. 
Both boots and oxfords are in the health 
shoe line. 





Retired Shoe Manufacturer 
Dead 


On October 1, D. Harry Chandler, who 
more than 25 years ago started in the 
shoe manufacturing business in Vineland, 
New Jersey, died of heart disease at his 
home at Maplewood, New Jersey. For 
the past several years the business has 
been conducted by several of his sons. 
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PHILADELPHIA 


Slight Lull in Shoe Plants 


Uncertainty in Buying Reported as Cause for Decline in 
Activity in Some Factories 


DECLINE in the activities in some 

of the shoe manufacturing plants 
was noted during the week ending Oct. 6. 
This is attributed in some sources to 
uncertainty on the part of some retail 
shoe merchants in buying. Factories, 
evidently, are not willing to go ahead on 
their own responsibility and make shoes 
without being sure of finding a market 
when they are finished. Cancellation by 
jobbers is also reported as another reason 
for curbing manufacturing activities. 


Straps and Gores Selling 


Several factories report that straps 
and gores are in equal demand, though 
the makers of medium-priced shoes are 
not making many gores. Fancy shoes con- 
tinue in demand, the more extreme styles 
selling best. The jobbing and retail trades, 
however, are pushing their lines of com- 
fort shoes very vigorously. 

Suedes, satins, and patents constitute 
about the sole demand. Blacks and browns 
are both being asked for. Prices remain 
unchanged. 


Glazed Kid Trade 


Glazed kid manufacturers report an 
increase in the demand for small skins. 
There is also some demand for four and 
five-foot skins and the trade takes this as 
an indication of a demand for boots, 
especially as the purchasers of these skins 
were several manufacturers of ladies’ 
shoes. Demand is mostly for black, the 
call for browns having dropped off con- 
siderably. Increases of about $1 a dozen 
in the raw skin market will shortly be 
reflected in the prices on the finished 
products. 


Wholesale Buying Fair 


Buying in the wholesale trade is fairly 
good. In men’s shoes there is a marked 
tendency towards the heavy grains in 
both high and low shoes. Semi-English 
lasts are becoming popular. Stitching and 
pinking are in good demand. There is very 
little call for perforations. Shoes with 
creases up the front and with plain toes are 
not taking very well. There is no advance 
buying. 

Buying of women’s shoes is rather slow 
because of the style uncertainty. There is 
no radical change in styles, materials, or 
prices, anything elaborate, new, and 
good-looking selling well. 


Sole Leather Trade Spotty 


Due to the part-time schedules of the 
factories, the sole leather trade is spotty. 











Throw Him Out! 


Says Dave Strumpf, whose store 
is at 2322 North Front Street, in the 
Kensington district of Philadelphia: 

“Now that the folks have given 
up the idea of drinking champagne 
out of a slipper, come and have a 
drink of water out of one of my 


‘pumps.’ .” 











Buying continued on a hand-to-mouth 
basis at prices which ere holding firm on 
standard tannages. There is a considerable 
seasonal increase in the buying of findings 
leathers. 


Vaughan Back from Europe 


Charles P. Vaughan, president of the 
Philadelphia Chamber of Commerce and 
of Dungan, Hood & Co., has returned 
from a three months’ trip through Europe. 
He reports countries with depressed 
currencies recovering and looking forward 
to world trade. 


Sam Davis Speaks 
Sam Davis, field secretary of the 
National Shoe Retailers’ Association, is 
boosting the convention. October 1 and 2 
were spent in Erie, Oct. 3 in Pittsburgh, 
Oct. 4 in Johnstown, and October 5 in 
Altoona. 


Retail Offerings 

French, Shriner, and Urner’s store is 
featuring men’s high shoes at $13.50. 
They are offered in Russia or black calf 
skins and in fine grain black kid. They 
have reinforced shanks and medium 
weight soles. 

Neiderman’s is offering a center gore 
pump in patent or satin at $10 and in 
black suede at $10.50. 

Geuting’s recently offered ladies’ one- 
strap sports pumps in black and tan calf 
at $7 and combination instep and strap 
pumps in black satin, gun metal, and pat- 
ent at $7 and in black suede at $8. 





Display — Being 
aken Rapidly 

B. W. Shaub, chairman of the 
Displays Committee for the State 
Retailers’ Convention which will be 
held here in January, reports that 
booth spaces are being taken very 
rapidly. There will be 72 spaces on 
the exposition floor. 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Geo. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Coe. 


ROCHESTER, N. Y. 








oe EL AM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 
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Shoe IHustrations 
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pursue in selling to the shoe trade, 
nevertheless, you need the 
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Where to Buy 


Standard Shoe Materials 














Colored 
Chrome, 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 




















T.W. oqpens Pa yo ng Treas. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


96 SOUTH ST. BOSTON, MASS. 











: largest M (Nesutectras 
the World 


Black Glazec Glazed ‘ied 
Surpass LEATHER ©. 












The One 
Waterproef 
Leather That 
Takes and Re- 
tains a Pelish 





CREBSE & COOK CO. 
Taoneres at De 95 Seuth Se ,Beston, Mass. | 


wap 











vr ELDITE 
: ILLER 


PARKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 








N°? matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
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Among the recent offerings of Winkel- 
man’s was a black velvet opera pump with 
high or low heels at $10. 


The Walk-Over stores recently offered 
men’s oxfords of tan calf with French- 
English toes at $6.75. 


An important recent offering of Hanan 
& Son was an imported Scotch grain 
oxford with a double sole through to the 
heel. It was priced at $11. 

Among the styles of men’s shoes re- 
cently offered by the Regal stores here at 
their. price of $6.60 were Scotch brogues 
with wing tips and brass eyelets, blucher 
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cabin suede, patent coltskin, black satin 
and black suede. 

A lot of autumn pumps recently offered 
by Strawbridge & Clothier at $9 in- 
cluded street pumps of tan or black gun 
metal calf and patent Jeather with one 
broad instep strap, welted leather soles, 
and military heels; dress pumps of ooze 
calf, trimmed with glazed kid in log 
cabin, brown, and black; and black satin 
pumps for formal afternoon and evening 
wear. They are strapped and have cut-out 
suede trimming, turned soles and Louis 
heels. 

The John Wanamaker store is offering 


oxfords in tan and black, Scotch grain ome. = models in strap slippers for young 


fords with crepe rubber soles, and 
shoes in tan and black calf with 
soles and invisible eyelets, and in 
calf and black with single 
invisible eyelets. 


At $7.50 Snellenburg’s Department 
Store recently offered double-cross strap 
pumps of patent coltskin, gun metal calf- 
skin, and black satin with Junior French 
heels. At $8.50 this store offered one-strap 


y grems cut-out insteps in otter suede, log- 






»~women. The first is a black satin slipper 
with cut-outs on the quarter and one 
central front strap looping over the instep 
strap. The second is a black patent leather 
slipper with checkerboard cut-outs in the 
quarter. The third is a plain one-strap 
slipper of black satin. The fourth is a one- 
strap slipper of patent leather with per- 
forated edges. All of these slippers have 
moderate Spanish heels, medium toes, and 
turned soles. They are priced at $10. 





HAVERHILL 


Frequent Buying Is Noted 


Closer Contact with Style Situation Attributed as Reason for 
Change 


RECENT news item published in the 
Recorder quoted a Philadelphia shoe 
merchaat as saying: “I buy shoes every 
week, whereas four years ago, I had only 
two buying seasons—spring and fall.” 
Haverhill manufacturers have paused 
to comment oni.this subject. While it is not 
possible for all shoe merchants to buy as 
frequently as those located in large cities 
or closely adjacent to the markets, yet the 
tendency, as Haverhill manufacturers see 
it, is unmistakably everywhere in the 
direction of more frequent purchases of 
footwear. Seasons mean little or nothing 
nowadays to the successful shoe merchant. 
The novelty game in women’s shoes, such 
as are made in Haverhill, is one which 
necessitates close attention to buying as 
well as to merchandising. Keeping strictly 
up to date in both directions calls for close 
contact with the style situation and quick 
action in buying and selling. 


Salesmen Always on the Job 


Traveling salesmen representing Haver- 
hill shoe manufacturiog houses no longer 
consider making trips two or three times a 
year to visit their customers. On the 
contrary, they are calling on merchants 
practically every month and on each call 
plan to have something new in styles. 
Haverhill moves and has its being in 
women’s novelty footwear. Manufacturers 
are untiring in this work and it may 


be added have established themselves as 
an authority on novelties. Style changes in 
women’s footwear come very quickly. 
Haverhill manufacturers are quick to 
sense such changes, to bring them prompt- 
ly before the merchants of the country and 
to supply styles which contribute greatly 
to the success of the merchants. 


Production Costs Problem 


In connection with the production and 
marketing of footwear and other mer- 
chandise, the cost of production is one 
which presents a problem to manufacturers 
everywhere. Along this line a Haverhill 
manufacturer recently quoted a paragraph 
from a widely-read daily newspaper which 
is worth reproducing here: 

“The great problem confronting Ameri- 
can industry is the cost of production. 
Profits have been diminishing because it 
has seemed impossible thus far to reduce 
overhead charges. With the increasing 
ability of European countries to produce 
and export goods that compete with those 
of the United States, competition will 
become keener. There is no alternative for 
the American producer. He must reduce 
expenses. The passing of dividends is one 
way to make ends meets, but it is not a 
satisfactory one. Greater efficiency on the 
part of labor, use of labor-saving ma- 
chinery, cutting out of expensive dead 
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timber and a general speeding up may aid 
measurably in accomplishing results. The 
general business outlook continues satis- 
factory, but reasonable profits are neces- 
sary in order to make conditions sound.” 


New Shoe Firm 


Holtz-O’Connell Shoe Company is the 
title of a shoe manufacturing concern 
formed to do business in Haverhill. A 
medium grade of women’s turn shoes will 
be produced. The location of the plant is 
the sixth floor at 58 Essex Street. The 
members of the concern are: A. B. Holtz, 
formerly of A. B. Holtz Shoe Company, 
and James O’Connell, who recently re- 
tired from Felstiner-O’Connell Shoe Com- 
pany of Haverhill. 


Visitor from California 


Louis Leader, buyer for the Mandell 
Boot Shop, Los Angeles, California, was 
recently in Haverhill on a purchasing visit. 
The house which Mr. Leader represents 
is a large department establishment on the 
Pacific Coast and sells shoes on a one 
price plan. Mr. Leader visits the New 
England markets every three months. He 
is unique among visiting shoe buyers in 
Haverhill inasmuch as on his buying trips 
he makes his home at a hotel in this city, 
thus being on the job early and late at 
local shoe factories. He says that the 
principal sellers in women’s footwear in 
Los Angeles are suede, kid and similar 
light weight leathers. Patent leather sells 
only to a limited extent owing to a warm 
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climate. He adds that strap patterns are 
going strong on the Coast. He has placed 
orders in Haverhill factories for many new 
styles in light, dainty effects. 


Sold Boots for European 
Sales 


“As a style proposition women’s boots 
play only a small part in the merchandis- 
ing plans of shoe merchants,” reported a 
shoe manufacturer. It wasn’t so many 
years ago that a woman’s kid boot on a 
fancy pattern, built on a narrow toe last, 
carrying a high heel, was an attractive 
shoe and brought a good figure. However, 
great changes have happened recently. 

A wholesale merchant in a nearby city 
had in his storehouse an accumulation of 
the kind of boots I have mentioned. These 
which were made to retail from $7 to $8 
a pair, had been offered to merchants at 
various times at as low as $1 a pair. 
These couldn’t be sold; in fact, they 
couldn’t be given away. They were, there- 
fore, relegated to the storehouse. The 
other day a shoe buyer representing a 
wholesale house in Ireland, having, more 
by accident than anything else, seen these 
boots, made an offer of 20 cents a pair for 
the lot. There were several hundred pairs 
in this accumulation, all in good condition. 
The man who owned these shoes jumped 
at the chance to sell them at this figure. 
They will be shipped across the water and 
the Irish merchant says he can sell them 
at a profit in Great Britain, also in Scan- 
dinavian countries. 





BROCKTON 
Shoemen Interested in Shoe Show 


Manufacturers and Retail Merchants from Many States 
Attend Fair Event 


LARGE attendance of shoe manu- 

facturers and retail shoe merchants 
from New England and other States was a 
feature of the Shoe Style Show held in con- 
nection with the Brockton Fair. Latest 
styles in men’s and women’s footwear, the 
model shoe factory operated by employees 
of the Rice & Hutchins, Inc., were inter- 
esting events which attracted the visitors. 
Valuable information pertaining to shoe 
styles and shoe construction was derived 
from these educational features. 

One of many attractive features of the 
show were four pairs of shoes designed by 
the Dunbar Pattern Company, and made 
in Paris. These are real works of art, repre- 
senting some of the activities of John F. 
Teehan of that company during his recent 
visit to France. 


Shipping Shoes from the Fair 
Rice & Hutchins, Inc., shipped from the 
model factory at the Brockton Fair, shoes 


produced in the same complete manner as 
though made in the company’s plant at 
Rockland, Mass. The first day 11 dozen 
pairs of shoes were shipped. This output 
was maintained each day during the week. 
The shoes were shipped by truck to the 
Rockland factory and were sent out to the 
trade through the regular shipping chan- 
nels. 


Larger Style Show in 1924 

Frank E. Packard, chairman of the 
Shoe Style Show at the Brockton Fair, has 
received numerous and hearty congratula- 
tions on the work which he and his asso- 
ciates performed in connection with that 
exhibit. Mr. Packard, who is associated 
with George E. Keith Company, has the 
vision of a new, building, housing a style 
and selling show which shall receive the 
attention of shoe buyers from all parts of 
the country under similar conditions to 
those which prevail at the Boston Style 





Where to Buy 


Shoe Ornaments 
























Fashions Latest Decree 


leathers. 
and gold 


Plain beaded. 
cloths, plain and brocaded. Large 
assortment of patterns. 


Samples available immediately 


EDW. E. KAHN, Inc. 
291-293 Adams St., Breoklyn, N.Y. 








boxes. 8 pair but- 


ton covers. 4 pair pins 


Price 5.40 per box 
KAHN & BUICK, INC. 


291 Adams'St., Brooklyn,N.Y. 














Latest Creation in Shoe Ornaments 
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7 — 


The . an nity 
Novelty Works 
SS. .—4"5 ay 


yn, 











PROVIDENCE - - - 


D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 
R. I. 
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Where to Buy 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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source of 
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INF ;ORMATION 


Shoe Merchants 


“WHERE TO BUY” constitutes a 
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Hosiery 





OLLYWOO 
Hose D 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 
Harrington & Waring 
41 Union Sq. W. New York 








J. R. BEATON CO. 
Inc. 
331 Fourth Ave New York City 
PS YEN er WTAE a 
FULL PASHMOMED = eae attra _ 
99 Chauncy Street 

















rtcraf 
ILK HOSIERY MILE 


Erie Ave. & Amber St., Phila., Pa. 
f ee 


anufact 
Ladies’ Full Fash ed Chiffon Hose 
“THAT ARES SUPERIOR 
New York Office, 358 Fifth Ave. 




















Where to Buy 


Engraving and Printing 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
Spee fe 











CAMPELLO STATION 


Ba OP BROCKTON, MAS 
CARTON LABELS, TAGS. 
SHOW CARDS. 

PRICE TICKETS, FOLDERS. ETC. 
NN TAG ALONG WITH 4H OWARD TL 





* |ABELS‘ Te 


ASK FOR SAMPLE: 


| H Zi ina Pint ; rd 
TOLMAN PRINT, INC. 
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Show. It is Mr. Packard’s hope that his 
vision may next year be realized and that 
Brockton’s shoe production will receive at 
the Brockton Fair a bigger boost, under 
publicity as well as many orders for shoes 
made in Brockton and in South Shore 
towns. 


Good Outlook for Business 


President Harold C. Keith of George E. 
Keith Company in an article written for 
the concern’s weekly publication, ‘Factory 
Prints,” says: 

“The outstanding feature of our recent 
salesmen’s meeting was confidence in the 
line, the prices and the selling opportuni- 
ties. Never before have salesmen been 
more optimistic than at present. Early re- 
turns from our representatives justify 
this confidence, and the bes. answer is the 
increase in the number of shoes to be cut 
from now on. The general outlook for the 
new run is excellent.” 


Girl with a “Trilby”’ Foot 

At a perfect foot contest recently held 
at a Brockton retail shoe store, Miss 
Edith Stanley, age 17, residing in the 
neighboring town of Whitman, Mass., and 
employed by the Commonwealth Shoe and 
Leather Company, was adjudged the 
possessor of a perfect foot. The judges were 
unanimous in their opinion. Miss Stanley’s 
foot is size 4144B with a perfectly formed 
ankle and arch. There were 16 girls in 
competition with foot sizes running from 
4B to 5C. Miss Stanley was awarded three 
pairs of the best grade of shoes of her own 
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size and selection. She was a guest at a 
Brockton theatre, where the Mayor of 
Brockton personally presented the shoes 
to the local “Trilby.”’ 


Recalling an Inflation Period 


Brockton’s older shoe manufacturers re- 
call the days following the Civil War when 
in the later 60’s, a period of inflation set in 
and shoes were bringing (then) unheard of 
high prices. One member of the Brockton 
trade in recalling this period said: ““About 
1867, when I was a small boy, I ran errands 
for my father who was a shoemaker under 
old-time conditions. Machinery and fac- 
tories were unknown. Men worked to- 
gether in little shops. Shoes were made up 
months in advance and piled in storing 
places. My father used his barn for that 
purpose. Following the Civil War, men’s 
shoes were in great demand at high prices. 
These prices kept going higher, while the 
men who made the shoes kept demanding 
more pay for their work. My father’s reply 
to these requests for additional pay was 
that so long as he could sell the shoes at a 
profit he was willing to pay the shoemakers 
what they asked. This continued for sev- 
eral years until the panic of 1873. Then, 
values crashed and shoes in storage, made 
at high labor costs, could not be sold except 
at great losses. In the panic which ensued 
many business men lost their entire for- 
tunes. History has a way of repeating it- 
self. We are today living in a period of 
inflation following the World War. If the 
parallel continues a few years there may 
be occurrences which will result in the de- 
flation of prices, labor along with the rest.” 





ROCHESTER 
Steady Buying in Stores 


Strap Patterns in Patents, Satins and Suedes Favored by 
Women—Men Prefer Blacks 


ALL business has improved with the 
advent of brisk weather and retail 
shoe merchants accepted the improve- 
ment in sales as a signal announcing the 
beginning of a steady period of buying. 
Black patents and satins and suedes in 
dark brown tones are selling freely to 
women, while men are expressing a prefer- 
ence for black oxfords. Tan oxfords are 
also selling well. Strap patterns in num- 
erous designs lead. 


What They’re Featuring 


The LaSalle Boot Shop features a cross 
strap satin anklette at $7.50. 

The D. J. Burke Stores feature men’s 
and women’s new fall footwear at $5, $6 
and $7. For women, the offerings include 
satin one and two-strap pumps, crease 
vamp oxfords, cross-strap pumps in 
various leathers and materials. The 
Lucerne oxford, a lattice pattern in black 


calf, patent leather or black satin with 
insert of black ooze is also a popular num- 
ber selling at $7.50. For men, the Burke 
Stores feature tan calf oxfords, Tony red 
oxfords, crease vamp oxfords, dress ox- 
fords and brogue oxfords. 

E. W. Edwards & Son Co., feature 
women’s footwear in a Harvest Sale at 
$4.65. 

Shield’s Boot Shop is showing a gored 
pump in black suede carrying a one and 
one-half inch Cuban heel selling at $10. 


Sells Interest in Firm 


John Mench, who has been managing 
director since 1917 of the Duffy-Powers 
Company one of Rochester’s large depart- 
ment stores has sold his interest in the 
company and resigned October 1. 

A. W. Ackerman who has been Mr. 
Mench’s assistant, succeeds him as assist- 
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ant to Mr. Duffy in the management of 
the store. 


An Orthopedic Turn Shoe 


The Utz & Dunn Company has added a 
turn pattern to their Ease-All line of 
women’s shoes. This pattern, which em- 
bodies the regular Ease-All construction 
with Ease-All shank and long counter is 
proving to be a popular number due to its 
lightness. 


Early Start on Rubbers 


William LaMontagne, proprietor of the 
Triangle Shoe Stores, has a new scheme to 
increase early fall business by selling a 
pair of rubbers to every purchaser of foot- 
wear. To accomplish this, he has in- 





structed his clerks to offer rubbers to 
every customer and urge them to buy now 
while sizes are complete. 


Salesmen Nominate 


The nominating committee of the 
Rochester Association of Traveling Shoe 
Salesmen, presents the following candi- 
dates for offices in the association for 1924: 
president, A. J. McLeod and Roy F. 
Schneider; for first vice-president, J. T. 
Clarke and D. J. Kittredge; forsecond vice- 
president, A. C. Edson and Charles J. 
Viegard; for third vice-president, Harry J. 
Beatty and Tom Mullen; for fourth vice- 
president, Clinton L. Clarke and R. Clay- 
ton Hultgren; for secretary Clark B. Row- 
ley; for treasurer, Jack Castle. 





ATLANTA 


Good Crops Reflect on Trade 


Shoe Business on Satisfactory Basis with Splendid Prospects 
for a Strong Season 


HOE trade among the retail merchants 

of Atlanta, and in the larger cities 
of the Southeast, was satisfactory during 
September and the first week of October, 
with the past month around 15 per cent 
better than the same period last year. 
October opened with colder weather, 
promising a steady volume of fall trade 
through the rest of the season. In the 
smaller towns and rural communities of 
the district shoe trade has been particu- 
larly good of late, and is still improving, 
due to the excellent agricultural promise 
of the present year, and the fact that 
farmers are buying more freely as a result 
than they have in many months. 

In the Atlanta retail stores there has 
been a continued good demand for novelty 
footwear in the women’s department, with 
black satins and suedes proving unusually 
popular this fall. 

The crops will not be any larger than 
usual in total yield, but prices are so high 
this fall that in some instances the growers 
will realize the largest amount they have 
ever made on their crops, principally on 
cotton. Therefore, smaller merchants are 
looking for a continued good shoe business 
through the fall and winter. 

Shoe jobbers consider the outlook for the 
next six months the best it has been in 
some years. 


New Stores Open 


With the opening of two new branch 
stores in Atlanta by the Emerson Shoe Co. 
recently, and one new store by the G. B. 
Kinney Shoe Co., there have been five new 
shoe stores opened in Atlanta within the 
past two and a half months. Two more new 
Stores planned between now and the 
coming holiday season. The two new 





Emerson stores are located at 44 Marietta 
Street and at 13 Peachtree Street, the 
former in charge of John Bramlett, and the 
latter with A. W. Bonner as manager. 
The new Kinney store is at 73 Whitehall 
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Reasons for Some 
Failures 


A short time ago investiga- 
tion by a creditors’ committee 
showed that a certain retail 
shoe merchant was in financial 
difficulty, and after examina- 
tion it was found he had made 
a practice of paying out of his 
receipts not only merchandise 
bills, but household bills as well, 
and having an extravagant wife 
the amount of household bills 
were enormous in comparison 
to his income. Do not confuse 
your business with your home. 
Remember this; Your business 
should pay you an amount 
equal to the amount it would 
cost to replace your services. 
and no more. 











Street with G. M. Sparks, formerly of 
Indianapolis, manager. 

Other new shoe concerns follow: Bur- 
dine Bootery Co., Birmingham, Ala., 
shoe manufacturers, Dickey-Bobbitt-Fos- 
ter Co., Durham, N. C., retail merchants. 
The Granville Mercantile Co., Greens- 
boro, Tenn., opened a general merchandise 
store. 





PROVIDENCE 


October Business Very Good 


Women Buying Freely of Patents and Satins—Men’s Oxfords 
Going Well 


DEAL weather ushered in the initial 
day of October and prevailed during 
the week. Most all stores visited by the 
Recorder representative found merchants 
quite busy and asserting “‘business strong.” 
Much pessimism, which prevailed to some 
extent during August and September, has 
been erased with indications now pointing 
to a big fall and winter season. 

The demand for children’s shoes has 
been decidedly encouraging. 

In the women’s department, black 
patent and satin pumps are steadily 
increasing in popularity and indications 
point to a good season for blacks. Strap 
effects reign, with oxfords moving quite 
well. Suedes are the most popular materials 
at present. 

In the men’s department, there is a 
slight demand for high shoes. Tan and 
black oxfords in heavy grain leathers are 
being displayed quite freely. Business is 
improving as the cooler weather develops. 


First Fall Meeting 


On Tuesday evening, October 2nd, the 
Rhode Island Shoe Retailers’ Association 
opened its fall and winter series of monthly 


meetings, with the first luncheon session 
at Hotel Dreyfus. There was a large 
attendance. Plans for the fall and winter 
months were disscussed. 


Oxfords for Cold Weather 


Fred S. Fenner, president of the R.LS. 
R.D. Association, is of the opinion that 
oxfords will sell briskly when the days get 
cold and frosty, and women put on the 
new fall stockings of silk and wool. 





Give a Thought to 
Insurance 


How about your insurance? Your 
stock is higher today than it was 
this summer. Be sure you are pro- 
tected with sufficient insurance. 
Read your policies carefully and 
carry insurance equal to the per- 
centage demand in them. No matter 
how careful you are you may have a 
careless neighbor, so be protected. 
You owe it not only to yourself but 
to your creditors. 














116 BOOT AND SHOE RECORDER 


October 13, 1923 





For speedy, positive action-- 


the new 





Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 












Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made. of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Quick Sellers This Fall 


There is always a big demand in the Fall for 
CONSTANT COMFORT boots, Nos. 490-R and 
6-R. They are easy fitting, extremely comforta- 
ble, and will keep their trim appearance. Quality 
materials and first-class shoe making. Stock now 
—broken sizes mean lost sales. 


CONSTANT COMFORT 
Shoes for Women 


will soon be advertised in a big consumer campaign, telling 
millions of women of the quality, economy, service, comfort 
and style in CONSTANT COMF ORT Shoes. Prepare for 
this new and bi igger business by stocking the full line; espe- 

cially No. 83-R and No. 100-R, the first two num- 
bers to be featured. Complete lines of Oxfords, 
Strap Sandals, Boots and Juliets always in stock. 







No. 490-R 


No. 490-R—Best Quality 
Black Kid, Ls ey olish, 
11-8 Wingfoot Heel 

No. 492-R—Same — with Plain Toe. Both in 
stock. B, C ,D, E, $4.15 


No. 6-R—High-grade Black Kid, 7-inch Pol- 
ish, 12-8 Wingfoot Heel. 


No. 13-R—Same mane with Stock dows Both in 
stock. B, C ,D, E, -$3.75 


No. 100-R—Black Kid Bou- 
doir Slipper with Black 
Pompon, Old Rose Quarter 
and Quilted Sock my) 
In Stock. C to D... .$1.6: 


AULT-WILLIAMSON SHOE CO. Manufacturers 


Western and Southern Sales Branch Eastern Sales Office and Factories 
414 NORTH 12th STREET, ST. LOUIS, MO. AUBURN, MAINE 





























TIPS:—Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” «“NO-METAL-TIP” SHOE LACES 





Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “‘HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 
27 in. per gro > i 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro 4 3 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gre. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET ~-.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 


























— — 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WHERE 
-6 TIMES 1-; 
EQUALS #900000 


T MOHR’S Shoe Store, Green Bay, Wis- 
consin, 6 times 1 was made to equal 
$9,000 without violating a single rule of 


multiplication. 


Here’s how—for fifteen days Kelly Service 
sold 6 pairs of shoes for every 1 pair the.store 
ordinarily sold. And at the end of fifteen ‘days, 
the cash register said, “6 times 1 equals 


$9,000." Nobody argued. 


fall and holiday trade anyway? 


You will make the most of that splendid } 
season by using Kelly-Service now. These 
are the days to get new customers—and 


there is no surer way than a Kelly sale. By (iY 
a YA 


Give us the size of your stock 


—we’ll send, free, full details of 
your Kelly campaign. 


Kelly Service was scheduled to finish 
on the ninth day. “But,’ 
Mohr, ‘“‘you’ve got ‘em coming—keep 
it up.”’ And so another week was added. 


When the fifteenth day had come and the 
Kelly man was leaving, Mr. Mohr inquired if 
he had a moment to spare. He had. And they 
signed a contract for 1924. “You've got to 
look ahead these days,”’ said Mr. Mohr. 


You have a better selling period now than 
Mr. Mohr had. Are you, too, looking ahead— 
maybe not clear into 1924—but toward late 


’ said Mr. 
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1923—SEPTEMBER—1923 | 











E. H.Britton, Mobile, Ala. 
$12,821 sold in 9 days. 
Bellinghase, Wash, Onc 
am, Wash. 
$11,000 sold in 10 days. 
Fashion Shoe Shop, 


k N. ¥.— 
$5:100 sold in'9 days 
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SHOE TRAVELER ® 


This Tepartn en! is conducted hy Helen M. Haney, Assoc 1'e Fditor 


N.S. T. A. to Participate in Joint Styles Conference 


Meeting at Hotel Astor, New York, November 13, Frank B. King, Chairman of National 
Styles Committee to Represent National 


RANK B. KING, Chairman of the 
Styles Committee of the N.S. T. A. 
will represent the National at the 

Joint Styles Conference which will be held 
at the Hotel Astor, New York, on Novem- 
ber 13, at 10.30 A.M. in which the National 
Boot and Shoe Manufacturers, the Nat- 
ional Shoe Wholesalers, the Tanners Coun- 
cil, the National Shoe Retailers’ Associa- 
tion and the National Shoe Travelers’ As- 
sociation, will participate. At this joint 
conference a styles’ plan will be formu- 
lated for January, February and March 
selling at retail. 

An inspection of many of the samples 
now being carried out in salesmen’s trunks 
and at the big city sample rooms show 
very graceful lines. In welts and turns; in 
McKays and in the new lock stitch pro- 
cess, a wide variety of patterns and ma- 
terials are shown. It would indeed be dif- 
ficult to build better or more gracefully. 
The shoe truly has become a most im- 
portant part of wearing apparel, and at 
every style show, the country ove, much 
attention is paid to the type of shoe which 
corresponds with costume as to color and 
design. 


Gene Rivers is Ralston’s 
Speed King 

Gene Rivers “Speed King,” of the Old 
Pennsylvania State continued to show his 
speed at the recent Ralston Sales Conven- 
tion. He not only won the special aad 
capital prize for exceeding percentage of 
quota attained, but also the special prize 
given for opening the largest number of 
hew accounts. 

Much to the surprise of his fellow sales- 
men he came a third time to the front, 
winning the first prize in percentage in 
gain over his own sales on Ralstons for the 
season just closed. 

Had there been a prize offered for the 
most popular man on the road, The Ral- 
ston Speed King from the state where they 
“Say it with flowers” would be the proud 
possessor of another and fourth prize, for 
Gene certainly makes a hit everywhere he 
goes. 


Headquarters at Pittsburg 


As a “Speed Demon” he has no equal, 
40-50-60 miles an hour, is just crawling 
for Gene. His exceptional ability, however, 
as a salesman has many times saved him 
from a long, lonesome night in the “cooler” 
for his appealing arguments have gener- 
ally won their way with the hard-hearted 
men of the Law and he has been allowed to 
go for another chance. 

Mc. Rivers, who has left for his territory 
in a new Hudson Coach and with which he 





GENE RIVERS 
Who travels Pennsylvania for Churchill and 
Alden Company 


plans to call on his trade, will make his 
headquarters at the Hotel Henry in Pitts- 
burg. 


Crooker Displays Snappy 
Welts 


H. W. Crooker of the Crooker & Morse, 
Inc., was recently interviewed at his Bos- 
ton office, 183 Essex Street, where he had 
on display some snappy new creations in 
women’s flexible welts. Very effective 
were the cross strap patterns in black and 
brown suede; the straps on these patterns 





were very narrow and formed a diamond- 
shaped cut-out over the instep; a black 
suede was trimmed with kangaroo and a 
brown with brown kid. A beautiful num- 
ber in a black patent, had braided cafe au 
lait straps over the instep; radiating from 
the lattice work were six fan-shaped 
straps at either side; the heels on these 
three models were 13-8 wood Cuban. 


Started on Road at 17 


Mr. Crooker’s association with shoes is 
interesting. He started in life as a shoe 
traveler when 17 years old; he has traveled 
for over 25 years in every part of the 
United States. At 21, he was junior part- 
ner in the firm of Geo. F. Daniels Com- 
pany. Later he started the H. W. Crooker 
Shoe Company and then became a 
member of the Thomson-Crooker Shoe 
Company. 

After withdrawing from this firm, some 
three years ago, he started on a trip 
around the world with his family, visiting 
among other places the Orient and India. 
On his return, he started the Crooker & 
Morse, Inc. Mr. Crooker is an enthusiast 
on New England and New England-made 
shoes. 

He also takes much pride in his product. 
“It is the policy of Crooker & Morse, Inc.” 


. said he, “to spare no effort to make our 


shoes high-grade throughout in every 
detail of workmanship and style.” 


““Ed”’ Lovell in Auto Accident 


“Ed” Lovell, salesman for T. D. Barry 
Company, met with an automobile acci- 
dent, while coming over the road from 
Plymouth to Brockton one night recently. 
The glare of lights from an approaching 
machine blinded him to such an extent 
that he felt that the other car was nearer 
to him than it really was. “‘Ed’’ swerved 
to the right a little too much, striking a 
stone wall and was picked up unconscious. 
He was rushed to a hospital in Plymouth, 
where it was found that he was seriously 
but not dangerously hurt. Mr. Lovell will 
undoubtedly be able to call upon his trade 
again within the next few weeks. 


_ 
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The Real Wise Merchant 
Not Always Follows the Crowd 





Many retailers attribute their 
success to their policy of carry- 
ing what their competitors do 
not care to bother with. 


Dealers who do not carry them, 
say boots are “‘dead.”’ 


Those who carry them, say 
nothing. Their opinions are con- 
veyed by worth-while weekly 
“size ups.” 


At this season of the year many 
women will demand boots. 


HOW IS YOUR BOOT 
STOCK? 


If you need boots, come to us; 
we carry over 50 numbers with 
standard, “‘full,’’ ‘‘outsize” and 
extra “outsize” tops on stand- 
Price $5.00 — “outsize” and combination Price $5.00 
asts. 


B234—Black kid, 8-inch outsize top, 
Cuban Wingfoot heel, medium recede toe, 





B221—Black kid, 8-inch outsize top, 13-8 
Wingfoot heel, medium rounded toe, Good- 
year welt construction. Widths A to EEE. 


Goodyear welt construction. ° ° ° 
B6234—Same as above with a regular top. Built with Reinforced B6221—Same as above with a regular top. 
teel Arch Supportin 
In Stock s ch Supp & In Stock 
A to EEE Sizes 214 to 11 Shanks C to EEE Sizes 214 to 11 





ROCHESTER, N. Y. 


Chicago Office: 506 Security Bldg., 189 West Madison Street 


Sizes 84 and 9 are 35c. extra; 94 and 10, 50c. extra; 104 and 11, 75c. extra. There 
is a single pair packing charge of 25c. per pair om orders of less than 3 pairs. 
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MORT M. SCHLOSSER 


Who covers Greater New York, New Jersey and 
Philadelphia for Creel, Mauldin § Chambers 








JOHN D. REAVES 


Who travels Georgia for the F. M. Hoyt Shoe 
Company 





Schlosser with Creel, Mauldin 
& Chambers 


Mort M. Schlosser writes from 199 
South 10th street, Newark, N. J., that he 
has left the Excelsior Shoe Company to 
take over the Eastern sales office for Creel, 
Maudlin & Chambers. He covers Greater 
New York, New Jersey and Philadelphia. 
Mr. Schlosser writes, “I believe that my 
line of popular-priced dress shoes will be 
the big noise with the dealer who wants a 
quick turn over op his stock.’’ He predicts 
that if his first week’s sales for Creel, 
Maudlin & Chambers is any criterion, 
business for the coming season will be big. 


Scholl Slogan Is “More Pairs 
for Men” 


George F. Scholl, Secretary of the Ohio 
Shoe Travelers’ Association, with head- 
quarters at 604 Commerce Building, Co- 
lumbus, writes us a bunch of news from 
his district. He tells us that the salés con- 
ferences of the H. C. Godman Co. and 
Kropp Shoe Co. were held the week of 
September 9; that G. Edwin Smith Shoe 
Co. salesmen are now in their territories; 
that the shoe salesmen of the Riley Shoe 
Co. and Bradford Shoe Co. started on their 
trips right after Labor Day; that Sales 
Manager M. Sartain of the Rohn Shoe Co., 
Milwaukee, visited Columbus the first 
week in September. . 

Secretary Scholl reports business as 
having improved a trifle owing to the cool 
weather which has visited his section of 
the country. 


Travels for Brockton Co-operative 


Reports come very naturally to Mr. 
Scholl, as prior to selling shoes on the road, 





he was a newspaper man. He is now very 
much interested in the sale of more shoes 
to the men folks. He carries the line of the 
Brockton Co-operative Boot and Shoe Co. 
in Ohio, Indiana, and Michigan. 

Between trips, he helps out the retail 
shoe merchants as store salesman. He 
relates a case which came to his attention 
one Saturday night recently, when a 
woman and her young son from a nearby 
town called. This young man’s feet were in 
a gangrenous condition; the doctor had, 
afew days before, removed an ingrowing 
nail. His mother, however, did not seem 
to understand that he had been wearing 
his shoes too long. 

“Tt was necessary,’ writes Secretary 
Scholl, “to deliver quite a lecture on health 
to this woman, who insisted that the shoes 
still had much service in them, although 
the linings and insoles were black as ink 
from perspiration.” 

Mr. Scholl stated that with the excep- 
tion of his shoes the young man was 
dressed elegantly. After Mr. Scholl’s talk, 
the woman said she realized that shoes 
should be selected for her son with as much 
care as his suits—and furthermore that 
she would save doctors’ bills thereby. 


Frank Terhune with V. K. & 
A. H. Jones & Thomas Co. 


Frank Terhune is out with a new line of 
samples from V. K. & A. H. Jones & 
Thomas Company, Lynn. He has some 
“Archangel” shoes, too. He is visiting the 
big cities. 


“Luck is blind”’ but opportunity keeps 
both eyes on the fellow who is working 
with all his might—-W. M. Sloan of 
McElroy-Sloan Shoe Co. 
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CHAS. H. SWAN 


Who represents the Collingwood Shoe Co. Inc., 
of Endicott, N. Y., in the New England States. 





Swan with Collingwood 


Charles H. Swan, who is to represent 
Collingwood Shoe Company in the New 
England states, comes to them with a rec- 
ord of which he may justly be proud, 
covering many years of successful selling 
for Clapp & Tapley Company. 

Said Mr. Swan: “I feel confident that 
with the combination of quality and price 
which the Collingwood Shoe Company 
folks are putting into their shoes that I will 
be able to build up a wonderful business 
in my territory.” 


J. & K. Salesmen Meet 


The sales force of the Julian & Kokenge 
Co., met in the conference room of the 
Prather-Allen Advertising Co., Cincinnati, 
Ohio, on Wednesday, Sept. 12. 

Plans for the spring season of 1924 were 
discussed. A new feature of meetings of this 
kind was the exchange of ideas of salesmen. 
An “Experience Meeting’’ it might be 
called, where the salesmen did most of the 
talking. 

Mr. Lape, sales manager, gave an outline 
of style tendencies and Mr. Adler touched 
upon general policies. Mr. Prather covered 
the subject of “Foot Saver” advertising. 


“Jim” Duval Visits Chicago 
Boys 

James Duval of Kansas City was in 
Chicago long enough on Saturday, Sep- 
tember 8, to attend the luncheon of the 
Chicago Shoe Travelers’ Association, and 
to drop in at the Recorder office. 

“Jim,”’ as he is commonly known over 
his territory covers Missouri, Kansas and 
Colorado for Churchill & Alden Company, 
and was on his way to the factory in 
Campello, Mass., for hisnew line of samples. 
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No. H 576 Women’s Black Satin 


Two Button Lattice Front Pd 


& 





To create Values for our 
customers has always been 
the aim of the Dingley-Foss 
Shoe Company in the manu- 
facture of their line of 
fabric footwear. 
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FABRIC SHOE MANUFACTURERS 


AUBURN, ME. 


BOSTON OFFICES 
54 LINCOLN ST, 
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HOWARD D. STANLEY 


Who will carry the Watson Shoe Company's 

line in Ohio and Indiana in addition to his line 

of McGorern Shoe Company's children’s shoes, 

with which he covers Indiana, Western Ohio and 
Michigan 





Howard Stanley Carries 
Watson Line 


Howard D. Stanely formerly with the 
Riley Shoe Company, has taken on the 
line of the Watson Shoe Company of 
Lynn and will cover the states of Ohio, 
and Indiana with it. Mr. Stanley will 
carry the Watson line in addition to his 
line of children’s shoes made by the Mc- 
Govern Shoe Company of Columbus, 
with which he covers Indiana, Western 
Ohio and Michigan. 

Mr. Stanley is very well known in his 
territory having been a prominent worker 
in the Indiana Shoe Travelers’ Association. 
He handled the Riley line for six years. 





“Old Hutch” Visited at 
Portland 


When “Billy’’ Noll, or H. H. Ripley, or 
“Harry” Deane, or “Gagey’’ officially 
known as A. F. Gage, visits Portland, one 
of the first places they visit is the Walk- 
Over Shoe Store. For the Walk-Over Shoe 
Store is conducted by E. M. Hutchinson, 
or “Old Hutch,”’ one of their brother trav- 
elers of former days. 

“Old Hutch” was in reminiscent mood 
during the days of the Portland Conven- 
tion— September 23, 24 and 25, and told 
the Recorder visitor about conditions on 
the road prior to 1872. And when the sales- 
men made four trips a year, and a “sizing- 
up”’ trip, after the goods came in. He said 
that it was later on that the two-trips-a- 
year movement was inaugurated. 


“Gagey” and Hutch‘Vacationize” 


Mr. Hutchinson is assisted in the con- 
duct of the Walk-Over store by his son, 


HERE IS W. C. ROOSE 


Sales Manager for A. J. Bates Company, snapped 


at Nashua, July 18, beside ‘‘a very good looking 


young man,” as Mr. Roose puts it; in other words, 

Mr. Pieser, manager for one of the John Ward 

stores. Mr. Roose says that naturally he feels 

highly flattered. Mr. Pieser says that he recipro- 

cates the compliment—Mr. Roose at right, Mr. 
Pieser at left 


Albert. They have been at 555-557 Con- 
gress Street, for about thiee years. Prior 
to that, he had been located, since 1872, at 
544 Congress Street. His present location 
is the former site of the old engine house. 
He has a summer home at Reedfield, 
Maine, where ““Gagey” and he spent two 
weeks together during August this year. 


“Style Situation Confusing” 


Asked as to what he thought of the style 
situation, Mr. Hutchinson stated that the 
multiplicity of styles were driving the mer- 
chants to distraction and he feels that the 
extreme stuff will ruin many a dealer. 
“Think of the 8 AAA’s and the9 AAAA’s,” 
said he. When you buy a run of these 
triples and quadruples, there is always 
bound to be five or six pairs to give away. 
The great assortment of styles is confusing 
also to the customer.” 

Mr. Hutchinson states that the men’s 
business is much easier conducted than the 
women’s, a8 men are so much easier to 
please, but said he: “When you get hold of 
a man who is a crank, he has the woman 
beaten by a mile.” 

He believes that some time women will 
be again wearing high shoes and that the 
vogue will be ushered in by very high- 
style boots—perhaps satins, elaborately 
embroidered, or some other extreme nov- 
elty. 

His sto:e took part in “Dollar Day,” 
which was instituted in Portland about 
two years ago. This year he put into execu- 
tion the plan of giving a dollar off on all 
shoes purchased, which made for a very 
successful sale. 








B. M. BREWER 
Who travels New York City, Philadelphia, Bal- 


timore, Washington, and large cities of Penn- 
sylvania for the C. S. Marshall Company 





Frank Guinivan Gives Sales 
Talk 


Frank A. Guinivan of the E. P. Reed & 
Co. visited Boston last Friday for the pur- 
pose of instructing the retail sales force of 
the R. H. White Shoe Department, some 
35 in all, in regard to the ideas and prin- 
ciples of construction embodied in Matrix 
shoes and laid for them the groundwork 
on which to formulate their sales talks to 
the public. Mr. Guinivan showed some 
graphic lantern views and drove home his 
message very effectively on the moulded 
innersole idea. He proved that his Matrix 
lasts will fit at least 95 per cent of wom- 
en’s feet, normal and abnormal. 


Guinivan Stresses Enthusiasm 


He stated that an experienced shoe fit- 
ter should be able to tell the various types 
of feet and the lasts required for each type 
and that often times, sales people give the 
customer too much credit for knowing the 
kind of shoes to which she should be fitted. 
He gave an inspirational talk on enthu- 
siasm and what it can accomplish in sell- 
ing. 

Mr. Guinivan told the story of his start 
in the shoe business about his first job, 
long before he was 16 at $2.50 a week, ina 
shoe store in Beverly, Mass. and his first 
“real job” at the shoe department of 
Shepard, Norwell Company’s, Boston. 
Here he was first refused work on account 
of his youth. He added fuel to the flames 
by stating that he wanted $10 a week. 
The “‘boss’’ referred to his age and the 
fact that he wore short trousers. 

Mr. Guinivan related that he ran out 
to the only clothing store in Boston he 
knew, bought a cheap pair of long trousers; 
then returned to the store and asked, “‘Will 
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ANOTHER DECIDED WATSON SUCCESS 
MADE ON ORDER 


ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


WELT CONSTRUCTION ~~TURN APPEARANCE 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


Watson Shoe 


LYNN—MAS SACHUSETTS§ 


fothonvolt 


Vf 
p ‘THE FINEST WELT MADE 
PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 
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Cc. W. EMRICH 
Who covers Iowa, Nebraska, North and South 
Dakota, Minneapolis and Wisconsin for the 
Chas. K. Foz, Inc. 





I do now?” The answer came, “‘Yes, go to 
work.”’ Later, and while he was about the 
age of 16, he was sent out to demonstrate 
the merits of the Sorosis shoe to mer- 
chants the country over. 


Salespeople Much Interested 


The illustrated lecture was preceded by 
dinner at Dupont’s restaurant, Boston. 
After the lecture, many questions were 
asked, which showed that he had a very 
intelligent and interested audience. F. P. 
Crocker, buyer of the R. H. White Com- 
pany’sshoe department, paid Mr. Guinivan 
a fine compliment on his inspiring sales 
talk. T. A. Delany, secretary of the N. S. 
T. A., was present and took charge of 
inserting the slides in the stereopticon 
while Mr. Guinivan talked. 


Bernal with Gray & Dudley 


The Gray & Dudley Co., of Nashville, 
Tenn., wholesalers of shoes and other lines 
to the general merchandising trade, 
announces the addition of John K. Bernal 
to the company’s traveling sales forces in 
the South. Mr. Bernal has been connected 
with the company for the past ten years, 
but has not been on the road. 


New United States Salesmen 


Among the new salesmen who have gone 
on the road recently for The United 
States Shoe Company are: Carl Holly, of 
Marion, Ohio, who will travel through 
northern Ohio; Harry Fallon, of Cin- 
cinnati, who will cover West Virginia; 
James Cowen, Jr., of Cincinnati, who will 
travel throughout Southern Ohio; and 
M. H. Edelson, of Akron, Ohio, who will 
cover Western Pennsylvania. 
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J. LOUIS FREDERICK 


With Duttenhofer-Stevens Co. covering paris 
of Pennsylvania, Ohio and New York. 











T. M. McDANIEL 


Represents the Pied Piper line exclusively in 
Texas, Oklahoma, Arkansas and Louisiana 





Frederick with Duttenhofer- 
Stevens Co. 


J. Louis Frederick has joined the sales 
staff of the Duttenhofer-Stevens Company, 
Cincinnati, and is now covering parts of 
Pennsylvania, Ohio and New York where 
he is well known and is one of the most 
popular shoe salesmen. He was formerly 
connected with The Val Duttenhofer Sons 
Company, having covered the above terri- 
tory for this company for thirty years. 

Mr. Frederick has made his home in 
Greenville, and is thoroughly familiar with 
the trade in Ohio, New York, and his home 
state. 


Joseph Chestnutt and O. A. 
Cowan with M. C. Kiser Co. 


The M. C. Kiser Co., of Atlanta, shoe 
manufacturers and jobbers, announce the 
addition of two new salesmen. They are 
Joseph Chestnutt, who will travel the 
Mississippi territory for the Kiser Com- 
pany, and O. A. Cowan, of Atlanta, who 
will cover the territory in the western part 
of Georgia. Both men are well known to 
the trade in the Southeast, having been 
on the road in this district for some years. 

The company also states that its men 
are now taking the road with spring sam- 
ples, and that orders received to date for 
the spring merchandise ‘are materially 
larger than at this time last year. Prin- 
cipal sales right now are of staple spring 
merchandise. 


Arthur Evans with Cotter 


Arthur L. Evans, of the Cotter Shoe 
Company, Lynn, is on the road with Cot- 
ter’s “‘Regulars’’ and Cotter’s “‘Forma- 
tives,” too. 


McDaniel with Pied Piper in 
Texas 


T. M. McDaniel is now connected with 
the Marathon Shoe Company, Wausau, 
Wisconsin, manufacturers of Pied Piper 
shoes, representing this line exclusively in 
Texas, Oklahoma, Arkansas and Louisiana. 

Mr. McDaniel has been in the shoe 
business for many years and recently 
covered Texas territory for the Kirkendall 
Shoe Company, Omaha. 

In regard to the conditions in the South, 
Mr. McDaniel says: “Things are very 
much improved and merchants are en- 
couraged. An outstanding factor which is 
very much in evidence is the widespread 
demand for a better quality of merchan- 
dise, particularly children’s shoes. The 
next few seasons will more than ever 
demonstrate this fact.” 

““Mac”’ is a full 100 per cent Pied Piper 
enthusiast and always takes the time to 
show the boys on the road features of 
the patented Improved Welt process by 
which these shoes are made. 


“Billy” St. Louis in Hospital 

William St. Louis, known to every one 
as “Billy” St. Louis, one of the most 
popular shoe salesmen, traveling from 
New England to the*South was taken ill 
last week while driving over the road by 
auto from Albany to Boston. He is now at 
the Homeopathic Hospital, Boston, where 
he has undergone a serious operation. His 
friends are earnestly awaiting the outcome, 
hoping for his speedy recovery. 


If you work like a tiger and stick to the 
truth, opportunity will always have her 
eye on you—W. M. Sloan of McElroy- 
Sloan Shoe Co. 
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The practical value of shoe lacing hooks is only 
one more reason for their increasing use on foot- 
wear of distinctive quality. They are a common 
sense evidence that the shoes were made for the 
wearer s convenience. 
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Wholesale Business Between Hayand Grass 


™ ETWEEN hay and grass” is the way 
the majority of the salesmen to 
the wholesale trade express conditions. 
Many are waiting for their new samples 
for the spring trade and are planning new 
creations, the while they are taking the 
measurements of the likes and dislikes of 
what the public may want some few 
months ahead. Some will tell you “Any- 
body’s guess is as good as another’s,” but 
way back in the minds of most of the men 
are certain basic ideas, which from a close 
study of the situation they are develop- 
ing, or about to develop, into good fitting 
models and in quality better than ever. 


The Birth of a New Model 


As to ideas, it is interesting sometimes 
to find out just from whence comes the 
different inspiration for new models. One 
of the livest wires among the salesmen 
selling the wholesale trade recently re- 
lated the following story to show the 
source of one of his ideas. A young school 
teacher of the flapper type, some time ago 
called at the shoe salesman’s home and 
said, ““Do you make mannish shoes?” The 
salesman replied that he did. She said, 
“Well, I saw some shoes somewhere, with a 
crease down the middle and with a low 
heel. I think that they were men’s shoes. 
I would like a pair just like them.” The 
salesman replied that he would have 
made for her a pair, according to the 
specifications which she mentioned. He 
then thought to himself, that if this 
young woman liked creased vamps and an 
8-8 or 7-8 heel, others might be of the 
same opinion. And he found that his de- 
ductions were entirely correct. He is now 
taking many orders for this type of shoe. 
Thus was this particular style born. It is 
today reported as a very popular number 
in a welt shoe from the Atlantic to the 
Pacific. 


What Shoes Will Overshoes Popularize? 


With colder weather coming, the days 
when overshoes will soon be making their 
appearance for street wear, there is more 
or less speculation about the types of 
shoes that will be chosen for wear under- 
neath same. As to leathers, some of the 
folks say kid, some suede, some calf, some 
patent. As to patterns, some say straps, 
and some oxfords. But after all is con- 
jectured, it is probable that the average 
woman will not study the situation at all, 
she will simply buy what she thinks is 
pretty and wear what she thinks will be 





the shoe that will best suit the occasion 
with the least trouble to herself. 


Heels the Big Thought 


The big thought as usual will be heels. 
Perhaps two pairs of overshoes, one for the 
high heels and one for the low heels, will 
be the solution—say the salesmen. As to 
patent shoes for winter wear, one salesman 
says that he always passes along the in- 
formation in regard to warming patent a 
bit before wearing, after perhaps, taking it 
out of a cold closet; as the sudden change 
in temperature is apt to cause cracking. 


James and Wells Off for West 


W. E. James and F. J. Wells, who sell 
the product of Leonard & Barrows to the 
wholesale trade will shortly leave Boston 
for a 10 days’ Middle Western trip. 


Fitzgerald with Panco 


L. I. Fitzgerald, who travels for the 
Panco Rubber Company with headquar- 
ters in Boston, is out calling on the fac- 
tories and the jobbers with the Panco 
rubber soles. Mr. Fitzgerald has long ex- 
perience in selling this particular line of 
goods and has an extensive and strong 
business clientele. It is predicted by his 
many friends that he will make a splendid 
sales showing for his house and for the 
trade which he covers Mr. Fitzgerald is an 
enthusiast over his line, which he terms, 
“His Perfectly Developed Sole,” (and 
the word soul is pronounced just the same.) 


Gallant Calls on Prouty 


L. B. Gallant, who buys for the mail 
order house of Sharood Company was a 
caller on H. F. Prouty of the Daniels Sales 
Company, 183 Essex Street, Boston re- 
cently. Mr. Gallant is Boston manager 
of the Sharood Company with offices at 
Rooms 409 and 410, 113 Lincoln Street. 

Mr. Gallant stated that his house’s aim 
is to do a volume business on a small 
margin of profit; that it is necessary to 
present attractive styles and just as good 
wearing shoes as possible for the money. 
He stated that the Government had con- 
ducted a very rigid examination of the 
mail order business and found that it was 
thoroughly legitimate that whereas the 
automobile had injured the mail order 
business to some extent in sections like 
New York and Pennsylvania there were 





HARRY P. GOSS 
Who represents the lines of J. H. Murray Com- 


pny: Perkins Bros. Shoe Company and the 
ican Shoe Company, Boston o; at 113 
Lincoln Street 





still many districts where the mail order 
business had not been affected by the 
auto. He said that the Sharood Company 
had made wonderful progress in the last 
ten years and had increased its business 
this year 35 per cent over last year, in 
spite of stiff competition. He stated that 
Sharood’s was the largest mail order 
house in the Northwest. 


Lynch with Hodsdon 


M. F. Lynch, inside man for the Hods- 
don Shoe Company of Biddeford, Me., 
makers of misses’ and children’s McKay 
shoes was a recent caller at the C. H. 
Daniels Sales Company, 183 Essex Street, 
Boston. Mr. Lynch has been with the 
Hodsdon folks for about a year. Prior to 
that, he was with the Duane Shoe Com- 


pany. 


Hamburger Says Pretty Shoes 
Sell 


Harry Hamburger who sells the Harry 
E. Adams line to the jobbing trade reports 
that the market is being kept busy with 
visiting buyers, who are snapping up every- 
thing in good looking shoes, with blacks 
and browns the favorites. One of his good 
numbers he says is an Egyptian sandal in 
log cabin buck, with field mouse kid trim- 
ming. A Goodyear welt, imitation turn, 
flexible sole, 8-8 to 12-8 heel and another 
Goodyear welt oxford in a black suede 
with cut-out apron oxford in the same heel 
heights, are good numbers. 


Opportunity is grasped while looking 
forward. No progress is made when look- 
ing backward.—W. M. Sloan of McElroy- 
Sloan Shoe Co. 
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Wise Dealers 
Order 


cROB4A> 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 
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No. 1241 — Black kid, 
full quarter. Sizes, 3-8. 
In Stock D-E. 

















sera 


Wise dealers order ACROBATS—and then the 
fun starts! They are pretty shoes, beautifully 
made. Your customers like them—buy them— 
and soon are telling their friends how wonderful 
they are. Then—more friends for your store, and 
you find yourself saying, ““We’ve got to size up 
on Acrobats.” If you don’t KNOW about 
Acrobat “Double Welt” construction, you’ve 
missed a good thing. Use the coupon today! 


No. 1300—All Patent, 
full quarter. Sizes, 3-8, 
In Stock C-D. 






COUPON 












Send for the Acrobat Shaft- 
gency proposition, ° 
also for Catalog ‘‘23- Pierce 


F’’ containing other 
Acrobat Winning 
styles. 


Shoe Co. 
222 3d St., Faribault, Minn. 
Send me your catalog 23-F and de- 
tails of Acrobat Agency proposition. 
Name 


Address... 
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THE LATEST CREATION 
OF THE SEASON 


NO. 1510 





This Number Especially Is for Strap and 
Front Goring. 


We Have Many Other Numbers in Beaded 
and All Combinations of Leathers for Side, 
Strap and Front Gorings. 


Sample Pairs Sent on Request. 


We Do Not Issue Any Catalogues 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave., Brooklyn, N. Y. 
















“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
““Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 
CO. 


CLIFTON MFG. 


BROOKSIDE AVENUE, JAMAICA PLAIN 





BOSTON 30, MASS. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Oc 











923 


October 13, 1923 











BOOT AND SHOE RECORDER 


A SAFE BUYING GUIDE 
ON TAN COLORS 


ihe" 


HERE are a few safe 

shades in leathers that 
offer assurance of appeal 
to the retailer who specifies 
them. 


Right now, there is no 
room for any doubt on the 
popularity of tans; partic- 
ularly the “LITTLE 
FALLS” trio which is 


securely in fashion’s favor. 


There are no 
merchandising worries 
with Little Falls Leathers 





“Sunset” Calf 


a medium light tan with a golden 
sunset undertone 


“Van Ruba” 


a rich ruby shaded calf leather 


“Victoria” Brown 


a darker brown calf with a life- 
like glow 


These three leathers are in 
cadence with the newest steps 
of fashion and are, of course, 
up to the quality standards of 
‘‘Little Falls’’ Leathers. 


Specify one of the colors 
mentioned above and you 
will have an assured shade 


Barnet Leather Co., Inc. 


uibvas Ny. 360 Madison Ave., New York "rtia'co gion 
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BLACK GLAZED KID 
STRAP PUMP 


Pe Be a os Gains ke cnnes 


October 13, 1923 








.$5.35 


In Stock--Ready for Immediate Shipment 


No. B 407—Black Glazed Kid Strap Pump, Dull Calf 
Trimming, 255 Last, 14/8 Cuban Heel, Welt... . .$5.35 





SIZES AND WIDT 





AAA........4% to 8 eS 
SP ee etnies 
ee as 3 Sata it 


Terms: Net 30 Days 











C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 

















Try to Walk Trade Mark Reg. 


Easy To Sell 


And wonderfully easy on little feet which need some- 
thing a bit stiffer than a soft baby shoe. “Tri-To-Walks” 
are full of good{talking points—and high quality. 


Blucher Boot 
of First $12.00 
Quality Elk per 
in All Popular Dozen. 
Shades 
Pearl Chrome 
Sole. Terms 
5% 10 
Guaranteed 30 Net 
not to rip. 





Send for catalog of ey Soles, “Tri-To-Watk” 
a 


ard Soles 
LITTLE WITCH SHOE CO. 
(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 



























Ged 


ResTERED 


Are You Stocked On 


SUEDE NAP BRUSHES? 





Suede footwear is steadily increasing in popularity 
as the season advances. In many findings depart- 
ments SUEDE NAPS are the best selling specialty. 
You are losing an opportunity to make easy profits 


if you are not supplied with SUEDE NAPS. 


Superior to the ordinary suede brush, being con- 
structed on a scientific principle so as to give 


maximum efficiency. 


$2.00 Per Dozen 
E. T. GILBERT MFG. CO. 


228-36 South Avenue 


If Your Jobber Cannot Supply Y 


Rochester, N. Y. 


‘ou, Write Us 
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The Visible Eyelet— 
The Perfect Shoe 


Diamond Brand (Visible) 
Fast Color Eyelets because 

of their own inherent fea- 
_| tures of quality, practicabil- 
ity and style identify almost 
— invariably the perfect shoe. 





You will find it easy to cre- 
ate a consumer demand for 
shoes with Diamond Brand 
(Visible) Fast Color Eyelets. 


United Fast Color Eyelet Company 


Boston, Massachusetts 


~ Taeee 
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{IMPERIAL CABRETTAS >, 


Cabrettas of Character 
COLORS 


FIELD MOUSE 


LOG CABIN 
SILVER GRAY 


Choice Raw Stock 
PEARL GRAY 


Careful Manufacture ner 


BLUE 

GREEN 

HAVANA BROWN 
IVORY 



















4Qr. 
\/ We, 


Standard Selection 


PRICES NO HIGHER THAN FOR 


INFERIOR LEATHER. We can also match 


any color at short 
notice, 


KALLMAN-NEWCOMB COMPANY’ § 


63-65 SOUTH ST. GINCINNAT! BOSTON, MASS. 








ST.LOUIS 







‘. Ss 
ae 








Martin’s Genuine Imported 


Scotch Grain College Oxfords 


DO YOU KNOW? 


Cinderella Suede Sticks are 
made in over 40 shades— 
ground of solid colors, they 
will thoroughly clean and re- 
color nappy leathers. This 
package contains handy buffer and Suede 
brush that make it easy to use. 























———— IN STOCK 
Two Real Sales Getters 











THEN 
- Note that Cinderella Silver Sloper Cleaner is 
poe more people each year of its leadership 
use if does what it claims to do—thoroughly 
clean and replate tarnished and worn silver 
cloth slippers. 
Why not use these Cinderella 
Good Will Builders to increase 


Overweight “A” Quality Leather Soles. Bleached Calf Lining Produced by 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last EVERETT & BARRON CO. 
No. 861—Black Imported Scotch Grain College Ox. Coach Last Providence, RB. I. 
Sizes & Widths: B6-11,C 5-11, D5-11. Price $6.10 Makers of highest quality 
Order Now to Have on Hand for es 
School and College Trade qugpene autem eam antes aandin canten> 
Fi Prefit Fill Ow 
FREDERICK S. PECK ™ rats Stat St 
40 Thomas Street poe COP e reer tee eseresesseseseeeees 
WORCESTER MASS.  sweveree ~ er benecakktena kecubemeedtiecdicn 








your customers’ satisfaction? 
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E VANGELINE 


(REG, U. S. PAT. OFF.) 


Shoes for Women 


Be 


No. 5644 No. 5658 


Black Suede 1 Strap 
Black Calf Trim 


99 Last : 
14/8 Junior Louis Heel 13/8 Wingfoot Heel 


Price $4.85 | N Price $4.25 


STOCK 


Black Kid 1 Strap 


Black Calf Collar L 
U 


U 





No. 5623 


Brown Boarded Lotus Calf 
Blucher Oxford Black Calf Oxford 


Cord Crease 100 Last 
100 Last 9/8 Heel 9/8 Wingfoot Heel 


Price $4.25 Price $3.75 





MADE BY 





A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 


eS aeaaBEWHD SN 
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cA Young Man's Shoe 





Price $5.35 


IN. STOCK, NOW 





Number 750 


No. 36 Colored Calf—The 
Season's most popular color 
—Trouser Crease Vamp, 
Scot Last, Plump Leather 
Soles, one-half Rubber 
Heels. 


No. 300 As above in Black 
Calf. 


B wide—Sizes 7 to 11 
C & D—Sizes 6 to 10 


Less than 12 pairs, extra 
charge 35 cents per pair 


THE PRESTON B. KEITH SHOE CO. 


Brockton, Mass. 


Campello Station 






































“ESTELLE” 


“MEGAN” 





Fall Favorites 


GENUINE HAND TURNS 
EXCELLENT FITTING AND WEARING QUALITIES 


Our popular “‘Estelle”’ pattern is carried 
IN STOCK as follows:— 
SOLID COLORS 
B-810—All Gun Metal, 14-8 Span. heel................ 
B-825—All Black Suede, Be Ge ca ccccikcccseas 
COMBINATIONS 
B-805—Log Cabin Suede, Sunset calf trim, 12-8 Cuban heel 4.85 
B-820—Patent with Gun Metal trim, 14-8 Span. heel.... 4.75 
B-830—Black Satin with Black suede trim, 14-8 Span. heel 4.75 
NEW SANDAL ALSO IN STOCK. No. 815 
This style in Patent with Gun Metal Trim, 8-8 Mil. 
CUGTNE CE octee cs cv dtdnscddsaktsbnessd nesses ann 
All In Stock styles, A 4-8; B 3%-8; C 3-8. 
Terms 5% 10 days 


Send for new illustrated folder showing other snappy patterns to 
be made on order. 


COLLINS & STAPLES 


HAVERHILL, MASS. 
Boston Office: 183 Essex St., Room 306 Gene Ricker in charge 





Octobe 


rf 
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TREAD ON ARMORTREDS 
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CREPE COMFORT The New BETTER LOOKS 


ARMORTRED 


| Crepe Insert 


EASILY ATTACHED SO] E, 3 READILY REPAIRED 


A sure sales leader on sport and golf shoes for 1924. 





















































Combining neat appearance with that same wonderful 
sure footed ease afforded by ARMORTRED CREPE 
RUBBER SOLES. 


Already shown in many Spring Sample Lines of progres- 
sive manufacturers. Write us for a list of their names. 


QUABAUG RUBBER CO. ir 


NORTH BROOKFIELD, MASS. ~ 








> 2>- > > > 2 - @-S>- = - S 68 Ge SE -S  SE E E E E SE 


YARMORTRED 


RUBBER HEELS 


SP Se Se SB Se Sw Se ee OP a SS EC SS - 
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THESE ARE IN STOCK 











STYLE 133 





277—Black S ante ~~ & Secde T ay 2- Sere pinch Sects ria: 
'—Black Satin Strap, Black Suede Trim, - 
; . ae 110 Covered Spanish Heel, B-D........ $4.25 Leacher Spanish Heal, Rebber Lit, C 
10—Patent Strap and Front Strap, Lea- 298—Same Style, Patent Stra Black 132—S. Style, Black Satin 2-S bd 
ther Spanish Heel, Rubber Lift, C-D, $3.35 Suede ‘Trim, Covered Spanish Heel B- Black Suede Trim, Covered Spanish Heel, 
109—Same Style, Black Kid, Leather Du cccoccccccccccccccocccsveseees Crh vss cc cdncvecdecedassacscse $3.50 
Spanish Heel, C-D.........-.--++++ $3.35 126—Same Style, Black Satin, Black er 266—Patent 2-Strap, Dull Kid Trim, Cut 
120—Patent Strap (no Front Strap or cut Trim, Covered Spanish Heel, C—D. . .$3.50 Out, Leather Cuban Heel, Rubber Lift, 
out), Rubber Low Heel, C-D........ $3.00 125—Same, Patent, Black r ther ih Trim, PPOs 060 65.502 kcsnsensintedesdes $4.50 e 
Similar Styles in Gray Kid or Mouse Kid, Leather Spanish Heel, Rubber Lift, Cc 
Leather Spanish Heels, C-D........ $3.50 ns0060556050006860568005006084 $3. 50 
285—Black Suede Strap, Covered Cuban 
BRE, BPE coceceds cocccoeccues ene $5.00 
112—Black Suede Strap, Covered Junior e 
Bee Cbs cos cccucccecéctsbosae $4.00 
Our October Price List Now Ready High and Low Shoes—In Stock 
e 
The Boardman Shoe Co. 
564 ATLANTIC AVENUE BOSTON, MASSACHUSETTS e 
i ancient 








TNO NO NO) NO NONO NING} 





i HW] {HHH} 


lll ANNI | i HH 


Seasonable Styles - - Ready To Ship 


Stock No. 593— A Viking Calf Oxford. Heavy single 
Sole. Wingfoot Heel. Widths A to D. 


Stock No. 493 — Black Viking Oxford. Heavy single 
Sole. Wingfoot Heel. Widths A to D. 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bidg. 


NN ) 
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Our Chicago Branch Factory 
THE VAN PELT LAST WORKS 


One of America’s best known, as well as one of the oldest and most experienced 
last producing organizations. 


Many a shoe man will recall the famous slogan of its founder, George H. Van 


Pelt— 
“TI die but still I last’’ 


As the Chicago factory branch of the United Last Company, it affords the 
fullest and most advanced service to this very important shoe centre. 


UNITED LAST COMPANY 


TEN FACTORIES Headquarters—BOSTON, MASS. 
SEVEN SHOW ROOMS 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 217 be ie 
LYNN AUBURN 4 NEW YORK 
CHICAGO _ ST. LOUIS as wy 1402 Bush Terminal Bidg. 
NEW YORK MILWAUKEE Sees ty CINCINNATI 

XN O//, t 803 Syracuse St. 

; ST. LOUIS 
Affiliated Company US yp spond —- 505 

















United Last Company, Ltd. SS) Wells Bidg., Rm. 406 


Montreal 
with Branch Office at Toronto 


PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bldg. 
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AND OXFORDS 
NOW IN STOCK 


WELTS 


$4.00 


Sizes 214 to 7 


No. 291—Brown Elk Ox. Ato D 
Smoked Elk Insert 


No. 292—Patent Ox. 
Silver Cloth Insert 


No. 294—Smoked Elk Ox. 
Brown Elk Insert - 





HOLLYWOOD SANDALS 





No. 272—Patent Hollywood 
Grey Nubuck Insert 


No. 270—Smoked Elk Hollywood 
Brown El« Insert 


No. 135—Patent Turn Hollywood 
cut out Vamp. 


L. B. EVANS’ SON CO. 


WAKEFIELD MASSACHUSETTS 


BOSTON OFFICE 
110 Summer St. 


NEW YORK OFFICE 
130 West 42nd St. 





_ Caen, Coe eee 








: “The Leader” 


| Patent Leather Twin Strap 


F Also made in all Gun Metal—combination 
| of Patent and Gun Metal—Satin and Gun 
Metal—Satin and Suede. 


Medium toe last, carrying 14-8 Spanish 
Louis heel. Made to order on five weeks’ 
delivery. 


Write Today for Further Details 

















HARDING SHOE CO., Inc. 
HAVERHILL :: :: MASSACHUSETTS 











—_—$ a 





9 9 
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of tal with a World 
lo Buyers 
es for Women. 


MADE BY 


BANCROFT-WALKER COMPANY, 
AT THEIR FACTORY IN BOSTON 
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United States Rubber Company siesta 
, 1790 BROADWAY ae 
New YORK 


AN OPEN LETTER TO 
SHOE MANUFACTURERS: 


Gentlemen:- 

Just a little tip about toplifts. 
’ And it can best be brought home by citing the ex- 
perience of a large shoe retailer in New York which is typical 
of thousands of other retailers throughout the country. 


This man, who handles a very high grade line of women's 
shoes, sold a pair of black satin, cut through effect, strapped 





sandals, with Spanish Louis heels, and was very much surprised 
three weeks later to have the customer complain that she had 
been sold an inferior shoe. Upon examination it was found that 
all that was wrong was a worn-down toplift. 


BUT SHE WAS PREJUDICED AGAINST THE WHOLE SHOE. and it 
took a lot of talking to convince her that it wasn't the fault 
of the shoe. 


Are you handicapping the sale of your shoes with ordinary 
toplifts that wear down quickly and become ragged and uneven? 


For the past four years, many manufacturers of high-grade 
shoes have been using USKIDE for toplifts. It is not new - it is 
not an experiment. USKIDE has proved to be the longest wearing 
toplift on the market. It wears evenly, and never becomes ragged. 


USKIDE comes in strips from which you can cut any shape 
of toplift you may require for the numerous shapes of heels. In 
this way you can cut USKIDE to fit your ow style ideas without 
shaping your ideas to fit the toplift. 


Protect the good name of your shoe with an USKIDE toplift. 
Our expert will be glad to show you the ease with which USKIDE 
toplifts can be shaped and attached. Write for him to call. 


UNITED STATES RUBBER COMPANY 


Sole and heel stocks in our following branches: 


BOSTON CINCINNATI NEW ORLEANS PITTSBURGH 8ST. LOUIS 
CHICAGO LOS ANGELES NEW YORK FORTLAND, ORE. SAN FRANCISCO 
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The Eaton Shoe 
And Your Advertising 


When you stock the Eaton Shoe you stock more than 
just a good man’s shoe. 

The Eaton Shoe is fundamentally different in construc- 
tion. It eliminates the one weakness of the ordinary welted 
shoe. It marks the only noteworthy improvement in shoe 
construction in more than a generation. It is comfortable 
from the first step; built to fit the foot—and fit it right. The 
Eaton is a shoe of superb comfort, correct style, and lasting 
quality. 

You also obtain a series of tested advertisements—adver- 
tisements written by men who have had successful experi- 
ence in writing advertising for some of the country’s great 
retail establishments—advertisements that brought tangi- 
ble results, real sales. 

These effective advertisements will be run in your local 
papers over your name—our name does not appear at all. 
They are YOUR advertisements without any strings to 
them. They are YOUR advertisements without any effort 
or cost on your part. 

Consider carefully what it means to you to have your ad- 
vertising prepared for you—all the art work done under 
careful supervision, type, and layout determined by ex- 
perts, and run without expense to you. 

Back of this local advertising is a national campaign to 
familiarize the public with the Eaton Shoe—advertising to 
create demand for the qualities that the Eaton stands for. 

It will pay you to write us for full details of the new 






































Eaton Shoe and the advertising plan that is going to help 
merchants sell Eaton Shoes, or let the Eaton representative 
tell you the story. 











ora, 
The BATON Shoc 




















Made under the 
A, E, Little Patents 


CHARLES A. EATON (@) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 
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nnouncing 


the Spring 





ECOGNIZING the dependence placed by 

most leading modistes and other authorities 

in dress upon the colors sponsored by the Official 

Textile Color Card Association, we are designat- 

ing our new shades of WEILDA CALF for 
Spring 1924 by their official names. 


Allinterested shoemen who desire to see these new- 
est shades in the most luxurious of all leathers 
are invited to write us for sample books. 


A. C. LAWRENCE LEATHER CO. 
210 South St., Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 





Lawrence Leathers are Reliable Leathers 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(olors ine eilda Calf 


TANBARK 


A decidedly original shade 








BOMBAY 


A medium tan shade of unusual beauty 


AIREDALE 


A distinctive new ‘‘wood’’ shade 


JACKRABBIT 


Different from other grays 





All above are Official Textile (olor (ard Association Names 
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(Continued from page 99) 


More attention is given to style and fit 
and less to price than in former years. 
“Never were our customers more willing 
to pay good prices for shoes than they are 
this fall,’’ declared Will A. Knight of the 
Knight Shoe Company. He voices the 
opinion of many others. He finds this true 
in footwear for men and children as well as 
women. “Price gets very little considera- 
tion, customers demand first good style 
and correct fit as well as good workman- 
ship and fine leathers.” 


Gore Models Sell Freely 


Gore pumps are gaining in favor, both 
in the front and side styles and merchants 
are reordering on this style to supply the 
demand which is already indicated. All of 
the wood shades are being well received 
and darker shades seem to meet with 
special favor at some stores. Kid trim- 
mings on suede pumps are preferred to the 
combination patterns in two-tone effects. 
Oxfords of suede are much desired for 
street wear and the heavy sport oxfords 
with flanged tongues are having good sale. 
The strap pattern is leading, for it is 
wanted in both street pumps and dressier 
models. Black satin is going very well. 


Opens with Fall Show 


A fall fashion show introduced new 
models in footwear in an effective manner 
at the Olds, Wortman & King department 
store. They were selected to correctly 
complete evening costumes, sport outfits 
or street suits. They were displayed by 50 
models chosen from the store’s selling 
force. 

Black satin was extensively used and 
black suede appeared many times with 
afternoon frocks. Black suede, trimmed 
with patent, also had an important place. 
The Spanish and Louis heels both had 
important place and brocaded silver was 
the most popular selection for evening 
wear. Gray suede was often chosen to 
harmonize with an afternoon or dinner 
gown. The strap patterns are leading ia 
favor at this store. 

In the men’s department oxfords are 
meeting with good demand and take about 
35 per cent of the total sales. Other shoe 
stores declare that low shoes take 75 per 
cent of the business in men’s lines. Mer- 
chants agree that the tendency is in- 
creasing in favor of oxfords for all-year- 
around wear. 


Smart Sport Oxfords 


Staiger’s Shoe Store displayed new 
sport oxfords and reported lighter shades 
of brown and tan were in good demand. 
Suede, in wood tones with military heels, 
is particularly popular and shawl tongues, 
in these models and the heavy calf oxfords, 
are meeting with good demand. 
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LOS ANGELES 


Business on Good Plane 


Variety of Strap Patterns Dominates the Style Field in 
Women’s Footwear 


GOOD tone to the retail shoe trade 

prevails here. Fall styles in men’s 
and women’s footwear are impressively 
displayed in the windows and buying is 
reported good. 

The most striking feature of the displays 
everywhere is the prevalence of the con- 
trasting colored strap slipper of intricate 
and dainty design, and the absence of high 
shoes of any description. There has been 
practically no sale for high shoes in Los 
Angeles for the past year or two. 

The combination of the two-tone kid 
shoe is adopted by every woman for 
street wear as well as dressy events,— 
fawn, brown and gray ooze, trimmed with 
contrasting shades of leather stitched on 
in many narrow strips for street wear, and 
black satin pumps with silver straps and 
binding around the top, and colored 
brocade slippers to match the gown for 
evening wear. 

There seems to be a growing demand 
for patent leather in sport shoes and shoes 
of a dressy type. Something new in the 
way of a dress shoe for men was noticed at 
Van de Grifts. This was a black satin 
oxford, plain toe with very good lines. 





Handling Dead Stock 


What method do you use to 
eliminate dead stock? A good way 
to help dispose of it is to stick a red 
label on the carton so that you and 
the clerks can see at a glance what 
is to be given special attention. 
Put a P.M. on each pair. Keep a 
record of the red labels sold each 
week and when the season ends you 
will have more room for newshoes. 











Fancy Cut-Outs in Straps 


Fitzgeralds’ carry a line of high class 
novelty shoes. They are showing many 
new styles in cut-out straps. Heels for 
evening slippers, with elaborate designs in 
different colored stones to match the 
gown—amber, green and rhinestones, sell 
well. 

The Stewart Dawes Shoe Co. has taken 
over the line of children’s shoes manu- 
factured by the Ideal Shoe Mfg. Co. of 
Milwaukee. 








AKRON-CANTON 


Steady Buying in Shoe Stores 


Advent of Seasonable Weather Inspires Satisfactory Pur- 
chasing of Many Types of Footwear 


ITH the advent of October, the fall 

retail shoe business developed 

satisfactorily, retail shoe merchants in the 

Akron-Canton district reported. Some 

stores report fall business running ahead of 
that of a year ago. 

Merchants report the style situation is 
the same with a good call for almost every 
type of women’s shoe. There are very few 
shoe sales in progress, none prevailing in 
the better stores. 

With the opening of the school term, 
there has been a big improvement in busi- 
ness in children’s shoes. Weather has not 
been favorable to the trade, for so long as 
fair weather prevails there is very little 
interest in winter shoe buying. 

Patents, satins and suedes are making 
the strongest bid for popularity in women’s 
shoes. Straps are good and gores are taking 
well in this section. Black and all shades of 
brown with some grays are the favored 
colors. 

In men’s sections it is an even thing 
between tan and black shoes, with prob- 
ably the latter having a slight edge. 





Value of Credit Man’s 
Advice 


How do you stand with the credit 
man? Do you consult him about 
your business? Remember he is in 
daily contact with hundreds of 
retail shoe merchants and in posi- 
tion to derive information that is 
helpful to you. Have a talk with him 
about your business and seek his ad- 
vice on your problems. You'll find 
him congenial and willing to help 
you succeed. 











Marion Merchant Dies 


Godfrey Rosenberg, prominent Marion, 
O., retail shoe merchant died recently at 
his home in that city. He opened a shoe 
store in Marion in 1883. For many years 
he was manager of the Rosenberg Shoe store 
on South Main street until the time of his 
death. 
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RAVELERS in tropical climates wear hel- 
mets of cork to protect their heads from 
the torrid rays of the sun. 

The finest refrigerators are efficient because, 
between the layers of the casing, is a thick sheet 
of pure cork. 

Cork insulates. 

A Korxole innersole—a layer of ground cork 
pressed between two pieces of heavy duck— 
forms a perfect insulation for a shoe, keep- 
ing out the burning heat of sun-baked pave- 
ments in the summer and the chilling, icy cold 


~ Cork Insulates 


in winter. Korxole keeps the foot in the shoe 
at an even and uniform temperature. 


Cork is waterproof. Cork is resilient. Cork is 
tough. So Korxole, being made from cork, com- 
bines all the qualities of cork. It gives you the 
toughest, most flexible innersole that you can in- 
corporate into your shoe. It will not stretch, or 
crack. 

These are sufficient reasons why you should 
specify Korxole in the line of shoes you sell. 


Send for a sample of Korxole. Bend it and 
twist it any way that you will with your own 
hands. See for yourself why it makes the finest 
innersoling yet developed. 


Write to the 


ARMSTRONG CORK COMPANY 


KD 





Shoe Products Division 


LANCASTER, PA. 





OLE 


TRADE-MARK 


“THE FLEXIBLE CORK INNERSOLE” 
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Tanners’ Council Meeting 


The program. for the three-day meeting 
of the Tanners’ Council of America to be 
held at Chicago October 17 and 18 and 19 
has been completed. On Wednesday, 
October 17, the directors will have a 
dinner which will be followed by an elec- 
tion of directors and officers. 

There will be several addresses on 
Thursday. Among the speakers will be: 
Fraser M. Moffat, president; Dr. Arthur 
Lowenstein of Wilson & Co., Prof. George 
D. McLaughlin, of the department of re- 
search, University of Cincinnati; and 
Charles C. Smooi, president American 
Leather Chemists’ Association; Dr. Her- 
man Schneider, dean School of Engineer- 
ing and Commerce, University of Cin- 
cinnati. 

On Friday there will be other speakers 
including: Thomas R. Elcock, Dr. J. Paul 
Goode, professor of geography, Chicago 
University; Wayne Dinsmore, Secretary, 
Horse Association of America; Louis W 
Arny, secretary, Leather Belting Exchange; 
Victor G. Lumbard, Ohio Leather Com- 
pany; William Hatton, Eagle-Ottawa 
Leather Company; William S. Anderson, 
Penn Leather Company. 





Leases Franklin Factory 


The Hoffenberg Shoe Mfg. Co., of Med- 
way, manufacturers of a general line of 
stitchdown shoes, has outgrown its 
quarters. The company recently leased 
another factory in Franklin, Mass., which 
is large enough to turn out 1500 pairs a 
day. This plant will be ready for operatioa 
within the next 10 days. John Fretz, who 
is superintendent at the Medway factory, 
will also look after the plant in Franklin, 
which is only about five miles away from 
their main factory and office in Medway, 
Mass. The obvious reason for the addi- 
tional factory is the demand this firm has 
had during the past season, which it was 
unable to fill without additional space and 
equipment. This concern includes the 
following: A. Hoffenberg, S. Hoffenberg 
and H. Auerbach. 
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Moving General Offices 


Chicago, October 8—Although the 
general offices for the Curtis-Leger Fixture 
Company, are to be moved to its enlarged 
factory, the salesrooms and sales depart- 
ment will remain at the present location, 
235 W. Jackson Boulevard. 

Work is well under way on the expansion 
of the factory. It is being practically 
doubled in size and when finished will 
have approximately 150,000 square feet 
of manufacturing space. 

Because of the favorable location of the 
salesrooms, there will be no change what- 
soever in the present arrangement and 
merchants, visiting in the wholesale dis- 
trict will continue to be able to visit at 
Franklin and Jackson and see the very 
latest developments in display equipment. 





Veteran Shoeman Killed 


Boston—Jotham F. Hill, one of the 
veteran shoemen of this city, was killed 
recently in Woburn, Mass., in an auto- 
mobile accident. Mr. Hill was connected 
with the shoe industry for 56 years. He be- 
gan with Lyman Dyke & Co., and aub- 
sequently was with Johnson Moody & Co. 
Then he entered the jobbing and com- 
mission business for himself and later 
joined H. M. Currier & Co., Boston. 

He traveled South for more than 40 
years and was well known in South Caro- 
lina, Georgia, Florida, Alabama and Miasis- 
sippi and other states. He was 76 years of 
age. 





A Timely Folder by A. Fisher 
& Son 


“Has the Style Game Got Your Goat?” 
is the title of an attractive folder of In 
Stock Staples being sent out to the trade 
by A. Fisher & Son of Lynn, Mass., manu- 
facturers of men’s slippers and women’s 
comfort shoes. It depicts the character 
“A. Shoewise,” a representative figure of 
today’s progressive shoe merchant who 
expresses his version on combating the 
present day style game gamble. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Stamford, Conn.—Albert A. Hotz ite Siete Shoe Co.) 
(302 Atlantic Avenue) boots and shoes, reported 
offering to compromise at 25 per cent cash. 

R Ga.—John P. Land, general merchan- 

ise, reported petitioned or petitioner in bank- 
ruptcy. 

Leesville, La.—William Powell Thompson, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 


Lynn, Mass.—Trio Shoe Mfg. Co., reported peti- 
tioned or petitioner in bankruptcy. 
Detroit, Mich.—Louis Harris (11632 E. Jefferson 
Avenue) boots .y shoes a reported offering to 
compromise at 
Nashua, Minn.—W. TE Ree Reetz & Co., general mer- 


Mine Mies. bh 


t, I merchandise, 

ted itioned or petitioner in bankruptcy. 

St. —Pastelnick Bros. a North llth 
a leather and Sao reported petitioned 


NS. 1 Glas dead Store Inc., boots and 
—Gigl's ~ an 


meeting of creditors 
Brooklyn, N. Y.—Edward Klein (446 Knicker- 
hecher’ yp - A. boots and —. reported peti- 


tioned or in bankruptc: 
New York, ity—Emnest Finkelstein (Max Finkel- 
—_ oe ye reported offering 


compromise a t cash. 
hae Hoskin oa rE. Seth Street) boots and 
and repairing, r meeting of creditors 


called. 
Utica, N. Y.—A. G. Seaman Co., om department 


store, ym receiver 
Cleveland, O.—George ere Shoe Co.) 
(1007 E. 105th Sesietd supented off 


tment Store 


Pee Texas—Louis irsch, boots and shoes, 
~~, reported petitioned or petitioner in bank- 


Fort rt Worth, Texas—Mehl’s (Eleventh and Main 
Streets) ‘reported offering to compsemnize at 20 
per cent 


BUSINESS CHANGES 
ee Ark.—Marvin Cruce, general store, re- 


Carthag y 7 K. Cha The Royal Store) 
~- e Roy: tore 
su led b; H. Van net (7 

a ~)° il. "Se & Edmiston, ee suc- 


Edmiston Shoe Com 
Wes B Cc Shoe Company (130. South 
Market Street) , name 
to Arkin & Gelford Shoe Co., Inc 
Waukegan, Ill.—Jacob A. Pass, shoes and repair- 
ing, reported moved away. 
Indianapolis, Ind.—Minner & Laflower, general 
merchandise, reported recently commenced 


Lynn, Mass.—American Shoe Co., shoe manu- 

Me as wih ck, al h 
azeppa, Minn.— ou gue merchan- 
dise, recently commenced business 

Montrose, Minn.—Hahn Stores Co., , general mer- 
chandise, recently commenced business 

Kansas City, Mo.—Leon Baum (720-722 Main 
Street) boots and shoes, etc., succeeded by Baum 


& Cohen. 
ax iy + ~ sy Street 





Perth Amboy, N. J.— 
Shoe Store) oe Lee 





phere,” 





The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 


TIMES SQUARE 

43d St. West of Broadway 

NEW YORK CITY 

1000 Rooms and 1000 Baths 
pom Rng Fy Be 
men in New York City. Quiet re 
finements Ly wer ' -_ Kid. 
is not nal to beep > the maton. caly. 
$12 to $18 

Weekly 


»== Absolutely Fireproof = 


3K 





: Colored 
~ 4 36 pair lots 





$2 to $3 
Daily 





If your Jobber Cannot Supply You, Write Us. 
<4 A. W. GREELEY, Haverhill, Mass. 5x 


GREELEY* 
BOUDOIRS 


represent the best pos- 

e value in this style of 
footwear. They are not 
made to “get by’’ but are 
made to “stay by” and 
wear well. Greeley Bou- 
doirs should be a Yeature 
in your stock. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 


isgue : —— advertisements, seven cents per word for ineertioa. { 
Te.....a80e $408, $3.50 00 $2.50 rented wp fo noon 2 oa" Toeuday of oak of pub at, "When be 

2 im........10.00 8.00 7.00 6.00 5.00 must be allowed in each advertisement for address. When advertiners 
Sim......115.00 12.00 1858 = 9.08 7.50 dire repli forwarded, Ges so chete addres, sob wed Zt 
4in........20.00 16.00 14.00 12.00 10.00 Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ONS WANTED—Four cents per word for each 
amount accepted 


. seventy-five cents. For other 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMAN wanted to sell our complete line in 
southwestern Pennsylvania. The man we have 
in mind has an established trade and should be able 
to produce immediate results. He will travel on a 
commission basis and receive oe settlements. 
Write at once giv and references. 
THE HURD & PerzSeRALD | SHOE COM- 
PANY, Utica, N 


WES are locking for a man who has successfully 
the Shoe Trade in Boston. We desire to 

train tin in ooeeens one have him podaline 
among the Shoe Shops. No advertising experience 
necessary, but the man wanted must have wide 
acquaintance and su ul selling experience in 
this line. A real opportunity for the right man. 
Address, with full particulars about past experience 
and ormances. C. W. Jacoby, 80 Summer St., 








gne oeg WANTED: Energetic road represen- 
tative for issouri and Kansas; McKa . 
stitchdowns, and leggings. Acquaintance with 


trade and —s in the territor comabed. 
Hagerstown & Legging Co., Hagerstown, 
Maryland. 





ANTED—A thorough salesman who has his 
own car to travel New England. We are mak- 
ing a line of men’s fine welts to retail for $5 and $6 
made in the Brockton district. Strictly commission 
basis. Address E-322, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—A jobbing house salesman to 
sell a line of ton le, fine shoes, —~y 
$3 and upwards, strictly on a basis. 


commission 
very strong line for the wholesale trade. Address 
te ky Boot and Shoe Recorder, 207 South St., 





SALESMAN for W. Virginia to sell men’s dress 
shoes in stock retailing at $5. Five per cent com- 
mission. No objection to non-conflicting line. Ad- 
dress E-324, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ep ym! WANTED—To carry line of me- 

le all solid leather infants’ and boys’ 
ro. in New York state. All styles carried in-stock 
for immediate delivery. a fit m admirably with a 
line of women’s shoes. 25, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ae x carry iced line of turn 
S ‘hood emg hme | eather heels. In- 


oii, gt J E-326, care Boot and 
Shon ecorder, 207 South St., Boston, Mass. 


gre pod with experience and a following 4 
lar line of infants’, misses’, 
end growing girls’ turns, welts and McKa in 











celerenee "207 South St., Boston, Mass. 


TRAVELING SALESMEN—AN OPPORTUNITY 
Are you desirous of adding to your income by handling a side line of in- 


terest to all shoe stores and in no way competing with your present prod- 
uct? This line really helps your present work and pays big. Address E-283, 
Boot and Shoe Recorder, 207 South St., Boston, Mass. 





Wee make one of the strongest lines of popular 
= se ae 8, misses’ and young ladies’ 
style welts. n excellent opening presents its itself to a 
live wire shoe salesman who has an established sell- 
ing record in the Chicago district, including Michi- 
gan, Illinois and Wisconsin. If you are the right 
ty communicate with us at once and we will out- 
—_ a itiou that will prove attractive. Ad- 
328, care Boot and Shoe Recorder, 207 

South St , Boston, Mass. 


GIDE LINE RECORDS SMASHED—Our 
children’s stitch down 


to-day. Wobst Shoe Company, Milwaukee, Wis. 





Mi = manufacturer of quality work and 
shoes would like to hear from ne in fol. 


E307, care 
189 130'W Madison St., ‘Chicago, Il 


— salesman wanted by manu- 
facturer to carry side line of popular 

a apg 8 sandals and shoes. gi kam 

y. wing territories : 

Colorado, Or -&, Montana, Utah, Minnesota, 
New England 
sylvania. po be, e552, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 


WANTED—Good ~—y = with established 








trade to carry (with their t lines) 14 
pate LOW All carried in stock. 
basis onl paid each 


Ea. State what territory you cover — what 
a. Sampl 'y now. Address E-278, 
‘eo } wy heed 189 W. Madison St., 





WANTED—Sal a 
facturer ey 4 general | line of guaran- 
teed not to rip Play Shoes, for the follow- 
ing territories: Michigan, Missouri, Penn- 
sylvania, New York State, New Jersey. In 
first letter give of past 
three years, territory covered in detail, 
present connection, etc. J. Ramsey 
er ag i 347-349 Rider ‘ae New 
York, 











SALESMEN WANTED 
Eastern manufacturer making snappy 
line of growing girls’, misses’, and 
"s Goodyear Welts has oe 
for in Iowa, Mis- 
euent, Illinois, Indiana and Michigan 
on commission basis. Give full details 
of your experience. No objections to 
line being carried with a childrens’ 
turn line. Address with references, 
E-296, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


24, 

















ALESMEN WANTED—To sell side line in- 

fants’ 1-6 flexible turn shoes and soft soles, over 
50 a> stock, strongest line baby shoes in coun- 
: sonstael 4 


South St., Boston, — 


GALESMEN WANTED—A factory wishing to 
double its output wants salesmen to carry 
infants turn shoes as a side line. We want inquiries 
6% Commission, —_ x. 
Boot hoe 


a. 207 South Street, Boston, Ly 





POSITION WANTED 


Stine DOWN SHOE FACTORY SUPERIN- 
NT—A practical manager with broad 
experience as buyer and an ¢& in production 
and costs and ability to manufacture shoes at a 
profit is for position. Address E-340, care Boot 
— Shoe Recorder, 207 South St., Boston, Mass. 


bp nbn position as buyer and manager of shoe 
ent in progressive department store, 
enyehens in the East. Have increased a small 











from $35,000 to $90,000 first year. Reason 





SALESMEN WANTED 


To sell “MILWAUKEE KING” 
nailed and welt work shoes. 


Territories: 
Iowa West Virginia 
Illinois Kentucky 
Indiana Michigan 
Pennsylvania No. Carolina 


Strictly commission proposition 

Forward references with appli- 

cation. 

EDWARD A. LUEDKE SHOE 
COMPANY 


Milwaukee, Box 31 Wis. 








Milwaukee Work Shoes 


Severa I choice territories open. 
Excellent Opportunity for Sales- 
men who can produce. 
STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 








SALESMEN for manufacturer’s line of 
women’s welts on commission basis. 
Stock ready for immediate delivery. 
Selling an ey We specialize in 
comfort s! Give full gee 


and 
Boot and Shoe ovendee, or ‘South 
St., Boston, Mass. 














for change, wife is Eastern girl and wants to return. 
Address E-336, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


AM ‘ne selling for a well-known concern 

but would like to connect with progressive manu- 
facturer. Large followiug with trade in greater New 
York. Address K-560, care Boot and Shoe Recorder, 
127 Duane St., New York. 








MANAGER WANTED 


MANAGER Me a aoe be acquainted 

with handlin vg trade in small New 

ce cities. A: Rang , care Boot and Shoe 
Recorder, 207 South St., sah, Mass. 


y= —4 — bad new store. Must be used 


ge volume of business. Address 
E-335, cape Boot an and Shoe Recorder, 207 South St., 
Boston, Mass. 
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MANAGER WANTED LINE WANTED FOR SALE 
Feat ys store, long established. Excei- 
MANAGER suburban location. Lease available. Retir. 


Men’s high-grade shoe store. New York 
resident preferred. Not over 40 years of 
age. Must have lots of { experience hand- 
ling large of busi Capable 
of earning $5, 000 per ro Oppor- 
tunity for adv 

managership. Write Box K. 562, care 
9, and Shoe Recorder, 127 Duane 

. New York. 























HELP WANTED 


War: TED—A young man with high school or 
college education by a Western tr 
of men’s fine shoes. Must have retail shoe selling 
experience on men’s fine shoes and in town of 10,- 
000 population or over. The position is under the 
mal supervision of the sales manager in the 
dv ertising Department. Talent to write high- 
class advertisements for retail shoe dealers, also 
merchandising and advertising ideas are es- 
pecially desirable. Salary will be whatever you 
demonstrate your worth to be, so do not hesitate to 
apply if you think you have the ability to get re- 
sults. In answering give age, m or single, 
educational advan , name and address of retail 
merchant served and several character references. 
If possible, submit samples of work done in adver- 
tising. Address E-299, care Boot as Shoe Recorder, 
189 W. Madison St., Chicago, I 








BUSINESS OPPORTUNITY 


Wien thoroughly experienced in 
and merchandising. To buy either at 
or sll ia fokapect in a shoe department located in “pro 
puive < on penent store, in a live western Michi- 
0,000 population. Address E-313, care 
on ona | Shes Recorder, 189 W. Madison St., 
Chicago, Mlinois. 








LINE WANTED 


Line Wanted 


By salesman who has for years 
successfully sold large volume 
trade in all big cities from New 
York to Denver. He is interested 
in making a permanent connec- 
tion with a manufacturer of 
women’s novelty McKays or 
turns. References of the highest 
character. Address E-321, care 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


yx Falkenstein, 4007 Hamilton Ave., Cincin- 
nati, Ohio. 





For sale an exclusive shoe store 
in a good business town doing a 
splendid and very prosperous 
business. Will not sell at a dis- 
count. Stock can be reduced. 
No out of date shoes. Located in 
the South West. Address E-333, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















WANTED TO PURCHASE 




















FOR RENT 








100 PER CENT LOCATION 
RICHMOND—VIRGINIA 
— A. the heaviest traffic beari 
and largest transfer center, | 
on on best SHOE block. Write Gordon E. 
Strause Company, 918 East Main St., 
Richmond, Virginia. 














I INE of women's medium = shoes for Georgia, 
4 Florida and Alab with ex- 
perience and following. ‘Address E-338, care Boot 
oy Shoe Recorder, 189 W. Madison St., Chicago, 


V TANTED—Manufacturer’s line men’s medium- 

priced welts or welts ~~ McKays or fine 
men’s and boys’ work shoes for Carolina. 
Able to finance myself. Can furnish A-1 reference. 
E-337, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











\ [ANTED a line of women’s noyelt flexible Mc- 

Kays or misses’ and children’s McKays to sell 
to jobbers, department store and chain store trade. 
Address E-339, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


FOR SALE 


FOR SALE—Three sets of growing girls’ McKay 
lasts, patterns, etc. Will close out reasonable. 
Address E-329, care —y and Shoe Recorder, 207 
South St., Boston, Mass 


ge DEPARTMENT FOR a 
business $40,000 on 10 per cen 

large city near New York. Small oy - pp-to-date 
stock. Five —— lease, no guarantee. A splendid 
opportunity for a good shoe man. Large business on 
$3.95 and 1*. 95 grades. Department well appointed. 
Address K-561, care Boot and Shoe Recorder, 127 
Duane St., New York. 











ws ANT to connect with manufacturer making line 
of CORRECTIVE SHOES. Number years 
fitting shoes—all grades. Proficient in Practepedics. 
Road experience. Fully = to meet college 
folks’ societies on equal footing. Correspondence 
solicited. Address E-319, care Boot and Shoe Re- 
corder, Boston. 


WANT line of ladies’ shoes for the West and 
Pacific Coast. Will maintain office in territory. 
Can fill every requirement that you may insist on. 
Better write me. Address E-320, care Boot and 
Shoe Recorder, Boston, Mass. 








ws NTED—Line of medium-priced ladies’ shoes 
to sell to the retail shoe dealers in Louisville, 
. Trade established. Address E-317 


Ky., and vicinit 
hoe Recorder, 207 South St., Bos- 


care Boot and 
ton, Mass. 


For SALE—Shoe store in one of New England's 
busiest manufacturing towns, 30,000 popula- 
tion. Business established 25 years. Best location on 
main business street of town. Retiring. Address 
E-330, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. T. 


BUY (ENTIRE sTocKs )CASH 
Bargains in ar | always en hand fer special sales 








KIRSCH-BLACHER CO., Ine. 
298 Church St., New York, N.Y. 








wtail and te and hceenle stocks Richest comb how or 


eneeen. wt PURCHASING SYNDICATE 
Proprietor 


FRANK WALKER. 
610 Broadway , Brooklyn 
Phone Stagg 1757 








HEST CASH PRICES PAID 





{OR SALE—Clean stock shoes, rubbers, findings, 
hosiery, fixtures, shoe repairing machinery. Live 
county seat town. Very extensive trading territory. 
Best location in town. Job lot buyers don’t answer. 
Be quick, owner has other business. Address E-331, 
care — and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





HOE store for sale in center of thriving town near 

Providence, R. I. Investment about $5,000. 

Address E-332, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





DO YOU CONTEMPLATE 


Retiring or geing out of business? pt | 
pay value for your entire or surplus stock 

shoes. Lanse having a abert rn toran taken 
over. Established 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 














The subsecri Ogtee. of the Beot and 
Hawaiian eheede Pl 
El Salvader, pal ivia, 


Each issue copyrighied by the 


Cable Address BOOTRECO 





Shoe Recorder 
Islands, ee =! Islands, | Alaska, Canada, M 


is $5.00 a year in advance, which includes 


exico, Costa Rica, 
, Peru, Uruguay. Spain, 





and Shee Recorder Publishing Co. 


The Balearic Islands, and the ‘Comney lelando- 
Ne Subecription Accepted for Less Than One Year 


pate J Go Apeits Basten Pi Jas, Manter of Go United Futithwe Corporation. Member ef Audit Bureau of Circulation. 
nd Si Entered at the Post Office,  ~ A eae. 


ISSUED EVERY pan thst AT 207 een STREFT BOSTON, MASS., U.S. A. 


in the ee tng al 


Printed in U. S. A. 
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WANTED TO PURCHASE 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases en over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile "Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 




















MISCELLANEOUS 








SHOE STORE ts 
CHAIRS 


SETTEES 













WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Milbradt Rolling 
Step Ladders 





































































BOOT AND SHOE RECORDER 


STATEMENT of the Ownership, Repayment. 
Circulation, etc., - uired by the Act of Congress 
of August 24, 1913, “Boot and Shoe Recorder” 
publi weekly at ‘Boston, Mass., for October 1, 
1923. State of Massachusetts Coun ¥,° of Suffolk. 

Before me, a Notary Public in and the State 
and county aforesaid, mally appeared William 
M. LeBrecht, who, having been duly sworn accord- 
ing to law, de at he is the 
Business Manager 4 the Boot & Shoe Recorder 
Publishing Compan publishers of the “Boot & 
Shoe Recorder” on that the following is, to the best 
of his knowledge and belief, a true statement of the 
ownership, management (and ifa <aty poem. © the 
circulation), etc., of the aforesaid publication for 
the date.shown in the above caption, required by 
the Act of August a, 1912, embodied in section 
443, Postal Laws and ‘Regulations, printed on the 
reverse of this form, to wit: 

1. That the’names and addresses of the publisher, 
—_ managing editor, and business managers 


Publisher: Boot & Shoe Recorder Publishing Co., 
Boston, Mass. 

Editor: Arthur D. Anderson, Brookline, Mass. 

Managing Editor, Arthur D. Anderson, Brook- 
line, Mass. 

General Manager: Everit B. Terhune, Boston, 


2 That the owners are: (Give names and ad- 
dresses of individual owners, or, if a corporation, 
give its name and the names and addresses of 
stockholders owning or 1 per cent or more 
of the total amount of stock). 

Owners: United Publishers’ Corporation, New 
York, N. Y. 

John C. Curtiss, London, England; Fritz J. 
Frank, Pleasantville, New York; . H. Griffiths, 
Montclair, N. J.; Mabel M. Griffiths, Montclair, 

H. , 508 W. 112th St., New 


J.; Lelia 
Chas. G. Phillis, U 
Swayne Ph Upper b 
Jennie M. eo 
ennie Fae ‘ 
Ralph, 231 W. 394 nth St., New York, we ¥ “Frank: 
in . 
ville, N. v: "Rent § Seourities 
New York, Y. (see note); W 
sos orth St., New ork, N. Y 
2 West 67th St., New Y 
Root, S Wee stth Se 1. New ork, N. Y.; ¢ E. "Eby. 
630 W. 14lst St., New York, N. Y.; 
Stevens, 325 West End Avenue, New York: N. Y.; 
J. Swetland, Trustee for ce E. Swetland, 
Redlands, Calif.; W. H. Taylor, U; 
N. J.; Everit B. Terhune, Boston, 
NOTE: holders i 


Securities Co. are as follows: Velma = Stevens, 
325 West End Ave., New York City; M. J. Swet- 
land, Trustee for Grace E. Swetland, Redlands, 
Calif.; Ruth S. Kane, Montclair, N. J.; and 
Dorothy S. Johnson, New York, N. Y. 

The stockholders required for the Root Se- 


eo ice Coreen wet — tioning: F. T. Root, 


as 3 Bronxville 
4 Rost: Oreo! Winifred 

_ +_ of t City; rooklya, Root, New York 

City; Esther 8. Root, New York City; and Waldo 


Root, New Yon City. 

3. Th hat the known bondhold ders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or 
other securities are None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholder of security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or cor- 
poration for whom such trustee is acting, is given; 
also that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and belief 
as to the cir and iti under which 
stockholders and aie holders who do not ap 
upon the books of the company as trustees, 
stock and securities in a capacity other than that of 
a bona fide owner; and this affiant has no reason to 
believe that any other person, association, or cor- 
poration has any interest direct or indirect in the 
said stock, bonds, or other securities than as so 
stated by ‘him. 

Signature of Business Manager) William M. 
Le rp to ane Sas subscribed before me this 
25th da tem. 

oom Jane a Welle, Notary Public 
My commission expires November 21, 1924. 











I PAY SPOT _CASH 


cove entire Shoe Stocks, 
Moving numbers. 
give » ah. immediate reply. 
Ss. CLEARFIELD 
116 W. 32nd Street, New York 


— Sokal 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription of the 
Boot and Shoe pene ky ye ht 
vance, which includes pos in the United 
States, Cuba, Hawaiian I Phili, 
Islands, Virgin Islands, Alaska, Canada, — 
ico, Costa Rica, Dominican Republic, Hon- 
duras, Nicaragua, El Salvador, Argentina, 


bia, 
Uruguay, Spain, The Balearic Islands and the 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 per 
ie including postage. 

subscriptions are pa Yable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates}for 
Wants, For Sales, etc., see Want Page. 


Eve recaution is taken by the BOOT AND 
SHOE. ECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: 207 South Street 
BROCKTON _ OFFICE: 224 Moraine St. 
‘elephone 507. 
CHICAGO “OFFICE: 189 West Madison St. Tele- 
wen 
stot tuts OFFICE: fens thor ‘Prades ‘Bide. 


mn, (B. C. Bowen 
NEW YORE OFFICE: Room 101 Ceaiam Bld Bid 
~ -b Duane St. = Walter Scott, Manager, T He 


Can: 
PHICADELPHIA ao ie 1420, Widener 
ott, [ 
HAVERIFILL © OFFICE: ber of C 
aay Haverhill N ao Bonk Bae Geo. 
Hill 
CINCINNATI OFFIC CE: em Gwynne Bidg. H. M. 
ROCHESTER OFFICE: 623 Pamess Bldg. Ros- 
siter L. Seward, Western New York Rtpre- 
sentative. tS rg wel _ 969. 
LYNN OFFICE - Gann 
MILWAUKEE OFFICE: "Legume | F.M er (B. 
ea Manager), 405 Broadway. Telephone 
WASHINGTON ¢ OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
M 
LON DON ¢ OFFICE: John C. Curtiss, Manager, 
11 Haymarket, London, S. W., 1. ind. 
AUST LIAN” OFFICE: 2 ‘Lit, St., 
Melbourne. G. Jerv: 
gy ey SFFICE: Witla oe a 
Mani sooner E . Adlergasse 12, Vienna, Austria. 
ARGE INA: —— Aires, Rivadavia, 2721 
P. Sabazzini, Geren 
BRAZIL: Gerente, Sohe. oi Fitch, 88 Rue General 
Camara, 88 > 
CHILE: Santiago, Las Rosas 1123-1127. Otto- 
u ite. 
CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
uba. 
my OFFICE: Yokohama. J. F. Wager, 


SPAIN: G Gerente, koonete St, 'de Migedt, Librere 
Editor, 20 Fuencarral, M 
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“Sure, Ornaments Are Needed” 


To Complete Present Footwear Styles 





The wide variety of shoe designs now in vogue require ornaments of Individu- 
ality, Artistic Beauty, and High Quality, to bring out their Real Style Value. 





Send for our $10.00 dozen pair assortment or $5.00 half dozen pair 
assortment, appropriate patterns in 
RHINESTONE and CUT STEEL 





NEW RIBBON ORNAMENT FOR THF GORING STYLES 
Rosette Effects with dainty jet, silver or steel trimmings. Black or Brown. 
One dozen pair assorted $4.00 





Ask about “WINNER?” Brand real value laces. Write for Samples. 


W. K. CHANDLER, INC. 


125 SUMMER STREET BOSTON, MASS. 








No. 32769/11 Areca Plant, 
natural prepared, 36 inches 
high with 11 leaves and pot, 
complete $3.50; per doz. $35. 


, Our FALL CATALOG No.32 
with illustrations in colors of 
Artificial Flowers, Plants, 
Vines, Trees, etc., mailed 
FREE FOR THE ASKING. 


FRANK NETSCHERT Ine. 
61 Barclay St. New York, N.Y. 


Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 


Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
06 Beach St., Boston, Mass., U. S. A. 
































APPROVED BY Shoe Thread for At 





MEDICAL MEN 


Asa ys F support for the ankles of 
faved shoe, dren and as a fully venti- 
ted — the Burkley Ventilated Foot 
is unexcelled. Well known 


children’sshoes 
VENTILATION® complete by 
PATENTED 


SHOE CO. 
1156 No. Main Street 








Once Shipment 





Don’t worry if your 
stock of sewing 
thread is low. Or- 
ders sent to us get 
immediate  atten- 
tion. All kinds of 
thread needed by 
the shoe trade are 
carried in stock 
ready for at once 
shipment. Use 
Meyer’s thread and 
have the best. 





Dealer Influence is secured thru - 8.— in the Boot and Shoe Recorder. 
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ALL NOVELTIES IN STOCK 


High Grade Turns in the Popular Leathers 


There is a strong 
demand for 
Gorings 

and 
Pretty 


No. 3253—Black satin, black ooze calf front lat- No. 3847—Black ooze calf, patent leather trim, 
tice turn, 14-8 Full covered Spanish heel, A-C $5.85 tr aps = — eee turn; 16-8 full covered os Speen heel 
No. 3254—As above, patent chrome, black ooze 

calf front lattice, A-C 4 $5.85 Mo. 3870s ee 2 black satin, gun metal a 
No. 3260—As above, all dull black kid, id, front lat : 


vga ' Best Sellers for Fall 
No, 2261 As above, ae ae on _ 3.90 
As above: in Cuban Heels 25¢ pair less. b Black Suede 
Black Satin 
Patent Leather 
Ours is a most com- 
plete line of women’s 


exclusive novelty foot- m5 — Pat twe-comp tern, 16 Cates 
wear. Ready for imme- Covered heel, B-C 


diate shipment. We 

No, 3250—Black ilk 
collar, © cut-out, icra” 10s 6 "Cutan covered, hesl have many other num- 
, bers in stock, also imi- 


tation turns and welts. 


Terms: 2% 10, Net 30 
F. O. B. BOSTON 











No, 3262—As above, all black ooze calf, A-C . $5.75 


Single pairs 25 cents ’ 
extra. 





‘ 


Largest Women’s Specialty 
Shoe Wholesalers in 


New England No. 3858—Black ooze calf, dull trim, turn, 16-8 
heel, A $5.90 


No. 3855—All P leather, 3 strap side lattice, full covered Spanish 
turf 14-8 Full Covered Spanish heel, B-C. $5.75 No. 3859 As above, dark a ooze calf, » brown 


No. 3856—As above, all black ooze calf A-C . $5.85 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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“My Wife Knows What to Buy” 


“A few day. ago I received FISHER’S new folder of In Stock 
Staples. My wife saw it. ‘There Now!’ she exclaimed, ‘Give the 
girls their fancy stuff—but here are the shoes we women want!’ 


“Did she get them?—well a woman will have her way. My wife 
is a wise girl when it comes to ordering. Now all the women in my 
section are looking smarter and walking easier. 





“Probably you fellows might take the tip my wife gave me. Write 
for FISHER’S folder. It contains some comfortable prices as well 
as shoes.” 


FISHER.COMBORTS 


ISHER C5 
BOSTON OFFICE: CHICAGO OFFICE: 


216 Lincoln Street LYNN.MASSACHUSETTS 189 W. Madison Street 



































ory aT aay wash hy ste Base ond Shoe Resretes Seite Co. 207 South St., Boston, M Entered as sceond class ma 
5, 1922, at the ‘ost Office at Boston, Mass., under the act of Congress of March’S, 1879. Subscription price. $5.00 s seer. Printed 'n U.S. | s. 7 
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An ideal white 
leather for stul- 
[igiu cle) eye] tala 

footwear. i 
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New York. Gloversville Boston 


“~ 
ca na 
sg “1h )} y oe 2 Wy a. 
Listributing Force : D 
ARTHUR S§. Patton LEATHERCO, S/ Louis E ANS 


Mc Gaw & ATKINSON. Chik ‘ago 


Geo.W,NewmANLEATHERCO,Cincinnah E ~ FB g 
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Eoward ZoRLAUT, San francisco & bid 5 
LAUT, San francisco 5 ef ZZN 
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TRADE MARK REG. U.S. PAT. OFFICE 


“KEEPS THE FOOT WELL” 


Chére are seven patents embodied in Arch Preserver 
Shoe construction. These are vested solely with The 
Selby Shoe Company, Portsmouth, Ohio, for the 
making of women’s and misses’ shoes, and with 
E. T. Wright & Company, Inc., Rockland, Massa- 
chusetts, for the making of men’s and boys’ shoes, 








SHOR YER 


--has won its place 


at the head of 
the shoe industry! 


HE shoe “that has changed the ideas of 

the nation” has not only changed the 
ideas of the shoe wearers about shoes, but 
also has given to dealers an entirely new 
conception of retail selling. 


While the wearer has learned of a shoe 
that combines comfort, healthfulness and 
smart style, the dealer has found a shoe 
that brings customers back time and time 
again—with their friends. ~ 


The dealer has found that the Arch Preserver Shoe 
is not a “special department” shoe but sells as a 
regular fine shoe and builds business better and holds 
business better than any other shoe. 


The same amount of selling effort applied to the 
merchandising of the Arch Preserver Shoe will 
produce more profits, will build more good will for 
the future. Won’t you write us about this most 
valuable franchise? 


yd 


The Selby Shoe Co. 


Portsmouth, Ohio. 








tte 
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FRANKLIN 


WOOLEN HOSIERY 





RE men less responsive to window displays 
A than women? Try a showing of Franklin 

men’s Wool Socks and you will win quick 
recognition, especially if you add a price ticket. 
A look at this line will convince you of its great 
retailing possibilities. 


THE COMPLETE FRANKLIN LINE 


Women’s stockings and men’s half hose in Wool 
and Silk-and-Wool; seamless and full fashioned; 
in solid colors, fancy and heather mixtures, with 
and without clocks. 

Men's Wool ana Silk-and-Wool Golf Hose 

Boys’ and Girls’ Wool Golf Hose 

Children's Wool Hose in black and heathers. 


Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 


Franklin, New Hampshire 


E. M. TOWNSEND & CO., Sole Agents 
345 Broadway, New York 
Boston - Philadelp 
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KEWPIE [WINS 


REG. U. S. PAT. OFF. 


















































FOR 

THE 
WELL 
DRESSED 


Boy 




























NO. 6576—A RICH BROWN CALF 
BLUCHER, FULL QUARTER, SOFT 
TOE, CREASED VAMP. GOODYEAR 
WELT. 


IN STOCK NOVEMBER FIRST 
SIZES 2%-6.B-C-D. 1-2B-C-D, 9-134 C-DE 


$3.60 $3.35 $3.00 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE MISSOURI 
STOCKED AT'™ 


FACTORY PRICES 
BY 


PACIFIC COAST: 
(SOUTH) SOUTHEAST: 
WILLIAMS-MARVIN Co. W. H. MILES SHOE CO., INC. 
LOS ANGELES—SAN FRANCISC D9 RICHMOND, VA. 
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Made from 


jod 


S= 


by CORNELL SHOE Co. 
BROOKLYN, N. Y. 


whose courtesy permits us 
to show this dainty style. 
Vamp, quarter and heel 
cover of VODE KID, 
color 19, CAMEL, Trim- 
mings of VODE, Color 
222, AUTUMN BROWN. 
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Colors--The Stim 


We need not remind any shoeman of the part 
colors have played and are playing in holding 
up his sales. 


Whereas, without colors there would be only 
the normal single pair sales, colors have 
shown the American woman the way to 
really artistic footdress in complete har- 
mony, or matching with her every costume. 


And her extra pair purchases have prof- 

ited our shoe merchants and manufac- 

turers as they could not otherwise 
have been. 


————__ 


Most Demanded Vode Colors} fo 
Color 322 SAUTUMN BROWN 
Color 222—AU J IN 

Colors 9-70 and §!70—G 

C9 A Finishing Touch to the Shoe— Quarter 


“ KI 
THE STANDARD | >. 


Headquarters CHIC. 


Branches in NEW YORK CINC: 
PHILADELPHIA 


for 























es 
MOI G IR NINO OGIO 








tees Vode 
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ulus of Business 


The one al] important point every shoe merchant 
must consider in this direction is that the colors 
he chooses for his shoes should bz authentic 
and authoritative, as ‘well as reliable in 
leather quality. 


In VODE KID you find these two factors 
summed up to the highest degree of safety. 


M. de from 


How do we support this claim? By 
pointing to an impressive list of artist 
shoemakers and progressive retailers 
who are using ever and ever larger 


quantities of VODE KID. 


by A. GARSIDE & SONS 
LONG ISLAND CITY, N.Y. 
through whose courtesy 
we are showing this ar- 
tistic model in VODE, 
COLOR 70, GRAY. 





for Fall and W inter 


170—GRAY 
Quarter Linings of Harmonizing Vode Kid 


Color B—GOLDEN BROWN 
Color A—HAVANA BROWN 








KID COMPANY 


CHICAGO _ LOUIS 
CINCINNA 


Colors 


Kid 
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The Certified Shoe 


The Shoe to Put 
Your Weight Behind 






TOL SNGIT OF SN GSS 0 FSN QT OF SN GSTS 0 


IS LEZ 


You want the trade of men who want to 
be correctly shod. You can win it with 
the Certified Shoe, which is always in 
front of the style procession. 


IN STCZ! 
SF oF 








IN 
STOCK 


‘'. 


You want the trade of men whose tastes 
are up to the minute but whose feet must 
be “nursed’”’ for comfort. The Certified 
Shoe is designed to fit the foot correctly 
at every point, giving support where 
needed and allowing room for action 
where needed. 


You want the trade of well-dressed men 
who measure shoe value on a days-per- 
dollar basis. For twenty-three years the 
materials and shoemaking in the Certi- 
fied Shoe have consistently measured up 
to a set quality standard. 


RAPID IN-STOCK SERVICE 
Write for Catalog F 


The Stonefield -Evans Shoe Co. 


ROCKFORD - - = _ ILLINOIS 


in 


No. F860—Velour Calf Bal Shoe. 
Radio Last, Creased Vamp, Half 
an on se ie Stitched Pat- 
iron sole wi joop edge, Rub- 
ber Heel. eee 


t 
7 


-_- 
wr, 


mrSteZ 
Toe 


ESTAS TELE 
if oF 


Faw 







IN 
STOCK 


No. F902—In Stock, BtastGeall, Har- 
vers last ~— ead sole, 





DOVMTA: 


Chicago Salesroom, 410 Security Bldg., J. Wurmser 
Kansas City, Mo., Salesroom, 444 Sheidley Bldg., R. W. Martin 
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Nex 


























lie tece_. rR 





et 
























Ceeeeeeaceeseone 





TY 


-_"? 































BOOT AND S HOE RECORDER 














y AT 




















Sam A Y 
—— | © « S| 








Bright Velours 
Calf 


The demand for black leathers will un. 
doubtedly be uninterrupted throughout 
the coming season. With you rests the 
obligation of satisfying that demand. 


Having Bright Velours Calf built into your 
shoes assures your customers of getting a 
leather of exceptional high lustre, of fine 


grain and even break—unequalled by any 
other leather. 


Pfister & Vogel Leather Company 


Milwaukee + $s Wisconsin 


Distributors 


Boston Chicago St. Paul 

New York St. Louis New Orleans 

Cincinnati Philadelphia San Francisco 

Paris, France _ Zurich, Switz. Frankfurt A/M, Germany 
Northampton,' Eng. Kettering, Eng. Leicester, Eng. 























[Re ade in Milwauhee — pM (©) Rem Sold allover the World 
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LCO-UNIT 


BOX-TOES 





tL, ha bat, ha, £42 hee bt cd ht hl he 


ee 


Chek nkdd, wh ht 





he hae, Bae oe eee oe oe 





VuLco-UNIT BOX TOES FoR LITTLE SHOES 


Vulco-Unit Box Toes are comfortable, durable and water-proof, and 
will withstand the abuse that sturdy youngsters give their shoes 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


argest Manufacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. (  GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. } my 6 St. Louis 








/E ME I 
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Style Shoes Of Quality—The 
Kind That Are Worn By 


The Better Trade 


Prompt Shipments 
Made on These 
Stock Styles 


B 587W $6.50 
Net 30 Days 

Women’s Autumn brown Suede quarter and vamp, 

Berville cross-strap sandal, Autumn brown suede 

collar and straps, Savery last, turn sole, 134 inch 

suede covered Spanish Louis heel 






B 519E $6.50 
Net 30 Days 

Women’s Patent cip quarter and vamp, Berville 

cross-strap sandal, black ooze collar and straps, 

Savery last, turn sole, 134 inch patent covered 

Cuban heel. 





a 


AAA 514 
A! , 


1 





Ome 
On mon 


9 


to 8 5% two8 
to 8 AAS tw8 
4108 IN STOCK Adis t08 
to 8 B4 tw8 
to 8 C3%tw8 











he % 





B 419P $4.85 
Net 30 Days 


Women’s Patent quarter and vamp, black suede 
straps, two-strap Coma sandal, Savery last, McKay 
sole, 1%-inch patent covered Cuban heel. 


B 489L $5.75 
Net 30 Days 

Women’s Log Cabin ooze calf quarter and vamp, 

Otter brown kid straps, bry: Coma. sandal, 

Savery last, McKay sole, 1% inch suede covered 

Cuban heel. 





AAS w8 


set | IN STOCK | BE! 











Send For New Stock Catalog 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE 


218 Charles Bldg., Denver, Colo. 
* TIGER & McNUTT 





NEW YORK OFFICE 


Bush Terminal Sales Building 709 Forrester Los Cal. 
130-132 West 42nd St., Room 1521 GG. McA TER, Ropraetatiee 
Representatives S. A. McOMBER, Representative 


LOS ANGELES OFFICE 
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The buyer told the boss 


“TONY RED Shoes 


won't sell in Blanktown” 


But the boss had seen the style he liked— 
made of TONY RED and insisted on having 


it featured in his new store. 


The boss had the laugh on the buyer, for lo 
and behold, that very shoe became almost at 
once, the best selling number in the store. 


Moral:—Don’t let anybody tell you © 
that TONY RED is dead. We 


can’t make enough of it. 


CREESE & COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


SALESROOMS 
95 SOUTH ST., BOSTON 


SAMUEL WOLFENSTEIN 
39 SPRUCE. STREET 
NEW YORK CITY 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 
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Nifty Strap Styles 
with an appeal to the 


feminine eye as well as 
the purse 








No. 121. Price, $4.60 


Autumn Brown Suede Bernice, Brown Kid 
Trim,’ Military Wood "Covered Hel IN STOCK for at once de- 
No. 130. Price, $4.60 


Same in Black Suede, Dull Kid Trim. liver y on or before 
October Twenty-fifth 





Our New Fall Catalog 
sent¥on request 


SY: 





No. 110. Price, $4.35 No. 126. Price, $4.35 
Black Sati : Black Satin Natalie One-Strap, Black 
Black Satin One-Strap Marion, Black Suede Trim, Single Sole, Military Wood 
le Strap and Trim, Single Sole, 8-8 
Wood Covered Heel, Belmont Last. Covered Heel, Newport Last. AA to C. 


AA to D. 





No. 180. Price, $4.15 





- — va — qe a meer ys QuoSirg Nese, Block 
No. 178. Price, $4.75 ‘atent tty Cross otrap, 1 le Trim Single le, Full Spanis 
Autumn rashes Suede ra et Bernice Straps, Single Sole, Military Wood Cov- Louis Heel, Euclid Last. AA to C. 
Brown Kid Front and Trim; Single Sole, ©" Heel, Newport Last. AA to C. No. 181. Price, $4.15 

Full Covered Spanish Louis Heel. Euclid No. 257. Price, $4.00 Same in Patent Dull Kid Trim. 

Last. AA to C. Same in Black Kid, Patent Trim. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET $ + BOSTON, MASS. 
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In Stoc 


6038 | 
$3.40 803% 
6042 Chocolate Veal Oxford B 


Cand D—S5to ll 
Yonkers Last 


601B Chocolate Veal Blucher 
D and E—5 toll 
Il Dog La 


6003 Chocolate Veal Bal 


Cand D-—Stoll 


Gentleman Last 600 











$3.55 


6009 Chocolate Veal Bal 
8009 Black Veal Bal 


BC and D—S toll 
Essex Last 











$3.75 


8015 Black Veal Blucher 
Full Double Sole 








D and E—S toll 
Peerless Last 











ROHN SHOE MANUFACTURING CO. 


400 FLORIDA STREET 
MILWAUKEE-WISCONSIN. 














end Your 


$3.50 
6038 Chocolate Veal Oxford 
8038 Black Veal Oxford 


BC and D-Sto ll 
Broadway Last 


ail Orders lo-Day 



















$3.50 


6012 Chocolate Veal Blucher 


Cand D-—5 toll 
Yonkers Last 









$3.50 $3.45 
6004 Chocolate Veal Bal 6039 Ch ac Veal Oxford 
“sé ocolate for 
Cc ~~ = hed il 8039 Black Veal Oxford 
B Cand D-S toll 
Essex Last 











—_—— i $3.50 
; 6015 Chocolate Veal Blucher 


D and E—5 to Il 
Peerless Last 


$3.60 
6008 Chocolate Veal Bal 
8008 Black Veal Bal 


B Cand D—5to ll 
Broadway Last 








RETAILERS 


Beeaeeues, 
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= 
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KREIDER STYLE 
ee REIDER 


THE STEADY WAY 


IN STOCK 
FOR 
IMMEDIATE DELIVERY 





OUNCE 





sol 





No. B8I—M ahogany§ No. | 
Pony Cut Lace. McKay Pony ¢ 
Sewed. Rubber Heel Sewed. 
Footform Last. F Footfor 
Vamp. Vamp. 


Growing Girls’ Growin 
D 2-6. .$2.4 
Misses’ D 1114-2.. 2.08 Misses’ 
Child’s Spr. or Sch. Hi@ Child’ 
8%-11.. 17 





Not a cut-off vamp Not a 
in the Kreider Line in the 














The A. S. KREIDER CO. 2e¢%2\¢554 Th 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO ST. LOUIS, MO. NEW YORK, N. Y. PITTSBURGH, PA. PHILADELPHIA, PA. CHI 
312 W. Monroe St. 1408 Washington Ave. 123 Duane St. 923 Penn Ave. 51 North Third St. . 312 W. A 


MM eet en er eT eT eLTeMMU OHM eMel ellie liiileniliiiiiieniiiiiiielniiiiii 


MMe en ene lel OMUU eM eLUeL ULL UE  L EL. ® LoL Te TTT 
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iii) MOMMUM SLUM eH @L eT LULL LULU © DALAL) SUL bib 


KREIDER QUALITY 
PRICE — 


Y¥/TO CERTAIN PROFIT 





ganye No. B83—Gun Metal 

McKay— Pony Cut Lace. McKay 

Heel Sewed. Rubber Heel. 

Ful§ Footform Last. Full 
Vamp. 


Growing Girls’ 
. $2.4 D 2-6. .$2.45 
.. 2.08 Misses’ D 114%-2.. 2.00 
ch. Hi Child’ Spr. or Sch. HI. 
oo D8%-11.. 1.75 





5| 9.45 


vamp Not a cut-off vamp 
+ Line@’ in the Kreider Line. 








24 The A. S. KREIDER CO. 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


NEW YORK, N. Y. PITTSBURGH, PA. 
123 Duane St. 923 


\, PA. 


CHICAGO 
i St. 312 W. Monroe St. 


Tue MOH TTTTTTe@lOliiLe@liiiiie@liiiie@liii elie l Ole liiiiieliiiiiieliuiiiliiieliiiiiielii ii 
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1408 Washington Ave. 


Penn Ave. 


SAMPLES SENT 
PREPAID 
ON REQUEST 





Exclusive Makers of 
Best Shoes for Boys, 
Girls, and the Babies 


PHILADELPHIA, PA. 
51 North Third St. 


ee OL SL RLU RLM PLUM LULL LLU LE @ LL 
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Prepare Now for Winter Sports 











Your trade will appreciate the extra quality 
built into Bass footwear 


SKI-MOCCASIN 


The Rangeley Moccasin is readily modified to meet the special 
requirements of skiing. The last is thickened—not broadened—to 
make plenty of room for heavy socks. The sole is tapered to fit the 
ski iron. The heel is concave to serve the usual form of ski binding. 
A strap and buckle can be added when the style of binding makes it 
desirable. In ordering be sure to specify whether or not the strap and 
buckle is desired. 


No. 723—Brown Chrome Rangeley Ski 
Moccasin, 8-inch, sole leather toe counter, 
full bellows tongue, nickel Klondike 
eyelets, double waterproofed sole, con- 
cave heel, Ski last. 

To order, 6 to 1I—D and E. 


Send for Catalog of Bass Moccasins 
and Bass Shoes for Hard Service 


G. H. BASS & CO. Stoemaker Wilton, Maine 
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$250.00 in Cash Prizes 
For Successful Retail Sales Ideas 


Most good shoe merchants have worked out Successful 


Retail Sales Plans — and used them to increase business. 


We will pay $100.00 for the most successful idea that has 
been used to increase retail shoe sales—$50.00 for the second 
best—$25.00 for the third best—$10.00 each for the fourth 
and the fifth best—$5.00 each for the next five best—and 
$2.00 each for the next fifteen best—or $250.00 cash for 
25 real shoe selling ideas, to become our exclusive property. 


This Prize Contest is Open to Everybody 
Merchants, Clerks, Salesmen and Advertising Men 


Simply write out the details of the Sales Plan or Sales Idea—tell 
when, where and how it was used. The idea may be for an Easter 
Opening, a School Shoe Sale, a Stock Inventory Sale, an Odd Size 
Sale, or a Selling Idea that is not featured as a “Sale,” but as an inter- 
esting event. Just tell,in simple words, exactly what was done, who 
did it, and what business resulted from the idea used. 


The prizes will be awarded upon the value of the idea to the aver- 
age shoe merchant—not upon the amount of sales it produced. An 
idea used in a small country store is just as likely to win the First 
Prize, as one used by a big city store. The ease with which the idea 


can be used by other stores in other communities will add to its value. 


Use Any Honest Method of Getting Business 
as a Basis for Your Prize Selling Plans 


These Prize Sales Plans may include window displays, prize offers, newspaper adver- 
tising, signs, letters, post cards, or any good means of attracting customers’ attention and 
securing their shoe trade. Be sure to describe every step in detail, so anyone can under- 
tand exactly how tne plan worked, and be able to use it again from your description. 


This Prize Contest closes November 30th, 1923. No Sales Plan mailed after that date 
can be considered for these prizes. The Judges will be the Editor of a leading Shoe 
Trade Paper, a National Advertising Expert, and a prominent Retail Shoe Merchant. 
In case of a tie, each winner will receive the full amount of the prize offered. 


The Prize Awards will be published in this magazine about December 25th, 1923 
and checks will be mailed all Prize Winners on that date. 


All communications should be mailed before November 30th and addressed to 














Prize Contest, TWWSWw Vnoe GowiQsind, St. Louis, U.S. A. 
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ECOGNIZING the dependence placed by 

most leading modistes and other authorities 

in dress upon the colors sponsored by the Officia! 

Textile Color Card Association, we are designat- 

ing our new shades of WEILDA CALF for 
Spring 1924 by their official names. 


Allinterested shoemen who desire to see these new- 
est shades in the most luxurious of all leathers 
are invited to write us for sample books. 


A. C. LAWRENCE LEATHER CO. 
210 South St., Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 





Lawrence Leathers are Reliable Leathers 
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TANBARK 


A decidedly original shade 


BOMBAY 


A medium tan shade of unusual beauty 


AIREDALE 


A distinctive new “‘wood’’ shade 


JACKRABBIT 


Different from other grays 











All above are Official Textile (olor (ard Association Names 
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DONKEY COLT 


Everything you can ask for in Patent Leather 








Don’t say—‘‘make it in Patent’”’ 


Ask for DONKEY COLT and 


see what unusually handsome 


Patent Leather Shoes you'll get. 


TOLMAN, DOW & CO., Inc. 


174 Lincoln St., Boston, Mass. 


Cincinnati, Ohio Greater New York 
Mohr-Holters Sales Co. New Castle Leather Co. 
202 E. 7th St. 100 Gold St. 


Rochester, N. Y. St. Louis, Mo. 
Mr. Charles L. Kirk T. M. Fitzgerald & Co. 
22 Andrew St. 1602 Locust St. 


General Representatives for Continental Europe 
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NEW CASTLE LEATHER CO., Headquarters, PARIS, FRANCE 
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NOVELTIES 


That Appeal to the Popular Demand 
} in Price and Style 


We present here four of the many novelty styles we are making this 
season. The line is snappy but{made with the careful attention to 
every detail of workmanship that has characterized the Johnson 
Bros. line for many years. 











No. 703—Patent Cross Strap, Half Louis No. 738—Patent 2-strap, Spanish Louis 
Heel, 129 Last. Heel, 129 Last. 











— Pee ee = No. 786—Van Rubs Russia or Log 
o. — Drown ouece Une rap, ussia k 
Calf Trim, Spanish Louis Heel, 129 Last. ta ee oe ” 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


‘ Yang In the Pine Tree —_ 















Scion Indiaman dp cctrinal iis aluiiititiy te te Dintenl Miee Beenie, 
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(ON 
C.H.ALDEN CO 





Us .& 


An Alden Style 


that can be 
delivered promptly 


Made in 


Gallun’s No. 4, 
also Black, 


AtoD 











ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 


0ooo9o 9? 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


oo9o690 °@ 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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Our Chicago Branch Factory 


THE VAN PELT LAST WORKS 


One of America’s best known, as well as one of the oldest and most experienced 
last producing organizations. 


Many a shoe man will recall the famous slogan of its founder, George H. Van 


Pelt— 


“TI die but still I last’’ 


As the Chicago factory branch of the United Last Company, it affords the 
fullest and most advanced service to this very important shoe centre. 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 



















SEVEN SHOW ROOMS 


BOSTON 
212 Essex St. 










NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Syracuse St. 





ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bldg. 
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An Expressive Leather 


The softly glowing, mellow 
surface of ACE CALF tells 
your customer more plainly 
than words of the quality 
beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms,75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘“*TENRAB” 
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Easy to keep clean. 
Size 9%" x 12”. 
Hang it back of 
your hosiery counter ! 


hundreds of requests 
for this store card 


Two weeks ago the Full Fashioned 
Hosiery Guild offered this hand- 
some Bewtex store hanger free to 
hosiery dealers through the columns 
of this paper. 

The response was immediate and 
amazing, showing that, as predicted, 
there is great need for this kind of 
information to be used by your clerks 
and passed on to your customers. 
Already hundreds of requests have 
reached us. If you did not see the 
first announcement of this material, 
or neglected to send for it, sit down 
and write todav. 


Full Jashioned Hosiery Guild: Inc 


OF AMERICAN MANUFACTURERS 


334 FOURTH AVE-NEW YORK CITY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


This store hanger shows in a graphic 
way,the important points which dis- 
tinguish full fashioned stockings from 
others. It features the one infallible 
test by which enybody can quickly 
learn to recognize the true full fash- 
ioned hose. 

This sign is 9%” x 12”. It is made 
by a special process—called Bewtex 
—which makes it durable and per- 
manent. It can be handled frequently 
without damage, and kept clean with 
a damp cloth. 

The Guild urges you to get your card 
immediately—and to use it when 
you get it. 


~~ 


t 
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Worthy of the Armstrong Name 


THE Armstrong name and the Armstrong Circle A trade- 
mark are known to millions of people throughout the 
United States. 


For many years the Armstrong Cork Company has en- 
joyed the reputation of making the finest bottle stoppers, 
corkboard, cork bricks, life preservers, and other cork 
products. It has set the standard of quality in linoleum. 


Naturally since it is so widely known it must maintain 
in all of its poem the same high standard of quality. 
This is one of the obligations of leadership. 


So the Armstrong Cork Company has made the Arm- 
strong Circle A Heel to conform to the same ideals which 
have made its other products noteworthy. 


Armstrong Circle A Heels wear longer because they con- 
tain honest materials compounded by skilled workmen. 
They are well designed and when found on the shoes you sell 
they add a fine and convincing touch of style and beauty. 


Try a pair of Armstrong Circle A Heels. Draw a diajram o 
your sod eo a post card and send it to us. A pair of heels will 
be mailed to you immediately. 


ARMSTRONG CORK COMPANY, Shoe Products Division, Lancaster, Pa. 


rmstrong 
Circle @y Heels. 


October 20, 1923 








Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 











BESEEES 


















October 20, 1923 BOOT AND SHOE RECORDER 


It Pays to Sell 
Satisfaction 


: - Most retailers appreci- 
ate the importance of 
selling only the kind of 
leather shoes that will 
| give really satisfactory 
|. service to their custom- 
ers. 


But many dealers seem to for- 
get the importance of this fun- 
damental principle when it 
comes to felt slippers. 














Say It With Comfys 


“ JELCOME HOME” takes on a 
) deeper significance, especially on 
a cold, rainy night,when there isa pair of 
Comfys handy to back up your greeting. 







If they are genuine Comfys, the satisfaction they 
give goes further than mere comfort to the feet. 
They please equally because of the remarkable 
way they keep their shapely, smooth - fitting 
appearance, long after ordinary slippers become 
worn and “sloppy” 


For over forty years, since Daniel Green made 







the first Comfys, we have kept faith with the 
American public by staunch adherence to the 
highest standard of workmanship and mate- 






rial. If you could see how carefully they are 

made, how jealously our standards of material 

and inspection are guarded, you will cease to 

wonder that genuine Comfys will outwear two | 
{ 
{ 








or three pairs of ordinary slippers, and maintain 
their good looks to the last. 

The most important thing to remember when 
you buy felt slippers is the famous Daniel Green 
label, found in each pair of genuine Comfys. 








When your customers ask for 
Daniel Green Comfys, be sure 
you give them the slippers 
which they are convinced are 
better. And when they just ask for 
“feltslippers,’’ offer them Comfys, 
and explain the extra satis- 
faction in their longer life and 
wear. It is your chance to 
make a real friend 
by selling a product 
that never fails to 
satisfy. 


DANIEL GREEN FELT SHOE COMPANY 
DOLGEVILLE, NEW YORK \j 


Rew Yous Seuss Ornce Cmrcase Sse Orrce Boren Sim Ovens = ff 
006 Baer nyre Sr. thy Weer Manon Sr te Mace Sv j 


Daniel Green,| 
Comfy 
Slippers 


“When Buying 4 
Comfy Say That You Mean— 

Comfys Made Only by 

Daniel Green.” 













































Daniel Green Felt_Shoe Co. 
Dolgeville, New York 










New York Chicago Boston 
Sales Office Sales Office Sales Office 
116 E. 13th St. 189 W. Madison St. 10 High St 






Daniel Green 


C 
omy 













our 
advertisin 
shown above. 

for one or more of 
these signs for your 
counter or window. 
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one. us. PAT. OFF. 
The Dress Shoe for the Boy 
That Makes Him Feel Like 
a Man.” 
IN STOCK 


No. P703—“‘BOBS”” IN STOCK 


In mahogany and gun metal. Full grain Fred 

Rueping's calf leather, with Rock Oak sole. rub- 

ber heel 

og |. aaa ae 
1 to 514 ocbenwecees eee -- +. 380 

In Case Lots. 

Terms 5 per cent 10 days, net 30 days 


BOBS" offer you unusual value in boys’ 
shoes. There are none better for the price. 
Send your order now and assure yourself 
of a bigger boys’ business this fall. 


The Shoulder Channel Process 


“BOBS” have become famous throughout the 
shoe industry, because of the splendid wearing 
qualities given them through our use of the 
Shoulder Channel Process in manufacture. This 
process places the inner and outer soles together 
without the use of a cork filler. It gives the shoe 
longer life—can be repaired more than the 
average 


Write for further information 


KANNALLY-WICK 
CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 











Foot Comfort 


Guaranteed 


to Your Trade, at 


50% or*J22 a foot 


without the use of arch supports 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 


Pep-STEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot’”’ without 
the use of arch supports. 

Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 


Pep-Steps give you a nice profit with practically 
no selling cost. 


They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or .enaees and while relieving or correcting foot 
— eep shoes shapely, good looking and com- 


are worn and praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 
louses—corns—bunions, tired, aching limbs, etc. 


A thirty-day money back guarantee with each pair. Could any 
offer be fairer? 


Orthopedic Authorities end our method 


A trial order of 4% doz. each style, men’s and women’s best 
selling sizes will be sent on request. 


Pep-Step combination costs $1.25 per pair, Retail $2.06. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 





at me w. Seay Street, Chicago, III. 
rial ler to 


October 20 1923 
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How about those sizing-in orders? 


Don’t get caught short when the demand comes. Look 
over your stock of Goodrich Rubber Footwear NOW. 


Tell us what 


HI-PRESS and 
STRAIGHT-LINE 


numbers you lack. SAME DAY DELIVERIES—quick 
service is our specialty. Goodrich Rubber Footwear is 
getting more popular every year—get your share of this 
very desirable business. 


bites B. F. GOODRICH RUBBER COMPANY 
Boston | NewYork | Chicago Minneapolis © Denver | Kansas City _—_ Seattle 


Makers of the famous SILVERTOWN Cord Tire 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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F Velvets! Velvets! Velvets! : | 
5 Datta spe tt MANUFACTURERS ARE USING THE WELL-KNOWN : 
S “BEAVERTON” SHOE VELVETS— Made especially for the shoe trade. g 
= This is the same quality which was in so great a demand a few years ago. : 
2 = 
: 5 
: SHoE VELVETS 
5 MADE IN VARIOUS QUALITIES. ; 
= All are GUARANTEED FAST BLACK. E 
= Sold Exclusively by : 
a 2 
3 63 South Street Boston, Mass. a 
= Address our nearest office for samples and prices = 
= Cincinnati Office St. Louis Office Milwaukee Office = 
a] 529 Sycamore St. 317 No. 16th St. 258 Fourth St. 2 
ShecounssnncnnnsncieeenneceemiiC ennnnenC REREERC RENTER REECE 
bs 

Don’t Delay Another Day 

If you want shoes to retail to men at $6.00 and, $7.00. 

All Solid—Calf Skins—Styles that will make you smile. Style 322—No. 90 Bal. 

And the shoes we are showing for the man that wants to Tan Boarded Veal, 

pay $5.00 are knockouts. Drake Last. 









Come along join the crowd. Their customers know the good 
ones. 





Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, Marbridge Building 
1. F. Staps, 735 Boston Block, Minneapolis, Minn. 
Cc. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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Shoes of Quality 
Ln Stock 


Catalogue Sent 
Upon Request 












No. 900—Black Kid Ox- Diana Pumps In Stock 


ford, Flexible Shank, Met- No.712—Black Suede, Kan 
.712— ’ garoo 
atarsal Arch Support. Trim, Lucelle Last, 13/8 Wood 
AAA-D al 0. _—_ Covered Heel. 
TICE, O-' No. 710—Same in Otter Suede, 
No. 901—Same, in One Field Mouse Kid Trim. 
Strap. Price, $6.25 No. 714—Same in Log Cabin 


Suede, Field Mouse Kid Trim. 


In 24 pair case lots only with 
the following sizes: 








Beas . ere) 
: A5-6-7 B4%5-6-7 
No.°302—Black Calf Oxford, Sailor . ¢t22324.1 
Stitched, Sally Last, 8-8 Heel, Rubber top C3%4-5-6-7 
_ lift. AA-D Price, $5.00 Price $6.75 


No. 301—Same in Brown Calf. 


No. 434—Brogue Oxford, Black Boarded 








No. 521—Black Kid Pump, French Bound Calf, Long Wing Tip. AA-D. Price, $5.25 
Lucille Last. A perfect fitting pump. No. me in Brown Victoria Calf. 
AA-D. Price, $5.50 Price, $5.25 





CROOKER & MORSE, Inc. 


MAKERS OF EXCLUSIVE PATTERNS 


Bridgewater, Mass. 
BOSTON SAMPLE ROOM—183 ESSEX STREET, ROOM 501 








1d Shoe Recorder. 
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In—Stock—Right—Now!!! 








Genuine Imported French Brocaded Silver Cloth 


Trimmed with 


Genuine German Imported Silver Kid Collar 


86° "A € » %6* 


“di | ie Zp 
In Silver Se In Gold 


A-B-C Widths ] = Sizes 3 to 7 


Also stocked in FRENCH rey Also stocked in 14/8 
Round Toe Short Vamp. : ak YW, Baby Spanish Heel. 


Only Duane’s Alertness Enables Us to Offer You 


“THE BEST BUY OF 1923” 





NOTE: The above numbers are also carried In Stock at our Los Angeles Stock Dept. 
where an extra charge of 25c per pair will be added to the above prices. 


_Duane_Shoe (@mpany; 


& CORPORATION 





143 DUANE STREET, NEW YORK 


LOS ANGELES STOCK DEPT. FACTORY PHILADELPHIA OFFICE 
645 S. Los Angeles Street HAVERHILL, MASS. 5 North 4th Street 


HAVERHILL STOCK DEPT. SALT LAKE CITY, UTAH KANSAS CITY OFFICE 
403 River Street 53 East on Broadway 538 Ridge Street 
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THE. {GH 
Just Ree 


Make it your leading line 


. ar 


ICUSTOMER RECOGNITION 


Stock No. 310—-Andover Last, Tony Brown Calf 

Your customers who know good Oxford; Wingfoot Heel; Heavy Single Sole; Sizes 
° 19: J %-12: 12: is 

style and workmanship are sure to Pe ae ae eS Be SO So 

recognize the correctness and the Stock No. 210.—Same Style in Black Boarded 


value of Just Wright. Shoes. 


This customer recognition is bring- 
ing.an increased business of the very 
best sort to the stores where Just 
Wright Shoes are the leading line. 


_ E,T. WRIGHT & COMPANY, Inc.» 
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TEEPLE 


AUC) | & ee ae © O18) 8) 


WEITS # BOYS > 


STYLE 10 
BRONCHO BROWN 
KIP 


STYLE 12 
BRONCHO BLACK 
KP 


Boys’, 24% t 

hee 

Youths’, 1 to 2, 
A eee 


Little Men's, 10 
te 134, C,D,E 2.75 


$3.35 


STYLE ti 
BRONCHO BROWN 
KIP . 
’ STYLE 13 
BRONCHO BLACK 
‘'. KIP 
Boys’, 24% to 6, 
B, Cc, D ». $3.35 
Youths’, 1 to 2, 
* BG W.. 3.10 


Little Men's, 10 $ 
to. 134%, C,D,E 2.75 


Teeple Mighty Good Boys’ Welts draw the 

. better trade: They meet most people’s idea 
of price and fulfill their expectations as to 
wear. 


Increase your business and decrease’ your 
stock by featuring the Teeple Five Style 
Plan. 


TEEPLE SHOE CO 
WAUPUN ~WI SCONSIN 





CONFIDENCE 


The selling and Service values 
of Chiffon Hosiery depend 
entirely upon the silk with 
which it is made. 

Propper Blue Edge Chiffon 
Hose holds the confidencef of 
merchants throughout the 
country. 7) 


“No Hose Like Chiffony 
No Chiffon Like” Propper 
Blue Edge.” 
Propper Hilk Hosiery Mills 
276 Fifth Ave., N. Y. 


Mills: Elmhurst and Long Island City, L. I. 



































No."455 
Russia Calf Cadet 
)xfor 
Tony Red Trimmed 
Goodyear Welt 
8/8 Wingfoot Heel 
Widths A-D 
Price_$4.50 


No. 458 
Black Ooze Ritza 
xfor 
Goodyear Welt 
10/8 Wingfoot Heel 
Widths A-C 
Price $5.15 


No. 459 


Patent Leather Maxie 


Oxford 
Goodyear Welt 
8/8 Wingfoot Heel 
Widths A-D 
Price $4.25 








In Stock Styles 


It is a fair question 
to ask: eee 3 
“Why do mer-. 
chants follow. the 
Creighton Line??? 
For the proof that they x 


do follow it lies most 
obviously in the size of 


-our growing. business. 


The answer is: ‘“‘A style 
creation and adaptation 
which is invariably so 
salable that it pleases 
the merchant who sells 
it as much as the cus- 
tomer who buys it.” 


FOLLOW THE 


A. M. CREIGHTON 
LYNN, MASS. 
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STYLE 4410 
Misses Russia Calf Polish 
Educator Play Shoe, 1114 
RPE 2.60 
Child's, 844-11, C-E. 2.40 
Infants’, 4-8, D-E.. 2,10 





SVE 


< 





> STYLE 5800 e 

<j WINDSOR Staple Welt @ 

2. Mar D ‘a } 

> 4-11, Beretescass iS 

5) . . e 

S| Building up the 3 h 

= @ 

> S t 

< . 9 STYLE 352 @ : 

> Children’s Trade citi: | a d 

= Blucher, B-E, 1-534. .$3.85 ie 

A Carried also in Tan and Z 

> Black, Bal or Blucher iS , 

ms The average shoe dealer often overlooks one of the @ 

— very best bets for increasing sales and for building A C 

-4 up an excellent business on the volume of trade ie I 

») that the child customer offers. Mr. Dealer, did you S d 

P} everconsiderthefact—shown by accuratestatistics e a 

BS) —that one-third of the shoes made in the United @ t 

S States are children’s shoes? The shoe dealer with 

> ° ° ‘ ° : S a 

4 foresight realizes that the child of today is the man m 

> or woman of tomorrow, and that his trade can be eats STYLE 4319 je 

>) made up of more than “one time” customers. on he Pee oe 'S e 

ey Educator .’ " $4.50 re r 

= - bi ’ , , Misses, 7-inch Lace, A-E, a ] 

©} Comfort and durability in children’s footwear— Cade Boar ii . $3.66 is . 

=: ‘ 5 be . o sace, en ye 

S shoes that “let the feet grow as they should,’ GU ORicseveccckiscs Me S f 

ss shoes that give the most wear for the most reason- ( ; 

— able prices—mean satisfied customers, pleased . 

4 mothers, and firm friends of your store. We illus- 

-4 trate a few styles that are in stock now, ready for S fi 

>} =shipment. S s 

2. h 

D t 

< 

= RICE & HUTCHINS 

s 

= ‘ INCORPORATED P 

s aA . ~ 7 Tr ~~ 0 

= 13 HIGH STREET BOSTON, U. S. A. STYLE 5451Y . 
Black Kid Button Ed- “3 VW 


ucator Turn, 8 '¢-11, D-E ; 
$2.15 : 








Wholesale Distributing Branches; 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Atlas Shoe Co., Boston, Mass. 


Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Jos. I. Meany & Co.. Inc. Phila. Pa. 
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Show Me Something Else 


Indecision in Buying a Great Factor of Waste in Every Branch 
of the Industry 


NDECISION is one of the most damaging things in 
| merchandising. Common sense is at a low ebb when 
a merchant will look at a line of shoes and say 
“Well, 1 like that one, but I would prefer that it would 
have the last of this shoe and the pattern of this one, 
the heel of still another and a little shorter vamp.”’ The 
dream factories of the country are working overtime. 
There has got to be a halt called sometime to freakish 
shoe building. The traveling salesman is at error be- 
cause of his desire for business, and the factory fol- 
lows him along because of the crying need for pro- 
duction. The shoes when they get to the store are not 
satisfactory, the merchant can’t pay his bills, the fac- 
tory gets no money and the bad basic situation spreads 
all the way back to the leather man. 

The cry is for something different. In pretty nearly 
every shoe store in the country, the customer says, “I 
like that pretty well, but show me something else.” 
As a result, the shoe clerk spends far too much time in 
pleasing the eye of the customer, and too little time 
in pleasing the foot. 

The fitting of shoes is not what it should be and the 
final sale does not bring that customer back to the 
store again. It is the story of the house that Jack built 
but it is putting a substantial edifice on a shanty founda- 
lion. 

The policy of buying shoes on the last, heel and 
pattern of the sample, with a diversity of materials 
optional with the merchant is the only safe policy for an 
industry. If the sample doesn’t look good, there are 
enough shoe factories in this country with enough ideas 
lo give opportunity for any merchant to make a good 
selection of shoes therefrom. 

The traveling salesman who will cull out of his two 
hundred samples, two dozen of the best and will place 
them on a separate table and emphasize and re-em- 
phasize why these shoes and their good selling points in 





them will confirm a blessing on his trade. He will save 
time in selling, and will save time and money all along 
the line, even to that of the customer at the fitting stool. 
A weak policy of buying transmits itself into every 
policy in the trade. It is time to call a halt. 


What Is the Future in Leather? 


HEN a prominent leather man expresses a wish 

that for twelve months every hide that is taken 
off of an animal’s back would be eaten up by acid so as 
to remove it from the market, things are not what they 
seem in leather. When the grower of wheat looks upon 
a huge surplus left over from last year, things are not as 
they should be in wheat. In practically every standard 
production, the same thing might be said. It is only in 
the specialties that there is activity. 

But these are impossible conclusions. Take off will 
accumulate and so will wheat and other products. Con- 
sumption can be stimulated by inventive and in- 
genious methods. 

Already the leather man is groping out in other fields 
for a sale of his product. Closed cars have brought 
about upholstery in fabrics to such an extent that there 
is a lessening demand for the great big hides that were 
once used in upholstery leather. A number of leather 
men have experimented with printing and plating proc- 
esses so that they have produced an upholstery leather 
beautiful to the eye, durable and “not dusty.” 

In the purchase of their own cars and the automobiles 
of their friends, they have recommenced a call for these 
new upholstery leathers. Being very companionable 
men, their circle of acquaintance is extensive. Here and 
there you are seeing new car finishes in beautiful 
leather effects. It is a commendable effort in trying to 
bring back a real market for the large cattle hides. 1t 
shows a proper ingenuity in the development of business. 
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Leather coats are having a return to fashion and 
here and there a shoe store is putting them in as a side 
line. Even the split leather makers are coming into a 
burst of business by the éall for the leather jacket with 
its knitted collar, wrists and bottom bands, and these 
sport blouses are coming into popular usage. 

A number of merchants in cities and towns are push- 
ing the sale of Boston bags made of leather. There are 
two advantages in the sale thereof and we will explain 
it as follows: 

No city in America has more carrying of parcels per 
person than the city of Boston. That compact little 
Boston bag is carried by almost everybody and the 
stores find that this cash and carry habit is of much 
economy to them. In many cities, the customer will in- 
sist upon having a bottle of dressing sent out by the 
store wagon. An eighteen-inch Boston bag will carry 
two pair of shoes, skirts, neckties, underwear, cakes, 
candies and pins. It is a mighty good habit to encourage. 

A leather man after a trip to Europe and noting how 
much leather is worn by conductors on trains and 
civic employees, is now designing a conductor's coat for 
street car men that has six feet of leather per garment, 
merely in the trimmings, bindings and reinforcements. 
The coat looks trim and military like in contrast with 
the sloppy jacket, frayed edges and torn pockets of the 
average street car conductor’s uniform. 

Ways and means such as these make a market for a 
material. There are leather hats, belts and fancy things 
that can be made and sold. Many a shoe store has a 
back room or a mezzanine floor devoted to leather 
goods. These are items worthy of encouragement. 

For the shoe man, who has learned to appreciate good 
leather and has had the acquaintance and friendship of 
leather men, is as much interested in the progress 
of that end of the business as those who make their 
living thereby. In fact, the merchant knows that a 
bankrupt leather business is dangerous to him. We have 
got to learn to be helpful in every phase of our business 
life. 


Putting Ideas to Work 


HE Recorder slogan, “Getting More Shoes Sold 

Right” is doing valiant service. A prominent shoe 
merchant following our suggestion to lengthen out the 
season on felt footwear, inaugurated an early felt sale 
and sold a thousand pair in two days in early October. 
Ordinarily he never expected to sell as much as a dozen 
in the same length of time at the season of the year by 
regular sales methods. 

It is the little special features in merchandising that 
give a thrill to shoe store selling. Look about your stock 
and find the particular numbers that have special 
features about them that would make them interesting 
now. 

Another merchant writes us that he initialed his over- 
gaiters and sold 90 pair to college girls in his town who 
were buying their fall and winter outfits. 
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We hope to tell you in next week’s issue of a little 
selling idea that has almost doubled the sale of men’s 
shoes in an alert shoe department. 

The Recorder wants to feel that it is a shop for ideas. 
We want to put in each and every issue, one or more 
cardinal selling features to get more shoes sold right. 
A theoretical discussion on why you are not selling 
more shoes is valueless in the light of some real, con- 
crete suggestion, based on a real selling idea. 

lf you have tried and tested a selling stunt, won’t 
you please tell us all about it so that some other mer- 
chant somewhere can benefit accordingly? The entire 
shoe business will be bettered. 





St. Crispin’s Day 

HURSDAY, October 25, comes St. Crispin’s day. 

But the patron of the trade is more forgotten than 
honored by shoemakers of today. Yet the Brotherhoods 
of Shoemakers of Paris once presented every St. Cris- 
pin’s day a play “The Mystery of St. Crispin.” And 
other guilds of shoemakers went to church on St. 
Crispin’s day, though, to tell the truth, at one period 
shoemakers feasted and caroused, even to drunkenness, 
on the day set aside in honor of their patron. 

More or less mystery is there about the life of St. 
Crispin, for strange and fanciful traditions are handed 
down, even a tale that angels showered flowers on him, 
as he toiled with his awl and hammer, making shoes. 
However, the records show that he was born in Rome, 
was converted to Christianity, set forth to preach the 
gospel, and was executed, by order of Rictus Varus, con- 
sul of Belgic Gaul, October 25, 287. The outstanding 
virtue of the patron saint was his industry and ap- 
plication to his craft—the building of good foot-covering 
which he distributed to the poor. He was a meek and 
yet useful man, a philosopher and a philanthropist. 
There is much of both philosophy and philanthopy in 
the present line of shoe saints from Lucey the cobbler 
to our President to the merchant who toils for service 
to mankind with scant profits therefor. 





Style Shows in Shoe Stores 


HE Recorder was first to recommend a carrying for- 

ward of the idea of shoe style shows toits logical 
conclusion—presenting new styles of the season over a 
runway in your store. From coast to coast, stores are 
taking up the scheme and making it a remarkable pub- 
licity venture. 

What is better in the introduction of a new store? 
What is more. interesting to the customers of an old 
house? It is remarkable what can be done, even in a 
small store. The orchestra can be tucked away in a cor- 
ner, a runway can be put down the center aisle or up 
against the cartons, dresses can be loaned and the shoes 
in the store can be features in all their beauty. We are 
going to see more style shows in shoe stores, and less 
side shows for merchants only. 
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When a merchant like Frank Werner utilizes the ball room of the great St. Francis Hotel, San Fran- 
cisco, for a shoe style show, and it attracts such an audience, it surely means Style is here to stay. 
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in This Issue—And Other News 
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New Colors in Velvet Shoes 

Brooklyn, Oct. 18—Shoe 
manufacturers here are mak- 
ing women’s velvet shoes for 
evening wear in a number of 
new colors. Some of the new 
shades which add an atmos- 
phere of distinction to the vel- 
vet shoes are: burnt orange, 
begonia, honey dew, nickel, 
delft and peacock. 
Planning for Big Conven- 

tion 

Chicago, Oct. 19—The board 
of directors of the National 
Shoe Retailers’ Association 
met here this week and planned 
for the annual convention to 
be held February 11, 12, 13 
and 14 here in 1924. Other im- 
portant subjects were also 
considered. 


Much Interest in Walking 
Campaign 
The packers, grocers and 
food supply people are inter- 
ested in the campaign WALK 
AND BE HEALTHY. The an- 
swer is, walking creates an 
appetite for food as well as sole 
leather. (No pun intended.) 
One of the leading exponents 
says that there is too much 
dieting to reduce, when there 
should be more walking to 
harden the muscles. 
Pavlowa’s Ballet Shoes 
Pavlowa, the ballet dancer, 
will be in Boston the week of 
October 29. Ballet shoes are 
sent to her from Milan at the 
rate of 12 pairs a week. She 
changes her shoes three or four 
times during a performance. 
Sometimes she discards a new 
pair of shoes after a single 
dance, because they have 
stretched or weakened. She 
wears out shoes faster than 
anybody else in the country. 





Sale of Factory 

Lynn, Oct. 19—The Leon- 
ard Shoe Company has sold its 
business to Frank C. Stuart, 
leather merchant of Lynn. The 
sale includes land, buildings, 
ae. materials and fin- 
ished shoes. 





**Luggage”’ Calf Shoes 

Philadelphia, Oct. 19—The 
A. H. Geuting Company is fea- 
turing “‘luggage’’ calf shoes for 
men at $8.75. 





Walked 20,000 Miles 
Minneapolis, Oct. 19—Mr. 
and Mrs. H. E. Baxter of this 
city are on a walk of 50,000 
miles. They are now in New 


England and have covered 
about 20,000 miles. Baxter 
was inspired to take up the 
50,000-mile hike, which he in- 
tends to complete in a period 
of seven years or before, by ill- 
health. He has improved 
greatly since walking. 





Scotch Grain in Men’s 

Philadelphia, Oct. 18—Men’s 
Scotch grain oxfords are being 

ushed vigorously. The Louis 
Mark stores offer eight differ- 
ent styles in black and tan. 
Some of the other stores show- 
ing Scotch grain oxfords are 
The Regal store, Hallahan’s 
and the Walk-Over store. 





Successful Sale 
Cleveland, Oct. 18—The 
May Company held a sale on 
men’s shoes this week. A good 
response was reported. Women 





Ornaments from Paris 

Philadelphia, Oct. 18—Slip- 
per ornaments from Paris are 
attracting much attention at 
the shoe department of the 
John Wanamaker store. Prices 
range from $4 to $150 a pair. 
Cut steel and cut bronze are 
for afternoon wear and then 
there are a variety of other 
styles from round side orna- 
ments to large buckles. 





Traffic Men Meet 

Boston, Oct. 18—An inter- 
esting review of the testimony 
given at the recent public hear- 
ings in Boston by the Inter- 
state Commerce Commission 
on the subject of the consolida- 
tion of New England’s rail- 
roads was held by the Traffic 
Managers’ Council of the New 
England Shoe and Leather 
Association at the Boston City 








shoe stores. 














Women Paying $12.50 and $10.00 for Shoes 


New York, October 19—What do women want to pay 
for their shoes? In reply to this question a half-dozen retail 
shoe merchants in New York’s mid-town shopping center 
assert that the bulk of women’s shoes here are going into 
consumption at prices ranging from $10 to $12.50. The 
latter price appears to be the favorite with women who do 
their shopping on Fifth Avenue and the $10 price is the 
popular one in the medium prices department stores and 


This does not mean that higher-priced shoes are not sold 
on Fifth Avenue, but merely that most of the Fifth Avenue 
shops now find that the bulk of their sales are made around 
$12 a pair. At this price, both quality and style are de- 
manded, it is said and the “shoes have to be worth the 
money,” in the words of one retail shoe merchant. 











expressed a_ preference for 
shoes featuring medium toes 
and about a 13/8 heel. 





Unusual Factor in Shoe 
Business 

Buffalo, Oct. 18—Shoe mer- 
chants attribute recent slump 
in buying to summer-like 
weather and also to the fact 
that there is extreme interest 
manifested by the entire popu- 
lation in the councilmanic elec- 
tions in which 30 candidates 
are entered. Cold, wet weather 
is needed to stimulate sales. 





Weather Helps Trade 

Atlanta, Oct. 19—A period 
of cooler weather served to 
stimulate the shoe business. 
Compared with 1922, the fall 
season is better. Black suedes 
and satins are very popular in 
strap models. The public is 
paying good prices for foot- 
wear. 


Club, October 17. The associa- 
tion sometime ago declared it- 
self in favor of the consolida- 
tion plans recommended by 
the governor’s committee. 


Claims to Be World Leader 

New York, Oct. 17—The 
Barnet Leather Company, 
with offices here and tanneries 
at Little Falls, announces that 
with the placing in operation 
of its new units at Little Falls, 
it is now the largest individual 
tanner of calf skins in the 
world, having a_ potential 
capacity of 16,000 calf skins 

r day. The company is now 
importing huge quantities of 
calf skins from Europe to su 
ply the grain calf and suede 
market. 


Black Is Leader 
Detroit, Oct. 17—Black is 
leading in color in the sale of 
women’s shoes. Patent, satin 








and suede in blacks are selling 
freely. One and two-strap pat- 
terns are most popular. Some 
merchants report a sale of high 
shoes to both men and women 
during the early part of the 
week. 

New Buffing Machine 

Lynn, Mass., Oct. 17—A 
new machine for buffing coun- 
ters uniformly has appeared in 
Lynn shops. The matter may 
appear remote from the shoe 
store, but just run the fingers 
over the counters of a few 
shoes, and see if there are any 
ridges in them. 





Preference for Blacks 


Minneapolis, Minn., Oct. 19 
—Black patent strap numbers 
and pod in dark tones of 
brown in strap patterns are 
finding good sales in the shoe 
stores. Black satin and kid are 
also good. 


Good Call for Velvets 


New York, Oct. 18—Velvet 
shoes are going better than 
many expected when that ma- 
terial was first projected for 
the fall season, and would go 
even better were it not for the 
fact that suede shoes are being 
sold for wear with velvet cos- 
tumes. The better dressed New 
York women have taken to vel- 
vet for both afternoon and 
evening wear. Dress manufac- 
turers are busy turning out 
velvet afternoon and evening 
frocks. 








New Hosiery Number 
Philadelphia, Oct. 19—One 
of the new styles of notaseme 
hosiery being brought out is a 
split foot silk half hose to sell 
at popular prices. 





Practices Economy 

Economy was practiced and 
prompt delivery of new crea- 
tions in styleful footwear ac- 
complished a few days ago 
when a Los Angeles buyer, who 
was in the East on a vacation 
with his family, used their 

assenger trunks to pack the 
latest rooklyn style numbers. 
He shipped the shoes in the 
trunks immediately and in- 
sured the arrival of the shoes in 
time with his own and also 
saved excess baggage costs. 


Better Trade Reported 

Louisville, Oct. 10—Retail 
shoe merchants report a better 
complexion prevails in the 
shoe trade since the advent of 
cooler weather. 
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Advertising That 


BOOT AND SHOE RECORDER 


Gets More Shoes 


Sold Right 


O sense the value of advertising, and to get a true 
‘to of how it is used as an agent for selling 

more shoes, the Recorder employs a press clipping 
service to bring to its editorial desks, the advertise- 
ments of merchants in all parts of the country. 

To supplement this, its resident and district ‘men, to- 
gether with field research representatives, strive to find 
what is best in advertising and by what means adver- 
tising is used to move goods. 


In Small Towns—What? 

Reports from traveling research men show that in 
towns under 10,000 population, circulars and direct-by- 
mail matter is used principally to carry the message of 
the store to the public. Many stores in towns up to the 
10,000 size put 90 per cent of their effort into the win- 
dow and not over 10 per cent into circulars, hand bills, 
catalogs and mail matter. 


Where Newspaper Space Is Cheap 


that nobody is interested in your business, or what you 
have to say about it. Now, then, how can you gain such a 
person’s interest, or excite his curiosity as to what you have 
to say or sell? You must first realize that fact, and then pro- 
ject yourself into his position and mental attitude. You are 
determined to sell him your goods. He is not a particle in- 
terested. So, you must first of all write in such a way as to 
awaken him to the fact that you are in the world, and have 
something that he ought to buy. You have to take his posi- 
tion towards you, not your position towards him, and write 
to him clearly, briefly, and readably, from his angle. You 
must say to yourself: “If I were in that man’s place, know- 
ing nothing of what I have to sell him, he, thinking when 
he does think, that he doesn’t want it, would this advertise- 
ment awaken his interest, and get his eye and mind pointed 
towards me? If you can convince yourself of that point, the 
advertisement is good, otherwise, it represents money 
wasted. I have always gotten larger returns with the adver- 

tisement that says little, says it well, 





sel in a striking way, with plenty of 
air around it.” 








In stores in towns up to 50,000 
inhabitants, the use of county and 
community newspapers is greater 
because of the low rate per agate 
line and also because county seat 
papers cover a bigger territory 
than the local towns. 

There has been a decided in- 
crease in advertising in this media 
the past year. Many stores in 
towns and cities of this size use 
store booklets similar to “FOOT- 
WEAR,” clever circulars and par- 
ticularly clever follow-up letters. 

When it comes to the bigger cit- 
ies of the country, newspaper ad- 
vertising takes first position in cost 
and effectiveness, then comes the 
store catalog and store literature 
and the smallest expense is in win- 
dow display. 


What Makes a Good Ad 


In a national consideration of 
advertising, it is well to start with 
small fixed principles on what con- 
stitutes a good advertisement. 
There has never been a better pres- 
sentation of it or definition than 
that by Cyrus H. K. Curtis in the 











Good Shoes For All 


The outstanding feature of every pair of shoes in our stock 
is “quality,” and this is the important point to consider 
when you buy shoes this Fall. You want to practice economy; 
it has been proven time and time again that there's no econ- 
omy in buying inferior shoes. 

We suggest that you anticipate all Fall and Winter needs 
now, while stocks are complete. 

Below we illustrate a few of the many styles we carry in 
stock for your selection. 
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MARTIN’S SHOE STORE, Inc. 
639 2nd St. 
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Read Following Letters 


So general is the use of follow-up 
letters, each enclosing some illus- 
tration of a pretty shoe that we 
select from a wide collection, two 
particularly good letters. They 
come from the same store, that of 
W. T. Cain of Princeton, Illinois. 
These letters were created by W. 
T. Cain, assisted by his son who 
did all the printing, even the letter 
heads, on a special machine. The 
names are filled in with exactly the 
same kind of type and ribbon so 
that it looks like a real personal 
letter. They say that they got the 
the idea from the Recorder and 
have had wonderful results. They 
are in part as follows: 


How Do You Like Them? 


You recently came to our store 
and bought a pair of shoes. It’sasort 
of habit of ours not to forget a cus- 
tomer after he leaves his money with 
us, that’s why we ask 

HOW DO YOULI KE T HEM? 

Whenever you don’t happen to like 








book ““A Man from Maine,” writ- 
ten by Mr. Bok. Mr. Curtis says: 
“You have to start with the fact 





A flyer—distributed far and wide by hand— 
to reach small communities without newspapers 
this circular is a regular means of publicity 


the shoes you buy here, you will like 
the way we have of making good, Mr. 
Brown. 





Remember, we have a record of the size and style you 
bought and any time you want another pair, drop us a line 
and you will have them by return mail. 

We appreciate your business in this store and now that 
you have starled, we want to keep you coming right along. 


Are They What You Wanted? 

A couple weeks ago we find you were in our store and 
purchased a pair of shoes. Our business is built on the serv- 
ice we give in helping our patrons select the shoe best suited 
lo their liking from our large stock. Your satisfaction in 
our shoes is our best adverlisement, Mrs. Brown. 

It is our aim to always have a stocking to match every 
shoe we carry in our large stock. I hope you did not over- 
look this important department in our store. 

Oh, yes, as to that pair of shoes you purchased, are they 
perfectly satisfactory, if not don’t fail to give us a chance 
to make them so. 

Thank you, and may we have the pleasure of seeing you 
again soon, 

As an example of mail order publicity, Wright- 
Scruggs Shoe Company of Spartanburg, South Caro- 
lina, sends out a style book of 28 pages and cover with 
great success. 

To fight the mail order houses invading their trade 
territory, Wright-Scruggs Shoe Company, in business in 
Spartanburg, S. C., for 20 years, established a mail 
order department several years ago. They have worked 
it up till it is a paying institution, and today they would 
not discontinue it if every mail order house in the United 
States was to shut down. 

Any reasonable number of pairs of shoes are sent on 
approval without additional cost to the 
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low $10.00. Each and every shoe is credited to the man- 
ufacturer from whence it came. The base line of the ad 
reads “‘prices consistently moderate.” 

Study carefully the analysis of ads made in this issue 
for there is much to profit therefrom. 





John K. Walker Elected President of 
Shoe Wholesalers 


New York, Oct. 16—John K. Walker of William H. 
Walker & Co., Buffalo, was unanimously chosen presi- 
dent of the Middle States Shoe Wholesalers’ Associa- 
tion here today at the organization’s 25th annual meet- 
ing at the Hotel Astor. He succeeds Frank Mayo of the 
H. P. Hungerford Company, Philadelphia. Mr. Walker 
served as vice-president during the past year. In that 
position he is now succeeded by Harry D. Hurd, of the 
Hurd-Fitzgerald Shoe Company of Utica, N.. Y. Louis 
M. Taylor was re-elected secretary and treasurer. 

The meeting today, an all-day session, with a noon 
recess for luncheon, consisted of routine business and 
discussions on styles and current business conditions. 
On the question of styles, it was agreed that the best 
tendency to follow is that sketched out in the quarterly 
style programs issued by the joint style committee of 
the manufacturers, retail merchants and tanners.Cur- 
rent business generally was conceded to be compara- 
tively poor, but the outlook for the winter is regarded 
as favorable. The wholesalers reported a good summer 
business. 





Grains and Finishes 





purchaser or even prospective customer. 
Sometimes all pairs are returned and re- 
quest made for maybe half a dozen other 
pairs to choose from. The choice is made, 


Do you know the grains on calfskins? 

Full grain, the natural grain, showing 
the markings of the calfskin as plain as 
the markings on the skin on the back of 
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the remaining shoes returned. Perhaps a 
check accompanies a letter, or, if the 
party is well known, the amount charged. 
Charles Scruggs, secretary and treas- 
urer of the Wright-Scruggs Shoe Com- 
pany, says the overhead is small and that 
there is a good profit on business done 
through their mail order department. 
Orders come mostly from an area within 
50 miles of Spartanburg, but frequently 
there are orders from adjoining States and 
some few from Virginia and Florida. 
The analysis of retail ads shown in sub- 
sequent pages cover the best typical ads 
out of a collection of a thousand clippings. 
To the merchant having the courage to 
advertise real prices for shoes, we award 
Recorder commendation to the Higbee 
Company of Cleveland, Ohio. Their ad- 
vertisement starts off with a slipper of 
imported French silver, brocaded cloth 
at $35.00 and nothing on the page is be- 





How to Order Shoes by Mail 





Kindly Follow Instructions Given Here, 
and it Will then be Easy for Us to 
Fill Your Mait Orders to Your 


Entire Satisfaction 





First—Order by style number; dou’t out the 
catalogue, but seve it for future reference. 
Secend—Place your foot lightly om a paece 
of paper and draw an outline of your foot, with 
a pencil held vertically, as shown here by iflus- 
tration. Send us the outhme drawing, stabng 
the suze and width usually worn. With this 
Sf joa, we g to ht you satisf 
ily or you may return the shoes and we will 
pay the postage charges both ways. 
Third—tIf you do not see exactly what you 
want in the catalogue, sead us your order and 
give as full a description as you can of the 
style shoe you want, statmg about what price 
you want to pay, and we will do our best to 
please you. 
Hoping to be favored with your shoe bun- 
ness, we are, 

Yours very truly, 


“THE SHOE STORE” 
Wright-Scruggs Shoe Company 
126 Morgan Square : Spartenberg, & C. 


No mail-order book is com, 
without a page of i tons 








the hand. 

Smooth grain, a natural grain, rolled, 
plated or ironed to make its surface look 
extra smooth. © 

Suede finished, snuffed on the flesh 
side, with an abrasive wheel, to make 
a fine velvety nap on the surface of the 
leather. 

Hand boarded grain, rolled under a 
cork board, strapped to the forearm, in 
such a manner as to raise on the grain 
various small figures, like that of box or 
like leathers. 

Machine boarded grain, similar to hand 
boarded grains, excepting that the 
boarding is done by a machine, instead 
of by hand. 

Embossed grain, a grain made by press- 
ing a metal plate, engraved in any de- 
sired design, down on to the grain surface 
of a calfskin, to make an artificial grain. 
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Testing Your Advertisements Before 
They Appear 


BY DANIEL STARCH 
Assistant Professor p/ oe © Pinhe. Harvard Graduate School 


Business A 


of a series of proposed advertisements before they 

are used and before a considerable amount of 
money for space is expended? There is no question re- 
garding the practical and economic importance of this 
problem. It arises every time an advertising program is 
being prepared. The executive necessarily would like to 
know whether the best and most potent appeals are 
being used in advertising his product and whether these 
appeals are being presented in the most attractive and 
effective manner. 


What Should an Advertisement Do? 


The experimental work which has recently been done 
on the problem of determining the effectiveness of ad- 
vertisements and the chief elements in them has demon- 
strated conclusively that this can be done; and done 
with a satisfactory degree of reliability. The problem 
resolves itself primarily into an attempt to measure the 
extent to which a given advertisement or a series of 
advertisements fulfills the functions that it must fulfill 
in order to be successful. 

In general, an advertisement must fulfill the following 
functions: 


ik it possible to measure the probable effectiveness 


(1) It must attract attention. 

(2) It must arouse interest 

(3) It must produce conviction 

(4) It must impress the memory 

(5) It must produce a response or action 


Or, put in somewhat different form, an advertise- 
ment to be successful 


(1) Must be seen 

(2) Must be read 

(3) Must be believed 

(4) Must be remembered 
(5) Must be acted upon. 


In general, every advertisement must accomplish 
these .ends, although there are exceptions. When an 
article is sold once, and by a single appeal, memory is 
perhaps not involved. Many advertisements do not aim 
to produce a response immediately, although most ad- 
vertisementsare expected at some time to lead toaction. 


How Tests Are Made 


The problem now resolves itself into devising meth- 
ods for testing these various functions. Let us take the 
first function, that of getting attention, or of being seen. 
Suppose we wish to determine which of the advertise- 





inistration 


ments of a proposed series for a given product will best 
get the attention of the prospective reader and buyer. 
Let us assume, for the sake of simplicity, that ten ad- 
vertisements for this product have been prepared and 
that they are ready in proof form or in the form of pho- 
tostats. Suppose, however, that before they are issued 
we wish to determine whether they are likely to attract 
the attention of the readers and whether they are at 
least as good as those of competitors. To measure the 
relative attention value of these advertisements, we 
may use one or more of several methods. I shall not 
describe in detail the technique of these methods, as it 
would require too much space here to do so in an ade- 
quate manner. One method consists of spreading all the 
advertisements on a table before a person and asking . 
him to select the one that attracts his attention most, 
which next, and so on, to the last one. Other methods 
have also been used satisfactorily. It is important in 
making these tests that they be conducted with persons 
typical of the ones to whom the product is to be sold. 
For example, if a series of men’s shoe advertisements is 
to be tested, the tests should be made with men typical 
of the class of men who buy this particular quality of 
shoe. If we are investigating baking powder advertise- 
ments the test should be made with housewives. If a 
given test is repeated with 25 or more persons under uni- 
form, controlled conditions, we will have a reasonably 
accurate measure of the relative attention value of these 
advertisements. If advertisements of competitors are 
included in the test, we shall know quite definitely how 
they compare with the ones in which we are particu- 
larly interested. It is usually well to use more than one 
method for the sake of verifying the findings. 


Measuring the Interest Value 


In the next place, we may wish to measure the in- 
terest value of a series of advertisements. It is obvious 
that the interest element is different from the attention 
element. An advertisement must not only be seen; it 
must also stimulate enough interest to be read. It will 
be read and examined only if the first impression stimu- 
lates sufficient interest. The interest element likewise 
may be tested in several ways. 

Finally, we must test the convincingness of the text, 
or the favorableness of the impression created by the 
advertisements for the product, or the memory value 
of the advertisements, or other elements which may be 
important in a given case. 

Any given test should be carried out with 25 or more 
persons, so that the total tests for an extensive and im- 
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portant investigation may cover several hundred per- 
sons. However, a group of tests covering even 100 per- 
sons will give a very fair index of the relative value of 
the advertisements concerned. Care and judgment are 
required in planning the tests, in carrying them out, in 
handling the results by proper statistical methods and 
particularly in interpreting the findings. 

A considerable variety of tests has been used for 
these purposes and other methods of a similar nature 
may be devised. Each particular product or situation 
has problems of its own which require the development 
of new methods or the adaptation of old ones. However, 
the fundamental conception of the scientific nature and 
procedure is essentially the same. By adaptation of 
these methods the various elements of advertisements 
may be tested, depending upon the importance of these 
elements. Thus, for example, it may be desirable in the 
case of a given series of advertisements to test the effec- 
tiveness of the headline, or the pleasingness of the colors 
to be used, or the relative efficacy of color versus black 
and white, or the interest and appealing value of the 
picture, or the relative importance of illustration or 
text, or the determina- 
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pared the test results with the actual returns or sales as 
the case happened to be. 


Results of Tests 


Before showing to what extent the test results and 
the advertiser’s returns did or did not check up, I wish 
to give in some detail the results of one group of tests 
made upon a set of seven insurance advertisements. 
Three types of tests were carried out—one to test the 
attention value of the advertisements, the second to 
measure the value of the headline, and the third to 
measure the convincingness of the text. The following 
table gives the results. The first column gives the letters 
by which the various advertisements are designated. 
The second column gives the average rank of each ad- 
vertisement in the attention test. Thus, A had an 
average rank of 2.2. With some persons it ranked first, 
with others second, with still others third, etc. Its aver- 
age rank was 2.2. The third column gives the average 
test rank for the headlines of the various advertise- 
ments. The fourth column gives the average test rank 
for the convincingness of the text of each advertise- 

ment. The fifthcolumn 








tion of the strongest 


gives the averages of 


Octot 


the three tests com- 
bined, and the sixth 
column numbers the 


Checking Theoretical Tests Against 


appeals to be used, or 
Actual Results 


the value of various 
kinds of type or of lay- 


Adver- Attention Headline Testof All Tests FinalRank Orderof 





out and arrangement. tisement Test Test Text Combined. According Firm’s var i ous advertise- 
to Tests Return z 

: ; , A 2.2 2.3 2.2 2.2 1 1 ments in order accord- 
Checking up with D 1.9 3.5 3.3 2.9 2 4 ing to the averages of 
Actual Return GS be - Pe : 4 : : column 5. Column 6 
The query, however, - 5.4 oo 5.0 e 5 5 shows that advertise- 
which must be raised E 5.3 4.2 6.0 5.3 6 7 ment A, according to 
at this point is, all this Cc 6.6 6.8 5.0 6.1 q 6 the test, is the best 





is well and good as a 








one, advertisement D 





matter of scientific in- 
terest and curiosity, but will these tests really show 
what the relative effectiveness of a given series of ad- 
vertisements will be when they get out to the people 
who are to be reached? These tests may be all right, as 
far as they go, but will they really indicate which of the 
proposed advertisements will actually be effective and 
which will not? Is not the test situation too artificial and 
is not a person’s reaction too self-conscious to be of any 
value? I have been especially interested in this particu- 
lar aspect of the problem, because the final proof of the 
validity of these methods is the important point. The 
ultimate criterion of validity is the extent to which the 
results of these methods check up against the actual 
effectiveness of advertisements when satisfactory 
records of inquiries, returns, or sales can be obtained. 
In pursuit of this inquiry, I secured during the past 
three or four years from firms in various lines of busi- 
ness a considerable number of sets of advertisements for 
which records of actual returns or sales were available. 
Tests of the nature here mentioned were carried out 
with these advertisements. In most instances, we did 
not know what the returns secured by the various firms 
were until after we had made the tests. Then we com- 


is the second best, etc., 
and advertisement C is the poorest. 


Tests Prove Efficient 


How, now, do these test results compare with the 
actual returns? The firm which had used these adver- 
tisements kindly sent the number of inquiries brought 
by each advertisement, the amount of business resulting 
from each one, the date on which each advertisement 
appeared, and also the names of the mediums in which 
each had appeared. From these data it was possible to 
compute the returns for each advertisement in propor- 
tion to the size of the space used, the circulation of each 
medium, the probable effect of the season of the year, 
and the relative quality of the readers of each medium 
as indicated by the ratio of sales to inquiries. 

The last column in the table gives the order of the 
effectiveness of these seven advertisements as thus com- 
puted on the basis of the actual returns secured by the 
firm. 

An inspection of the table will show a close agreement 
between the final test ranks and the firm’s ranks of re- 
turns. Advertisement A was the best one according to 

(Continued on page 59) 
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Prize Ads in Countrywide Survey of October 
Advertising 


The Ad below wins on every point 
in a survey covering every type of 
ad. Many subjects were encountered 
but none were handled with quite the 


deftness and effect of this one. 
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They’re Potter Customers 
—though they never see Potter’s 








Every Paragraph bristles with Ideas. 





analysis represented the fall efforts 

of the shoe merchants throughout 
the country. Every large city in the 
Union, practically, contributed its part. 
But this was not confined to the adver- 
tising of the large cities by any means. 
The syndicate ad rubbed borders so to 
speak with the copy and cuts put to- 
gether by the one-man store proprietor on 
a busy morning. 

Each ad was allowed full consideration 
regardless of size ororigin, for size matters 
little when it comes to real selling ideas, 
nor does geography influence an ad’s fun- 
damentals one way or the other, the same 
problems are faced in the village as in the 
town and in the town as in the metropo- 
lis. 

Finally the ads shown in this section 
were picked for their constructive effect 
on the man who plans advertising. They 
were not the only ones possessing the ele- 
ments of real salesmanship, but it must be 
said in treating the matter fairly that 
there is still a preponderance of unimag- 
inative advertising that depends on price 
to turn the attention of a need created 
solely by time to its merchandise. 


fi advertising scrutinized in this 


How Ads Were Selected 


The ads were selected because of some 
feature or features in them that would 
cause them to be seen, to stimulate in- 
terest, to carry conviction and finally to 
be remembered long enough to induce a 
visit to the advertisers’ stores. In most of 
them some one thing, whether service, 
fashion or fit, is immediately brought to 
the attention of the reader-prospect and 
held long enough to create an impression. 
Usually the impression created is one 
that applies singularly to the advertisers’ 
shoes—no one else’s. Little generalizing is 
done. 

The selective qualities of the ads are to 
be commended. No vagaries in headlines. 
The logical buyers are singled out from 
the mass of readers who see the ads and 
the lost motion so prevalent in advertis- 
ing is eliminated. 
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Ten Dollars 


Special, Pure Silk Chiffon Hose, $1.95 


Gin 


eo WEST LEXINGTON —, 














Picked for balance this ad is worthy 
of being a prize winner in its class. 
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oughly and yet concisely, 
read above reproduction. 
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Ota co Tomen 
A SHOE SERVICH| Traly “‘Glorified Footwear". 
for the ur New “Operetta” Pumps 
Neglected Minority . 
Sa hahiy specialized shoe service for two neghected 
manonnes of women, i f 
—those who wear sizes & 8% and 9, and widths AAA The “Pinajgre” | 
D;—and those who require higharch, combination ~ E Vict SIVBLY’ s 
he, and narrow-heel shoes. SSE Opere ‘Ken a 
We offer to these women foorwear affording not alone | seem he al 
comfort and contentment, but also the highest standard | ree mh the True 
of style and good tase. fA, airy charm of a “Gil 
Swes for afternoon wear, for street wear, for evening | ee 
wear, for sport wear salt ~ aaa | 
Featured ¢ GD to 1520 04 Pair gow one ths 
te BROADWAY Saks & Company =: STE ea, 
Secondonly to Potter repro- > ‘aon 
duction for specific appeal. a te 
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*‘Madge’’ 




















Easy to read. Hahn's named 

shoes and light treatment intext— 

sure lo — those for whom it 
is designed. 








No question about materials in this 

one. With each mention of color or 

fabric, or leather, the sales possibili- 
ties widen. 


The Potter Advertisement 


This excerpt picked from the ad typi- 
fies the feeling that runs through the 
whole—Down in a remote little hill 
town lives a woman who has purchased 
from three to six pairs of shoes from Pot- 
ters every year for the last eight.” 


The reader is at once forced to think of 
herself. That she does so is almost certain 
for in the illustration of a sleepy farm- 
house with rural mail box thoughtfully 
included in scene, has attracted the very 
ones who have been attracted to a bit of 
their own surroundings which seemed so 
friendly when placed in a welter of big- 
town affairs that to the rural dweller are 
always more or less distant. 


The four states in map at lower right- 
hand corner of illustration show graphi- 
cally the scope of Potter’s mail order 
service. The ones who live in those states 
are bound to ponder the possibility of 
their too doing their trading at Potters. 


Potter Weaves the Fabric of Service 
Artistically and Cleverly 


But, this isn’t”all that this ad does. 
Whoever reads this, even though they 
are not one of the women in the “little 
hill town” is bound to reflect that the 
store which is trusted so implicitly by the 
customer who does not even go to the 
store must be deserving of anyone’s trade. 
So they find themselves drawn to this 
store simply to meet and do business with 
the ones whose business principles are 
so honestly portrayed. 


And the descriptions of the shoes give 
them a value far beyond that of the illus- 
tration. There’s salesmanship in each 
block of “copy” under those styles. 


In this ad there ought to be sufficient 
inspiration to result in thousands of ads 
being written with a ring to them that 
will create an entirely new feeling toward 
the concern whose money pays for the 
space. “As one lamp lights another nor 
grows less,” you know works out prac- 
tically as well as poetically. 
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Tomorrow Teddy’s Opens 
With a De Luxe Attraction 
“The Shoe Styles of 1924” 


premier attraction in Boston will be Teddy's 
| to the public the Store 
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Style Show wtrodecing Largest Shoe 
peheeton 2 al we eee ” 
Nothing Sold Thursday — Everyone 
Invited te “Sally, Irene and Mary, Jr.” 
Showing the Newest Shoe Fashions 
At 12:30 to 1—2:30 te 3—4:30 to 5 
Through the courtesy of the Shubert-Wilbur Theatre, we 
have secured the evr tte wl ac a of a Irene 


and ry” company. 
the latest authentic footwear presented 
for the firt time by any Boston store in this elaborate manner. 


Friday—and Continuing One’ Week 
A Pair of Guaranteed Full Fashioned 


Sik Hose will be given FREE with 
Every Pair of Women’s $5.00 Shoes 
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with each pair of fve-dollar shoes—and 
extraordinary values for the money 


Teddy. 
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Finest utilization 
of 6-in. single 
column space. 
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Teddy’s feature lays a good 
foundation for this ad. Some- 
thing worth while to talk of. 
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A contribution of 
reater beauty is of- 
ered the instep of 
every woman who 
dons the dainty 
“Esplanade” 
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ROYAL SHOE CO. 


1) Columb St,"Opp. City Building, Ont of the high rgst district 
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WHY PAY MORE? 











For correct balance, above 
warrants study. 
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The idea’s the thing. 

The subject of personal 

service well hand 
above 
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Why the flexible arch? 


the arches on which our body is posed. Deny them exercise and they be- 
come flabby, allowing the arches to drop. Once this happens the door & 
opened to all sorts of trouble. 

Plastic shoes have Genible arches instead of the rigid shanks of the or- 
Gina: 4 shoe. These give the foot muscles perfect freedom to exercise and by 
gency massaging them induce 2 free circulation of the blowd. They thus keep 
them strong, supple, and resilient; and restore their efficiency if improper 


If your feet give you no trouble Plastic shoes insure them from every ill. 


If they need correction Plastics are the sure way beck to peace aad comfore. 
Por an, omen, chtetren, In all vivo. Regieered 12 U. 8. Pemat Ofte. 
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© Our muscles need execrige if they are 
to semmn fit @ do thew work. This is as 
trve of the foot muscles as of those of the 
rest of the body. 
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The best Orthopedic advertisement in the country. 
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Selecting Interested Readers 


Second in the list is the Sax & Co. ad- 
vertisement. “None but a certain woman 
who is fully aware of the difficulties of get- 
tingshoes that fit her.”” The triple A cus- 
tomer will after reading such an ad as this 
one pick out the Sax establishment as the 
one shoe store making special effort to 
please her. This ad will not, of course, sell 
the complete line, but that isn’t the point. 
If it sells the triple A trade it will have 
paid its way, and moreover, how can it 
sell the triple A woman without coming 
out frankly with a message that will in- 
terest her. Ambiguity is too often the 
fault of advertising engendered by a mis- 
directed effort to jam hundreds of square 
feet of store space into a few inches of 
newspaper space. 

On Down the List of Ads Shown 


The best orthopedic ad in the country, 
Thayer McNeil’s of Boston, allowsenough 
copy to really sell the idea of the shoes 
pictured. The shoes themselves are given 
just the right allotment of space to pre- 
sent themselves in the best light, and the 
description is placed where it will receive 
attention. 

The border, used for some time by this 
concern, speaks quality and Thayer Mc- 
Neil in the same breath. At once there is 
no doubt about the ownership of the ad. 


For Proportions Study Chisholm Boot Shop 
Advertisement 

For Special Event advertising, in’this 
case the opening of a new store, scrutinize 
carefully the Teddy ad of Boston. Such 
an ad need not be copied, should not,{to 
get the same feeling and balance for’an- 
other ad. 

The Royal Shoe Company of Bangor, 
Maine, conveys the idea of balance in ad- 
vertising that contributes to attractive- 
ness admirably. 

And so it goes down the line. The cap- 
tions at each ad serve as guides to their 
points of superiority. Perusal of the ads 
and captions ought to prove refreshing. 
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The Lotus 


An English Made Shee 
For American Men 


bay in a man's shoe comes from with- 
in. Style is the shoe itself—its strength, 
its flex and its comfort. 

Lotus Oxfords make friends with a 
man at once. They fit—and keep 











Change Your Shoes Each Time 
You Change Your Suit! 


Léndon Shoe Scores have so revolu- 
— rot 



















A department store men’s 
shop with striking illustra- 
tion. 


tioned 

is no longer considered a luxury, 

but a necessity. 

You are not in style merely because 
your suit. When you 

nner, you wouldn't put 

on the same collar that you've worn 

And your shoes are even 

ore prominent than your collar. 


There is little use in putting your best 


shoe you want for just the occasion "7, *Eh to's and 
. =, 


ne 
Dress up your feet or <=Sc="™ 18% 


don’t.dress up at all! Sin eQmium 


For, telling argument read 
the London ad. 


The Curtis ad gets atmos- 
phere by showing ils store 
front. 
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And the Most Important Element in the 
World 


The very importance of price necessi- 
tates its handling in a way that takes into 
consideration its importance. Its position 
in an ad is cleverly worked out in the 
selections on these pages. 


What Survey Tells of Price 


The average prices as shown by mer- 
chants’ advertising is as follows: 


Women’s Strap Pumps............ $8.00 
Women’s Oxfords................ 5.50 
PPD sédecdndesicesies 4.85 
ee 3.50 
EE 
Re ee ee eee 8.50 
PN ID. ono owt acaccecsces 5.00 
rere 3.85 


The Ad below wins on every point in a 
survey covering every type of ad. Many 
subjects were encountered bul none were 
handled with quite the definess and effect 
of this one. 


Style Changes in Advertising 


The greatest change in the advertising 
as noted is in the size of borders. There 
are less borders being used and those used 
are smaller in size. It seems to be a univer- 
sally adopted idea to give merchandise 
the full benefit of space, and reliance is put 
more on tasteful arrangement than on 
“smash.” 


Merchants’ Messages to Readers 


“By keeping the arch from sagging, and 
giving the foot a perfect walking base, 
these fashionable shoes eliminate all the 
little aches and pains that sap energy and 
vitality,” Robillard ¢ Westin Shoe Co., 
Inc., Rutland, Vt. 
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A Good Thing-to Put 
Your ‘Foot Into 








Men’s Shoes - - $6.50 to $18 
Wool Hose --- + 75e to $5 


8 East Baltimore Street 














All display is sometimes 

good display—Good head- 

line. Dominating illustra- 

tion—Good name display to 
fit general scheme. 














Hones, Morgan & Co. Inc J 


Easy to read—convincing, 
chock full of service ideas. 
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Can’t be beat for informa- 


tion tersely put. 











Built on a British 
Brogue Last - - - — 
Man's Oxford fér Winter 


> 


$10.00 


HIS is not simply a ten-dolley 
rather a man's beat 
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How muchj will they read 

comes up again. Display 

tells everything, text clinches 

sale—good equipment worth 
while. 





Crnwing Like Hes Maines” 


This is expecially true with 
NETTLETON Shoes of Worth 
To own more than one pair in not a 
terwey -i0's sensible shee ereenmy. 


‘That's why we soggest your next 
Bhese be NETFLETORS thew spsorsare 


cont te het a stighe 


<Srankels 


Vomptote (mutters Vu tom amd Revs Bortwcty ots 
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Extra-pair-sale gels a good 
boost here. 
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“The sparkle in the air, the scent of 


burning leaves all conspire to make 
you want to walk and walk,” Alvord 
§ Schwab, Bridgeport, Conn. 


“Rest for the Weary Sole,”’ Dr. A. 
Reed Co., Boston, Mass. 


“Get Mileage from Your Feet,” G. 
W. Laythe Shoe Co., Northampton, 
Mass. 


“A pair of properly fitted shoes will 
often help more than all the other 
beauty hints put together in prevent- 
ing premature lines on the face of the 
busy housewife,” Wise, Smith §¢ Co., 
Hartford, Conn. 


“Here is a stylish shoe you can wear 
without ‘breaking in.’ ”’ Brockton Shoe 
Store, Milford, Mass. 


“Cool, snappy days of October will 
bring out many new outfits and that 
means smart footwear—one of the 
most important features of any outfit 
today,’’ Meybet Shoe Store, Pittsfield, 


Mass. 


“You see women shopping for shoes 
the way they shop for beautiful frocks 
and gowns . . . styles for fall light, 
airy effects in strap slippers predomin- 
ating,” Duhamel § Garneau, Lawrence, 
Mass. 

“A shade a day—now this gray 
suede with gray trim,” The Hub, 
Baltimore, Md. 

“The Ideal Shoe for Fall Golfing— 
the crepe rubber soles do it,—prevent 
leg strain from slipping,” McDowell 
§ Black, Portland, Me. 

‘Oh! What Beautiful Shoes,’ is a 
remark we often hear in our store,” 
Sterling Shoe Store, Providence, R. I. 

“They're Simply Wonderful,” W. 
M. Laird, Pitisburg, Pa. 





“The Modish Finish to a Modish, Costume— 
“For Smartness’ Sake—SUEDE,” Gilchrist, Boston, 


Mass. 


“An Oxford that’s good looking, trim and jaunty in 


appearance; what woman can afford to 
be without a pair?’’ Fink’s Bros. Shoe 
Store, Portland, Me. 


“Other styles may come and go— 
but, walking shoes are ever popular.” 
Hahn, Washington, D. C. 


*‘Shoes of the Hour,—the new season 
brings many surprises in the nature of 
De Arcy’s Boot Shop, Des 


Moines, Iowa. 


slippers,” 


“Log Cabin—a new fall shade that 
beautifully blends brown and gray to 
achieve a subtle smoky color,” Cham- 
berlin-Johnson-DuBose Co., Atlanta, Ga. 


“A Children’s Shoe Sale—for the 
thrifty little mother who can ‘do won- 
ders’ with every dollar,” Gimbel’s, 


Philadelphia, Pa. 


‘““*& cheap shoe at a low price gives 
you a joyous sensation at the time of 
purchase—but a continuous headache 


thereafter!’ 


“The Chap who said that said a 
mouthful,” La Montagne Boot Shop, 
Northampton, Mass. 


“Not what’s in a name but what’s 
behind it is the thing that interests the 
thoughtful buyer of women’s shoes,” 
Cinderella, Memphis, Tenn. 


“The shoe illustrated is something 


out of the ordinary in style and value. 


“Note the new ideas in stitching; every detail is per- 
fectly worked out,” Hassel’s, Chicago, Ill. 
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“You will want this pair of fall oxfords—as sturdy 


“Smart Patterns Arriving Daily by Express,” 
Crandell’s, Des Moines, Iowa. 


as a pair of varsity tackles, and as sporty as the 





Sturdy Footwear 
for both 


“Big” & Little Boys 


take a little bit more care of because of his pride 
in their good hooks. 

POR BIG BOYS FOR LITTLE BOTS 
Model husrraicd te The PLAYBOY of 
tan or black leather wath p Fi, - BR 
heavy sole and vubber ee SS 
heel. A Modem Bae tip lnatde heel cot- 
Reh feet thet ollews vectan seserts soraigt 
plenty of room for the cost ere 

we wore Giese 8) 0!) 
Gipee tee $ 50 


Sanne 11} 00 2. 85.00 


WYMAN 


The Home of Geol Dame 
19 Laxingpon Se 














Shoes For 
Reglar Fellows 


The boys of to 
day are the nen of 
— 0 we 


Seotland. Sa me 


a curmae 

















Read both of these ads 
carefully and see if 
there is not some worth- 
while stimulation in 
the handling of an in- 
teresting subject. 


be worn anywhere,” 
Jacksonville, Fla. 








crowd they play before,” Thayer 
Mc Neil Company, Boston, Mass. 







“Ideally the model for Autumn in 





town. It couples characterful grace 





with uncommon flexibility and fine 






workmanship, and is more than ordi- 





narily notable value for the purchase 
Hanan § Son, New York 





price,” 


City. 






“Imagine this beautiful autumn style 





on your own pretty foot,”’ Well’s, Wheel- 





ing, W. Va. 






“Just think!—now when you are 





wondering which of the new styles in 





footwear you will choose for autumn’s 





busy days—we are offering an advance 





showing of four distinctive shoes,” 


The May Co., Cleveland, Ohio. 







“And since color is to play such a 





prominent part we see much of suede 





and satin—vieing with the black of 





. .Brown, 





patent leather for favor. . 





autumn’s fashionable color, is charm- 





ingly shown in satin pumps with trim- 





mings of suede; deftly cutout on the 





sides, with an elastic over the instep, 
etc.” Woodward § Lothrop, Washington, 
D.C. 








“A boy’s shoe that will resist the 
hardest wear—good-looking enough to 
The Children’s Boolery, 
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Here Are Some Tests to Apply to Your 
Advertising 


Does It Convince? 


Does It Sell the Institution As Well As the Merchandise? 


Does It Reflect the Atmosphere of Your Store? 


In this day when 
every phase and de- 
partment in the 
Shoe Business is 
being put under the 
closest scrutiny 
analysis so that the 
merchant will get 
the biggest cash re- 
turn on his invest- 
ment, particular 
attention is being 
paid to the adver- 
tising methods used 
in the retail shoe 
store. 

Many queries as 
to the proper per- 
centages tobe spent 
in advertising and 
the right adjust- 
ment to be found 
between what the 
merchant has to 
spend for clerk hire, advertising and rental are being 
made and merchants are seeking the advice of experts 
and aids in this matter. 

Advertising and advertising methods are coming in 
for their proportionate share of consideration. 


M. E. SHIPPEE 


“Advertising,” says Mr. Shippee, who is 

in charge of sales promotion for the seven 

White Shoe Houses of Texas, “is more 

than the mere presentation of merchandise. 
It is the art of convincing”’ 


Much Loss in Advertising 


In talking of the shoe business and his experience in 
selling shoes George W. White of the White Shoe 
Houses of Texas, made a startling statement about ad- 
vertising. He said that he felt that the last year had 
seen a most prodigious waste in shoe advertising every- 
where. 

When asked for more detailed reasons about this loss 
in advertising, Mr. White introduced M. E. Shippee, 
the promotor of sales for the White Shoe Houses of 
Texas, who had been chosen for that position by Mr. 
White for a number of reasons, among which was Mr. 
Shippee’s ability to put out the kind of advertising that 
Mr. White believed in. 


Advertising Too Often a Side Line 
In Mr. Shippee’s opinion advertising is too often just 
an extra job for some one, usually the owner or mana- 
ger of the store. Because of other duties he has little or 
no time to give to the advertising end of the business 


but feels that since it must be done he will get it off his 
mind as quickly as is possible. 

The personnel of the store may be too small to em- 
ploy an advertising man and so some newspaper space 
is about all that the busy manager thinks about. It is 
often the case also that the manager or owner who does 
this advertising isn’t interested and the getting out of 
the ad may be real drudgery. 

How can this be helped? Certainly no one would sug- 
gest hiring an advertising man for a small store that 
perhaps has had some difficulty in keeping out of the 
Red for some time, the merchant might ask. 


Not Necessary to Have “Ad” Man 


And Mr. Shippee who has had time to study and work 
out this particular phase of business would answer im- 
mediately: ““No, don’t add another man to your sales 
force. Utilize the men you have. Select or get a young 
salesmen who shows some aptitude and give him some 
encouragement. It often pays to stake a man that 
appears to have some talent. Let him go on selling shoes, 
but let him be responsible for the advertising. Relieve 
him from some of his duties and let him work at the 
advertising. There are numerous aids and helps that 
are both inexpensive and good. Trade journals and 
particularly advertising magazines are helpful as well 
as short courses in advertising.” 

Mr. Shippee has had some actual experience in select- 
ing untrained men and putting them in this kind of 
work. The studies that a young fellow found most in- 
teresting in school, and perhaps an examination of a 
bit of his writing which shows whether or not he has 
imagination, will help in this matter of discovery. 

When the merchant does get such a salesmen he is 
interested and will naturally help himself in learning 
more and better methods of advertising. 


Great Advancement Made 


Some of the methods used in shoe stores are behind 
the time, according to Mr. Shippee. A great step for- 
ward has been taken in this business of writing ads. 
During the war the sale of the Liberty Bonds brought 
about the biggest and best advertising campaigns that 
this country has ever seen. Skilled men, interested men 
put forth their very best efforts. As a result, advertising 
was improved and a general impetus was given to good 
advertising. What do you mean by advertising? Mr. 
Shippee answered the above question with,‘Advertising 
is the art of Convincing.” 

One can readily see that if advertising is put to the 










test that a lot will fail, for a great part of it merely 
attempts to announce some particular article for the 
dav or week. A merchant should seek to make the reader 
of his ad believe the same as he does. 

If an advertiser thinks about it, there are a number of 
things he can get across to the public even in a little 
space in the newspaper. An ad can have the personality 
that the store wishes to have. All stores are not alike, so 
why should all forms of the ads of the stores be alike? 
An ad can help sell the organization of the store by men- 
tion of the type of service that one can get at a certain 
store. If a newspaper ad shows only a type of shoe, if the 
shoe doesn’t appeal, then the ad is lost, but if an attempt 
to sell the organization, the service and the store in 
general, the ad hasn’t failed in any instance. 

In giving suggestions, Mr. Shippee said that he had 
found it a very good thing to strike one style and stay 
with it. If possible also get the same place in the paper. 
If your ad appears in a certain section of the paper each 
time, it is more valuable than if it is on one page one 
day and somewhere else the next. 

Unless the store is of the type the big letter, gaudy- 
appearing ad is not in keep- 
ing. Individuality in ads was 
brought out in the conversa- 
tion of this shoe advertiser. 


Advertising Is Selling 


If the retailer considers 
that advertising is really 
selling, Selling en Masse, he 
will be willing to give more 
time and attention, to this 
end of the game. 

Advertising such as small 
souvenirs to the children is a 
very good form of impress- 
ing the young patrons of the 


In the White Shoe Houses, 
the clerks are informed of 
the special effort to impress 


- Janet pee ge om 
the patrons that the White 


: Sodio antle--and 
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The Retail Ad News gives weekly ratings and from 
these makes the yearly score. Each year advertisers are 
selected from those whose work has been kept up with 
during the year. Groups of ten with no attempt at dis- 
tinction among the ten are announced. For two years 
Mr. Shippee’s name has appeared in the second group 
of ten best advertisers in the entire country. 





Fred T. Coleman Is Dead 


Boston—Fred T. Coleman, vice-president, secretary 
and salesmanager of the Fenway Shoe Mfg. Company, 
Roslindale, Mass., died on Tuesday morning, October 
16, at Pittsburgh, from injuries received when he fell 
from an open window on the fifth story of the hotel at 
which he was staying. Mr. Coleman had sent a wire to 
his wife, asking her to meet him at the South Station, 
at 9 o’clock on the morning of his death, but before she 
was ready to start, another telegram reached her, 
announcing the sad news. She immediately left for 
Pittsburgh to accompany the body home. 

Mr. Coleman had been connected with the trade for 
the past 23 years and had all 
of the characteristics of a 
good salesman. He was about 
45 years of age and leaves a 
wife and two children. 





John W. Chandler 
Dead 


Haverhill, M ass.—John 
W. Chandler, salesman for 
the Whitcomb Shoe Com- 
pany, covering Maine, New 
Hampshire and Vermont 
territory, is dead. His body 
was found early on the morn- 
ing of October 17, on a 
country road at Center Ossi- 
pee. Investigators were sat- 
isfied that death was acci- 


pa ie. 


eos eee: “| dental. Mr. Chandler was 27 





Shoe Houses wish to render 
service and that each man 
in the organization is re- 
sponsible for helping create 
the impression that the ad- 
vertising is creating. Special 
meetings are held and Mr. 
Shippee gives salesmanship 
talks. In this way the entire 
selling effect is shaped. 

M. E. Shippee, who han- 
dies the selling end of the 
family of White ShoeHouses 
which now number seven, 
holds a high rank among ad- 
vertisers. 


‘Milby contrast 
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A newspaper advertisement of a high grade retail shoe store 
which combines three features—the reflection of the store’s at- 
mosphere, plus institutional “talk” and _ straight sales ‘“‘talk.”’ 


years old and is survived by 
a wife and young child. His 
home was in Pittsfield, N. H. 





New Hosiery Firm 
for New York 


New York City, Oct. 11— 
M. J. Michelman, formerly 
treasurer of the Miller Ho- 
siery Company, has organized 
The Michelman Hosiery 
Company. The offices and 
salesrooms are at 19 East 
16th Street, this city. 
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An inviting entrance with arched ceiling, center display case and large windows in which a wide range of styles 
can be displayed without crowding 


How Much Are Your Windows Worth as 
An Advertising Medium? 


N addressing a large number of men who have made 

a special study of increasing sales through store and 

window display, a prominent retail merchant said 
recently : 

‘We believe that the most natural, best proved, and 
most productive medium for advertising is the space in 
your own window and store—right where the goods are 
for sale. Our experience in the past two years since we 
went in for this specific form of advertising on a large 
scale, has convinced us that for the money expended, 
the returns for such effort are greater than from any other 
form of advertising.” 

Many successful shoe merchants all over the country 
agree with him. There is a growing tendency to regard 
the front of the store—the show windows—as the re- 
sponsible factor for a large percentage of the store’s 
business, and to treat it accordingly. 

One merchant in the Middle West, 
who has a 40-foot frontage in a high 
rent district, regards his windows as 
being worth $800 a month in advertis- 
ing. Therefore, he charges one-half of 
his rent to advertising. 

This is, of course, an extreme policy, but it serves to 
illustrate the great importance placed on the store 
front by modern shoe merchants. 


Display Is Increasingly Important 


“Great progress has been noted,” says J. B. Slifer, 
window display manager for a nationally known chain 





store organization, “in the style and type of store dis- 
play spaces, attributed largely to the general advance- 
ment in merchandising methods with a corresponding 
development in the appreciation of display, or mer- 
chandise visualization, as a power in sales stimula- 
tion.” 

What is the factor that is responsible for this prog- 
ress? Shoe merchants say it is competition and there is 
little doubt but that the keen competition of today is 
responsible. 


Making the Store Front Pay for Itself 


To justify the expense of construction, the modern 
store front, by virtue of its arrangement, must arrest 
the eye and attract the favorable attention of those who 
might otherwise pass it. To get the proper results, sev- 
eral elements must be taken into consideration, the 
most important of which is the arrangement of display 
cases. 

Walking along the main street, an expert can point 
out dozens of stores which have their display windows 
and their entrances so arranged that they actually act 
as a handicap, rather than an aid in getting business. 
On the other hand, some merchants have so skillfully 
arranged their windows that they succeed in securing a 
total window display space, which is two or three times 
as great as their normal width or footage. This is possi- 
ble only by carefully-planned out arrangement of the 
show cases, and in many cases only by the use of the 
arcade or semi-arcade type of front. 
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It’s Wise to Consult an Expert 


Usually when a front of this nature is found it will be 
discovered that an expert in the store front construction 
has submitted at least a word of advice before the lay- 
out was made. 

It is generally wise and much cheaper in the end to 
accept advice and suggestions of this nature when they 
come from men who have made a particular study of 
this one field and problem. 

It is particularly important that a-study be made of 
your own problems, and the one best store front for 
your own store location and merchandise be designed 
specially. While it is true that many merchants satis- 
factorily display their merchandise in show windows 
not designed originally for their particular business, 
best results are obtained when the store front is de- 
signed to fit the requirements at hand. A shoe mer- 
chant’s window display is never as effective in a store 
front designed for a jeweler 











the location, the habits of the passersby, and the vari- 
ous factors entering into laying out the floor plan. 

Very often a corner store is better off by having two 
entrances, depending upon the surroundings to influence 
the placing of the entrances. Occasionally a corner en- 
trance and a less conspicuous side entrance are ad- 
visable. 

No set rule can be laid down as to what may be chosen 
to suit all cases, and every location must be given in- 
dividual study to determine the most suitable store 
front for its purpose. 

The narrow, although deep store has a splendid 
opportunity to get window display space that is very 
much in excess of the actual front footage of the store, 
by recessing the entrance and providing properly 
slanted show cases. 

If the store is wide enough to have an “‘island’’ show 
case, this will be found to be an outstanding feature. 
The island serves to forma 





or some other line strictly 
foreign to his business. The 
height of the floors of the 
windows from the ground 


Seven Rules for Making the Store 
Front Attract More Business 


Determine how show windows should be 


pivot display around which 
prospective buyers circulate, 
thus reviewing the entire 
display while gradually get- 
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varies in the different lines 
of business, as do the height 
of the windows, the depth, 
the shape, the character of 
show cases, etc. 


Finding Opportunities for 
Better Display 


Regardless of the location 
of a shoe store, whether it is 
on a corner, in the middle of 
a block, alongside a stairway 
entrance, on small or large 
frontage, there are always 





arranged and where the entrance should be 
placed to achieve best results. 

Get the largest possible display space for 
your store—regardless of front width. Many 
merchants actually double or triple their dis- 
play width by clever arrangement of the win- 
dows. Avoid heavy posts or obstructions which 
break the continuity of the window space and 
prevents clear view of your merchandise. 

Achieve beauty and originality in your store 
front design. 

Have correct ventilation in your windows to 
prevent frosting in cold weather, and use the 
kind of sash that prevents an excessive amount 
of dust from getting into your display. 

Make your store front a suitable frame for 
your own particular merchandise. 

Height, width, depth and general arrange- 
ment should be governed by your own displays. 

Have your store front designed by an expert 


ting nearer to the double 
swinging doors leading into 
the store. 


Where Two Entrances Are 
Desirable 


Two entrances on a wide 
frontage are highly desirable 
not only for the convenience 
in handling crowds, but also 
because of the better ar- 
rangement made possible for 
the inside of the store. A 
great deal of attention should 





certain opportunities for 
that store to make itself dis- 


practicability. 





to insure attractiveness as well as thorough 


be given to making the win- 
dow displays fully visible 








tinctive from an outside ap- 
pearance standpoint and to make the windows exer- 
cise their maximum trade-pulling power. 

The location of the entrance is most important. You 
will find many shoe stores with the entrance practically 
hidden behind the outside show cases, or off to one side, 
so that it is not easily located. The entrance should al- 
ways be placed so that once the interest of the passerby 
is secured, the eyes will be drawn without interruption 
along the excellent line of the display, stopping logically 
at the entrance of the store. Many fronts are so cleverly 
designed that the customer finds himself right at the 
entrance before he realizes that he has left the sidewalk. 


Corner Store Display Methods 


A corner store with window display space on both 
streets should have its entrance across the corner and 
recessed somewhat if both of the streets are good busi- 
ness streets. If one of the streets is a side street, this 
presents a different problem, and it is necessary to study 





from the street. 

An arched front is another suggestion for considera- 
tion. They are easy to install and from a beauty stand- 
point they are unexcelled. A shoe store in Ohio gets 
splendid effect from its arched front by having indi- 
rect lights reflecting their rays from the arch. 

It is usually a problem to discover all the opportuni- 
ties presented for making the most of any given loca- 
tion. Only an expert can do it; that is, some one who 
knows the store front business as well as merchandising. 
Realizing this, a number of the leading store front man- 
ufacturers maintain service departments for the purpose 
of drawing up suggestions and submitting attractive 
designs to fit the requirements of any individual busi- 
ness. The service is available free of chargeto store man- 
agers who are interested. 





“Life is not made for savings, but savings are made 
that life may be more abundant.”—Bolton Hall. 
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A TET I eS 


Of Walnut es 
Marble ' 
and 


. 


Bronze 


The new I. Miller store, 
opened in Philadelphia 
on October 8 








: Walnut panels and dis- 
ey. , 4 play cases and cabinets 
are of the Italian Renais- 
sance period. The stair- 
way leads from a recep- 
tion room or foyer, to the 
salesrooms on the floor 
above. 


The front is constructed 
of black and white marble, 
imported from Southern 
France. 








Salesrooms are veritable canyons of real walnut, 
beautifully panelled. Shelving is semi-concealed. 

The store is at 1225 Chestnut Street, near the 
Wanamaker store. The store is under the manage- 
mentfof Joseph Michaels, formerly one of the 
New York buyers. 
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He Started at Only $2.00 Per Week—Now 
He’s President 


And Anyone Can Do the Same, Says A. B. Caspari of Milwaukee, if He 
Puts His Boss in the Hole 








VERY man has his destiny to fulfill 
—and every man makes his own 
destiny. I am no believer in the 
oppression of circumstance, for I have 


This is the Third of a 
Series on OPPORTUNITY 
by N. S. R. A. Directors 


my opening salary was $2 per week. The 
hours were then 7 A.M. to 9 or 10 P.M., 
every day. 

I pride myself on the fact that I never 








found that the determined man can offset 

almost any combination of circumstances and almost 
any opposition with one weapon—hard work. There is 
no substitute for hard work. It is a vital ingredient of 
real success. Hard work builds fortunes and builds char- 
acter at the same time. Unless a man is prepared to work 
for more than the superficial reward called his salary, 
he may as well reconcile himself to a life of mediocrity. 

I would not dare to set myself up as an example of 
success in the retail shoe business—there are too many 
men better qualified 
than I am to serve as 
examples. But I am 
vain enough to be- 
lieve that I am an 
example of what can 
be done in the shoe 
business by one who 
sets out with his bare 
hands and hope in 
the Lord. 

When I was a boy, 
14 years old, I went 
to a well-known shoe 
merchant in Milwau- 
kee, and applied for 
a job. How I made 
the application is 
best told by the store 
owner, who often re- 
peated it to other 
boys. “Young Cas- 
pari came in to me,” 
he would say, “‘and 
put this proposition 
before me. He want- 
ed a job and he asked 
for it like this, ‘T 
don’t care what you 
pay me. I want to 
get established in a 
place where I can 
work myself up.’ ” 
He evidently took 
me at my word, for 


DERPA 
don’t care what you pay me. é 
is president of Caspari 





A. B. CASPARI 
You can pul your boss in a hole, says Mr. Caspari, by making yourself U N- 


D. Of him, his first boss says: “Caspari came to me i 
I want a place where I can work up.’”” Mr.Caspari 
Virmond, of Milwaukee. 


worked for that $2 per week. There al- 
ways was an objective before me. Not higher salary, 
necessarily, although that would provide an incentive 
for any chap on a $2-per-week job—but mainly, for an 
opportunity to learn the business and to advance in the 
work I had determined to devote myself to. I wanted to 
get somewhere. 

There wasn’t anything my employer asked me to do, 
but I did willingly. When I was 19 years old, he sent me 
on the road to sell shoes to customers from sample. At 
that time, such a 
practice was an in- 
novaton in mer- 
chandising. I retained 
that job for 15 years 
leaving it to manage 
the retail store of an- 
other firm. Within 
three years, I was 
back taking charge 
as manager, the firm 
having changed 
hands. 

After eight more 
years with this firm, 
I started in business 
for myself. I felt fully 
competent to entrust 
my savings in a busi- 
ness of my own, for I 
had served my rigor- 
ous apprenticeship. 
I am certain that. I 
never worked harder 
for myself than I did 
for my two previous 
employers. Salary in- 
creases were always 
welcome, but never 
an objective. 

The man who 
works without grum- 
bling; who keeps his 
eyes off the clock and 
his mind on his busi- 


and said: ‘I 
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ness; who can forget that he is on salary and remember 
that he is on trial, is bound to get ahead. There is noth- 
ing between the average man and success in his line, but 
application and work. Average intelligence and extraor- 
dinary industry will accomplish great results where 
mental brilliancy coupled with lack of industry fails to 
record achievement. 

In my 46 years in the shoe business, I’ve seen men of 
all types enter the field and fall by the wayside. Most of 
them were justified in thinking they could make a suc- 
cess of selling footwear. I have observed that 90 per cent 
failed because of lack of energy or misdirected effort. 

If a moral can be drawn from my experiences in the 
retail shoe business as narrated above, it surely is this: 
“It is up to every man to make himself underpaid.” My 
message to the young men in the shoe business in Amer- 
ica can be summed up in a single word: WORK. 





“Brown for Spring’ says Color Expert 
at Boot and Shoe Club Meeting 


Boston, Mass.—The initial meeting and dinner of the 
36th season of the Boston Boot and Shoe Club was held 
at the Copley Plaza on Wednesday evening, October 17. 
John A. Gardner presided. 

President Gardner spoke of the high quality of shoes 
for which the East is famous and paid a compliment to 
the West by the recitation of the poem, ‘““Where Does 
the West Begin?” 

Secretary Thomas F. Anderson announced that the 
Annual Ladies’ Night would take place on December 12 
in the ball room of the Copley Plaza. Secretary Ander- 
son gave the meeting news of absent members, reporting 
that E. P. Brown of the United Shoe Machinery Com- 
pany expects to be at homein Boston around November 
3. He spoke of the foreign trade activities of E. B. Ter- 
hune, treasurer and general-manager of the Recorder, 
and referred to Mr. Terhune’s address last week before 
the British Shoe Manufacturers’ Association. He re- 
ported that James H. Grover had returned from Europe 
and that Buford H. Jones, after several weeks’ illness, 
had now fully recovered; that Fred P. Young, who had 
been confined to a hospital, is back again at his office. 

Margaret Hayden Rorke, managing director of the 
National Textile Color Card Association, New York, 
was introduced and gave a most interesting talk on the 
colors which would predominate for next spring. Re- 
ferring to color as a big subject, ante-dating everything 
else in history, she predicted a colorful sport season, 
with brown and its varying tints as the most popular 
shades of the spectrum. As a result of her earnest re- 
quest, there were many questions asked of Mrs. Rorke 
after her talk, all of which were answered by her in a 
most satisfactory manner. 

At the close of Mrs. Rorke’s address and the question 
period, a rising vote of thanks was tendered to her. The 
meeting was a brilliant one throughout and its sparkle 
was greatly enhanced by the witty remarks of the 
officers at the head table. 


BOOT AND SHOE RECORDER 





Testing Your Advertisements Before 
They Appear 
(Continued from page 46) 
the tests; it was also first according to the returns. The 
only discrepancy is that advertisement D is second 
according to the test and fourth according to the firm’s 
returns, while advertisement G is third according to the 
test and second according to the returns. Likewise, 
there is a slight difference on advertisements B, E, 
and C. 

The exact amount of agreement may be expressed in 
statistical terms by what is known as a co-efficient of 
correlation. For the sake of clearness we may refer to 
the co-efficient of correlation as the percentage of agree- 
ment between the two sets of ranks. 

From the table on page 46 two important points 
appear: 

First, the results demonstrate that it is possible by 
means of brief but carefully conducted tests to measure 
with a high degree of accuracy the relative value of ad- 
vertisements as a whole and of the various elements in 
the advertisements. The average correlation between 
the test results and the business returns is approxi- 
mately .80. Second, the results show that certain ele- 
ments in an advertisement are much more important 
than others. Specifically the attention value and the 
headline are each nearly twice as important as the text 
of an advertisement. 


Easy to Get a Cross Section of Human Nature 


The criticism that the situation of any test of this 
type is artificial, that it is impossible to secure a reac- 
tion from a person under test conditions which is com- 
parable to that secured under the usual every-day cir- 
cumstances in which advertisements are observed; in 
short, that such a thing cannot be done is pretty effec- 
tively met by these results. In view of the considerable 
number of instances in which the tests have been 
checked against the actual business returns, the answer 
is that it can be done, and that whatever artificiality 
there may be in any testing situation is inconsequential. 
We ought to add, however, that the validity of the 
method depends upon the scientific care with which the 
tests are made. 

Another criticism sometimes urged is that a test 
made with a limited number of persons, even though it 
be several hundred, is no index of what the results 
would be for thousands or millions of people. 

The answer to this point is that human nature in the 
mass is remarkably uniform as shown by an abundance 
of psychological and statistical evidence. If a chemist 
wishes to analyze the water supply of a city, it is not 
necessary for him to analyze all the water in the reser- 
voir or in the city mains. He needs only to test a few 
samples here and there. If he wishes to analyze a car- 
load of iron, he needs only to chip off a few samples 
here and there, and analyze them. Human beings are 
probably not so uniform in their make-up as the water 

(Continued on page 64) 
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OUTLINE OF LEATHER 


EIGHTH OF A SERIES 
By FRANK R. SPALDING 


OLE leather is generally manufactured from the 
S heavier cattle hides. The supply is both foreign 

and domestic. The chief source of foreign supply 
is South America, which during recent years has become 
a dominant factor in the world’s supply of beef as well 
as hides. The South American packers have established 
up-to-date freezing plants and the greatest care is exer- 
cised in taking off and handling the hides. 

South American packer hides are known as Frigori- 
ficos and the green salted hides from the smaller plants 
are known as Saladeros and Mataderos. 

Our chief domestic supply comes from the packing 
houses in the Middle West and are known as packer 
hides. A great many are obtained from local butchers 
throughout the smaller cities and towns and are known 
as city and country hides. 


Classification of Hides 


Hides are classified according to their place of origin, 
care exercised in removing, weight and sex of the ani- 
mal, and charness or freedom from defects. 


To illustrate, they are offered as follows: 


Heavy native steer, free of brands.......... 60 pounds and up 
Spready native steer, free of brands.......... 6% feet across 
Light native steer, free of brands........... .50 to 60 pounds 


Extreme light native steer, free of brands. .. .25 to 50 pounds 
Heavy butt branded steer, branded not over. .18 inches 


PE ntpan cen badass acm cs ehire ve vx ons 60 pounds and up 
Light branded butt steer................... 50 to 60 pounds 
Extreme light butt branded steer............25 to 50 pounds 
Heavy Colorado steer side and butt branded 

eh tien atacand isd ead ens tenes 60 pounds and up 


Light Colorado steer.......................50 pounds and up 
Heavy Texas steer, smaller and plumper than 


CI 6 dein candvees tree (Use ce. 60 pounds and up 
Extreme light Colorado steer...............25 to 50 pounds 
Light Texas steer.........................-.50-60 pounds 
Extreme light Texas steer.................. 25-50 pounds 


Heavy native cows, free of brands...........55 pounds and up 
Light native cows, free of brands............Under 55 pounds 

Branded cows, free of brands............... 25 pounds and up 
Native bulls, free of brands.................25 pounds and up 
Branded bulls, branded.................... 25 pounds and up 


Country Hides 


Buffs, cow or bull free of brands............ 45-60 pounds 
Heavy cows free of brands..................60 pounds and up 


Extremes free of brands....................25-45 pounds 
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Heavy steers free of brands.................55 pounds and up 
Bulls free of brands........................60 pounds and up 
DE I e bvvs cue ch Deb igs des bv codes All weights 


Loosening the Hides 


The leg breakers loosen the hide at the shanks. The 
siders remove the skin from the side. For this last opera- 
tion, the animal is laid on its back. After this it is once 
more hung head down and passes to the rumpers. Fell 
cutters and backers, detach the hide from the different 
parts of the animal. 

The droppers complete the operation by pulling the 
hide off the neck and shoulders and dropping it on the 
floor for inspection. The foreman then goes over the 
hide with the greatest care, looking for cuts and scars 
and if he finds one, he knows from the location where 
to put the blame. The inefficient operator does not 
keep his position long. 

The ears are then cut and the switches trimmed from 
the tail and the hide issorted intothe different selections. 

The Frigorifico hides from Argentine are taken off 
fully as carefully as our American Packer Hides and 
are preferred by most sole leather tanners as they are 
more carefully fleshed and trimmed. 

The hair side is scraped under a spray of water and 
the flesh side severely brushed and the superfluous flesh 
scraped off. They bring a higher price as a rule as they 
give a better yield. 
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Hide Imperfections 


From the taking off or flaying, the hides may be cut, 
scoured, or improperly rounded. Through improper 
curing, it may be too.horny, salt stained, decayed 
within, or discolored by the iron in the bloody pieces of 
flesh which were not removed. 

Then, too, these are added to the natural causes 
which help to decrease the value of the hide. The most 
violent disease which animals are subject to is anthrox 
bacillus, which not only kills whole herds of cattle, but 
it is easily communicated to other animals and to 
human beings. It is customary in all civilized countries 
to destroy and cremate all infected cattle. 

Dry hides from China and Russia are not permitted 
to enter this country unless they have been disinfected 
with bichloride of mercury, because they have been 
found to contain the anthrox spores. 

Dr. Pasteur made his first discovery of immunity 
rendered by innoculation with the attenuated virus 
with this germ. There is the milder fever known. as hoof 
and mouth disease which, however, leaves no_lasting 
damage. 

Tick Fever Very Harmful 

Tick fever causes a great deal of damage in the south- 
ern States. It has been lessened of late a good deal as it 
has been discovered that dipping the cattle three or 

(Continued on page 63) 


Photo by Charles J. Belden, Z T Ranch, Pitchforck, Wyo. 


THE MAKINGS OF MUCH BEEFSTEAK 


A herd of whiteface beef cattle leaving their pastures in the high reaches of the Rockies on the long hike to the railroad. 
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Here’s How Hosiery Is Dyed 











Various Processes Used in Applying Colors to Cotton, Natural and 
Artificial Silks and to Wool 


YEING is the process by which color is applied 
to hosiery. This may be done either to the yarn 
or to the finished stocking. Hosiery made from 

dyed yarns is known as ingrain hosiery, while hosiery 
made from undyed yarns and subsequently dyed is 
known as dip dyed hosiery. There isn’t very much 
difference between the two methods, although each has 
certain advantages which makes it preferable to the 
other for certain purposes. For example, cotton has 
little affinity for dyestuffs, and the color of cotton goods 
consequently is apt to be faster when they are dyed in 
the yarn than when they are dyed in the piece. Different 
fibres—cotton, natural silk, artificial silk and wool— 
will take different colors from the same dye, so that yarn 
dyeing is preferable for hosiery that contains more than 
one kind of fibre. The loading or weighting of silk, which 
is part of the dyeing process, is more easily applied to 
the yarns than to the finished goods. And so on. 


Process No. 1—Boiling Off 


Whether hosiery is dyed in the yarn or after it is 
knitted the process followed is practically the same. In 
the case of silk the goods must first be boiled off before 
dyeing. Boiling off is the process by which silks are freed 
from their natural gum. It is done by immersing the 
goods in boiling hot soapsuds. 
The boiling off usually leaves 
yellow silks a creamy white, 
since most of the yellowcolor- 
ing found in many varieties 
of raw silk is in the gum. But 
many silks have stains or dis- 
colorations that do not come 
out in the boiling off. These, 
if they are to be finished 
white or dyed in very light 
colors, must be bleached be- 


fore dyeing. 


Process No. 2—Bleaching 


The bleaching agent most 
commonly used for silks is 
sulphutous acid gas, which is 
obtained by burning sulphur 
in the air. The silks are hung 
in a closed brick chamber 
where sulphur is burned in 
pots. Sodium peroxide and 
hydrogen peroxide are used 
to some extent for the same pang 
purpose. The latter, however, spay 








of hosiery display ina window of the R. H. 
elroit. The background was made by stretching 
satinflover a wooden frame. 


is too expensive to be used on a large scale. Chloride of 
lime, the most widely used bleaching agent for cotton 
and other vegetable fibres, is not suitable fer use on 
animal fibres, such as wool and silk. After the bleach- 
ing is completed the silk yarns or stockings are washed 
thoroughly in cold water and dried. They are then 
ready for the dyeing. 


Process No. 3—Dyeing 


There is an almost unlimited variety of dyes used for 
silk, depending on the kind of silk that is being treated, 
the effects desired and the ideas of the dyer. Every dyer 
has his own formulae, many of which are secret and 
known only to him. Every progressive manufacturer 
maintains a chemical laboratory where dyes are tested 
and new methods developed, and the dyes used by one 
manufacturer to obtain a certain effect may be totally 
different from the dyes used by another manufacturer to 
obtain an exactly similar effect. In general, however, it 
may be said that silks are usually dyed with direct or 
substantive dyes, while cottons are dyed with mordant 
or adjective dyes. This means simply that silk, since it 
possesses great absorptive power, will take dyes readily 
without the medium of an intermediate or mordant, 
while cotton, which is not so easily impregnated, usually 
needs a mordant to make the 
dye penetrate thoroughly. A 
mordant is a substance that 
has an affinity for both the 
fibre and the dyestuffs, and 
helps to bring them closer 
together, so to speak. Mor- 
dant dyes are used to some 
extent for silks. Salts of tin 
and iron are the mordants 
usually employed, the latter 
being used chiefly for black 
silks. These metallic salts 
serve not only as mordants 
but as weighting materials. 


Machinery Used for Dyeing 


Both yarns and finished 
goods are dyed generally by 
being run over reels or rollers 
through vats containing the 
hot dye liquid. By means of 
these reels or rollers the ma- 
terial is kept moving continu- 
ously through the liquid until 
it has taken the color evenly 
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A Style Show, with girl models from "the musical comedy, ‘Sally, Irene and Mary,” was presented in connection with the opening of 


Teddy’s shoe store, 325 Washington Street, Boston, on October 5. The store is immense, having great floor s 


e and facilities for handling a 


large volume of business. The store sells $5 shoes for men and women and also carries a broad line of children’s shoes. The models from the 


theatre displayed some of the most impressive of the new fall 
senting the show. The platform was located in the center of 1 


terns. A 10 foot square platform, with an orchestra nearby, was used in pre- 
rear section of the store, devoted to a bargain department. Much interest was 


manifested in the style show as the doors opened for the first lime, and business was reported good at the close of the day. 








and thoroughly. This may require anywhere from one 
to five hours, depending on the material and on the 
color and character of the dye. Yarns, after the dyeing 
is completed, are dried out in a revolving extractor and 
then submitted to a dry heat which not only completes 
the drying, but adds to the lustre. Finished hosiery is 
dried on hollow metal forms heated by steam. 





Error in A. C. Lawrence 
Advertisement 


Through an unfortunate typographical error, an 
apparently incongruous statement was made by the 
A. C. Lawrence Leather Company in their October 6th 
advertisement. 

The announcement was properly headed—‘“‘Announc- 
ing the Spring 1924 Colors in WEILDA CALF,” but 
in the body of the advertisement these colors were 
stated to be for Spring, 1923. Fortunately the error was 
discovered and corrected before many copies were 
printed. 





Uncle Sam to Advise Women on Cost 
of Clothes 


Washington, Oct. 17—It is the intention of the 
newly established Bureau of Home Economics in the 
Department of Agriculture to conduct a detailed study 
of the factor entering into clothing costs, and to help 





the housewife in choosing textile materials and clothing 
which will give the greatest amount of service. The 
work of this Division is of great importance to retail 
merchants, as millions of women will read the official 
bulletins of the Department. 

Secretary of Agriculture Wallace has approved of the 
program of research work into the problems of home- 
makers. Dr. Louise Stanley, Chief of the Bureau, 
assumed her duties a few days ago and has selected a 
competent staff. Her plans call for economic studies, 
experiments in the field of textiles and clothing, and 
equipment studies. 





An Outline of Leather 


(Continued from page 61) 


four times a year prevents the tick fly from causing the 
damage. The greatest damage of all is caused by the 
“grub” or warble fly. These insects lay their eggs on the 
hide of the animal and the larvae eat their way through 
the hide. Whether they eat in or out, is still a question 
with scientists. But in many event, no effective cure 
has been found yet and the amount of damage done is 
tremendous. 

A hide with more than five grub holes is considered 
grubby and is classed. as a second hide. The origin, 
grade, take-off, weight, sex and freedom from imper- 
fections are all things the buyer of hides must watch in 
order to be able to estimate correctly what the yield 
of his leather may be. 
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Here are illustrations of some smart looking oxfords made for President Calvin Coolidge and Gov. Channing H. Coz of Massachusetts by 


Rice § Hutchins, Inc., Boston, Mass. The group picture shows Gov. Cox being presented with his shoes by Vice-President Fred V. Rice of the 
firm at the Brockton Fair where Rice ¢ Hutchins, Inc., made them at its model shoemaking plant. 

The shoes at the lower left were made for President Coolidge and are imported black calf blucher oxfords with a trouser crease. The 
President's signature is embossed in gold on the heel seat. There’s swagger to the President’s new shoes. 

The shoes made for Gov. Coz are also right up to the minute in style with large perforations and pinking used to stress smariness. The 
material is imported calf and a new last with a broad extension welt was used. The governor’s name was sewed in silk in the lining. 











Testing Your Advertisements Before 
They Appear 
(Continued from page 59) 


supply of a city or the iron in a carload; in the mass: 
however, they are remarkably uniform. The proportion 
of marriages, suicides, automobile accidents, or the per- 
centage of persons whose favorite color is green, or who 
like their steak rare is remarkably constant. Further- 
more, these methods are not in any sense comparable 
to straw votes. There is as much difference between 
carefully conducted tests and the usual smoking-car 
straw votes on advertisements or on presidents as there 
is between chemical analysis and cook-book experiment. 
Another point brought out by these tests is that the 
judgment even of expert advertising men is often wrong 
and that they are hardly better judges of what will 
appeal to the public at large than other observers of 
human nature. The fact that so many weak advertise- 
ments appear even in our best mediums and for prod- 
ucts for which large sums of money are expended is 
ample proof of this statement. 
5: The methods here proposed are not impractical 
theory; they are simply the common-sense application 
of scientific methods to advertising problems. Up to the 
present time the methods had not been developed and, 
what is equally important, their validity had not been 
established because they had not been checked against 
actual returns. 





Care of the Feet 


Dave Rich of Birmingham, Alabama, is carrying an 
orthopedic message to the people of Alabama through 
the daily newspapers. He breaks into print now and 
then with some topic similar to the following: 


Give the Feet Every Care 


“It is unhealthy to wear the same shoes two days in 
succession: wearing’a pair of shoes day after day is hurt- 
ful to the feet and has been declared insanitary,” said 
Dave Rich. “Everybody, almost, has two pairs of shoes. 
General health requirements provide for alternating in 
shoe wearing. For more than a quarter of a century the 
alternating of shoe wearing has been advocated, and it 
is now being urged by those who would watch the care 
of the feet as well as other portions of the anatomy. 
Many people who have been wearing shoes alternately 
have given comments showing their feet are in better 
shape. Footwear should have an airing often just as well 
as other things. Overnight is not sufficient; germs can- 
not be removed in one night, but much can be done in a 
night and day or two nights and a day. Medical science 
is keeping a close watch on general health conditions 
and the feet are coming in for much attention. It is not 
expensive to have two pairs of shoes; almost everybody 
now has two pairs. To wear them alternately does not 
mean any greater number of shoes through the 
year. 
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Stylish, Fashionable Numbers 
for Your Fall Trade 


Order now from our in-stock department for 


quick shipment. 


new, 


No. B621 $3.75 


B 621—Black Satin Two Strap, suede trimmed 
side cut-outs, genuine turn, 12-8 Cuban heel, 
B to D, code “Ideal” $3. 

B 620—As above murs, with 15-8 Full Spanish 
heel, A to D, code “Chi $4.00 
B 261—As above except Patent Leather single 
row fancy stitch jon quarter, 15-8 Spanish heel, A 
to D, code “‘Rae’ $4.25 


B 262—As above except with 12-8 Cuban ical 


B to D, code “Nuovo” 


No. B7817 $3.70 


B 7817—Black Satin One Strap, beaded suede 
fore strap, genuine turn, 14-8 Full Louis heel, 

to $3.70 
B 7807—As above with 16-8 Full Louis heel. .$3.70 
B 7667—As 7807 except imitation turn, 14-8 
Spanish heel, B to D $3.10 
B7777—As 7807 except brocade quarter, 16-8 
Full Breasted Louis Heel, A to D $2.85 


HAVERHILL 


The October issue of 
Hannahsons News is 
now ready to mail. It 
contains news of in- 
terest to you, as well 
as illustrations and 
descriptions of all 
that is new in lasts, 
patterns, and styles. 
From its pages you 
will be able to select 
smart, fashion- 
able numbers that 
will solve your nov- 
elty problem for this 
season. Ask us to put 
your name on our 
mailing list. 


HANNAHSON 
SHOE CO. 


MeN UUeMUUUL LULL Lee LU LULL LE LULL) PLL CLM S LLL LT 


Every dainty number is 
is stylish, and will sell. Send in your 
order now. 


No. B265 $4.10 


B 265—Patent Leather One Strap, strap and side 
cut-outs, genuine turn, 15-8 Full Spanish heel, 
A to D, code “Bernice” $4.16 
B 623—As above except Black Satin, suede trim- 
med, A to D, code “Inez” $3.85 
B 624—As above except 12-8 Cuban heel, B to D, 
code “Esther $3.60 


No. B627 $3.85 


B 627—Black Satin Doris Front Strap, suede 
trimmed, front cut-outs, genuine turn, 15-8 full 
Spanish heel, A to D, code ““Hannah” 8! 
B 628—As above except with 12-8 Cuban heel, 
B to D, code “Harriett” $3.60 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Rajah Soles Are Made in Both 
Coarse and Fine Grain 






Most people seem to 
prefer the _ original 
coarse grain RAJAH 
Sole, but for those who 
like a finer and firmer 
grain, we make the 
type shown at the left 
—(either plain or with 
circular studs). 


Such soles are, of 
course, not so soft, re- 
silient, or sure footed as 
the coarse grain 
RAJAH, and will wear 


smooth very quickly. 


On the other hand, 
they do make a neat 
and trim looking shoe, 
and a bit finer appear- 
ance. But looks alone 
do not sell more shoes. 


Take an_ ordinary 
Crepe Sole, put it on 
your radiator for an 
hour. Take a Genuine 
RAJAH Sole and do 
the same thing. Note 
the Crepe soften and 
change color. Note the 
“RAJAH” remain as 
before the test. 


There is a reason. 


Alfred Hale Rubber Co. 
Atlantic, Mass. 
Established 1876 
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THIS TRADE MARK IS 


| Your Assurance of Quality 





VE-WE OCH OAYE SY 
7. _——_ A 
SAE me cEnOrHe “ALWAYS 





BEARS THE FULL NAME. 











Uniform Quality 


UNCOMPROMISING ADHERENCE TO 

THAT WHICH GIVES GENUINE PRIDE 

AND SATISFACTION TO EACH— 

MANUFACTURER, RETAILER AND 
CONSUMER 


ey C. B. SLATER COMPANY ay ssi 


Park Sq. Aeolian 
Building Builders of Shoes for Men, Women & Children Building 


ape SOUTH BRAINTREE, MASS. gr idm 


Avenue Street 


Send for Catalog “B”’’ of In Stock Styles 
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= CURATIVE QUALITIES z 
PTT es PLUS STYLE Ounnicy 
g Ty g THITMOMUNIHIOHMMHOUUMC MMOH 2 
These are two of the valuable features that . 
= make Dr. A. Reed Shoes a constant source | = 
= of profit and customer satisfaction. : 
fe o 
= ; a Many numbers are carried in stock, for |= 
= ow — prompt delivery, for your convenience. All | = 
fe] No. 252—Built with styles represent the latest achievements in {2 
= cade cules Gott staple shoemaking. : 
o Write us today for a copy of the Dr. A. 9 
= Reed catalog. In it you will find many |= 7 
A helpful suggestions. a ; 
= John Ebberts Shoe Co., Inc. | 
o g ] 
= Exclusive Manufacturers = ; 
= = 1 
= Buffalo ~ - New York |= | . 
o Q I a 
TMMUOMIH OU OUCH OU OOOUOU OU OMOM 
7 
| \ 
y 
f 
d 
s 
a 
u 
IN 
Gold, Light Blue, Red and Rose {~ 
Packed in Individual Pair Cartons 
Price $4.50 per Dozen Pairs 
Sold by Authorized Jobbers only 
Send us your order for nearest distributing point 
FREE < 
Window and Counter 
DisplayRacks prepared 
in four colors with every 
order. Manufactured by 
JAMES N. MAYHEW COMPANY, Inc. 
Minneapolis, Minn., U. S. A 
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“Pocahontas’’ —a_ fine-quality 
silk stocking to sell at $1.50 


“Pocahontas” is of pure Japan silk, with 21-inch 
silk boot, elastic, mercerized top, double sole and 
high-spliced heel, reinforced toe, seamed back with 
fashion marks in ankle, unusually fine gauge. 


All colors. 

















This attractive Arrowhead 
number creates sales—and 
brings customers back for 
more. 


Like all Arrowhead Hosiery 
it clings to the ankle— 
| adding beauty, trimness 





and neatness. 





The Arrowhead line is ad- 
vertised in leading maga- 
zines, and consists of hosiery ¢ 
for Men, Women and Chil- § 
dren, in pure silk, artificial 
silk, mercerized, worsted 
and cotton. 











Pocahontas” is an un 
usual value andsells quickly. 
Send your order at 
once—it will be filed § 


promptly. 















RickmMonp Hosiery Mis 
INCORPORATED 


Established 1896 


CHATTANOOGA, TENN. 








EZ ' 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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health shoe. The Formedic Flexible 

Sole Shoe (made exclusively by Hamil- 
ton-Brown)_is designed for perfect foot com- 
fort, health and good appearance. 


"T peat is a constant demand for a good 


Here is a shoe that works in harmony with 
nature. The flexible arch supports and at 
the same time exercises the foot muscles, 
building them up in a natural way. Be the 
dealer in your town to feature Formedic 
Shoes—they will bring you new business. 


Hamilton-Brown Shoe Co. 
St. Louis, U. S. A. 


Our No. 6346—Widths AA to 
E. Price $4.60. Can also be had 
with rigid steel shank in brown 
(No.{'6341) and in black (No. 
6340 . 
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CHICAGO 


Weather Retards Shoe Buying 


Falling Off in Buying in Retail Stores Attributed to Unseason- 
able Period 


HE warm Indian summer days that 

Chicago has been experiencing can be 
appreciated and enjoyed by all but those 
who are in the wearing apparel business. 
Automatically with the advent of the 
warm days, people seemed to lose their 
interest in fall and winter wearing apparel, 
with the result that there was a general 
slump in the shoe business during the 
week ending October 13. 

This dullness of business was felt all 
through the wholesale district as well as 
the retail, for when the retail business. is 
good there is quick reaction in the whole- 
sale. Even a day’s good business sends the 
retail merchant to the instock departments 
with sizing up orders, and demands for 
new styles. 

The weather seems to be the only cause 
to which this condition can be attributed, 
as ordinarily at this time of the year 
business is good. 


The Silk Situation 


Although it was feared that the dis- 
aster in Japan would start heavy buying of 
silk hosiery, the market seems to have 
felt no effect of the situation thus far. 
Most local distributors, being also manu- 
facturers of their own lines, have stocks of 
varying size on hand which they are hold- 
ing for sale at the regular price. 

Opinion prevails that some advances 
can be expected, but they will depend 
entirely on how long present stocks last 
and the basis on which silk is moving at 
the time of replenishing. Sufficient stocks 
for a normal demand between now and the 
end of the year were estimated from the 
present available supply, but this would 
hardly be true of all kinds, buyers say, 
and could be quickly eradicated by a rush 
call for certain styles. 

For a few weeks prior to the earthquake, 
the silk industry in this city had been 
regaining some of the ground lost during 
the summer. Silk men report the industry 


has never fully recovered from the setback 
it received during the war, and that at no 
time have more than 60 per cent of the 
pre-war workers been employed. They say 
that the peak had been reached during the 
first days of September and that the 
manufacturers were looking forward to 
better days, but now their hopes have 
been banished. 


Fair Hosiery Sales 


The present situation has made no 
apparent difference in the purchases by 
the consumer. This is the time of the year 
when new shoes are bought, and naturally 
the purchase of new footwear is followed 
by the purchase of hosiery to match, and 
there has been no exceptionally large sales 
totals shown by the hosiery departments 
of any of the retail stores. 

There have been several very large 
hosiery sales held in different retail stores 
that have brought good results, but this 
cannot be attributed to the fear of any 
expected increase in prices, but because 
there were good values offered for the 
money, and buyers were quick to see them. 


Light Chiffon Shades Favored 


The demand in women’s hose is still for 
the light colors. For evening wear the pale 
and lighter shades in chiffon are the best 
sellers, while for street and afternoon wear 





Correction in Address of 
L. S. Berg Bootery 


In the issue of Sept. 29, an item 
referring to the sale of the Bubeck 
Bootery to L. S. Berg incorrectly 
gave the address of the place of 
business as 751 East 49th street. 
The correct address is 751 East 
47th street, where L. S. Berg is 
operating as L. S. Berg’s Bootery. 
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Getting More Shoes Sold Right t 





cinnamon, slate, and the shades that are 
modifications of these colors, are good 
sellers. 

Carson Pirie Scott & Company are 
showing a new line of women’s imported 
mixtures in silk and wool, having a wide 
solid color stripe within an embroidered 
clock. 

Marshall Field & Company are showing 
a new style in the half sox for children 
made in a derby rib weave with a sewed 
on turn-back cuff of a novelty weave 
usually worked out in two to five colors. 


H. C. Brandt Dies 


Henry C. Brandt of the wholesale con- 
cern of H. Brandt & Sons, passed away 
recently in his home at Park Ridge, IIl. 





HENRY C. BRANDT 
Chicago shoeman, who recently passed away 


Mr. Brandt has been very active in shoe 
association work, and was held in high 
esteem by all who knew him. 

In respect to Mr. Brandt, and to enable 
those who desired to attend the funeral, 
the annual meeting of the Chicago Shoe 
Trades Association, of which Mr. Brandt 
was a member, and which was originally 
scheduled for October 11, the day of the 
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funeral, was postponed one week and was 
held Thursday, October 18. 

Mr. Brandt's name had been the choice 
of the nominating committee to serve as 
one of the directors for the coming year. 


Good Sales of ““Under Hose’”’ 


In order that there will be no dropping 
off of the sales on chiffon hosiery as the 
weather grows colder, Alfred J. Ruby, Inc. 
are showing what is known as “under 
hose.” These are regular hose, imported 
from England, made of gauze wool, of flesh 
tint, to be worn underneath the chiffon 
hose and cannot be detected. 


New Feltman & Curme Store 


Feltman & Curme opened a new store in 
their chain in Evanston, IIl., October 13. 
The location is in the heart of the Davis 
Street retail district in the Hoyburn 
Theater Building. 


Goldberg to Europe 


Julius Goldberg of O’Connor & Gold- 
berg, accompanied by Mrs. Goldberg, 
sailed’ Saturday, October 13, on the 
White Star Liner, ‘Majestic’’ on his 
second trip to Europe this year. This is 
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Time to Order for the 
Holidays 

How about ordering holiday 
merchandise? Felt slippers and 
boots should be coming in during 
November and new patterns and 
reorders on leather shoes should be 
placed now to insure delivery 
December Ist. 











primarily a business trip, but the itiner- 
ary shows several pleasure jaunts. While 
in Europe, the Goldbergs will visit Eng- 
land, France, Switzerland and Italy. 


Brogue Effects for Walking 


In such stores as the Walk-Over Stores, 
which specialize in snappy, yet conserva- 
tive welts for street wear, a variety of 
oxfords are shown. Most of these have 
broad toes, and many of them have been 
made over square toe lasts. 

Some of the heavier-looking oxfords 
made of Scotch grain or calf-skin have a 
comparatively wide strap over the lacing 
across the instep which fastens with a 
harness buckle. In this type of shoe, tan 
seems to be quite popular. 





ST. LOUIS 


Improvement in Retail Trade 


Black Shoes Continue to Be Favored by Women—Men’s 
Buying Light 


N increase in the retail shoe trade 
during the week ending October 13 
was noted by most of the merchants. The 
trade was reported as irregular and spotty 
during the week, but aggregated more than 
the previous week. Friday was an excellent 
day for sales. The warm weather was 
attributed as the big factor in causing the 
continued dullness that has characterized 
the shoe business for several weeks. 
Business on Saturday, October 13, was 
better than the previous one. A drizzling 
rain with a colder atmosphere was a wel- 
come sign to the merchants. Optimism was 
observed in all stores and expressions of a 
continuance of the cold weather was heard 
in all quarters. 


Blacks Are Very Strong 


The demand for black shoes goes on un- 
abated. The increase continues with satin 
still the preferred choice of women. One 
event which was outstanding is the call for 
black suede. So well has this number been 
scoring in the prestige that during the past 
week some stores reported that it was sell- 
ing better than patent leather, which has 

* been the second best bet next to satin. 

Patent is good and remains the favorite 

with many women. One of the largest 


operators stated that about 80 per cent of 
their business was on black shoes. Wom- 
en’s tan oxfords with 14/8 and 15/8 heels 
are gaining in sales and showed consider- 
able strength. 

Shoe stocks are in the best shape in a 
long time. There are no shoes which can- 
not be liquidated without loss. Stocks are 
low and for the most part merchants are 
buying cautiously and often. One mer- 
chant stated that he could clear his entire 
stock of shoes with a small advertising 
campaign in 45 days. 


Good Children’s Business 


In the children’s departments business 
improved considerable. One store that ran 
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a special sale recently was forced te remove 
the window shoes so complete had the 
stock been sold on the floor. 


Opens Tenth Store 


The Senac Shoe Company of St. Louis 
has opened jts tenth store in Tulsa, Okla., 
George Steuber, manager of retail stores 
for the company and J. A. Schrader ho- 
siery buyer, were in Tulsa for the opening. 
The department is located in the store of 
Seidenbachs. The range of prices are $6.50 
to $12.50. 


Manufacturers Show Gain 


That part of the Federal Reserve report 
on general business conditions which refers 
to the manufacturing of shoes has the fol- 
lowing to say: “‘August sales of the 11 re- 
porting interests were six per cent larger 
than for the same month in 1922 and 15.2 
per cent under the July total this year.”’ 
The demand is described as active through 
the line, but with particular emphasis on 
fancy goods and special lines. Uncertainty 
relative to the future styles is interfering 
somewhat with programs of manufacturers 
who are hesitating about large stocks until 
something more is definitely known about 
what will be called for. A slightly easier 
trend in prices of finished goods was re- 
ported and raw materials were firm, with 
certain upper grades of leather higher. 
Orders being booked currently are largely 
for prompt shipment; less than 25 per cent 
being for forward delivery. Factory opera- 
tions are from 85 to 100 per cent of capac- 
ity. Collections are reported better. 


Taylor with Boyd-Welsh 


Harry F. Taylor, who for a number of 
years was connected with Val Duttenhofer 
Sons Company, Cincinnati, and later with 
Chas. K. Fox, Inc., of Haverhill, Mass., 
has associated himself with the Boyd- 
Welsh Shoe Company, St. Louis, Mo., and 
is in charge of the general office of the 
Boyd-Welsh Shoe Company. 

At a recent meeting of the stockholders 
of the Boyd-Welsh Shoe Company Mr. 
Taylor was elected a director and made 
treasurer of the company. 

Mr. Taylor will be pleased to greet his 
friends and acquaintances at Boyd-Welsh 
Shoe Company. 





MILWAUKEE 


Dull Complexion to Business 


Sales in Shoe Stores Limited to Newest of Novelty Patterns— 
Good Promises for Increase 


‘TD USINESS has been surprisingly dull 

during the week ending October 13, 
in both men’s and women’s footwear. 
Children’s boots and shoes have sold well 
up to the average, but all other lines have 


been weak. Merchants are at loss to ac- 
count for the fact that at the present time, 
sales are.confined to the newest novelties, 
and these are sold only in small unit 


volume. 
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Just why business should be slack is a 
puzzle locally. Ideal fall weather prevails, 
prices are about normal, and everything 
points to a period of successful shoe mer- 
chandising. Yet most stores showed a loss 
for the past week as compared with last 
year. 

Shoe Factories Busy 


Shoe manufacturers are going right 
ahead on normal to heavy production 
schedules. Factories up-state confirm the 
reports given out locally to the effect that 
advance orders are staisfactory. Replace- 
ment business has also attained its seasonal 
volume and contributes its share of busi- 
ness at this time. Labor conditions are 
satisfactory and the shortage of skilled 
help that promised to be a barrier to 
heavy production no longer exists. 


Advertises Auction Here 


Milwaukee shoe manufacturers and 
others interested in the production of 
footwear in this great western shoe manu- 
facturing center have been reading with 
interest advertisements appearing in 
local papers concerning the auction sale of 
the Smith Briscoe Shoe Company plart at 
Lynchburg, Virginia. The advertisements 
have been placed in local papers probably 
because of Milwaukee’s position as a 
manufacturing town, and particularly aaa 
center of shoe production in the west. 


Features Foreign Shoe Trade 


In a special feature carried recently in 
the Milwaukee Journal, largest daily news- 
paper of the city, the efforts being made by 
the shoe and leather manufacturers’ 
division of the bureau of foreign and 
domestic commerce in building foreign 
trade were cited at length. Reports col- 
lected from United States consuls in 
various leading foreign cities were re- 
printed verbatim in the feature story, and 
proved highly interesting to Milwaukee 
merchants and manufacturers, revealing 
as they did, foreign shoe trends and 
tendencies. 


Predict Active Trade 


R. G. Dun & Co.’s Milwaukee branch 
in a report recently issued, predicts in- 
creased activity and general business con- 
fidence for the remainder of this year, at 
least. In its report the company specifi- 
cally states that “Shoe companies report 
a good volume of business, some of the 
principal concerns finding it difficult to 
fill orders. Retail business is generally re- 
ported good.” 


Leases Oshkosh Store 


Following announcement of the re- 
tirement of the dry goods firm of Luther 
Davies & Co., of Oshkosh, Wis., the 
Walk-Over Shoe Company has authorized 
the statement that it has leased the build- 
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Walk and Be Healthy 


Wisconsin newspapers continue 
to feature the “Walk and be ~ 
Healthy” idea in their news col- 
umns. The latest paper to take up 
the cry is the Oshkosh Northwest- 
ern, one of the finest and most in- 
fluential sheets in central Wiscon- 
sin. Script surrounding a large cut 
of an autumnal scene sets forth the 
physical and mental advantages of 
walking in a most attractive way. 
Proper methods of walking and 
proper footwear for the occasion 
are both stressed in the text. The 
advertisement is captioned, “Get 
the Walking Habit—The Ideal 
Tonic for All.’’ 











ing for a term of years and will remove 
from its present location soon. The store 
now occupied by Walk-Over was pur- 
chased several months ago by J. R. Chap- 
man & Co. Walk-Over will remodel the 
newly leased building into one of the 
finest shoe stores in the state and will try 
to have work completed so as to start 
business there by January 1. 


Milwaukee Gets Credit Meet 


Between 500 and 600 bankers, manu- 
facturers and jobbers will attend the ninth 
annual Wisconsin state conference of 
credit men at the Hotel Pfister, October 26. 
Speakers of national prominence will ad- 
dress the credit grantors at the day ses- 
sion. J. H. Tregoe of New York, secretary 
of the National Association of Credit Men 
will be one of the principal speakers. A. J. 
Schoenecker of the V. Schoenecker Boot 
& Shoe Co., is a member of the executive 
committee in charge of the affair and will 
take care of receiving the delegates. 


Olds on Governor’s Staff 


Earl W. Olds, president of the Moss 
Shoe Company, La Crosse, Wis., and a 
world war veteran, has been appointed by 
Governor John J. Blaine as a major on his 
personal military staff. Major Olds was a 
former resident of Madison, where he was 
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the advertising manager of the Wisconsin 
State Journal for a number of years. He 
resigned in 1910 to become traveling sales- 
man for a large Chicago shoe house and 
moved his headquarters to La Crosse at 
that time. He has been a personal friend of 
Governor Blaine for a number of years. 


New Shoe Store Opens 


Formal opening of the Tradehome Shoe 
Store, at 331 Main street, La Crosse, Wis., 
was attended with great success, according 
to C. K. Harrison, in charge of arrange- 
ments pertinent to the opening of the 
store. The Tradehome store in La Crosse 
is one of a national chain, according to Mr. 
Harrison. Opening of several more stores 
in Wisconsin is contemplated. 


Tannery Cost Accounting 


“Cost Accounting in the Tanning In- 
dustry,” was the subject of a paper read by 
Eugene Bredow of Albert Trostel & Sons 
Co., Milwaukee, at a meeting of the Mil- 
waukee chapter of the National Associa- 
tion of Cost Accountants held at the 
Hotel Pfister here. The meeting also heard 
reports of delegates who attended the 
national convention at Buffalo. 


Clay Chain Opens Store 


A branch of the Henry Clay Shoe Stores 
Co. has been opened in Milwaukee at 
217% Third street. The new store is doing 
a good opening business, according to store 
officials. R. S. Fox is manager of the 
branch, which is one of several to be 
opened in Milwaukee. 





Watching Progress of 
Sales 


How do your sales compare so 
far this year with the same period 
last year? If they are behind what 
are you doing to bring them up? If 
they are ahead have you done any- 
thing to bring about this increase? 
Perhaps the method you used would 
be helpful to some other retail shoe 
merchants. 














DETROIT 


Steady Tone Is Lacking 
Retail Shoe Business During First Half of October Below 


Expectations of Merchants 


HE first two weeks in October failed to 
show any marked improvement in the 
retail shoe business here. The last part of 
September was a good period for the shoe 
merchants and they expected October 
would open with a “bang” and continue 


throughout as a fine month for the shoe 
trade. With the week ending October 13, 
there was still lacking the steady tone to 
the business which was expected to prevail 
during this month. 

The color situation remains practically 
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the same as last reported. Blacks continue 
to lead in popularity, suedes coming first, 
with patents and satins a close second. A 
growing vogue of wearing light colored 
hose with black shoes is noticed, pearl 
grays, light tans and fawns, and nude 
shades being the most popular. 


Anklet Model Going Good 


There is also a tendency towards popu- 
larity of the anklet style. Stores that have 
stocked this style report a good sale and a 
growing demand. A shoe of this type is 
being featured in the advertising and 
window displays of the R. H. Fyfe & Co.’s 
store. 

Carrington, Incorporated, report a de- 
mand for block heels, a low 13/8 heel, 
which they have featured on everything, 
even to cloth and silver slippers for even- 
ing wear. 

Felt and satin slippers, in both boudoir 
and cavalier styles are making their ap- 
pearance in window displays and interior 
cases. Newcomb-Endicott Company has a 
special showing of these in several cases 
at one end of its shoe department on the 
third floor. 


In New Store 


Lane, Bryant are now occupying their 
new store on Farmer Street. The main shoe 
department is inside the entrance to the 
store and is finished in American walnut, 
the fitting chairs being of an 18th century 
design. The seats are upholstered in blue 
plush. H. Zimmern, the manager, comes 
from the New York store and expects 
bright future. Specializing on the fitting 
of stout women, the shoes are designed to 
correct practically all foot ailments, except 
deformities. A practepedist will be present 
at all times to assist customers. 

A basement department with lower- 
priced lines has also been established. 
There is also a hosiery department. 


Men’s Department Enlarged 


The men’s shoe department of J. L. 
Hudson Company has been moved and 
enlarged. It is on the mezzanine balcony 
in a very favorable location, eight eleva- 
tors and three stairways leading directly 
into the department. A larger boy’s de- 
partment is being established in connec- 
tion with the men’s lines. 


Impressive Window Display 
‘at Fyfe Store 


When W. H. Adams, manager of the 
women’s third floor shoe department, 
R. H. Fyfe & Co., received a large ship- 
ment of shoes made to his own design, he 
called upon the display department to 
make a large display and help him popu- 
larize the style. 

“This is a perfect-fitting anklet style 
in the nature of a sandal, showing a pecul- 
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iar Chinese influence in its design,”’ he ex- 
plained to F. E. Whitelam, the display 
manager. 

“Mah Jong!” exclaimed the display 
manager so emphatically that the other 
was horrified at his profanity. 

“Mah Jong, is a Chinese game that is 
largely in the public mind at the present 
time, why not let us select that as the 
name of the shoe and tie-up with it in the 
advertising and display”? asked the dis- 
play manager who saw possibilities of rich 
effects in his forthcoming window displays. 

R. H. Fyfe is a firm believer in the value 
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of a name. For more than 50 years he has 
advertised the name “Fyfe” to the people 
of Detroit and vicinity and today it is 
worth untold thousands. While other mer- 
chants advertised their shoes under one 
name or another, often changing from sea- 
son to season, R. H. Fyfe & Co. have con- 
sistently advertised the name “Fyfe.” 
The name “Fyfe” appears on every shoe 
that leaves the establishment as a guar- 
antee of quality and a promise of service. 
Today it takes ten floors to house the shoe 
business built around a name that stands 
for integrity and service. 





LOUISVILLE 


Favorable Trade in Stores - 


Women’s and Children’s Buying Better Than Men’s 
Business 


ERCHANTS report the retail 

shoe business reached a satisfactory 
plane during the first two weeks in Octo- 
ber due to a favorable change in the 
weather. A period of brisk, cool weather 
stimulated the women’s and children’s 
sales, but there is need of a brace in the 
men’s trade—probably some wet weather 
would serve to boom the men’s buying. 


In women’s shoes most of the showings 
are in lattice or strap effects, including 
button and buckle straps, and gore effects. 
Black satin, black suede, otter suede, field 
mouse, log cabin, new fawn, Indian Skin, 
beige, light gray, medium gray, bamboo, 
sand polo and combinations are among the 
offerings. Patents are also moving very 
well. A good many houses are featuring 
suede strongly, others advertising ooze 
and satin more pointedly. In men’s shoes, 
demand is more evenly divided on tan and 
black than for years past, some of the high 


class houses reporting business on about a 
fifty-fifty basis. 


Shoe Merchants Meet 

The Louisville Retail Shoe Association 
held its October meeting recently, fol- 
lowing a dinner at the Tyler Hotel. The 
feature of the meeting was a discussion on 
income tax forms and how to make up re- 
turns. George Kraft, credit manager and 
office manager of the Boston Shoe Com- 
pany, led the discussion, and showed 
correct and incorrect ways of figuring to 
get necessary results. It is planned to coa- 
tinue it at the next meeting. The question 
of attending the annual meeting of the 
National Shoe Retailers’ Association in 
Chicago in Febuary was taken up and it 
was decided to reserve eight rooms, and 
probably more later. It was reported that 
as a result of the membership drive the 
organization now hasa total of 35 members. 





‘CINCINNATI 


All Retail Lines Slow 


Shoe Trade Only One of Many to Suffer Because of Unseason- 
able Weather 


HE retail shoe business is going along 

at a fair rate with sales of footwear 
showing a fair volume in most instances. 
The warm weather, which has prevailed 
almost continuously throughout the early 
fall, has done considerable harm by reduc- 
ing the sales of shoes. There have been two 
times, however, when for several days at a 
stretch Cincinnati has experienced real fall 
weather and on both of these occasions re- 
tail shoe merchants here bad a splendid 
This is an indication that when the 
colder weather sets in permanently there 
will be large sales of footwear in the retail 
shoe stores. While the volume of business 


has held up exceptionally well, considering 
the handicap imposed by the weather, it 
has not been what it should be and it 
seems to be a matter of biding time until 
the weather will bring people out to buy 
fall and early winter footwear. 

It is not the shoe merchants alone who 
are suffering from business which is below 
normal, but retail merchants in all lines 
are complaining about reduced sales 
caused by the abnormally warm weather. 


Improvement in Men's Sales 


Men’s shoes are having good sales in the 
downtown stores, tans and blacks vying 
with each other in popularity. The besi 
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obtainable information is that sales are 
about equally divided between tans and 
blacks. Patent oxfords are proving to be 
good sellers while reds and light tans are 
being purchased in considerable quantities. 
Broad toes and crease vamps are in de- 
mand among the men buyers. Merchants 
report that but few high shoes for men are 
being sold at present. 


Women Favoring Blacks 


In women’s shoes, blacks have been 
gaining in demand. Black satins and pa- 
tents have been selling steadily in good 
volume, while black ooze has been a brisk 
seller. Many fancy tongued shoes are ap- 
pealing to the women. Several merchants 
state that light grays and cinnamon 
browns are in demand among the feminine 
purchasers of shoes at present. 

Shoe factovzies are turning out footwear 
in fair volume at present, but have been 
handicapped by the slowness in the retail 
trade. There are enough orders for imme- 
diates on hand to keep a number of the 
factories operating at a fair rate, but the 
total volume of shoes being turned out has 
slumped somewhat during the past few 
weeks. It must be said, however, that the 
shoe factories believe that the reduced out- 
put is only temporary, for a change in the 
weather, resulting in better retail trade, 
will bring about a rapid resumption of 
manufacturing on a large scale. 


Portsmouth Plants Busy 


Factories at Portsmouth, Ohio, are the 
busiest of any in the Cincinnati térritory. 
Fall orders in the Portsmouth factories 
have been plentiful and the plants in that 
city are running practically at capacity. 
Reliable reports from Huntington, West 
Virginia, state that the output of men’s 
shoes there has increased almost 90 per 
cent in recent months. 


Good Call for Straps 


John Carlisle, sales manager of The 
Krippendorf-Dittman Company, is now 
working on his samples for spring which 
will be teady within the next few weeks. 
The strap models will predominate as they 
have in the sales of fall footwear. The Krip- 
pendorf-Dittman Company has been do- 
ing a very_satisfactory business through- 
out the fall season. The salesmen will leave 
about November 10 with the spring sam- 
ples. 


Gift for Vollman 


The Vollman-Lawrence Company, man- 
ufacturers of women’s stylish popular- 
priced welts and fashionable McKays, 
celebrated its third anniversary recently. 
The Vollman-Lawrence Company’s Boys’ 
Club took this occasion to present to 
George R. Vollman, president of the com- 
pany, a letter extending their best wishes 
and pledging their moral and physical sup- 
port to carry out his plans. 
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MINNEAPOLIS 


Buying on Fair Basis 


Suedes in Browns and Black and Black Patents and Satins 
Selling Freely 


EPORTS from the shoe stores in- 
dicate that there is an uncertain 
note to the trade. Warm weather has 
curbed buying, particularly in women’s 
shoes, and the general condition during 
the week ending Oct. 13 was spotty. 
Early October was ushered in with ideal 
fall weather, but it did not continue for 
long and as a result of warmer weather 
business in the shoe stores has suffered. 
Suedes in dark brown shades, patents 
and satins in blacks have sold well to 
women. Log cabin suede in strap patterns 
has been a very consistent seller. 


Retail Notes 
A report from the Kilbourne Boot Shop 
states it has been doing a good mail order 
business on children’s shoes. 
The shoe department of the Powers 


Mercantile Company enjoyed a splendid 
day recently when it was observed as 
Milestone Day. Some good buys were 
offered in shoes. 

Novelty footwear at the Dayton’s 
ladies shoe department sold very well 
recently. There was some call for oxfords 
numbers as well as for pumps. 

Poppe has closed out his store on Sixth: 
street, between Nicollet and Hennepin and 
is now devoting his time te his exclusive 
store for women on Upper Nicollet street. 


Fire Causes Damage 


Two shoe firms, the Sorenson Shoe 
Stores, Inc. and the Sterling-Watters 
Shoe Co., both on Nicollet avenue, suf- 
fered losses recently when fire broke out in 
their building. 





DES MOINES 


Fair Retail Shoe Trade 


Decided Preference for Blacks Inspires Heavy Stocking of 
Patents and Satins 


NSETTLED weather conditions have 
retarded the buying on fall footwear. 
During the week ending October 6, most 
of the weather was not conducive to buy- 
ing of fall patterns, but the latter part of 
the week was more favorable as fall 


_ weather. 


Straps are leading in the novelties for 
women, but all colors are selling well. 
Although retail merchants are stocking 
black heavily so far no decided buying 
tendency has developed along this line. 


Shoe Merchants Meet 


Des Moines shoe merchants recently 
held a meeting. It was decided by vote to 
open all retail shoe stores in the city at 


8:30 A.M. instead of 8 and take one-half 
hour only for lunch. 

One of the best programs of the year 
brought out a good attendance. T. Frank 
Jaques gave a talk on “How to Increase 
Business Men’s Consumption of Shoes.” 

Harry Jacobson spoke on ‘“‘How to In- 
crease The College Men’s Business,”’ and 
Mr. Crandall of the Crandall Boot Shop, 
talked on “Styles for College Boys and 
Girls.”’ 

The new officers of the Des Moines Shoe 
Retailers’ Association are E. C. Wiltsey, 
president; Walter S. Arant, vice-president 
and H. L. Barlass, secretary and treasurer. 
E. C. Wiltsey has held the office of secre- 
tary and treasurer of the association for 12 
years. 





SALT LAKE CITY 


Weather Inspires Good Trade 


Varied Designs in Strap Patterns Selling to Women—Suedes 
Are Popular 


ERIODS of rainy and cold weather 
during the latter part of September 
served to stimulate business in the retail 
shoe stores and as a result the fall season 
was given an impetus and business has 
been good ever since. Both men and 


women are buying freely of smart styles 
in fall footwear. 

Ralph Featherstone of the Walker 
Bros. Dry Goods Co., operating an 
exclusive women’s shoe department, and 

(Continued on page 89) 
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the greatest line of 


é basketball shoes 
Ss in the country 


." 


A sturdy shoe with non- 
slip sole, unsurpassed 
for basketball. 


EFORE the first whistle 

blows, ushering in the new 

season, you will need a 
complete stock of basketball shoes. A strong, featherweight 
Your customers will demand the ee 
utmost in material, workmanship, 
comfort and endurance. 





These four Keds represent the 
country’s finest shoes for indoor 
sports wear. They have been built 
to stand the severest strain of gym- 


nasium and court. A shoe extensivelyused 


sayin pee 

Two of these styles are for wo- ——— 
men. Don’t overlook the women’s 
business. Order your Keds now for 


prompt delivery. 


United States Rubber Company 


A rugged shoe for women, 
recommended for both out- 
door and indoor wear. 
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Rainfall in East Turns Thoughts Toward 
Approaching Rubber Season 


New York and other Eastern States 

on Monday, October 15, the first 
wet weather experienced in these sections 
of the country in quite a long period. Al- 
though the rain had little influence on that 
particular day as far as inspiring retail 
rubber sales is concerned, it prompted rub- 
ber men to turn their thoughts toward the 
approaching season for rubbers and cover- 
ings of the four-buckle gaiter, Radio boot 
and similar foot coverings. Some retail 
merchants sold light rubbers during the 
day, however. 

A prominent rubber man, with 40 years 
of experience in the game and well quali- 
fied to speak on the footwear angle of the 
industry, said on the day following the 
rain, that in his study of the rubber foot- 
wear industry he noted that during the 
course of a year the wet season in some 
way manages to be almost of the corre- 
sponding duration for year after year. He 
stressed his point by saying that although 
for many weeks there has been extremely 
light rainfall in the Eastern States that 
when rain does come, it will be heavy and 
consistent and make up for the present 
absence. 

Rubber manufacturers are, and have 
been, well prepared for the coming wet 
weather season. Many of the larger of the 
companies have been operating their fac- 
tories at capacity in order to meet the de- 
mand of the merchants for four-buckle 
gaiters, light rubber coverings and like 
articles. One rubber salesman reported he 
turned down a generous order for four- 
buckle gaiters in mid-October because the 
factory was concentrating in turning out 
its orders that are soon due to be ready for 
deliveries. 

It has been freely predicted by those 
close to the rubber footwear industry, that 
the light rubber will be worn during the 
early stages of wet weather by both men 
and women, with the gaiter, Radio boots 
and similar rubber coverings, which extend 
above the ankle selling extensively, par- 
ticularly to women, as soon as slushy and 
snowy weather develops. Extreme cut- 
outs and novelty footwear in women’s 
shoes is advanced as one reason for a 
strong year for the higher foot coverings. 
Rubbers will not offer the same comforta- 
ble protection to the ankle as the higher 
coverings, rubber men contend. Orders 
were placed very early for the 1923-1924 
season. 


Re fell lightly in New England, 


Boston’s Rubber Centennial 


This is Boston’s rubber shoe centennial 
year, for the first rubber shoes were 


brought from Para to Boston in 1823. 
There were 500 pairs in the lot. The shoes 
were so elastic that a man could almost 
stretch them over his head. An early ad- 
vertisement of such shoes read: 

“Gum Elastic Shoes—Forty pairs of 
superior quality and good sizes this day 
received and for sale by J. W. Goodrich, 
No. 76 State Street (now No. 32). These 
shoes will be warranted to keep the feet 
dry, as well as warm, and if on trial they 
should not do so, the money will be re- 
funded. Five hundred pairs have been sold 
in this city within one year and they have 
given perfect satisfaction.” 


Edmester in Boston 


F. H. Edmester, buyer of rubber lines 
for the J. E. Bates & Co., Inc., New York 
City, was in Boston during the week of 
October 15. 


Hood Company Sells Canvas 
Shoes 


A good sale of canvas shoes in many 
styles was reported from the Boston office 
of the Hood Rubber Products Co., Inc., 
at 186 Lincoln Street, during the early 
part of the week commencing October 15. 


Facts About Rubber Goods 


A New England firm started a rubber 
shoe factory in Para in 1830. Two years 
later, a rubber goods factory was started 
at Roxbury, near Boston. 

Imports of rubber shoes continued, and, 


between 1836 and 1850, Boston merchants 
imported 575,904 pairs, while Salem mer- 
chants imported 1,792,098 pairs. 

Today, there are 40 rubber goods com- 
panies in the Boston district. They make 
much of the rubber shoes and rubber goods 
of the country. The total value of their 
products is estimated at $61,000,000. 


Seiberling Sales Conference 


Barberton, Ohio—The Seiberling Rub- 
ber Company recently conducted a three- 
day sales conference, at which 75 salesmen 
were present. 


Fish Leathers 


Some cod fish skins are being tanned in 
Gloucester. They make a handsome 
leather. But is used at present only for 
pocketbooks and like novelties. The pro- 
duction of it is somewhat limited. Cod fish 
leather must be made of fresh skins, and 
most of the fish skins that come into 
Gloucester are salted, and are useful only 
for glue. 

Also, whale hides are occasionally 
tanned in Peabody. They are from whales 
that come ashore along the New England 
coast. A whale hide spreads from 80 to 100 
feet, and is from one to four inches thick. 
It is cut into sections, for convenience in 
handling. In the tannery it is cut into sev- 
eral splits. The grain split is used for pock- 
etbooks and like novelties. The flesh 
splits, which are spongy, are compressed 
under tons of pressure in the plating press 
and are made into horse shoe pads. 
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is is of the prize winn: which was at the Hot S; County Fair held early this 
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Heard In The 
Buyer’s Office 


“M* dear boy, don’t try to tell me 
that any other HAVANA 
BROWN Kid is just as good as New 
Castle. 


*“We’ve tried ’em all out and we know 
that New Castle HAVANA BROWN 
has a different shade that distinguishes 
it from all the others — and that the 
color stays put indefinitely. 

“We take New Castle HAVANA 
BROWN as our standard.” 


New Castle Leather 
Company 


New York 











~ 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Calf, suede, top grade 


alf, smooth, black, top grade 
Side leathers, colors, top grade 
Side leather, black, top grade 
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Elk, heavy side 
Elk, for sport shoes 
Elk, colors, 
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ive for upper leather 
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Aggregate Sales Show Steady Increase 


ENERAL conditions show but little 

change since our last report, but it 

is evident that sales in the aggregate 
are increasing from week to week. There is 
a better movement of sole and upper 
leather. Competition for orders is keener 
and the tendency continues for leather 
buyers to shop about and obtain conces- 
sions if possible. Prices of sole leather have 
been forced down to a basis which admits 
of scant profit. 

Upper leather tanners are holding firmly 
to prices, and as this class of leather was 
made from high cost hides, tanners are not 
realizing values commensurate with cost. 

The labor cost of shoemaking may and 
does cost more than a year ago in many 
centers, but leather is being secured on a 
general lower level of price. With leather 
selling under replacement value a situation 
is still with us which makes it difficult for 
the tanner. 


Sole Leather Prices Low 


The sole leather market is more active 
than a few weeks ago, but tanners main- 
tain that they are losing money on present 
prices. 

Packer steer union backs, for best 
tannages bring 47c to 50c per pound for 
heavy, and 42c to 46c for light and medium 
weights. Sole cutters are buying more 
readily. Oak sole backs are bringing from 
Ac to 46c where large lots are involved. 


Calf Upper in Fair Call 


There is a fairly active call for calf 
upper leathers. The strongest demand con- 
tinues for the plump weights. The weights 
suitable for men’s and boys’ shoes are 
most wanted while the lighter weights for 
women’s shoes continues to drag. The small 
amount of leather going into the uppers 
of women’s shoes depresses this part of 
the market. Prices show no change from 
last week. Top selections of colored chrome 
smooth finish brings 45c, 40c and 35c for 
the three top grades. Lower selections are 
quoted down to 25c. Light weights and 
blacks bring from 3c to 5c less per foot. 
Suede calf is in smaller call, but tanners of 
same are busy on old orders, together with 
present demand. Prices of suede bring up 
to 60c to 75c for fancy colors; medium 
grades 45c to 55c per foot. 


Improvement in Side Leather 


Side upper leathers are moving well in 
the aggregate. Prices rule approximately 
the same although there is much shopping 
about and buying close to needs. The re- 
cent improvement is principally on the 
medium and lower grades. Top seleetions 


of chorme colored sides bring from 26c to - 


30c and 32c per foot for choice leather. 
Buck finishes bring up to 45c per foot for 
top selections, and larger quantities of* 
medium and lower grades at 25c to 35c per 
foot. An average call prevails for veal, kip 


and waterproof chrome at prices ranging 
from 20c to 30c per foot. A considerable 
amount of snuffed leathers and job lots 
are moving at prices running from 12c 
to 20c. 


Fair Volume of Patent 


There is a fair volume of patent leather 
business. Tanners claim that prices are 
now too near cost of production. Chrome 
patent sides are quoted at 30c to 40c on 
full grain, with 45c ruling for the top selec- 
tion. 

Medium and cheaper grades bring 
25c to 30c. There is a fair call for patent 
kid at 70c to 80c for top selections. Patent 
colt is briaging from 65c to 75c for the best 
grades. 

The call for kid shows improvement and 
tanners are also purchasing more heavily 
of raw stock. Prices are on the same basis 
as in recent weeks. Top selections of colors 
bring from 65c to 80c per foot with very 
choice leather higher. Medium grades are 
quoted at 40c to 60c with fair demand. 
Lower selections are quoted downward, 
according to quality and tannage. 





Herrmann Opens Store 


Leo Herrmann will open a general shoe 
store at 14627 Charlevoix Avenue, Detroit. 
Mr. Herrmann has had 14 years of shoe 
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UNITED FAST Coton EYELET CoMPANY 
ALBANY BUILDING 


205 Lincoln Street, Boston, Mass. 


September 27, 1923. 


From United Fast Color Eyelet Co., 
205 Lincoln Street, titud 
Boston, Mass. : itude 
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NEW YORK 


Fall Trade Below Standard 


Colder Weather Needed as Stimulus to Improve Business in 
Retail Shoe Stores 


ALL business so far, it is admitted, 

has been most disappointing, except 
to a few who seem to be the exceptions 
that prove the rule. Colder weather, it is 
now believed, will provide the necessary 
stimulus to make women come into the 
shoe stores.and buy dainty strap effects, 
cut-out gored shoes and pumps. The logic 
of this argument is a bit far fetched, but it 
stands a good chance of pulling through 
and it serves as well as any other explana- 
tion for the poor business at present. All in 
all, New Yorkers have been rather apa- 
thetic toward new shoes, and a short walk 
on Fifth Avenue or Broadway will demon- 
strate to any observer that New York men 
and women are greatly in need of new 
footwear. 

An improvement in the retail garment 
trades is reported and has given the shoe 
men hopes that their industry will feel the 
seasonal urge of consumers in the near 
future. 

Competition Grows Keen 


In the meantime juggling with prices 
and new styles does not add to the sales 
volume, it has been found. There have 
been comparatively few cut price sales so 
far. Competition in New York is so keen 
that prices at the opening of the season are 
lower than they are in many other cities. 
The competition is growing keener instead 
of less severe through the opening of a mul- 
titude of small shops, mainly in the out- 
lying districts. Most of these smaller 
stores do not last very long, but they pro- 
vide stiff competition for the old timers, 
while they last. The Bronx, particulazly, 
has been the scene of a number of new 
starts in business in the last year. Within 
the last month, according to one promi- 
nent Bronx retail shoe merchant there 
have been started 10 new stores in as 
many blocks in the Bronx. Many of these 
stores keep open in the evenings and on 
Sunday as well. The higher grade mer- 
chants are endeavoring to force these 
smaller stores to close their doors at least 
on Sunday, but tradesmen’s agreements 
have failed to work the desired effect and 
now a couple of flagrant violations of the 
Sunday closing law are being taken to 
court. 


Longer Vamps in Vogue 


Styles in women’s shoes have shown 
little change recently. The plain pump, or 
pumps with slight cut-outs in the vamp, 
cut-out or otherwise decorated collars, and 
even small tongues are making more head- 
way. Pumps, with slightly longer vamps, 
are being called for in the Fifth Avenue 
shops and there is a well-defined feeling 


that vamps will have to be lengthened. The 
attitude of the retail merchants, however, 
is that of conservatism and they are going 
in for the longer vamps in a cautious 
manner. 

Lightly strapped models are selling 
fairly well and the gored shoes appear to 
be coming up to expectations considering 
the generally dull business so far. Blacks, 
in the main have been outselling browns 
so far this season. What the later season 
will develop is still a question open to 
argument. * 

In some of the stores that keep in 
close touch with general style trends, how- 
ever, it is predicted that browns, in ooze 
and satin, however, will be outselling 
blacks by Christmas. 

Ooze and satin are still strong, with 
patent leather also showing considerable 
life. There has been little or no call for 
either gun metal or bright-finished calf 
leathers so far this season—except in men’s 
shoes. 


Style Question Discussed 
by Shoe Merchants 


Are shoe styles being overdone? About 
50 New York retail merchants at the 
monthly luncheon meeting of the Retail 
Shoe Dealers’ Association of New York at 
the Cafe Boulevard on October 9 answered 
in the negative. The question was the first 
one brought up at the open forum which 
has been made a permanent feature of the 
luncheon meetings. Replying to the ques- 
tion Mr. Fitzharris, buyer and manager of 
the women’s shoe department at Franklin 
Simon & Co., asserted that he did not be- 
lieve that styles are overdone at present. 
“Fashions,” he declared, “have placed 
shoes on a level with the rest of apparel 
merchandise. Perhaps we change our styles 
too frequently and fail to get all the good 
we should out of certain styles. There is a 
tendency to let go of any one style too 
quickly.” 

Another answer to the question brought 
out the fact that with a wide range of 
styles, it is most difficult for retail shoe 
merchants to keep a proper size range. In 
this connection it was pointed out that 
some of the smaller and less ethical retail 
merchants are resorting to the insertion of 
insoles and paper wadding in the toes of 
shoes to make up for the lack of sizes. One 
case in which three insoles were inserted in 
one shoe was cited. This question was thor- 
oughly discussed and left for future action 
in case the projected merchandise bureau 
of the local Better Business Bureau is es- 
tablished, which is highly probable. 


Where to Buy 


Women’s Shoes 











E.A.& M. C. Witherell Co. 
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J.W. BARNARD & SON 


Andover - - « Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
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(P) M. A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address ail Communieations te the 
Factery at 
BROCKTON, MASS. 
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Optimistic Outlook 


On the general question of the outlook 
for business, replies were mainly optimistic 
although it was admitted that business 
has been comparatively poor for the last 
month. Among those stating an optimistic 
feeling were Alfred Kahn, Fifth Avenue 
merchant, who asserted that the public 
needed new shoes, and wanted style. 

Action was taken approving the move- 
ment to bring the Democratic National 
Convention in 1924 to New York. John 
Slater, who was present at the meeting 
and outlined the progress of the movement 
so far, was unanimously endorsed to accept 
the chairmanship of the shoe division, 
which will be asked to raise $2,000 toward 
the expenses of the convention. The total 
amount to be raised by all New York’s in- 
dustries is $200,000. 

It was decided to hold the association’s 
next quarterly dinner on the night of 
November 20, probably at the Cafe 
Boulevard. 


Hutchinson Joins Wanamaker 


C. E. Hutchinson, for nine years buyer 
and merchandise manager of the men’s 
and boys’ shoe departments of Franklin 
Simon & Co., Fifth Avenue, recently re- 
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Rubbers for Golfers 


Are you showing Mr. Golfer a 
pair of storm rubbers to fit over his 
regular shoes for use these early fall 
mornings when the dew is too heavy 
to invite playing in golf shoes? Sev- 
eral big men’s stores are doing it 
very successfully. 














signed to accept a position as buyer of 
men’s and boys’ shoes in the John Wana- 
maker New York store. In addition to 
changing his position, Mr. Hutchinson has 
also changed his residence, his new address 
being the Gladstone, at Park Avenue and 
52nd Street. Mr. Hutchinson is one of the 
best known shoe merchandising men in the 
East and is a member of the executive 
committee of the Retail Shoe Dealers’ 
Association of New York. 

W. S. Schneider succeeded Mr. Hutchin- 
son at Franklin Simon & Co. For the past 
five months he was buyer of men’s and 
boys’ shoes for McCreery & Co., Pitts- 
burgh. For the year and a half previous 
to that he was with Franklin Simon & Co., 
and before that was manager of the Stetson 
Shoe Company stores at 143 Broadway, 
New York. 





BROOKLYN 


Some Decrease in Orders 


Steady Call for Patent and Black Satin—In-Stock Depart- 
ments Doing Well 


USINESS in the Brooklyn shoe pro- 

duction section is spotty. Some 
factories are reported to be running close to 
capacity at present, but the majority say 
that orders have shown some let-down in 
the last few weeks and production now is 
not as large as it was earlier in the season. 
Retail merchants that buy Brooklyn-made 
shoes continue to place their orders as 
near the time of actual requirement as 
possible. 

About six weeks in advance has come 
to be the usual time for placing orders, and 
it is possible to get orders through in that 
time ia most of the high-grade and larger 
factories in Brooklyn. Some of the smaller 
producers, who are still numerous in 
Brooklyn, can accept orders for more 
speedy delivery. 


Good Call for Satins 


The factories, that maintain in-stock 
departments, are doing a good business, 
particularly on black satin and patent 
leather numbers. Plain pumps in satin are 
in good demand in the stock departments 
at present. 

Although ooze was showing some signs 
of letting down a short time ago, a revival 
has taken place and some factories now re- 


port that the majority of new orders are 
being placed on ooze numbers, particularly 
on blacks. Satin is still strong and bids 
fair to carry well through the winter and 
into next spring. The satin situation has 
shown but little re-action to the silk short- 
age. Higher prices are being paid for satin 
by the shoe manufacturers, but not all of 
them have advanced their satin shoe 
prices. The advances that have been put 
into effect average about 25 cents a pair. 


Good Looking Velvet Shoes 


Velvet shoes are stronger in 
Brooklyn than they have been for 
several seasons past. The vogue for 
velvet gowns and suits that is 
sweeping the country has reacted in 
favor of velvet footwear. Some of 
the Brooklyn manufacturers are 
trying to discourage the velvet bus- 
iness, but others are pushing it hard. 
Some very good looking velvet 
numbers have been produced in 
Brooklyn recently and are reported 
to be giving far more satisfaction 
than velvet shoes did in former 
seasons. 


In the main, Brooklyn styles are atill 
the same. 
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BOSTON 


Men’s Buying Only Fair 


Women’s Trade Very Good—Preference for One- and Two- 
Strap Patterns 


URING the week ending October 13, 

and for several preceding weeks, the 
women’s business in the retail shoe stores 
here was far ahead of men’s. Several of the 
larger of the shoe stores reported women 
were buying at the ratio of 60 to 40 over 
the men. There was a good period of buy- 
ing during the week, but it came irregularly 
in most cases. No particular pattern in the 
women’s lines predominated over the field. 
However, briefly summarizing the sub- 
ject as far as women’s styles are concerned, 
it can be said that novelty shoes of the 
light turn models sold freely while welts 
had little call. 


Strap Numbers Favored 


One and two-strap numbers, style 
features being stressed with cut-outs and 
inlays, found an excellent demand during 
the week. The same popular colors held 
their position in order of preference. Black 
patents and satins sold well and dark 
brown tones in suedes continued as a good 
seller. 

Some excellent advertising was inserted 
in the daily papers by several of the larger 
of the shoe stores. One store stressed a new 
fall tan oxford for men, featured by pink- 
ing. It was a medium tan shade and made a 
smart-appearing shoe for the well-dressed 
man. Indications intimate that the men’s 
business needs some kind of an impetus in 
order to get some response. In some sources 
the men’s business was reported fair, but 
in most cases the merchants reported the 
men were not responding very well. Some 
predicted an improvement with a period of 
wet or cold weather. 


Men Calling for Oxfords 


One of the men’s shoe stores reported 
men were buying more oxfords than high 
shoes with tan and black being favored 
equally in the call for oxfords. 

One of the most striking of the new 
patterns in women’s footwear which was 
displayed was a brown satin pump, brown 
suede trimmings, and a rhinestone buckle, 
fastening to the side. It was a strap pattern. 
Blacks found a good sale in almost all of 
the stores, including those handling me- 
dium-grade merchandise and also the 
higher grade. 


Ground Gripper Company in 
New Home 


The Ground Gripper Shoe Co., Inc., 
manufacturers of Ground Grippers, has 
doubled its capacity by moving to its new 
plant at 84 Linden Park Street, Boston. 
The company outgrew its three factories in 
East Lynn because of the world-wide de- 


mand for Ground Grippers. In announc- 
ing the change in the business location, 
the firm issued an attractive circular with 
the words: “Breaking New Ground for 
More Ground Grippers” on the cover. 

The slogan: “There have never been 
enough of Ground Grippers’’ appears as 
the heading to an article devoted to giving 
the reasons for the change in location, 
namely: Doubling the capacity, improved 
facilities in every branch of production and 
producing an uninterrupted flow of mer- 
chandise. 


Making Army and Navy 
Shoes 

The Herman Shoe Company of Millis 
has been called upon to supply some Her- 
man Army Shoes for the Red Cross, to 
be used among the sufferers from the 
Japanese earthquake. The company has 
also received contracts from the Navy 
Department, the Army and Marine Corps. 

During the progress of these shoes 
through the factory, the Navy Inspection 
is under the supervision of John Walden, 
who acts as chief inspector. He is assisted 
in inspection of upper leather, sole leather, 
process of manufacture and final inspec- 
tion by Mr. Saunders, Mr. Curtis, Mr. 
Lane and Mr. Stearns. 

The Navy Shoe is being furnished in 
small sizes—5’s to 8’s. The specifications 
call for the use of the famous unscoured 
Texas sole leather. 

The Army Inspection force is under the 
charge of Michael Phelan assisted by Mr. 
Boland, Mr. Moss, Mr. Tracey, Mr. Allan. 
Inspection for United States Marine 
Corps is under the supervision of James F. 
Finnegan, and his assistants are: Mr. 
Nichols, Mr. Fitzpatrick and Mr. Mc- 
Grath. 

The inspection force aggregate 15 men 
so that the Herman factory has taken on 
its war-time appearance, this being the 
largest force of inspectors that were on 
duty during war time. 


Advertising Managers Hold 
Interesting Meeting 


A snappy and instructive meeting of the 
Advertising Managers’ Council of the New 
England Shoe and Leather Association 
was held at the headquarters of the or- 
ganization recently, with Chairman B. L. 
Wales of the M. N. Arnold Shoe Company 
presiding. 

In the course of a brief address, Chair- 
man Wales said that in his opinion the 
council can do a whole lot for the New 
England shoe and leather industry, fol- 
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lowing which he gave a report of business 
conditions as he found them during a re- 
cent trip to the West and Southwest. He 
stated that he found a general spirit of 
optimism as to the future. 

H. C. Marschalk, president of Mars- 
chalk & Pratt, Inc., New York city, the 
special guest and speaker of the occasion, 
emphasized the need of the manufacturer 
or wholesaler of having an absolute know- 
ledge of his market before he starts to do 
any advertising at all, and said that the 
prospective advertiser should be willing to 
spend a lot of money merely to find out 
“why.” 

He also thought that manufacturers 
should send out special field agents 
throughout territory in which they hope 
to sell their product for the sole purpose of 
studying the situation before any adver- 
tising or selling policy is definitely adopted. 

Referring.to the footwear style question, 
he said that manufacturers cannot hope to 
successfully buck style, but must go with 
it as far as possible. 

Following Mr. Marschalk’s interesting 
address, Secretary T. F. Anderson called on 
Harold P. Smith, recently promoted to be 
Advertising Manager for Rice & Hutchins, 
Inc., and Mr. Smith made an effective 
response. 

After voting to authorize the appoint- 
ment of special committees to study the 
New England shoe and leather advertising 
situation and to co-operate with the New 
England Group of exhibitors at the ex- 
position of the National Shoe Retailers’ 
Association in Chicago next February, 
the meeting adjourned. 


Knights and Chalmers Have 
Arch. Lift Agency 

The Federal Arch Lift Service, 1209 

Little Building, opened here on Septem- 

ber 10, with Merrill L. Knights, who 

for four years was retail salesman in the 
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shoe department of the Gilchrist Com- 
pany and E. N. Chalmers, for six years 
with E. W. Burt & Co., in charge. These 
men, shoe fitting experts, are very en- 
thusiastic over the merits of their new 
proposition. They are extensive adver- 
tisers and good results come to them as the 
result of this advertising. They relate 
many incidents of the relief of foot trouble 
by the wearing of these arch lifts which are 
indeed interesting. Both men are graduates 
of the Boston Retail Shoe Salesmanship’s 
Institute. 


Tribute to Tuttle 


At a recent monthly meeting of the 
Boston Credit Men’s Association, Edward 
P. Tuttle, of the Atlas Shoe Company, 
Boston, was presented with a gold watch 
and chain in recognition of his election as 
national president at the convention in 
Atlanta last June, this being the first time 
in the history of the orgainzation that a 
man from New England has been elected 
to that office. 


Massachusetts Shoe Mer- 
chants Meet 


The first fall meeting of the Massachu- 
setts Retail Shoe Merchants’ Association 
was held at the City Club, Boston, Wed- 
nesday, October 10. A good representa- 
tion attended the meeting which was 
partially devoted to the discussion of 
plans for the fall and winter season. 

President W. W. Willson presided at the 
meeting and reports on several subjects of 
importance were submitted by Secretary- 
Treasurer George O. Jones. Considerable 
discussion took place on the question of 
stimulating interest among the members 
for the coming meetings. Several con- 
structive ideas on shoe merchandising 
came up for consideration during the 
session. ~ 





‘ PHILADELPHIA 


Factories Report an Increase 


Demand for Gore Patterns Reached Peak According to Reports 
from Many Sources 


HILE factories for the most part 

are still running on considerably re- 
duced schedules there seems to have been 
some increase in the volume of business 
being offered. One factory reports that it 
would be able to operate at 100 per cent of 
its capacity if it could get the shoesthrough 
its cutting and fitting rooms. Another 
factory, while it is fairly busy on filling-in 
orders, has also secured some orders for 
early spring business. Other manufacturers 
report better buying though there are 
very few factories that would not gladly do 
more than they are doing now. 
In the opinion of several manufacturers 





here the demand for gores has about 
reached its peak. Up to the present fac- 
tories have felt a very strong demand for 
both front and side gores. In some in- 
stances it was reported that this demand 
was exceeded only by the demand for 
straps. Now, however, several of the fac- 
tories which have shipped out practically 
all of their gores report that new business 
on them is developing very slowly. 


Some Demand for Grays 


Black and brown suedes, black satin, 
and patent leathers continue to be the 
leading features of the style situation. One 
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factory reports a fair amount of trading in 
grays, both in at-once shoes and in the 
orders for spring. Another manufacturer, 
who has secured a few orders for spring, 
says they call mostly for patent leather 
and white calf in a variety of strap and 
sandal effects. 


Retail Offerings 


The John Wanamaker store is featuring 
sandals of imported brocade with one 
looped strap up the front, cut-outs in the 
quarter, and sides cut away to the sole. 
They have modified toes, Spanish heels, 
high arches, and hand-turned soles. They 
are priced at $19. 

Niedermans report that opera pumps 
are gaining in popularity. This store offers 
15 models on short and medium vamps, 
with high or low Spanish heels, in patent, 
satinis, velvets, suedes, and silver brocades. 

Steigerwalts are offering a cut-out strap 
effect with a side gore in patent leather 
trimmed with black ooze and log cabin 
trimmed with tan Russia. 

The Regal store is featuring a two-tone 
brown kid gore pump. It has a dark kid 
vamp with an insert of a lighter colored 
kid in the cut-out front. 

The Louis Mark stores in the central 
part of town, in the northeast and in West 
Philadelphia are offering men’s winter 
oxfords at $8. They are made of imported 
black storm calf, with bleached calf 
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Big Audience Hears 
Sam Davis 


Sam Davis, field secretary of the 
National Shoe Retailers’ Associa- 
tion,addressed an enthusiastic meet- 
ing at Kugler’s Wednesday night, 
October 17. Many members of the 
Philadelphia Shoe Retailers’ Asso- 
ciation and the Philadelphia Shoe 
Travelers’ Association attended the 
meeting. 

Mr. Davis gave one of his inspir- 
ing talks, expressing some timely 
messages in his convincing way. 
Greater interest in the association 
was aroused as a result of the meet- 
ing. Sam Davis is touring Pennsyl- 
vania this month and is appearing 
before shoe merchants giving his in- 
spiring addresses. 
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For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 













SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock — All 
leather moccasins, soft soles. 
$2.50 doz. and up- 
wards. Alsoa fullline 
of Ladies’ PumpStraps 








NU BABY SHUKE CO., East Lynn, Mass. | 





quarter lining and tongue, rolled flange 
heel, and Wingfoot rubber heels. 

Strawbridge and Clothier’s store re- 
cently featured a lot of sandal pumps of 
black gun-metal or black patent leather 
with narrow front and instep straps. They 
had turned soles and boxwood heels and 
were priced at $11. Strap pumps of ooze 
calf were featured in Mandalay brown, 
log cabin, beaver, and black. They had 
welted soles and Cuban heels and were 
trimmed with perforations. 





HAVERHILL 


Cuban Orders Are Received 


Favorable Prospects for More Business—Several Concerns 
Planning Accordingly 


EADJUSTMENT of financial and 

industrial affairs in Cuba are result- 
ing in increased purchases by Cuban mer- 
chants of footwear made in the United 
States. Several Haverhill concerns which 
in the past have been prominently identi- 
fied with the Cuban trade are making 
arrangements for a renewal of this business 
on a larger scale than heretofore. One of 
Haverhill’s large shoe manufacturing 
houses has several representatives in 
Cuba, all of whom are experienced in the 
Cuban shoe trade and familiar with the 
needs of merchants. Some excellent orders 
have been received during the past few 
weeks. Prospects are favorable for the best 
business from Cuba during the next few 
months that Haverhill shoe manufacturers 
have ever received. 


New Freight Service 
F Manufacturers are interested in a new 
fast rate service from New England to 
Cuba, effective November 15, whereby 
less than carload shipments will be hand- 
led with despatch. In this connection the 


Southern Railway System will operate on 
all rail freight car package service to Ha- 
vana by way of Key West, Fla., at which 
point cars will be placed on large ocean- 
going car ferries with a terminus at 
Havana. 

Haverhill-made footwear has always 
been popular in Cuba and the Island is 
today an important market for local goods. 
Haverhill manufacturers welcome the 
advantages which this new service will 
afford in enabling them to serve better 
than ever before their many Cuban cus- 
tomers. 


Payments Reported Slowér 


Many shoe manufacturers report pay- 
ments from retail shoe merchants on 
accounts are generally slow. It is almost 
unanimously agreed that there is a “‘slow- 
ing up” of payments. It is reported that 
this tendency is not confined to Haverhill 
alone. 

Haverhill manufacturers, in common 
with those elsewhere, deplore the existing 


Bonito: Shoe Doky 


TURNS and SOFT SOLES 








FOR INFANTS ,CHILDREN 

AND YOUNG LADIES 

DR.A.POSNER SHOES, INC. 
NEW YORK. 


140 W. BROADWAY 


A 


whoo ee y. 














Soft Soles and Moccasins 


Ask your Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Ce. 








ROCHESTER, N. Y. 

















es ee eee 


Where to Buy 


Shoe Illustrations 


























(ALDEKWOODS PRE 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 




















T. Ww. oer F. BE. JONES, T: 
o bONALD. ‘Gclen a 


P. E. JONES CO. 
FANCY COLORS 


MAT KID 











96 SOUTH ST. BOSTON, MASS. 
z C Dargest Manufacturers 
in the World of 






> Blach ch Glazed Rid 
7, Kid Suppass LEATHER © 








The One 
Waterproef 
Leather That 
Takes and Re- 
tains a Pelish 


CREBSE COOKICO. == 
Tanneries at Da — i 5 BR 

















ELDITE SS 


ILLER Bem 
THOMPSON-FIELD COMPANY, 


PAAMERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
T 














O matter what policy you may 
pursue in selling to the shoe 
twade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 








BOOT AND SHOE RECORDER 


situation as one which should not exist in 
view of general prosperity throughout the 
United States. Nevertheless, it is a factor 
to be reckoned with at present, and em- 
phasizes the prevailing opinion that until 
goods are paid for with reasonable prompt- 
ness, business cannot be in a healthy con- 
dition. 


Making Suede Sticks 


f W. E. Ellis Company will place on the 
market a practical novelty which is of 
special interest to retail shoe merchants. 
More suede shoes are being sold at the 
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present time by manufacturers in Haver- 
hill and elsewhere ‘than ever before. As a 
means of keeping suede shoes in good con- 
dition, the W. E. Ellis Company has 
brought out what is called a suede stick. 
This is a compact cylinder which a woman 
can carry in her bag, thus making it acces- 
sible whenever desired for use. It is put up 
in an attractive style and by its use a 
woman can renovate her suede footwear. 
The stick is made in black, browa, gray 
and other shades. W. E. Ellis, head of this 
company, has been for many years identi- 
fied with various important inventions 
and devices which have been adopted. 





BROCKTON 


New Building Fully Occupied 


Craig, Reed & Emerson, Inc., Latest Shoe Manufacturing 
Firm to Enter Ideal Factory 


ROCKTON’S new building, devoted 

exclusively to shoe manufacturing, 
the ideal factory, is now completely occu- 
pied by shoe firms. Craig, Reed & Emer- 
son, Inc., has leased the entire lower floor. 
The firm also occupies the upper floor and 
half of the basement. This gives the firm 
floor space of more than 28,000 square feet 
in the new quarters into which they are 
moving. The production of the “Rite- 
under-Foot” shoe will be substantially 
increased. 


New Model for “Glove Grip” 
Shoes 


M. N. Arnold Shoe Company of North 
Abington featured at the recent Brockton 
Fair a new model for the famous “Glove 
Grip”’ shoes. Men’s and women’s shoes for 
dress and street wear, were displayed on 
the feet of models; also in the company’s 
booth. In the women’s oxfords there were 
genuine white buck, tan calf and other 
leathers. Men’s oxfords were in brown calf, 
white elk and other leathers. The “Glove 
Grip” display attracted much attention. 


Marriage of Young Shoeman 


James A. O’Neil of C. S. Marshall Com- 
pany became a benedict last week. The 
bride was Mrs. Elizabeth Finn of Brock- 
ton. The wedding was private, only a few 
friends of the bride and groom being 
present. For a wedding trip Mr. and Mrs. 
O'Neil are making’an automobile tour in 
New York and Canada. They will reside 
in Brockton. Mr. O'Neil, who has been for 
several years associated with C. S. 
Marshall Company, occupies an important 
position with that house in the cost, 
production and advertising departments 


Fund for Shoe Books 


As a means of increasing in the Brockton 
Public Library the number of books re- 
lating to shoes and leather, President 


Harold C. Keith of George E. Keith Com- 
pany has made the library an initial gift of 
$100. It is Mr. Keith’s desire that the 
library shall in time secure a collection of 
books which represent authoritative in- 
formation regarding shoes, leather and 
affiliated industries. Many such books are 
already in the library, but many more are 
desired as a means of spreading informa- 
tion concerning Brockton’s principal in- 
dustry and its affiliations throughout the 
world. 


D. W. Field’s ‘“‘Meditations”’ 


Daniel Waldo Field, for many years 
identified with the Brockton shoe manu- 
facturing industry, is the author of a 
brochure entitled ‘Meditations.’’ This 
little volume, which is enclosed in em- 
bossed leather covers and shows an excel- 
lent photograph of the author, is printed 
for private distribution. Its contents con- 
sists of brief comments on various phases of 
life with admonitions, maxims and adages 
in philosophica vein. Mr. Field, who is a 
native of Brockton, is identified with the 
building up of the city’s shoe manufactur- 
ing industry. He has retired from active 
business life, yet retains his interest finan- 
cially and otherwise, in the shoe industry. 


Shoe Laces at Brockton Fair 


O. A. Miller Treeing Machine Company, 
manufacturers of Cordo-Hyde laces, made 
a display of these goods at the recent 
Brockton Fair. This is a custom which has 
been followed by the concern for several 
years. Heretofore, however, no effort has 
been made to merchandise these shoe 
laces to the people attending the fair. 
Albert P. Baxendale, advertising manager, 
who was in charge of the Miller booth, put 
into operation the plan of offering Cordo- 
Hyde laces for sale. During the five days 
of the fair more than $1,000 worth of laces 
were disposed of to visitors. 
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LYNN 


Straps and Oxfords Selling 


New Patterns in Patent, Black and Brown Suedes and Calf 
Leathers Being Made 


WO features of Lynn’s sales in mid- 

October were the prolonged summer 
weather and the gain on college oxfords. 
Weather continued warm, dry and summer- 
like in several sections, with the result that 
young women kept on wearing summer 
shoes beyond the allotted life of the shue. 
Colder weather, with some good rains is 
needed to stimulate sales of seasonable 
footwear. 

College girls are wearing knickers and 
oxfords, according to reports which come 
from college towns. A few seasons ago, 
college girls set the fashion flapping ox- 
fords. That they may have equally good 
luck with oxfords is the wish of every 
maker of welt shoes. 

Big city styles continue to show straps, 
also new gores. Materials selling are patent 
leather, suede in blacks and brown, black 
and brown calf, some satin, and smooth 
and boarded leathers in oxfords. 


Strap Pumps to Stay 


Strap styles, so popular the past few 
seasons, promise to carry over to 1924, and 
to appear in new variety. Lynn manu- 
facturers, as has oft been said, are fond of 
strap patterns. There is style in them, ac- 
cording to the pattern, and the strap 
certainly holds the shoe to the foot. Be- 
sides, the strap style is one of the easiest 
patterns to fit in the retail shoe store, and 
time is money during rush hours in the 
store. 

Simple strap patterns, like one and two- 
strap styles, are being followed by cross 
straps, front straps, lattice straps, anklets 
and spider web fronts, which are an ex- 


treme variation on straps. The Hollywood, 
or Californian strap, circles around the 
ankle, above the ankle bone, and even 
under the shank of the shoe. 

A test of a fancy strap pattern, com- 
monly applied in the fitting of experimen- 
tal shoes to the feet of models, is to make 
sure that the pull is even on every strap. 
For if one strap pulls taut, while another 
pulls loose, in the same shoe, the loose 
strap will buckle, and the shoe will not 
look right. 


Study Course in Tanning 


The A. C. Lawrence Leather Company 
has arranged for a home study course in 
leather making for its employees. The 
company provides them with technical 
books to study in the evening. 


Lynn Notes 

The “Prince Albert,” an exclusive 
novelty of Merrill, Porter Company, is 
one of its most popular novelties in men’s 
slippers. 

T. J. Kieley & Co., are getting good 
orders for welted oxfords of black and tan 
leather, the kind with plump soles and firm 
edges, that are mighty good wearing in fall 
and winter. 

Bender Shoe Company reports some 
orders for boots, but not as many as would 
be welcome. 

“Jack” Gaffney, Lynn shoe finishing ex- 
pert, who was with the Dee Flexity 
Stain Company, has become manager of 
the Mitchell Stain Company. 

Watson Shoe Company employees held 
a dance on Columbus eve. 





BUFFALO 


Brisk Retail Shoe Business 


Best Fali Buying in Years Is Report from Many Sources— 
Strap Patterns Lead 


ONTINUED brisk demand for fall 

footwear has relegated to the back- 
ground the pessimistic feeling which per- 
vaded the local shoe trade at the close of 
summer. In fact, in many instances, opti- 
mism has replaced the downcast mien 
which manifested itself several weeks ago 
when business was at its lowest ebb since 
the days following the general after-the- 
war depression. 

Shoe merchants are now enjoying the 
best early fall business in several years. 
Some merchants, who condemned the 
rapidly changing styles in footwear not so 


long ago, now defend the novelty game, 
for the reason that it is this type of foot- 
wear which is making the strongest appeal 
to the women shoppers. Price has become 
less and less a consideration, even with the 
male customers, and the retail shoe mer- 
chant waits on a customer these days with 
the assurance that a fair profit is coming 
to him provided he can fit the patron. 


Ideal Weather Conditions 


Weather conditions during the first 
week of October were all that could be 
asked for at this time of the year. Crisp, 





Where to Buy 


Shoe Ornaments 














Fashions Latest Decree 


NEW SHOE ORNAMENT FOR 
GORING MODELS 
Made in all fabrics and leathers. 

Plain or Silv 






assortment of patterns. 
Samples available immediately 
EDW. E. KAHN, Inc. 











Pattern 
— 291-293 Adams St., Breoklyn, N.Y 











shoe 
pair in individual velvet 
covered boxes. 8 pair but- 
ton covers. 4 pair pins 
Price 5.40 per-bor 
KAHN & BUICK, INC. 
291 Adams St., Brooklyn,N.Y 
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Latest Creation in Shoe Ornaments 


We make them in all colors. Bead- 
ed Rosettes. Write for samples. |}, 


WRITE TO 
The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 








D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 


PROVIDENCE - - =- RL 























INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes « 
source of knowledge so that he whe 
runs through these pages may read 
—and learn. . 























OLLYWOO 
H HOSE D 


Reg. U. S. Pat. Off. 
Cusrenteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 








J. R. BEATON CO. 


Inc. 
331 Fourth Ave New York City 

















Erie Ave. & Amber Bi-. St., g EpGndciphte 


Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR 
New York Office, 358 Fifth Ave. 


Where to Buy 
Engraving and Printing 








[ABE LSP2fpoe* 


MODS 
ASK FOR SAMPLES (@ te 
We Desian and Srint most 


TOLMAN PRINT, INC. est 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad 7 mail for details of 
ing Service for 


“i Boot and Skins Trode 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 








PRINTING 


FOR THE 


SHOE TRADE 


rac G ALONG WITH HOWAR xs? 





UNIVERSITY "| 
TROT FOUNDRY 
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bright autumn days have given the fall 
buying season the proper impetus without 
any artificial stimulation. 

A few rainy days would help the rubber 
footwear end of the business, but having in 
mind the stormy winter of a year ago, the 
shoe merchants are not worrying over the 
slow movement of rubbers. In fact, they 
would rather turn over the leather foot- 
wear first before the economically-bent 
customer has a chance to hide his old shoes 
beneath rubber footwear. 


Watters’ New Store 
Formally Opened 


Shoes of every type, style and degree of 
beauty were on display at the opening of 
K. W. Watters’ new store in the Genesee 
building recently. 

To match the shoes there were gowns 
and millinery and wraps. Costumes were 
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matched to the shoes worn by charming 
models who strolled, to the tunes of an 
orchestra, up and down the runway espe- 
cially constructed on the second floor. 


Shoes for Occasions 

There were shoes for every occasion of 
every woman’s life, from sports to busi- 
ness, and on to evening dress. 

There were children, too, in pink and 
blue frocks, who thought so much of their 
black silk hose and lovely soft kid slippers 
that they held their eyes. Others wore vari- 
ations of black and gold or vari-colored 
footwear. 

Harry B. Colgrove, manager, announces 
that the new store will be able to cater to 
about 50 per cent more business than was 
possible in the old location. In men’s shoes 
the company is agent for Johnson & 
Murphy, Heywood and Stacy-Adams 
shoes and Arch-Preserver shoes. 





ROCHESTER 


Fair Buying in Stores 


Business in Footwear About Even with Records Established 
in 1922 for Corresponding Period 


ETAIL shoe business in Rochester 

and vicinity is not what might be 
called real good. Downtown stores on an 
average are just about keeping pace with 
last year’s record on pairs sold. 

Since the first of the month, retail shoe 
merchants have been saying that all they 
need is some cold weather to put their busi- 
ness on a volume basis, and the cold days 
of the past week proved that they had the 
situation about right, for about the only 
good day of the week was when the ther- 
mometer was down. 


Edgar P. Reed Dead at Age 
of 87 Years 


Edgar P. Reed, president of the E. P. 
Reed and Company, and dean of the Roch- 
ester shoe industry, died Saturday, Octo- 
ber 13, at his home here at the age of 87 
years. He was associated with the shoe in- 
dustry for 57 years. He was honorary life 
vice-president of the National Boot and. 
Shoe Manufacturers’ Association and had 
been instrumental in the organization of 
that body. 

In 1866 he became a partner in the shoe 
firm of Johnson and Jaquaith. The business 
was subsequently bought by Mr. Reed. In 
1887 the firm became the E. P. Reed Com- 
pany and in 1899 was incorporated as 
E. P. Reed and Company. 


Business Develops Rapidly 


As business increased the plant was 
moved three times. About 17 years ago the 
firm moved to North Goodman Street, 





where it built its own home. In 1916, Mr. 
Reed observed the golden anniversary of 
his entrance into the shoe business. 

Mr. Reed was active in the growth of 
the National Boot and Shoe Manufac- 





EDGAR P. REED 
Veteran Rochester shoe manufacturer, died recently 


turers’ Association, serving as vice-presi- 
dent from 1904 until 1916, when he was 
made honorary life vice-president. In 1914 
he relinquished the active management of 
the company, but until recently visited the 
plant daily and kept in touch with the 
business. 
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SALT LAKE CITY 
(Continued from page 75) 


handling high grade merchandise only, said 
anything in slender strap effects is selling 
well. Black suedes and satins are leading. 
He reported moderate heels are favored. 
This seems to be the experience of most 
of the better grade stores. Some of them 
said browns in various shades were good. 
Black patents and black kid are also in 
demand. 


Strong Rubber Sales 


The rubber business has started earlier 
this year. There was not much rubber 
business last year until the latter part of 
October when it came with a rush. 


Foot Service Brings Business 


The Solomon Shoe Co. of Sugar House, 
a Salt Lake City suburb, has opened a 
foot service department under the direc- 
tion of a foot specialist. Mr. Solomon 
reported to the Recorder correspondent 





Develop a Mailing List 


Do you keep a card record of your 
sales? The name and address, style 
and size of shoe and date of sale? 
Try it and by so doing build up a live 
mailing list for use when new styles 
are received. There is nothing finer 
to help you develop a personal con- 
tact with your customer. It makes a 
fine impression on your trade to 
receive from you an invitation to 
make a selection of new models in 
advance of general selling, especially 
when you mention their exact size 
can be had, and advising them the 
date of their last purchase. 











that the innovation is proving popular. 
Customers are beginning to realize that 
when a shoe does not “‘feel just right’’ it is 
often the fault of the ft. >t, rather than the 
shoe. Mr. Solomon said they were not only 
giving better satisfaction in the matter of 
fitting shoes, but more business was being 
done. 


Walker Bros. to Enlarge 


Walker Bros. Dry Goods Co., organized 
many years ago, is to enlarge its depart- 
ment store on South Main and Broadway 
in the immediate future. The program 
calls for an expenditure approximating 
$200,000 and will include two new stories 
and a roof garden. Among the improve- 
ments will be the doubling of the shoe 
department, already one of the best divi- 
sions of the store and occupying a prom- 
inent place on the main floor. 
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CLEVELAND 


Shoe Stores Advertise Freely 


Buying Slower than Usual, but Indications Point to Improve- 
ment 


HE same conditions, which are re- 
‘oe as factors in causing a dull 
complexion to the retail shoe business in 
other places, prevail in this city—the 
weather has been ideal for summer, but 
harmful to the fall shoe trade. Warm 
weather has curbed buying in all retail 
lines and merchants predict relief will come 
only when brisk, cool weather arrives. 

Most of the larger stores in the down- 
town district are carrying large advertise- 
ments in the daily papers. 

The prognosticators of a cold and long 
winter have been driven temporarily, at 
least, into obscurity. The temperature has 
been around 70 most of the time during 
shopping hours since October 1, and such 
weather cannot but help influence trade 
in a season when persons ordinarily have 
their attention called to the necessity of 
stocking up by cold weather. 

But there is a ray of brightness, never- 
theless. Shoe merchants are agreed that 
the slack trade is but temporary, and that 
when cold weather and a few wet days 
come, the demand will make up for what 
has been lost on account of unseasonal 
weather. 


There is still a fairly good trade, how- 
ever. Merchants are still selling shoes for 
boys and misses who are in school. Women 
also are preparing for the social season. 


Good Call for Slippers 


There has been quite a run on slippers, 
of which there are many dainty styles to 
be seen. The French last and strap and 
gore styles are favored. The creased vamp 
also is popular. Oxfords are still in the lead 
for street wear, while patents and gun 
metals also are among the favored shoes. 


New Store Opens 


The Harvard Square Shoe Store at 8520 
Broadway Avenue is one of the latest addi- 
tions to the retail establishments of the 
city. The management reports that it has 
met with good patronage. This establish- 
ment is situated in a section of the city 
that is inhabited largely by workers in the 
mills, they are employed at good wages. 
They are able to pay for what they pur- 
chase at the new store and their demands 
run to the better grade of shoes, when they 
are not buying for wear in the shops. 





FORT WORTH 


Striking Window Displays 


Add Interest to Retail Shoe Business—Improvement in First 
Half of October Noted 


HE retail shoe business assumed a 
steadier condition during the first 
part of October following a somewhat 
erratic period during later September. 
Merchants are receiving new shipments 
of shoes and milady has a wonderful as- 
sortment from which to choose. Window 
displays are particularly enticing at this 

time. 

Suedes and Satins in Favor 


Suedes in black and brown, particularly 
log cabin brown, are being featured in all 
the shops and represent quite a good part 
of the volume of early business in women’s 
shoes. Satins, however, retain their popu- 
larity and it is expected that a heavy de- 
mand for satins in dress modes will be 
felt during the entire winter season. The 
merchants have found a ready sale for 
patents. 

About 75 per cent of the shoes being 
sold are straps. Gores are being shown and 
the demand for these is steadily increasing. 
The French vamp is becoming more and 
more popular. 


Looking Forward to Con- 
ventions 


The Shoe Men’s Club, headed by E. C. 
Jordan, has resumed its meetings and is 
making plans for the Texas Shoe Retailers’ 
Convention. Due to the fact that the 
original date conflicts with the National 
Convention the Texas Association has 
changed the dates to March 3, 4, and 5. 

The Texans are planning to have a big 
representation at the national convention. 
They are looking forward to going on a 
special train and making reservations for 
hotel accommodations. Itis asked that the 
members of the Texas association who 
read this announcement communicate 
their hotel preferences to E. C. Jordan as 
soon as possible so that he may make the 
block reservation. 


Calls for High Shoes 


The Men’s Nettleton Shop is selling 
brown high shoes. Blacks are also popular. 
A line of English riding boots has been 
added. 
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| Men’s Better-Grade House Slipper 


NOW IN STOCK 







TURNS 
ONLY 










No. 355—Tan Everett, Flexible Pac Sole 








Full Kid Lined. ' ; 
Sizes 6-12, M and FF. Price, $3.00 No. 343—Wine Calf Opera, English Toe, 
Full Kid Lined. 
Sizes 6-11, M and F. Price, $3.00 












SEND FOR FOLDER LISTING THIRTY LINES 


NOW IN STOCK 
PRICE RANGE $2.00 to $4.00 


L. B. EVANS’ SON CO. 


WAKEFIELD MASSACHUSETTS 
NEW YORK OFFICE 


BOSTON OFFICE 
110 Summer St. 130 West 42nd St 
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“RWUSSELL'S 


“IKE WALTON” 


puis four layers of leather 
between your feot and ground 


The fine workmanship = exireme light weight 
& staunchness appeal ie out-oi-door folks 
of the mosi discriminating taste. 








a a 





The Scout Special 
Has exira looks 
Gives extra service 





Made to measure out of imported 
waterprooied veals 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The W.C. RUSSELL MOCCASIN CO... 
925 Capron Si., Berlin, Wis. 












Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SHOE TRAVELER ® 


This Department is condutec ly Helen M. Haney, Associale Edi'cr 


Interchangeable Mileage to Be Argued in December 


U. S. Supreme Court to Pass on I. C. C.’s Order to Railroads—N. S. T. A. to Be 
Represented by Clifford Thorne, Chicago 


tween counsel for 100 railroads 

throughout the country and Black- 
burn Esterline, assistant to the solicitor- 
general, to the advancement of the inter- 
changeable mileage, or scrip coupon tick- 
ets, case on the calendar of the United 
States Supreme Court. It will probably 
now be argued early in December. The 
N.S. T. A. will be represented at this hear- 
ing by Clifford Thorne of Chicago. Mr. 
Thorne has devoied 25 years of his life to 
railroad work of this kind. Chief Justice 
Taft will preside at the hearing. 

The N. S. T. A. is using every effort to 
secure an early hearing in this case. The 
Department of Justice through the solici- 
tor general agreed to enter a motion in the 
Supreme Court for last Monday, which it 
was thought would expedite the matter. j 


A Review of the Case 


It will be remembered that on April 21 
the railroads obtained a permanent injunc- 
tion from Judge Mack against the order of 
the interstate commerce commission to 
issue non-transferable interchangeable 
scrip coupon tickets. 

The commission was directed under 
amendment of section 22 of the interstate 
commerce act, approved Aug. 18, 1922, to 
require each carrier subject to the act to 
issue these mileage tickets at reasonable 
rates. As a result the carriers were ordered 
to issue the tickets in denominations of 
$90, obtainable at a reduction of 20 per 
cent from the face value. The court de- 
cided the order was without warrant of 
law and for this reason it must be annulled. 


A‘ 7REEMENT has been reached be- 
L 


Sawtelle in Ohio for Pied 
Piper 

With 26 years practical shoe experience 
as a foundation, L. D. Sawtelle returns to 
his home state as a representative of the 
Marathon Shoe Company, Wausau, Wis- 
consin, manufacturers of Pied Piper Shoes 
for infants, children, misses and growing 
girls. 


Entered Business in 1897 


It was back in 1897 when Mr. Sawtelle 
entered the shoe business in Conneaut, 
Ohio, with the firm of Tucker & Hatch. 
Later he opened his own store in Youngs- 
town, Ohio, and after selling out in 1911 
went to Milwaukee, first with T. A. Chap- 








L. D. SAWTELLE 


Who likes to see the kiddies well shod. He covers 
Ohio for the Marathon Shoe Co. 





man and later as manager of the shoe de- 
partment in the Boston store. 


Believes in Good Shoes for Kiddies 


Having first-hand observation of the 
growing influence of quality shoes for chil- 
dren, Mr. Sawtelle took the Pied Piper 
line in Ohio where it was given a splendid 
reception almost immediately by the bet- 
ter class of stores. In the brief time Mr. 
Sawtelle has been in the tercitory he has 
won many good friends for the line and 
himself. 





Vollman-Lawrence Men on 
Trips 

The new arrangement of territories of 
the Vollman-Lawrence Company’s sales- 
men is as follows: G. R. Vollman and Ray 
H. Meyer will cover the larger cities as 
usual; E. J. Andrews will cover New Eng- 
land, Philadelphia and New York City; 
H. W. E. White, Ohio, West Virginia, 
Michigan, Western Pennsylvania; W. A. 
Barney, Illinois and Indiana; George G. 
Woolsey, Kentucky, Tennessee, Alabama, 
Mississippi and Louisiana; M. M. Wil- 
liams, North Carolina, South Carolina, 
Virginia, Florida and Georgia; G. R. Voll- 
man, Jr., Cincinnati and adjacent terri- 
tory; H. L. Whitman, Arkansas and Okla- 
homa; Walter J. Hettel, Texas, Arizona, 
and New Mexico; I. J. Marcelle, Pennsyl- 
vania, New York, New Jersey, and Dela- 
ware; W. A. Hoald, Missouri and Iowa; 
A. J. Sheridan, Kansas, Colorado, Ne- 
braska, aad part of Missouri; B. H. 
Lechner, Oregon, Washington and Idaho; 
C. H. Nylander, North Dakota, South 
Dakota, Wyoming, Montana and Utah; 
T.S. Yelle, Minnesota, Wisconsin, North- 
ern Peninsula of Michigan; and F. F. 
Berry, California and Nevada. 


Sol Waag Covering South 


Sol Waag, who covers the big store 
trade of the South for Harry E. Adams, 
Haverhill, returned from a six-weeks’ trip 
last week, which he reported a very suc- 
cessful one. He said that cotton is bringing 
very fair prices, taxes are exceptionally 
low, and people find that they must have 
shoes. So much pleased was Mr. Waag 
with results that he did not stay in Boston 
very long, except to say Howdy and re- 
pack his bag. Then he was off and away 
for the South again. 

In addition to the Harry E. Adams’ 
line, to the retail trade he carries that of 
Joseph A. Jonas to the jobbing trade, and 
that of LeBosquet-Moore Company, 
who sell both wholesale and retail trade. 
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shionable 
Styles 


® fa 


SHOWN BY TOBER-SAIFER 


ON THE FLOOR 





GLORIA 
Style 4878 


$4.00 


No. 4881—All Patent Chrome, Madge, cut -out 
lattice front apron, one button strap pump 
light weight Goodyear welt sole, 13-8 military 
heel, rubber top lift. Exactly as illustrated. 

A Wonderful Seller 


Band C widths, 3 to8...... 6.6.0 eeees $3.85 


No. 4879—Exact style as above in 8-8 heel 
$3.85 


No. 4880—Exact style as above in all-over 
black ooze calf, 8-8 heel... 1... 20 eeeeee $4.00 


No. 4882—Exact style as above in all-over 
black ooze calf, in 13-8 military heel... . $4.00 


No, 4883—Exact style as above in all-over 
log cabin 13-8 military heel. ‘ . $4.00 







4878—Patent Chrome, Gloria, Black 
_. Calf, Fancy Cut-out Apron, Two Button, 
Light Weight Goodyear Welt Sole, 13-8 
Military heel, Rubber top lift. Exactly as 
illustrated, 


4A Very Attractive Number 
B and C widths, 3 to 8................ $4.00 


No. 4875—Exact style as above in 8-8 heel 
$4.00 


No. 4876—Exact style as above in all-over 
SR eee & $4.25 


No. 4877—Exact style as above in all-over 
cinnamon brown buck................ $4.25 


| MADGE 
Style 4881 


$3.85 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 


NOVELTY FOOTWEAR IN STOCK 


1312 WASHINGTON AVE. 


ST. LOUIS, MO. 


CHICAGO SALESROOM, 505 LEES BLDG. 





© 


READY TO SHIP 

































Dealer Influence is secured thru advertising in the Boot and Shae Recorder. 
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SOL WAAG 


Who sells Harry E. Adams’ line to the big re- 

tail trade of the South, Joseph A. Jonas line to 

the jobbing trade and also that of LeBosquet- 

Moore Company, all with factories at Haverhill 
and Boston offices 





Gordon with Mutual 


Leo Gordon has recently joined the 
sales force of the Mutual Shoe Company, 
Brooklyn, and is now covering the South 
and Middle West with a full line of wom- 
en’s turn shoes. The Mutual Shoe Com- 
pany has recently taken an additional 
floor in the building in which they are at 
present located. This gives them double 
the floor space, so that now their capacity 
is 500 the day. 


Val Duttenhofer Salesmen in 
Territories 


The 18 salesmen of the Val Duttenhofer 
Sons Company branch of the United 
States Shoe Company have been in their 
territories for three weeks and have been 
securing splendid business, according to 
Ernie Daniels, sales manager. Mr. Daniels 
states that the salesmen have been sending 
in some nice orders for spring shoes. 


Moynihan with Bridgewater 
Co-operative 


John H. Moynihan of Brockton has 
joined the sales staff of the Bridgewater 
Workers Co-operative Association, Bridge- 
water, Mass., and is now on his first trip 
for this house. He is selling men’s and 
women’s shoes in Pennsylvania, his old 
territory. 


Philadelphia Travelers’ Asso- 
ciation Adds 17 Members 


Seventeen members were added to the 
rolls of the Philadelphia Shoe Travelers’ 
Association this year according to a state- 
ment made by James Scanlon, President. 
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W. L. HAMMER 


Travels for the Menzies Shoe Company. He 
writes that the colton crop in Mississippi has been 
short, but, owing to the big price it is bringing all 
the farmers, they will have wry & money to buy 
their fatt shoes. He says that he does not think 
that merchants will be disappointed in their 
expectations of a big fal iness 








F. E. (BERT) MEHARRY 
Special Trupedic representative of Churchill § 
= ‘Aiden Co. 





Meharry with Churchill & 
Alden 


F. E. (Bert) Meharry, well-known au- 
thority on orthopedic shoes has recently 
made connections with the Churchill & 
Alden Company of Brockton, Mass., as 
special Trupedic representative of the 
Company. 

Mr. Meharry is a man of long retail shoe 
experience, but in more recent years has 
been with the Scholl Mfg. Company, as a 
member of their educational and sales 
force, the last two years being the sales 
supervisor of the Southwest. 

Mc. Meharry, whose home is in Dan- 
ville, Ill., has given educational sales and 
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CHARLES O. MILLER 


Who travels Ohio, New York State and New 
England for C. S. Marshall § Co. 





foot talks before a great many of the coun- 
try’s largest institutions of learning. 

He is very enthusiastic over the Tru- 
pedic proposition, which has been endorsed 
and approved by the American Posture 
League, an organization which consists of 
many eminent physicians, doctors and sur- 
geons from all over the country. He car- 
ries with him the good wishes of his many 
friends. 





Buffalo Boys “Better Halves” 
at Luncheons 


The innovation of having their wives 
present at a recent monthly luncheon on 
October 6 proved such a success that the 
members of the Buffalo Association of 
Traveling Shoe Salesmen are planning a 
ladies’ luncheon for the first Saturday in 
November on a much more elaborate 
scale. At the next meeting a special speaker 
will be obtained for the occasion and music 
will be provided. The October luncheon 
was held in the Chinese room at the New 
Statler and was attended by about 50 
travelers and their “better halves.” 


Hunter Sells the Bass Line 


H. W. Hunter travels Southern New 
England for the G. H. Bass & Co. He has 
been selling shoes on the road for this 
house for 20 years and for 4 years before 
that was at the factory. Mr. Hunter 
understands his product from A to Z and 
is a warm friend of all the merchants 
whom he sells. On September 19, he was 
one of “the good fellows’ who assisted 
H. H. Storer of Roslindale, Mass., in put- 
ting on his Second Annual Style Show. 
Mr. Hunter makes his home in the West 
Roxbury section of The Hub. 
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You Can Sell Comforts to Every 
Woman---- 


for the relief from the discomfort of constantly 
wearing high-style shoes. They find in GAR- 
DINER’S, comfort due to perfect fit, and good 
looks, because they are carefully made, of the best 
materials. 












Our IN STOCK dep’t is 
a yr arte See No. 402—KIDISTOCK TIP OXFORD, 


No. 208—PLAIN TOE KID 7-INCH or Catalog gladly sent. 12-8 rubber heel, Leather Quarter and 
POLISH 12-8 rubber heel, B, C,*D, E Sock Lining, B to E............+. $2.65 
$3.00 Lei: 
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H. K. GARDINER COMPANY 
Gardiner's } 


PITTSFIELD, NEW HAMPSHIRE 
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Boston Sample Room 134 Lincoln Street 
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Use Rubber Heels That it 

Advertise Your Own Product 

C, 
Give your shoes an added touch of individuality. Use preser 
heels that are as distinctively yours as the shoes that Watki 
carry them. tucky. 
We are prepared to furnish Republic heels made accord- with 1 
ing to your own specifications. We can furnish them to “te 
meet exactly your own lasts and models. You can have Green 
your name and trade-mark on every heel. ¢ - 
Let us know your requirements and we will place a definite & Wa 
proposition before you. Weste 
; nected 
| "THE REPUBLIC RUBBER CO. ee 
Bi Botl 
| THE REPUBLIC RUBBER CO c 

‘ OUNGSTOWN, © 

| & grea 
| openin 
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J. H. GLIDDEN 


Who covers Vermont, Maine, New Hampshire 
and Massachusetts for the F.'M. Hoyt Shoe Co. 





Leiser, Sherwin & Hicks with 
Great Scott 


George Leiser, formerly sales manager 
of the Weyenberg Shoe Company, is now 
interested in traveling for Doerman & 
Herbst Shoe Mfg. Company, of South Mil- 
waukee, Wis. Mr. Leiser will cover Wis- 
consin and Michigan, where he did splen- 
did selling work for the Weyenberg Shoe 
Company and where he has many friends 
among the shoe merchants. * 

Frank Sherwin will represent this new 
organization in Iowa and several of the 
large southern cities. 

John Hicks will cover Minnesota. This 
new concern will manufactu-e children’s 
stitchdowns, under the trade name of 
“Great Scott.” 


Strobel and Gow with Weimer 
Wright and Watkin 


C. B. Strobel has been appointed to 
present the line of Weimer, Wright & 
Watkin in Ohio, West Virginia and Ken- 
tucky. Mr. Strobel is very well acquainted 
with this territory, having traveled it for 
several years with the felt line of Daniel 
Green Co. He will continue to represent 
this line as well. 

J. B. Gow will present Weimer, Wright 
& Watkin’s line in New York State and 
Western Pennsylvania. He also is con- 
nected with Daniel Green Co. and will con- 
tinue to represent them. 

Both gentlemen are highly enthusiastic 
regarding the Weimer line and anticipate 
& great deal of success with it and the 
opening of many new accounts. They are 
now in their territories. 


“Spend by Plan and save by planning.” 
—From The Balance Wheel. 
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In Memoriam to Two Brown 
Shoe Salesmen 


The Brown Shoe Company has sent 
out to the trade a tribute to two of their 
salesmen who have recently passed away 
—Charles M. Campbell and Jack L. An- 
derson. ; 

The tribute to Charles M. Campbell is 
headed with his picture and reads, as 
follows: 


Tribute to Charles M. Campbell 


In Memoriam of Charles M. Camp- 
bell, who passed away at his home on 
Monday, September 10. 

Mr. Campbell had been suffering 
with heart affection for some time, 
having been unable to take his line 
out at the beginning of the season, 
and his sudden death was not alto- 
gether unexpected. 

He has been a faithful worker for 
this company for more than 20 years, 
having connected himself with the 
Brown Shoe Company in 1902. 

His friends in the Birmingham dis- 
trict, where he travelled, and other 
sections, can be numbered by the hun- 
dreds and his place in their hearts will 
be hard to fill. 

We feel that we have lost a good, 
faithful worker and a true friend in 
Charlie Campbell. 


That to Jack L. Anderson is also headed 
with his picture and reads, as follows: 


Tribute to Jack L. Anderson 


We were shocked beyond measure 
to receive a telegeam on Tuesday 
morning, September 25, advising us of 
the sudden death of our faithful and 
successful worker, Jack L. Anderson, 
in Seattle, Wash. 

He had undergone an operation for 
appendicitis, but could not stand the 
shock in his weakened condition. 


Mr. Anderson has builded for the 
Brown Shoe Company in the North- 
west an organization that will stand as 
a monument and testimonial to his 
ability as an organizer and salesman. 

We have tendered to his family our 
sympathies in their sad bereavement, 
and feel that the Compainny has sus- 
tained a severe and permanent loss. 


E. H. Brooks with Grieb 


E. H. Brooks has been appointed a mem- 
ber of the selling staff of the Grieb Mfg. 
Company and will cover Baltimore, Wash- 
ington, Virginia and South Carolina, re- 
placing Mr. Gessinger in that territory. 

Mr. Brooks has covered this field for a 
considerable period, and isentirely familiar 
with it and itsneeds. Mr. Brooks will make 
headquarters in Richmond, Virginia. 








“BiLL” F. GAFFNEY 
Vice-President of Amdur Shoe Company, Boston 





Gaffney Off on Trip 


“Bill” F. Gaffney, vice-president of the 
Amdur Shoe Company, who covers the 
big retail and department stores in the 
large cities of the country, arrived in Bos- 
ton recently after a seven-weeks’ trip. He 
reports that he made every large city east 
of the Rockies and that he found condi- 
tions just about normal everywhere, ex- 
cept in the automobile country of Michi- 
gan. In this last-named section, there was 
an unusually heavy demand for his line of 
McKays, especially in straps with Cuban 
block heels. 

Today “Bill” starts off on a month’s 
trip to New York, Philadelphia, Pitts- 
burgh, Cleveland and Buffalo. 


Lawrence with A. H. Berry 

James A. Lawrence, formerly of the firm 
of Hooper & Lawrence, has made arrange- 
ments to represent the A. H. Berry Shoe 
Company, of Portland, Me. Mr. Lawrence 
will cover the territory for Detroit and the 
Middle West. 

Mr. Lawrence has a large following 
among the trade, having covered this terri- 
tory for many years. 


Sass with Lattemann in East 

Larry H. Sass, who formerly represent- 
ed John J. Lattemann Shoe Mfg. Co. on 
the Pacific Coast, is now devoting his en- 
tire time to his trade in the large Eastera 
territory. Mr. Sass will have a closer con- 
nection with the factory. 


Faulkner with Murray- 
Dibrell 
The Murray-Dibrell Shoe Company of 
Knoxville, Tenn., announces the recent 
addition of W. F. Faulkner to the com- 
pany’s traveling sales forces in the south- 
eastern field. 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 














Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











GHOE stretching is a little art in itself. . —are made of fully 


seasoned maple and 


The Repco Shoe Stretcher is designed _ held together at the back by a strong steel 
scientifically and stretches shoes easily, hinge. The toggle-jointed mechanism is 
quickly and without injuring them. controlled by a square-threaded screw of 


large pitch. 
The Repco Shoe Stretcher contains no 


springs, arrows or other troublesome parts. | For up-to-date shoe stretching use the new 


The blocks—shapely and carefully finished § Repco Shoe Stretcher. 
For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, 


San Francisco Branch, 859 Mission Street 


Boston 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


PI Te MMe MMe Me Me Me Me ee eM een 
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“IT’S A LORRAINE PRODUCT” 


Catt =e 


Milad finest of 

leather — the nigmerr 
grade foot-wear. ‘Easily 
cleaned. ‘Excellent cutting 


Value. 


LORRAINE: 
WILT TIF: ae 


“The White Supreme” 


Rousmantere, Wittams & ©, A Boston, Mass. U.S.A. 
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MADE everypart] | MADE everypart! | MADE everypart| | MADE everypart| | MADE everypart} | MADE everypart] | MADE everypart 
SOLID LEATHER} | SOLID LEATHER] | SOLID LEATHER |} SOLID LEATHER} | SOLID LEATHER] | SOLID LEATHER} | SOLID LEATHER 















































| —And then came the crash! 


“TE doesn’t pay,” said Mr. S. Mart Aleck of the Dooemall 

Shoe Co. to one of the CARTER customers, “to follow 
that specialize then concentrate idea of the CARTER 
people. Look at Bill Jones nght across the street from you— 
he carries shoes from almost every line made. He is ready to 
sell everybody under the sun. I'll bet he’s made ten times as 
much money as you have. Look, there goes a crowd into 
his store now.” 








“Right you are,” replied our customer, “but the large man 
leading the procession is the Sheriff.” 





And leaving Mr. Aleck completely at a loss for words, he 
stepped out into the automobile and was whirled home for 


lunch. 


“Specialize then Concentrate”’ 

















J.W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 
Men’s and Boys’ 
Goodyear Welt Dress Shoes Popularly Priced 
NASHVILLE, TENNESSEE 














Illustrated catalogue mailed upon requ est 
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MADE everypart 
SOLID LEATHER 











READY TO SHIP 


LA MARNE LAST 
No. 778—LA MARNE 
kn i oe .-~4 
pace sti 
Gable ay: Khaki | 
Top band and ‘ongue w 
Stack widths ane: eects Seles of four Sesuier runs of sizes: 6-10, 


7-9, 6-11 or 7- _ 
Price $3.50, less 4% 20 days. 





MADE everypart 
SOLID LEATHER 











READY TO SHIP 


RUNAWAY LAST 
No. 637— RUNAWAY 
Last. Holland Black Kip 
Bal. New style perfora- 
tions. Khaki lining. Top 
band and side facings glazed gray. Stock widths C,D. Choice 
of four regular = sizes: 6-10, 7-9, 6-11 or 7-11. 
$3.50, less 4% 20 days. 
No. =0~Geinean: as ace in Holland Brown Kip. Same widths 
and same run of sizes 
Price | $3.! 50, less 4% 20 days. 











MADE everypart | 
SOLID LEATHER | 

















READY TO SHIP 








MADE everypart 
SOLID LEATHER 











Holland Brown z' 
cher, cord tip. Khaki lin- 
ing. Top band and side facings glazed gray. Tongue whipped. 
Stock width D. Choice of four regular runs of sizes: 6-10, 7-9, 
6-11, or 7-11. 
Price $3.50, less 4% 20 days. 


ad 
MAME OMAD>AdeCrre= ma> OFmr=>imwa So wcO 10 <mn > 
me) 
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‘Nothing in the shoe 
but the Foot” 





























“In-Built” Cotnbest 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup 
ports are scientifically correct. From 
the viewpoint of your customers. they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. : 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 


XG Crawford Arch Supporting 


WAAR. Shanks They'll buy! 
On the head of the which locks the \ . 
shank to the tacos wedi tack ray SS WS 
NO SSVQKN 
SSS S 

















with the insele, you will find this trade 
mark. Look for the trade mark. II is 
your preteciion, 


United Shoe Machinery Corporation 


Boston, Mass. 
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RUEPINGS WHITE_KIN KIN 





Sport SHOE LEATHER” 





1G olome etebu ela.) ameemeleren Maat 
a 4 } «4 


Willi? 





The Most Permanent White 
setel ebare eood clear sport shoes. Th 


lardest color to get 


: T1T1.%, L:. ww. 
ngs White Mil m 


athe s it and le i ; 
eather has it and Aolds tt. When ordering sport shoes, be 
superior tanning ot Kin Kin sure to specify Rueping’s Kin 


white a practical ( yr ~=6©6 Kin for 1 esney ets 








Fred Rueping Leather Company 


| edeke Mme ht me Or- Vem ) Ot tered ot-3 0a 
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Oct 
’ 
IN¢STOCK NOW! we 
“Buy Your Felts!From a Felt House” a 
Ar 
Ne 
All 26 oz. felt — 
Packed 36 pairs of 3 
67 Ke 60c a color to a case. $1.00 Jam 
mae” Sie. _— alld . Stock No. 9500—Rubber heel 
SE ye Coren ig tntng’ sot Chil ey f 
& CASE. .....++ ..70¢ Astrakhan Top 5c pr. more. Stock: Ne. 9900—Fur trimmed 
olors: 
SOLGO SHOE COMPANY, Inc. ™**- o%£eit Slippers and __rows space Quod Ging. 
In Stock Dept. 100-102 Reade St., New York -GOLDMAN BROS. SHOE CO. + Selling Agents‘and Distributors. 
he + 
|! Popular Prices Beaded Moccasins 
’ Bri Delight the Hearts of 
Sell Your Customers on pee... WEY ———- 
iS 
Comfort As Well As Style | | Hore’s the Moccasinto Add to Your Line 
Tell your men and women cus- 
tomers that they can forget their 


weeester feet, by wearing Royal Worces- 
ter Arch Spring Shoes which are 
a positive relief from falling 
arches. 










Royal Worcester 
Arch Spring Shoes 








Write us'for samples and see for 
yourself what beauty of 
pattern, excellence of 
materials and high grade 


APACHE BEADED MOCCASIN 











workmanship these shoes 
represent. A HOUSE SLIPPER which combines comfort. durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display will 
= brighten your window and the sales will] surprise you 
IN STOCK ] 
1923 PRICES OF APACHE MOCCASINS 
Women’s...widths . . 
to EE Babies ewes dda odis ond <aibis balsa Per pair, $.50 
Women’s..... NS OL a @ Rarer eee Per pair, .65 
9 eee, | mee = ES ee vee Per pair, .85 N 
® Men’s..... wid PT Pee Oh. Chr, . séyighnetse cect esséqnesesege Per parr, 1.05 ‘ 
to EE Maus Simes'a's 10, Doi.dscongtiblace dun @hdeaaes ote Per pair, 1.10 Ni 
Men’s........sizes 
5 to 12 Terms 2%— 10 days; Net 30 days Ne 
Send trade references with your order 


F REDERICK S. PECK Rogues’ our su age ea. 


4@ Themes Strect ARROW NOVELTY CO., Inc., 108 E. 16th St., N. ¥.C. 





























WORCESTER MASS. 
bf +4 
+ 
Boston London 
ERNEST JACOBY HENDERSON, FORBES & CO., Ltd. 
79 Milk Serect 


F. R. HENDERSON & CO., Inc. | 


111 BROADWAY, NEW YORE CITY 
(rude Rubber 


IMPORTERS OF PLANTATION SHOE SOLE 





Cable Address Crepe Rubber HENDERSON BROS., Led. 
REDSONDER, NEW YORK Batavia 
LIEBER’S A. B. C. 5th Edition -Private Codes HENDERSON BROS., Ltd. 
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NO. 530 844/11 $2.75 
531 1144/2 $3.00 Style ‘B” — Pat. 
532 2446/6 $3.25 BAe Ae 
Leather thruout. 
CONCORD SHOE CO. eats 
INCORPORATED Write for In-Stock List 
TY 4 
q peer sri. | IM) | H. MALKIN’S SONS 
Pete ——————————— a = == SS 


q “THE RIGHT SHOES ON TIME” i 
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io 
NEW YORK'S MARKET 


an NOVELTY FOOTWEAR 
IN STOCK 
















HIGH-GRADE-McKAYS _ || 
Growing Girls’, Misses’ and Children’s 


PAT. LEATHER GREY TOPS i] Style “A” — Pat. 
Teo Bak, Nau-Buck 

















ae Shoe G 


114-116 WEST BROADWAY 
NEW YORK CITY 















Top Grade Goodyear Welt 


















145 DUANE STREET, NEW YORK 


*‘Wingfoot” Rubber Heel i BLACK SUEDE : IN 
STOCK No. 300 al » he 
Pat. Chrome Fancy Stout. Also in Satin $5.25 wae STOCK 
other Fl Patterns. Sizes 3144/8. | Stock No. 1715 i Always the 
Wadeh h “BE”. I a Newest tions 
i ORDER 
B. FRIEDMAN H NOW High erade vemee on BiG 


block heel 
No. 1714 1 ae 98 


Terms 2%, No. 1715, Genuine 
Established 1880 10 days pa AD 1716 Pat- 
L $4. A) w2%selre nd OP 


NM bd °°. 

Il “HONEYDEW” OUR BEST BET 
Now IN STOCK 

No. 5155—Pat, Asks Effect GM front strap 13 /8 


Baby Span’sh Heel..............-+++++ 
5157—As B .. e13/8 Mil. Heel ...... 
a. sis¢—Satin and i S00 Baby Spans 

a oe oar conn 
" No 0. 4023 —As 5158 only with 16/8 Spanish 


—_ 5159—Blk. Ooze GM Front re 


DECIDEDLY NEW! 


“Nightingale” 


No. 5052 Black Satin Suede Trim $3.85 
No. 5051 Pat. Lea. Suede Trim $3.85 
No.5050 Brown Buck Kid Trim $4.00 


Imitation Turns—Covered Heels 
French Cord Binding 


Widths “B to D” ®% 13/8 Baby Spanish Heel : enewoue's 
W . M. J. Saks Shoe Corp. 
198 CHURCH ST. : No. 5155 » oe s Shoe ° 
m. Kellers Shoe Co. Inc., NEW YORK CITY ial yess New ¥ 


SS af Ph = 
= ee Sats ————— ———— = 


HW IMMEDIATE DELIVERY 


An opportunity to purchase the season's latest novel ty at a popular price. 


High N 177, all Patent Colt 13-8 Leather 
Grade No, 177, ,0l! Zateat, Swiss 


Flexible ©?>*® 
**Zay’’ Ne. sot ty a Az? enty in all Black Kid, 


= 179, as No, 177 a with Gun Metal 
Cait Lattice. Sizes C Wide. 


LION SHOE CoO. 

Distributors of “LINSHURE” Brand Comfort Slippers 
“Fine Felts forFine Stores” 
SPECIALLY PRICED 
CIRCULARS AND 

SAMPLES ON 
REQUESS 


Address 
107 Reade Street 
New York City 







Y suditaeeemnemiandens attention 
and be shipped the same day as received. 


THE L. B. SCHINDLER 
SHOE CO. 


148-158 DUANE STREET 
NEW YORK, N. Y. 









wo L $3.6 _ 




















IN STOCK 4 2 New York’s Infant Shoe Headquarters g @ 
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common-sense evidence—on quality 
footwear—that the shoes are made for Coctng Dail edventiing ‘ 


the wearer’s convenience—Shoe Lacing Hooks. now appearing regularly in 
7 Life, Town and Country, 
Your retailer can sell you shoes with lacing porasney Sayin Sah oe peat 
hooks. tie entire Quality Group, 
which include the Review of 
Reviews, Century, Atlantic 
Monthly, Harpers, Scribner’s 
and World’s Work Magazine. 


Insist on having what you want! 
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HOOKS 


Before a customer enters 


your store he is sold 
on the value of 


lacing, hooks 


The story of the lacing hook is again being told. The business 
man, the man of leisure, the old man and young—not the 
average man but EVERYMAN is now being CONVINCED 


of the value of lacing hooks. 


Eleven national magazines with a total circulation of four and 
one-half million are CONSISTENTLY being used to carry the 
message—approximately twenty-two million people read lac- 
ing hook advertising—every one of them a buyer of shoes! 


Lacing hooks are being sold for you. Lacing hooks are assuring 
a quicker turnover, increased business and larger profits for 
thousands of merchants all over the country who are making 
their buying and selling slogan “lacing hooks on all laced 
footwear!”’ 


Featuring lacing hooks on the shoes YOU sell 
will bring to YOUR store the business which 
this advertising is creating. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Are You Getting Your Share? 


Children’s Shoes are Selling Strong NOW! 
Here are some Business Builders in Stock 








WEADERSHIP carries the respon- 
§ sibility of unparalleled service. 





If your business demands that you have an 


“edge” on competition, it stands to reason 





that your offerings must have readier 
No. 491 





acceptance. 
Tan Kid Shoes 
PLAIN TOE DR. POSNER’S SERVICE 
490—Butt., no heel, 1-6........ $1.99 -s the K S sf 
415 — Lice, 7 hee i evans 2.25 is the Key to Success in a 
utt., sp. heel, 3-5...... ° . . , 
onnent ea Children’s Shoe Dept. 
2415—Lace, sp. heel, 3-8. ...... . $2.35 
2416—Butt., sp. heel, 3-8........ 2.35 
EXTENSION SOLES The outstanding name in children’s shoes 
se Pett sp. pes 22. ahies 3.08 
—Lace, sp. heel, 4-8....... J ° 
, si today—and for two generations of shoe 
Tan Russia Calf retailers— 
PLAIN TOE 
—Butt., no heel, 1-6......... $1.90 
561—Lace, no heel, 1-6.......... 1.90 


STOCK TIP 
562X—Butt., sp. heel, 3-8...... $2.35 
563X—Lace, sp. heel, 3-8....-... 2.35 KY 


EXTENSION SOLES peed 
2562X—Butt., sp. heel, 4-8... .. .$2.60 
2563X—Lace, sp. heel, 4-8....... 2.60 





White New Buck White Washable Kid 


zhu re yl - PLAIN TOE 
643 —Butt., no heel, 1-6. .81-20 | 3462—Batt., no heel, 1-6.82.28 
644X—Butt., tip, sp. heel. 2.35 | 2683—Lace, no heel, 1-6. 2.25 
645X—Lace, sp. heel, 3-8. 2.35 TIP 


. 2684—Butt., sp. heel, 3-8 $2.75 
Genuine Buck 2685—Lace, sp. heel, 3-8. 2.75 
2642—Butt., no heel, 1-6 .$2.25 


2643—Lace, no heel, 1-6. 2.25 
ae Butt., tip, sp. heel, Dr. Posner’s White Shoes 

3 ‘ 2.75 are —. - E> Service- 
2045 Lace tip, sp. heel, able as Well as Dressy in 
dastnebuekewe’ Gael Appearance. 








No. 563X 


‘ 











No. 447X 
COMBINATIONS 


PATENT LEAT VAMP AND 
GRAY KID TOP 
446—Butt., pl. sp. eA $2.50 


447X—Lace tip, sp. heel, 3-8. 2.60 


PATENT LEATHER VAMP ‘AND 


WHITE KID TOP 


272—Butt., pl. no heel, 1-6 $2.10 
273—Lace, "pl. no heel,  RRRRE 2.10 
274—Butt., pl. sp. heel, 3-8...... 2.50 


275X—Lace tip, sp. heel, 3-8... 2.60 
PATENT. UBATHER VAMP AND 


AY SUEDE TOP 


ae... tip, sp. heel, 3-8... .$2.60 
463X—Lace tip, sp. heel, ipa 2.60 








Black Kid Shoes 


PLAIN TOE 
500—Butt., no heel, 1-6......... $1.70 
501—Lace, no heel, 1-6......... 1.70 

STOCK TIP 
618—Butt., sp. heel, 3-8........ $2.00 
621—Lace, sp. heel, 3-8......... 2.00 


EXTENSION SOLES 


2624—Butt., sp. heel, 4-8....... $2.25 
2625—Lace, sp. heel, 4-8........ 2.25 





No. 2625 





Many More Styles in Our Complete INSTOCK CATALOGUE. Write for Catalogue B 12 











Address All Communications Dr. A. POSNER SHOES, Inc. 
to the 140 WEST BROADWAY 
New York Office NEW YORK CITY, - - N. Y. 








Factory 
Roebling and Hope Streets 
Brooklyn, N. Y. 
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\ HAT IS “FIT?” IT IS AHUG AT THE HEEL ANDTA 
GRIP ON THE FOOT, AND WITHAL, FLAWLESS 
GRACE. 


IN SHORT—A REAL HAND TURN BY KIMBALL AND 
SHERMAN. 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 






107 


NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
ON THE FCOT _i 
















WHY CONSIDER 
ANY IMITATION? 


BUY REAL TURNS ™ 
WITH OUR REPUTATION. 
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WHY BUY GOOD SHOES WITH INFERIOR LACES? 


See that every order you send to your 
manufacturers camies the following: 


“USE CORDO-HYDE LACES IN THESE SHOES” 


These Aristocrats of Shoe Laces are more than an 
extraordinarily strong lace—they are a mark of dis- 
tinction to any shoe. 


“Seeing is Believing,” so allow us to send you a 
sample pair, with our compliments on your sagacity 
in looking into a good thing. 


Lace Division 


O. A. MILLER TREEING MACHINE COMPANY 


BROCKTON MASSACHUSETTS 
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MA Maintained 











Trade Mark Registered | 





In every community of any size, desire for The 
Marshall Shoe arises daily. 


The comments of your customers will indicate 
approval of your judgment in selecting The 
Marshall Shoe for them. 


When quality is maintained, as it is in The 
Marshall Shoe, trade is retained on the most 


profitable basis. 


We feature a model which is one of the many 
attractive samples now in the hands of our salesmen 


C. S. MARSHALL COMPANY 


BROCKTON, MASS. 
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“New York Policemen 
MUST Alave Good Shoes 


=f 
Theywear cAHOOrRR] 

l 
HE shoe that’s cctecned" 
by the New York City 


yi 
Police Department must be 
a mighty good shoe for any 
I OLICE dependable water-proof inner sole 
—the genuine Goodyear-Wingfoot 


dealer to sell. For there’s no finer 

, rubber heel. Features that men on 
their feet all day demand in their 

° workaday shoes. And only in No. 

19 do you find them all— PLUS the 

quality that has made HERMAN’S 

Shoes first choice with men who must 


all-service shoe than HERMAN’S 
have comfort with rugged wear. 


















No. 19 Police Shoe. 


The genuine Munson last—the 
built-in leather arch support — the 





No. 19 is being advertised nation- 
ally in Saturday Evening Post and 
other big magazines. m mediate 
shipment FROM STOCK. Send for 


dealer’s catalogue. 





Tv 

+MEN 
\cE DEPAR ork Joseph M. Herman Shoe Company 
pow ry of NE Boston and Millis, Mass. 


€ 
or ™ ON 
ornct piv 1s! Makers of over 4 000,000 pairs of shoes for 
€ . 
1c the United States Government 


























wome serv 






co- , 
an soe 
pn ¥- me yass- 
jose wid , 
Te 





















No. 19 Gun Metal 
Sizes 


A—7 to 12 
stil } $4.85 
Cc, D, E, EE—5 to 13 

No. 18 in Tan 








3 
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YEAR ’ROUND BUSINESS 


ITH the Eaton 

\ V Shoe a man once 
sold is always sold. 

Men appreciate comfort- 
able fit and correct style 
in their footgear. These 
two essentials find their 
highest expression in the 
Eaton Shoe. The man 
who buys the Eaton Shoe 


is a ‘repeat’ customer, be-_ 


cause he finds features in 
the Eaton Shoe that no 
other shoe has. 


The Eaton Shoe is com- 
fortable from the first step: 
it is built to fit the foot, 
and fit it right. It is the re- 
sult of a careful study of the 
foot structure and the de- 
velopment of a new method 
in making fine shoes. 


*“*A year round business” 
is assured the Eaton Deal- 
er. The man who buys 
Eaton Shoes for the first 


time becomes a permanent 
booster for the shoe and 
for the store that sells it. 
The Eaton Shoe builds up 
a repeat business, a perma- 
nent business, an ever- 
growing clientele of satis- 
fied customers. 


A man’s size in an Eaton 
Shoe will always fit him no 
matter what style or last 
he selects! This is a fea- 
ture of enduring value to 
the Eaton dealer—not only 
does it make it easy to sell 
a man more than one pair 
of shoes at a time, but it 
makes it so simple to order 
a pair over the ‘phone and 
save the time and trouble 
of a trip to the store. 


Get the details of the 
Eaton proposition from the 
Eaton representative when 
he calls on you or write to 
us direct. 





cRNA 2 
The EATON Shoc 











Made under the A. E. Little Patents. 


CHARLES A EATON (@) sHOE INDUSTRIES 


MASS.,U.S.A. 























—— 
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OF AMERICA 


The Hallmark of Hospitality, 

















Convention Hotels 
That Offer Rest and Comfort 

















Each city below has ideal convention facilities—a cen- 
trally located Hotel of the United Chain. 














After a day’s journey or a strenuous session it means a 
great deal to find an agreeable room and appetizing food 
awaiting you. You will always find them at these centers 


of hospitality. 
List of Hotels 


THE BANCROFT WORCESTER, MASSACHUSETTS 
Charles S. Averill, Mgr. 
THE TEN EYCK ALBANY, NEW YORK 
Harry R. Price, Mgr. 
HOTEL UTICA UTICA, NEW YORK 
Walter Chandler, Jr., Mgr 
THE ONONDAGA SYRACUSE, NEW YORK 
Proctor C. Welch, Jos. Grogan, Mgrs- 
THE SENECA ROCHESTER, NEW YORK 
Lewis N Wiggins, Mgr. 
HOTEL ROCHESTER ROCHESTER, NEW YORK 
H. S. McDonnell, Mgr. td ore 
THE ROBERT'TREAT NEWARK. NEW JERSEY 
Charles A. Carrigan, Mgr.” : . 
THE STACY-TRENT] TRENTON, NEW JERSEY 
Charles"F. Wn - 


THE PENN-HARRISi HARRISBURG, PENNSYLVANIA 
B F. Welty, Mgr. 
THE LAWRENCE ERIE, PENNSYLVANIA 
W. A. Cochran, Mgr. 
THE PORTAGE AKRON, OHIG 
Harry Halfacre, Mgr. 
THE DURANT FLINT, MICHIGAN 
Geo L. Crocker, Mgr. 
THE MOUNT ROYAL MONTREAL, CANADA 
Vernon G Cardy, Mgr. 
KING EDWARD HOTEL TORONTO, CANADA 
. L. S. Muldoon, Mgr. 
ROYAL CONNAUGHT HAMILTON, CANADA 
A. E. Carter, Mgr. 
PRINCE EDWARD HOTEL * WINDSOR, CANADA 
J. T. B .Foote, Mgr. 
THE CLIFTON NIAGARA FALLS CANADA 
Open May to September 
Building 




















TAR aaaae 

serene 

see 
essen 


























THE ROOSEVELT NEW YORK CITY. N. Y, 
THE OLYMPIC SEATTLE, WASHINGTON 
THE ALEXANDER /HAMILTON ‘PATERSON, N. J. 
THE NIAGARA NIAGARA-FALLS, NEW YORK 


UNITED H OTELS COMPANY 


OF AMERI 
Prank A. Dudley, President 
Vice-Pres. Leal: 


Ppedoet: W. Rockwell, a ie 
L Vice Presiden . M. Joh é 
ikl, Gon tgs Ctatne tok 


Executive Offices 
25 WEST 45th STREET, NEW YORK 
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Holiday Slippers 


oonataunouan 


Real Saving 


15% 


Men’s Brown or Black 
At $1.65 Vo Routes re 
Turned with Rubber Heel. Sizes 6-9, 6-10, 
6-11, 7-10 and 7-11. 


At $1.00 Neer Gage 


Heel. Sizes as above. 


30% 


¢ Men’s Genuine Brown 
At $1.40 or Black Vici EVER- 
ETTS, Rubber Heel, McKay Sewed. Sizes 
6-9, 6-10, 6-11, 7-10 and 7-11. 


At $1.00 Manis Gi 


Heel. Sizes as above. 


All goods sold 36 pr. case lots only 


S. ROSENBERG & SON 


144 ESSEX STREET 


BOSTON, MASS. 


29 tee 
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= 


‘EVANGELINE | 


(REG. U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 





No. 5634 No. 


Brown Boarded Lotus Calf Black Calf Oxford 
Blucher Oxford 100 Last 
Cord Crease 9-8 Wingfoot Heel 


100 Last 9-8 Heel m 
Price $4.25 Price $3.75 


STRAPS 


FOR WOMEN 














No. 5644 


Black Suede 1 Strap 
Black Calf Trim 
99 Last 
14-8 Junior Louis Heel 


Price $4.85 Price $4.25 


Plack Kid 1 Strap 
Black Calf Collar 
13-8 Wingfoot Heel 














MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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Attractive Advance Styles 


AN 


Lies 


| 
{i 


Every buyer of shoes will confess he never leaves New York 
without some trick o’style, picked up on The Avenue, at the ' 
Ritz or the Opera. 

© How natural it is, therefore, with Allen, Goller that we can 
and do make good our promise: 


If New York Says 
“It’s The Latest Style” 
We've Got It! 


nn 


ATCA 


l 


| 


et NACA 


See these two models, for example. 











S000 0000 TT = 


ALLEN, GOLLER SHOE Co. 
60 K STREET, SOUTH BOSTON, MASS. @ é iy 
li ii! Hi 

HH 


i (i | 





lh ii 





| ee Mm 
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Sell Him Solid Comfort 


ELT slippers have a strong mascu- 

line appeal. During the long winter 
evenings, when a pipe and the fire-side 
are pleasant, men naturally want com- 
fortable footwear. 

In buying felt slippers, they want 
to buy a reliable product. Snug-lers 
carry with them the conviction of 
quality, durability and appearance. 

Snug-lers please the masculine 
purchaser. Carry a varied line of Snug- 
lers, and sell solid comfort. 


United States Rubber Company 


WA DMM N11] TY q@@ 


























PANY 


aa 


in 


ae 


Ps ise 


IBRE Be 


: 
: 
; 
= 
: 
, 


a 


\Y 
nt 


wily 


BOSTON 





‘it ZZ ROGET! 
yx 


; 


BOOT AND SHOE RECORDER October 20, 1923 
“‘Nothing Takes the Place of Leather’’ 


Honest (OOD sole leather is largely 
ay up to the personal honor of 


Leqther | your shoe manufacturer. 


If you insist on pretty bottoms, he must 
One essential to the give them to you. 


Honesty of Ashland . 
Oak PURE TAN But he will probably warn you that pretty, even run- 


LIQUOR. We pro- ning bottoms mean acid bleaching, which eats out a 


duce it at the tan- lot of wear. 
nery by leaching 


corown osk tac SMQNDM —_JISHLAND LEATHER CO. 


BOSTON : CHICAGO + ST.LOUIS 








A K SOLE LEATHER 








Special 
re Designed 
poe Heels 


Attached by wr bented Saas without 5/16 inch Heel for Men’s Slippers. 


HANOVER 
RUBBER 
COMPANY 


WEST HANOVER, MASS. 


Boston Office, 10 High Street 
% inch Heel for Men’s Slippers or 


% inch Low Priced Heel. Sciechdowns. 
For Women’s Comforts. 
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LEE OLEo 
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Two New 








TEVETITT Terre ee 











PENT P rrr EE TEE TTT TTT TITTT PUTO OT TT 


READY 


5044—Women’s Black Ooze Calf Two Button 
Pump with Instep Strap and Calf of Patent Colt, 
14-8 Covered Cuban heel. Widths AA to C. 
Sizes 24 to7 

5043—As 5044 in Patent Colt with Instep Strap 
and Collar of Mat Kid. Widths AA to C. Sizes 








Al 


SRS" 


Ready fo Serve 
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i {, Autumn Models 


TO SHIP 


5042—Women’s High Grade Patent Colt Pump 
with Instep Strap and Collar of Black Ooze Calf, 
14-8 Covered Cuban heel, High Grade Welt. 
Widths AA to C. Sizes 24% to7 


5041—As 5042 with 10-8 Covered Heel. 


CO.inc: 
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Stylis. Lg OOPTE TNT EAT LEE ELE ANN NN NNN SRLS RN Creators 
138-140 DUANE ST. NEW VORK CITY 


BOSTON OFFICE 214 ESSEX STREET 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IN STOCK 


J. C. N. Arch Shoes with Special Steel 
Arch Shank—Newest Patterns 
In Autumn Brown 


B332—All Black Kaffor Kid Blucher Oxford, 
natural finish edge, 8 /8 solid sole leather heei 
with rubber toplift. Welt.......... $4.75 


B247—A Black Kid Welt Oxford, carries a 12/8 
leather heel, Special Steel Shank, made on our 
J.C.N. Arch Last with rubber toplift. .. .$4.75 
B248—A Brown Kid Welt Oxford, carries a 
12 /8 leather heel, Special Steel Shank, made on 
our J.C.N. Arch Last with rubber toplift, $5.00 





B331—Autumn Brown Ooze three-strap pump, Sizes and Widths B410—A Black Kid Welt Boot, round toe, c@r 

trimmed with brown kid cut-out on sides, ries a 12/8 coatas heel, Special Steel Shank, 
brown ooze yo. close edge welt, Lys A made on our J. C. N. Arch Last with rubber 
leather Cuban heel $5.60 toplift $5.50 

pees Pome in Black Suede, trimmed with B411—A Brown Kid Welt Boot, round toe, car- 
blaek Kaffor kid — - ries a 12/8 eats heel, S; Steel Shank, 
Wire Your Order Today rm A on our J. C. N. Arch Last with rubber 


Terms: Net 30 Days 


JOY, CLARK & NIER, INC, Rochester, N. Y. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 














HUB GORE Ju ‘SGCX 


4 in the world. They have; é a 
right to be, for they are doing a abig 
; > part of the world’s work and need 
Various Widths and Colors the sustenance and the comforts 
: : while doing it. Essex Service is set 
Cotton-Mercerizzed and Silk to the standard demanded by the 
discriminating. 














SEND FOR SAMPLES The Essex Hotel Co: 


J.J. WsCarcthy, Peos. T.A.MsCarthy, Treas 


EVERLASTIK, Inc. 
“imc nec ronee” | POSTON MASS 
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Stock No. 653—$5.00 


" Rest Cure Oxford 


IN STOCK AAA TO E 





























50 New Strap and Oxford Models 
of Fall Shoes 


Shown at our Boston Office 
183 Essex St. 

















Williams, Clark and Company 


LYNN, MASS. 








LOMO OU OU OU Ono HOW OU 
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Pat. Chrome, Field Mouse 
Top, 3 Bar Collar, Rubber 
Heel, McKay 

330—11%4 to2,D & E. rubber heel......... $3.00 
331—8\ toll, D & E, rubber heel........ 2.75 
332—8%4 to 11. D & E, spring heel 2.75 
234—4 to 8, D& E, hand turn, spring heel.. 2.05 

Same in Tan Calf, Smoked Elk Tee 









Pat. 
Top, White Rubber Welting, 
Pat. Chrome Collar, McKay 


Chrome, Field Mouse 


4°.5—M Isses, 1 8 to2. pee rubber heel . 92.99 
456—Child's 8 to 11, D & E. rubber heel . 


Fall Favorites 


Growing Girls 


Live Merchants 


with 
Children 


Misses 
and 


Superior fit and appear- 
ance make friends with the 
wearers of 3 W’s Lenox 
footwear. 


Repeat orders and quick 
in-stock service make them 
prime favorites with the 
progressive merchant. 


8510—Grow. Girls’ 24 to 7, C & D, rubber heel. 457—Child’s 854 to 


& 75 

345—Misses, 114 to2,D& z. rubber heel.. 3.00 

346—Child's, 84 toll, D . rubber heel.. 2.75 

347— Child's 8 44 to 1l, DAE. spring heel.. 2.75 
399—Ch 8% wl1l,D&«E, spring newt, hand 





11, D&E, si ‘spring heel |. 3s 


WEIMER, WRIGHT & WATKIN CO. 


39 S. SECOND STREET, PHILADELPHIA 

























Easy--Positive-- Permanent | 


Adjustment 
FORWARD AND LATERAL EXPANSION 
Four Sizes Only to Carry 


MERE 
TO abwust 





SOMMERS ADJUSTABLE 
SHOE TREE 


A Tree With a Name Back 


of It. 

It has been 
called by men 
whoknow 
“The Best 
Shoe Tree 
ever pre- 
sented.” 


EASY TO SELL—EASY TO STOCK 
Satisfactory to your customer—profitable to you. 
Ask your jobber or write us 


J. L. Sommer Mfg. Co. "NEWARK.N J. 
SHOE HORNS, BUTTON HOOKS, SLIPPER TREES 








CREPE RUBBER 


FULL SOLES. SOLE & HEEL. HALF SOLES. HEELS. 


Priced Right 





SPECIAL PROCESS BACKING makes attachment easy, quick and per- 
manent to any shoe, new or old, rubber or leather. Tne shoe and repair trade 
and also specialty and side-line salesmen are invited to write promptly to 


AUBURN RUBBER CO. Auburn, Ind. 





or 


























Shoe Thread for At 
Once Shipment 


Don’t worry if your 
stock of sewing 
thread is low. Or- 
ders sent to us get 
immediate atten- 
tion. All kinds of 
thread needed by 
the choc wade are 
carried in 8s 
ready for at - 
shipment. 
Moyis's thesad and 
haye i> best. 


JOHN C. MEYER THREAD CO., Lowell, Mase, U. S.A. 














Bosler Ininees t ssmmved tive clearing to Glo Wav end lad OEE. 
















October 


a ae. Sere. ae. 
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i, Pap ae 

















‘ NEW IDEA IN 
) RUBBER HEELS 


To give you, on a fine shoe, a 
trade-marked heel that can not be 
purchased by the maker of shoes 
that sell at several dollars less. 


Seiberling Rubber Heels are re- 
stricted rigidly in sale to makers of 
fine shoes only. 





LING RUBBER COMPANY, AKRON, OHIO 


4 SEIBERLING 
*) RUBBER HEELS 
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| APPROVED BY | 
MEDICAL MEN 


As a sturdy support for the ankles of 


GREELEY% 
nso re ei BOUDOIRS 


Developer is unexcelled. ell known ph per the best pos- 
surgeons mm - aoe OS gs ible value in this style of 
children’sshoes footwear. They | are Rot 
lete by ding made to get by” but are 
made to “stay by” and 

wear well. Greeley Bou- 
doirs should be a feature 


im your s 


October 20, 1923 





WENTILATIONS- 
PATENTED 





our order loday. 
hone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 


In Black or Colored 
Kid. 36 pair lots 


If your Jobber Cannot Supply You, Write Us. 
pac A- W. GREELEY, Haverhill, Mass. 1K 











—-- 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 

lace. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Re- 
corder circulation. Our records are audited by the Audit 
Bureau of Circulations. 





Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
06 Beach St., Boston, Mass., U. S. A. 





























Advertising Error Corrected 


In a few hundred issues of October 13 
in the advertisement of the Karelis Shoe 
Company, Haverhill, Mass., a wrong cut 
was used in illustrating a section of the 
advertisement. A patent leather shoe was 
used to illustrate a satin pattern. Below is 
the correct cut, which shows a smart two- 
strap, black satin shoe. 


Stock No. 623—High-grade black satin, two- 
strap, black suede calf strap and collar, cut- 
out, high-grade sole, solid leather grain counter, 
leather quarter and sock lining, full Junior 
Spanish covered heel. Imt. French Silk cord 
bound. B-C, a As Price . 

Stock No. 616—Same as above, with 8/8 mili- 
tary heel. Price $4.50 
Stock No. 853—As above, in all patent 
leather, with Spanish Junior Louis w heel. 
Pri $4.25 
Stock No. 304—As above, full grain black gun 
metal calf. 12/8 Cuban wood heel. Price, $4.00 


KARELIS SHOE COMPANY 
HAVERHILL, MASS. 


Stevens Point Store Sold 


Mrs. C. G. Macnish has sold her retail 
shoe business at 452 Main Street, Stevens 
Point, Wis., to the C. B. Mayer Shoe Com- 
pany of Wausau, Wis. The new owners 
have secured a long term lease on the 
building. Carl Nyberg, long associated 
with the Mayer Company, will be active 
manager of the new store of that company. 





Marathon Enlarges ‘Plant 


The Marathon Shoe Company, of Wau- 
sau, Wis., has completed addition of the 
third unit to its plant in that city, and 
machinery is already being installed in the 
three-story, 175 by 45 building. Within a 
short time, it is expected that production 
will get under way in the new building. A 
great deal of success has been met by the 
Marathon Shoe Company during the past 
year in the sale of Dr. Somer’s men’s shoes, 
Pied Piper shoes for children and other 
company products. 





Observe 42nd Anniversary 


Braddock, Penn, Oct. 16—Katz & 
Goldsmith, proprietors of The Famous, a 
department store here, recently observed 
its 42nd anniversary. It held a sale and 
offered splendid values. The Famous 
commenced business in a 20 by 40 wooden 
building and today employs 300 and occu- 


pies a four-story building with a 160 by 
120-foot dimension. 





MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cats 


SS eet ice 
and prices. 





THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, Il. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
s Ow Gmnan 9965 OR 
WILL ; LO LLERS F 
SURPLUS STOCKS 
BUY (ENTIRE sTOocKsS § CASH 
Bargains in shoes always on hand for special 
sales and bargain basements 





— 














1923 








l 





BOOT AND SHOE RECORDER 











Basket-ball seasonis here 


Most of the boys in your town will want 
Grip Sures for Speed, Safety and Service 


| ory things makes Grip Sures a big basket- 
ball [seller—speed, safety, service, and ad- 
vertising. 


Grip Sure is a safe shoe even on the slickest of 
gym floors. A player wearing Grip Sures can leap, 
turn and twist with panther swiftness and accur- 
acy. He can depend on Grip Sure fora quick get- 
away or a sudden stop. 


Service comes from the sturdy, long fibre Top 
Notch duck uppers and the moulded soles of 
live, long-wearing rubber. 


Grip Sures are made as fine as human hands 
can make them. Straight-forward, timely adver- 
tising in the Saturday Evening Post, American 
Boy, Boy’s Magazine, Boy’s Life, Association 
Men and Physical Culture, does the rest. Boys 
the country over, and men too, ask for Grip 
Sures by name. 


Thousands of merchants have found Grip 
Sures to be their leader for all sports wear. If 
you do not handle this profitable, steady seller, 
write now to our nearest branch office for inter- 
esting details. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 


Factory Branches in 


NEW YORE BOSTON CHICAGO 
106 Duane Street 241 Congress Street 208-10-12 So. Jefferson Street 
MINNEAPOLIS KANSAS CITY SAN FRANCSICO 


211-15 ist Ave. No. 


ie TRADE 


RIP 


REG. U.S. 






Ss 








Grip Sure / 


Patented Suction 
Cup soles of tough mould- 
ed rubber insure a faster, 
safer game. 
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THURSDAY, OCTOBER 4, 1923. ** 
2 
Popular Than Ever} a 
The women of New England have been aroused by ani sug- = 
gestion that they must wear the flapping galoshes again this Great 
winter. drawit 
From the interest they have taken in this controversy it eke 
would appear that every well-dressed woman and child will be —_ 
seeri in Radio Boots. Will the men follow? bd 
y Sas 
replies 
Boston 
at 








THE CUFF TURNS HIGH 
ABOUT THE LEG FOR 
STORMY WEATHER 
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O N the very front page of Boston’s leading morning daily 
appeared this tribute to the popularity of the RADIO 
BOOT. to prod 
Are you in tune with the times, or have you been delay- THE ft 
ing a bit? A friendly suggestion from the manufacturers of Y, 
the RADIO BOOT is just this: you cannot make sales un- | WHEN TURNED OMED CLOSE —_— 
less you have the article to sell. When sloshy weather ar- | 480UT THE KNEE WITH STRAP 
rives the man who is prepared, makes the sales! A 
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ASK FOR ILLUSTRATED PRICE LIST tee 


CAMBRIDGE RUBBER CO. = 


Cambridge, Mass. appli 
BRANCHES denti 


BOSTON, 186 Lincoln Street CHICAGO, 19 South Wells Street NEW YORK, 127 Duane Street Past 
Addr: 
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, M corde 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i OSITIONS WANTED—Four cents per word for each insertion. 
ee rates for space less than one-eighth page per Minima Panam gett pheno ive conts, For ~ 2 "ant 
ssue: advertisements, seven cents per w for each insertion ini- 
7 times 13 times 26 times 52 times mum amount ogoupte. o, Jy. under this — i 

up to noon on lay of week of publication date. 
$4.00 $3.50 $3.00 $2.50 p A aA answers to pon Ay in care of ‘this offi twelve words must be 
8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 10.50 9.00 7.50 replies forwarded direct to their address, each word of the address 
16.00 14.00 12.00 10.00 


Space 1 time 


must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


eager 


a 
HR 
a 
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x 
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Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GAL LESMEN wanted by New York Cit iy Jeatios 
house to sell retail trade already established in 
Greater New York. Terms: commission with a 
drawing account. Only those ambitious and willin 
to hustle need apply. Address K-566, care Boot an 
Shoe Recorder, 127 Duane St., New York. 


W ANTED SALESMEN—We have a few terri- 
tories open for 12 we salesmen with estab- 
lished trade. We -priced line 
of men’s shoes, with in-stock “department. Write, 
giving your experience and terri covered. All 
replies held aa. Address P. O. Box 7, 
Boston, 21, Mass. 


JE offer worth-while ind ts to 

work small territory with a "wodieas-priced 
line of infants’, children’s, misses’ and growing 
girls’ turn shoes, and women’s comfort shoes, car- 
ried in stock by the manufacturer. In replying, 
kindly state territory desired, giving references and 
other necessary information. Address E-342, Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


A WONDERFUL opportunity for salesmen, who 
can produce results, to sell a line of fancy, up- 
to-the-minute, all solid, men's dress welts, to retail 
at $5.00, $6.00 and $7.00. Territory open, Western 
Wisconsin and a =z other —_— territories. w - 
mission 6 per cent. State age experience in first 
letter. Apply Excelsior Shoe a's Slipper Co., Cedar- 
rg, 


ALESMAN—Experienced -grade_ ladies’ 

Brooklyn turns. Established ientele South or 
Middle West. Past e — be with concern 
making same grade. ry to make change. 
Write full —n, yr omy K-564, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


A} ROAD Salesman wanted, to take financial 
interest in New York factory manuf: 

ladies’ novelty slippers. Investment $7,000. 

Proposition to t man. A ress E-343, care Boot 

and Shoe Ri ler, 207 South St St., Boston, Mass. 


ROGRESSIVE manufacturer of popular- priced 
young ladies’ welts has a strong and attractive 
appeal to buyers of shoes in = mainly large 
department stores, chain stores af shoe re- 
tailers in the Middle Laps Are you a live-power 
salesman who can carry our a to them with a 
ap that will get ‘results? If so, and you can prove 
iby your past record ee —* with us at once. 
ress E-344, my Shoe Recorder, 207 
sooth St., Boston, M ass. 


gaan wanted to sell our complete line in 
southwestern Pennsylvania. The man we —_ 

in mind has an established trade and should be abl 

to produce immediate results. He will travel on : 

umissicn basis and receive nae | ro 


ite 
THE HURD e Fire RALD ‘SHOR COM. 


NY, Utica, N 





























GALESMAN for State of Indiana to handle our 
lar-priced line of dress and work shoes re- 
tailing at $5.00. A wonderful new line. Give full 
lars in first letter. Bradley & Metcalf Com- 

pany, Milwaukee. 


WE are looking += a man who has successfully 
sold the Shoe Trade in Boston. We desire to 
train him in advertising and have him specialize 
among the Shoe Shops. No advertising experience 
necessary, a & the man wanted must have wide 
acquaintance and successful selling experience in 
this line. A — ey Se for the right man. 
with etn hen it past experience 

. W. Jacoby, 80 Summer St., 








ALSEMAN WANsED: Energetic road re 
_ r. ansas; MeKays, 
leggings. Acquaintance wi e 
— and oeenes in the terri required. 
Hagerstown Shoe & Legging Co., Hagerstown, 
Maryland. 


ALESMAN WANTED—To carry line of me- 
dium le all leather infants’ and boys’ 
shoes in New York state. All styles carried in-stock 
for immediate op at bn fit in admirably with a 
line of women’s s! x E-325, ange Saas ane 
Shoe Recorder, 207 7 South St. Boston, Mass. 


ga ~yh- to carry d line of turn 
S"houd Joma bm gon ~~ heels. In- 
-—F my! Address E-326, care Boot and 
Shoe ecorder, 207 South St., Boston, Mass. 


WISCONSIN manufacturer of quality work and 
sporting shoes would like to hear from hi 

hae pending nee pence line in fol- 

a ar vania, Ken- 

Alabama, North 

= per cent commission 

basis. Address tt and Shoe Recorder, 
189 W. Madison He ye Illinois. 


ANTED—Good salesmen with established 
fi Ra Fy A -5 2 
ee i a oe All carried in stock. 
Commission basis only. Commissions paid each 
~~ State what mat ervivory you cover a what 
(nd Show now. Address E-278, 

care Boot dice Mecseder, 189 W. Madison St., 














ALESMEN WANTED—To sell side line in- 

fants’ 1-6 flexible turn shoes and soft soles, over 

50 styles in ron ay line baby shoes in coun- 

long sold, s iene a Fe 5. Ad 

nme ine, age, ann etc. Ad- 

dress E-281, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





i. WANTED—A factory wishing to 
louble its output wants to carry 
aon turn shoes as a side line. We want inquiries 
from all territories, 6% a +, &. 
ition. Address E-258, care 
ecorder, 207 South Street, Rael Mas’ 





SALESMEN WANTED 
Eastern manufacturer making snappy 
line of growing fag . [> Seeeee and 


hild Goody opening 
iho sid = 1" Iowa, Mis- 


souri, Illinois, Indiana and Michigan 
on commission basis. Give full details 
of your experience. No objections to 
line being carried with a children’s 
turn line. Address with references, 
E-296, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















POSITION WANTED 


pcb wpe manager and buyer with won- 
ul system of running chain stores, desires 

ew York or eub-diteun. Hi _< 

e 


corder, 127 Duane St., New York 


BUXER AND MANAGER ee 4 
ING CHANGE—15 experience men 

and women’s high-grade wk, I know p we 
and the retail game from the ground up, Chinon, 
St. Louis and yar Shoe Hecorder, 80 Address 
E-353, care Boot and ecorder, 801 Leather 
Trades Blidg., St. Louis, M 


W "cpr ay sy as ne be | manager of shoe 
department 














Resident Sal fi *, Chil- 
dren’s and Misses’ eae of -_ ~grade 
stitch downs for Pittsburgh, Cleveland 
Detroit, Louisville, St. Louis, Cincin- 
nati, I napolis, "Kansas City, Mem- 
phis, Atlanta. Sufficient styles carried 
in stock for see Mile. delivery. Write 
The Phénix Shoe Mfg. Co., 7 Erie 
St., Milwaukee, wie 











A Real Opportunity 


is presented for a high grade salesman 
to call on Leather Shoe Wholesalers. A 
broad acquaintanceship in this trade 
and a thorough knowledge of Rubber 
and Canvas Footwear are essential. All 
applications will be held strictly confi- 
dential and must contain details of 
Past tem years’ business experience. 
Address E-345, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








SALESMEN WANTED 


To sell ““MILWAUKEE KING” 

nailed and welt work shoes. 
Territories: 

Iowa West Virginia 

- Illinois Kentucky 

Indiana Michigan 

Pennsylvania No. Carolina 

Strictly commission proposition 

Forward references with appli- 

cation. 

EDWARD A. LUEDKE SHOE 
COMPANY 


Milwaukee, Box 31 Wis. 











South St., Boston, Mass. 





MANAGER WANTED 


ANAGER wanted for retail shoe store in Cen- 
a Til. An =< 
with experience 
shoes, and produce results. None . 
ability to put things over need a 
E-348, care t and Shoe thessoder, B07 Sout’ St, 
Boston, Mass. 








BUSINESS OPPORTUNITY 


peearee i factory, fully equipped for ladiesf 
turns and McKays. One partner retiring, hal 
or whole interest. Excellent be vg 

E-349, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


yeh em pe mew 
or all interest in a shoe d 
gressive sete sey ty 


town of 50,000 population. Aqarene BSS, ease 
t mye Shoe Recorder, 189 W. Madison St., 
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HELP WANTED 


HELP WANTED 


OPPORTUNITY 





10 SIDE LINE SALESMEN 


to sell short line men’s Goodyear Welt work shoes at popular 
ee ee in stock now. Address, Indiana Shoe Company, 
arion, 





LINE WANTED 





LINE of women's medium- priced shoes for Geor- 
gia, Florida and Alab by with ex- 
perience and following. pos te E-338, care Boot 
ond Shoe Recorder, 189 W. Madison St., Chicago, 








FOR SALE 


Wet iL established retail shoe’store in Connecti 
cut for sale as a going business. City of 152,000 
people. Owner has other business. Address E-346, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





7ANTED—Line of medium-priced ladies’ shoes 

to sell to the retail shoe dealers in Louisville, 
Ky., and vicinity. Trade established. Stock line 
from we preferred. Address E-350 care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANUFACTURER’S LINES WANTED to sell 

_ to the retail trade in New York and Pennsyl- 
vania by a company of experienced salesmen incor- 
porated to represent manufacturers. Address E-351, 
care post and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


Wit .L be open for established line for New Eng- 
land November 1 to 15. 12 years’ on the terri- 
tory, and naturally know the trade. Have sold both 
men's and women’s lines. Address E-352, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 











LADIES" Novelty Shoe Store. Busiest street in 
the East Side of New York City. Low rent. 
$2,000 required. Average $30,000 per year. Good 
reason for selling. Address K-563, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





FOR SALE—Shoe Department in de- 
partment store. Best location in heart 
of city of 90,000 population. 100 miles 
from Chicago. Wonderful proposition 
for man who understands the shoe 
business. Address E-347, Boot and Shoe 
Recorder, 189 W. Madison St., Chicago. 











ws NT to connect with manufacturer making line 

of CORRECTIVE SHOES. Number years 

es shoes—all anges. Proficient in oy 
experience ully ulp) to meet ege 

folks’ societies on oui ioe og ndence 

solicited. Address E-319, care t ny 

corder, Boston. 


ANT line of ladies’ shoes for the West and 

Pacific Coast. Will maintain office in territory. 
Can fill every requirement that you may insist on. 
Better write me. Address E-320, care Boot and 
Shoe Recorder, Boston, Mass. 


hoe Re- 








FOR SALE 


Fee SALE—Shoe store in one of New England's 

busiest manufacturing towns, 30,000 popula- 
tion. Business established 25 years. Best location on 
main business street of town. Retiring. Address 
E-330, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








FOR RENT 








100 PER CENT LOCATION 
RICHMOND—VIRGINIA 

Next to the heaviest traffic bearin; 

corner and largest transfer center, 7 

on best SHOE block. Write Gordon E 

Strause Company, 918 East Main St., 

Richmond, Virginia. 








FOR SALE 


Family shoe store, best location, busy 
steel mill town of 20,000 population, 
40 miles from Pittsburgh; will take 
| ae Address E-354, care Boot and 

Shoe Recorder, 207 South St., Boston, 
Mass. 














WANTED TO PURCHASE 


DO YOU CONTEMPLATE 


Retiring or going out of business? We will pay 

value for your entire or surplus stock of shoes. 

nave 6 © short term to run taken over. 
tablished 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 














HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no — Retail 
or wholesale. Short term leases taken off your 
hands. Wire or phone us. Smee con- 
fidential. Established 1890. 

MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase ae Se furnish- 
ing goods, etc. me Canal 9633 














FOR RENT 














WONDERFUL OPPORTUNITY! 


Store with all fixtures for reat at’a very low figure in heart of Newark shop- 
ping district for balance of this year. Have small stock of “‘Johnston and 
Murphy” shoes which we wiil sacrifice, way below cost. Have been in pres- 
~ location 73 years, formerly STOUTENBURGHS, now Broad Street 
Security Co. Further interesting particulars can be obtained by addressing 
Broad Street Security Co., Newark, N. J. 





We will sell this 
fine, 27 year old 
shoe store 


We will sell this fine business to a 
man who can run it as this firm has for 
the past 27 years. We do from $40,000 to 
$45,000 business a year. Present stock 
inventories about $18,000. It is in beau- 
tiful condition with absolutely no old 
stock. Our trade is and always has been 
from Cleveland’s best people. We spe- 
cialize in staples and carry few novel- 
ties. Our stock is from the best staple 
houses in the country. 

The reason we are selling is this: Mr. 
J. L. Hoek, semior member, wishes to 
retire and Mr. E. W. Hoek will enter an 
entirely new business. For the right 
man—here is an opportunity to buy a 
retail shoe business which is exception- 
ally good and we are ready to talk 
business with such a buyer at once. 
Address John L. Hoek and Son, 8913 
Wade Park Ave., N. E., Cleveland, Ohio. 


0 


COMMOTION Oi 


CHOON OOO 





WANTED TO PURCHASE 








Wanted to buy a complete 
outlay, of used Stitching 
Room Equipment 


to produce from three hundred to six 
hundred pairs per day of men’s Lined 
Welts. Must be in good condition—an 
unusual opportunity to close out an 
entire shoe factory equipment. Ad- 
dress E. Tuttrupp, 352 E. Water St., 
Milwaukee, Wisc. 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
® Phone Canal 0679 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 








CASH PAID 


Phone Stagg 1757 
for shoe stores or surplus stocks of shoes of 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








Information for Shoe Merchants 
“Where to Buy” constitutes a source of 





TERMS: 
accounts 

case order 
We invite 


SAMPI 


A. A. 


Neates 
conver 











knowledge so that he who runs through these 
pages may read—and learn. 


— 











Price... . 
Carried i 
where by 
MIL 
24 

Por th 
M 








Mirrors 





Write ff 
Catalo 
ad Pric 
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MISCELLANEOUS 


MISCELLANEOUS 





Officers Dress Shoes—$5 Retailers 





1—Goodyear welt sewed oak leather 
soles, semi-flexible. 


innersole. Heavy $ 


2—Grain leather 
canvas drill lining. 


j—“Waterproof” rubber slip sole. 
Beautiful Calf finished uppers. Rubber 
heels attached. Tan only. 


Sizes 6-9, 6-10, 7-9, 7-11. D and E wide. 
Immediate Delivery Guaranteed 


TERMS:—Cash,- regardless of rating. This 
accounts for the low price. Send $5 for each 
case ordered. Price the same for 1 case or 100. 
We invite you to order only 1 case first. 


SAMPLE PAIRS Send $3.10 for 


single pairs. 





75 


24 Pair 
to Case 










Enclose 
only $5 
for each 

case ordered 


A. A. A. MANUFACTURING CO., Dept. 5, Newton, Mass. 








Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Go'd n Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or expr ss. 


MILBRADT MFG. COMPANY 
2416 N. 10th St.. St. Louis, Mo. 





For thirty five years manufacturers of 
Milbradt Rolling Step Ladders 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


tetutty THE CHICAGO 
“vt WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 











ee 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 


=, will one 
wit! help, 

, oft the wear and tear 

on your shelving, | 








help the ap of 
your store. sub- 
ct to approv — sat- 


tsfaction guaran 


weno o vers: 
owing styles 
haere as well es other 
store fixtures 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOU!S, MO. 











SHOE STORE WY 
CHAIRS 


SETTEES 










WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








-Slow Moving numbers. 





I PAY SPOT CASH 


For entire Shoe Stocks, us Shoe Stocks and 
y quantity. Will 
give you immediate reply. 

S. CLEARFIELD 
116 W. 32nd Street New York 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
OWEN A. THOMAS HELEN M. HANEY 
L. F. KUNSTMAN CHARLES K. HICKEY 

Associate Editors 





PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription price of the 
Bool and Shoe aoenee S So 1 2 ee 
vance, which includes postage = Ree 
States, Cuba, Hawaiian ands, 
Islands, Virgin Islands, Alaska 1S oy 
ico, Costa Rica, Dominican R ie 
duras, Nicaragua, El Salvador, Argentina, 
Bolivia, Brazil, Colombia, iador, Peru, 
Uruguay, Spain, The Balearic Islands ‘and the 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 per 
i: including postage. 

All subscriptions are pa Yable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates_for 
press For Sales, etc., see Want Page. 


recaution is taken by the BOOT AND 
SHOE’ ECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON yen 2: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West eq St. Tele- 
hone mm 1089. B. C. Bowen, M 

ST. a hy yy I, * Trades cm Bide. H. 


. (B.C 
NEW YORK’ OrFiGE.) Room OL . Bidg.. 
127 Duane St. — Walter Scott, Manager, Ti 
hone 2425 Can 
P ILADELPHIA OFFICE: Suite 1420, Widener 
Buildin Walter Scott, Man anager. 
HAVERIILL OFFICE: Chamber of Commerce 
a oo National Bank Bidg. Geo. 


CINCINNATI OFFICE: BE: 416 Gwyn Gwynne Bldg. H. M. 


C. Bow: 

ROCHESTER OFFICE: 623 aoe Bldg. Ros- 
siter L. Seward, Western New York Repre- 
sentativ e. Telephone 4. 969. 

LYNN OFFICE. Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard F. Nores (B. 

- Bowen, ~~ eames 405 Broadway. Telephone 
Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 26 


Jackson Place, N. 
PARIS ¢ OFFICE: 2 Rue des Italiens. L. Hubbard, 
LONDON OFFICE: token Cc. Custion. Manager, 


one t, London, S. W., 1. Engl 
AUSTR IAN “OFFICE: 439 "Li Collins St. 
Melbourn is Manton, Manager. ‘ 
CONTINENTAL OFFick? William Sais Salzman, 
ergasse jenna, 
ARGENTINA. ———. Rivadavia, 2721 
P. Sabazzini, 


— ae Sohn 3. Fitch, 88 Rue General 

CHILE, “Santiago, Les Rosas 1123-1127, Otto- 
Fubhrimann te. 

my - 4 Mr. H. Gomez, Corrales, 2A Havana, 

oy OFFICE: Yokohama. J. F. Wager, 


SPAIN: G 5 — Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





130 


BOOT AND SHOE RECORDER 








BOOTS AND SHOES 


A. A. A. Mfg. Co., Newton, Mass............ 129 
Alden, C. H., Co., Abington, Mass...-....... 24 
Allen-Goller Shoe Co., Boston............ 115 
Arrow Novelty Co., Inc., New York City. . .102 
Barnard, J. W., & Son, Andover, Mass..... 81 
Barry, T. D., Co., Brockton, Mass.......... 82 
Bass, Geo. H., Co., Wilton, Me............. 18 
Beacon Falls Rubber Shoe Co., Beacon Falla, 
Se: wavencnedasudsdbeasedoxesusandee 125 
Berry, A. H., Shoe Co., Portland, Me....... 114 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 84 
Bleeker Shoe Co., New York City....... 81-119 
Blog Shoe Finding Co., New York City..... 84 
Brockton Co-operative Boot & Shoe Co., 
si ‘<k rea eae 83 
Brown Shoe Co., St. Louis, Mo............. 19 
Burkley Shoe Co., Brockton, Mass......... 124 


Cambridge Rubber Co., Cambridge, Mass. 126 


Carter, J. W., & Co., Nashville, Tenn... .98, 99 
Churchill & Alden Co., Brockton, Mass. 

4th Cover 
Cla PP» Edwin & Son, Inc., E. Weymouth, es 


SG FD obs cdcncancvescvessicnsscaasue 82 
Concord Shoe Co., New York City......... 103 
Craig, Reed & Emerson, Inc.............. 83 
Creighton, A. M., Lynn, Mass............. 37 
Crooker & Morse, Inc., Bridgewater, Mass.. 33 
Duane Shoe Co., New York City............. 34 


Eaton, Charles A., Shoe Industries, Brock- 


WI Ms Gechecnewssesennceeas .111-131 
Ebberts, John, Shoe Co., Buffalo, N. Y awaie 68 
Edmonds Shoe Co., Milwaukee, Wis. 

Front Cover 
Elam, F. S., Shoe Co., Rochester, N. Y..... 85 
Evans, L. B., Son Co., Wakefield, Mass. ..... 90 
Ferguson Bros. Co., Boston............... BS 
Fisher, A., & Son, Lynn, Mass............. 1 
Friedman, B., New York City.............. 103 
Gardiner, H. K., & Co., Pittsfield, N.H..... oF 
Geldman Bros. Shoe Co., Inc., New York 

is 80 Fete cncbedeciedsetessddecsdeel 102 
Goodrich, B. F., Rubber Co., Akron, 0... .. 31 


Greeley, A. W., & Co., Haverhill, Mass... .. 124 
Green, Daniel, Felt Shoe Co., Dolgeville, 


De Madteeennddasceledseanedans cnddenann 29 
Gustin, M., Co., New York City......... 83, 84 
Hamilton-Brown Shoe Co., St. Louis, Mo.. 70 
Hannahson Shoe Co., Haverhill, Mass... .. 65 
Herman, Joseph M., Shoe Co., Millis, Mass..110 
Howard & Foster Co., Brockton, Mass... ... 83 


Johnson Bros. Shoe Mfg. Co., Hallowell, Me. 23 
Johnson, Stephens & Shinkle Shoe Co., 
Louis, Mo.. 


Joy, Clark & Nier, Rochester, N. Y......... 120 
Juvenile Shoe Corp., Carthage, Mo......... 5 
Kannally-Wick Corp., Highland, Ill........ 30 


Kellers, Wm., Shoe Co., New York City ....103 
Kirkendall Shoe Co., Omaha, Neb.. .3d Cover 
Kimball & Sherman Co., Haverhill, Mass. . 107 





BesiBen, As Big Ging TEs cccccccccsceccs 16, 17 
Lilly, Henry, New York City............... 83 
Lion Shoe Co., New York City............. 103 
Malkin’s, H., Sons. New York City........ 103 
Marshall, C. S., Co., Brockton, Mass....... 109 
Marston & Tapley Co., Danvers, Mass..... 87 
Martin, A. H., Rochester, N. Y............. 85 
Miller, I., & Sons, Inc., Brooklyn, N. Y..... 84 
Mosher Shoe Co., New York City.......... 103 
Nettleton, A. E., Syracuse, N. Y........... 82 
Ne b-And Shoe Co., Rochester.. 85 
Nu-Baby Shoe Co., E. Lynn, Mass......... 85 


Olenick, I., New York City................. 128 


Packard, M. A., Co., Brockton, Mass... .... 82 

Paristyle Footwear Mfg. Co., Inc., Brook- 
WR Sle ad adevcatas disecesnccceccescens 84 

Peck, Frederick S., Worcester, Mass... . . 83-102 


Phillips Shoe Co., Inc., Haverhill, Mass.... 81 
Posner, Dr. A., Shoes, Inc., New York City 


85-106 
Reynolds, Bion F., Brockton, Mass........ 83 
Rice & Hutchins, Inc., Boston............. 38 
Rogers Bros. Shoe Co., Boston............. 132 
Rohn Shoe Mfg. Co., Milwaukee, Wis. ..14, 15 
Rosenberg, S., & Sons, Inc., Boston...... . 113 


Russell, W. C.. Moccasin Co., Berlin, Wis.. 90 
Saks, M. J., Shoe Corp., New York City... .103 
3 


Selby Shoe Co., Portsmouth, O............. 
Schindler, L. B., Shoe Co., New York City. .103 
Solgo Shoe Co., Inc., New York City... .... 102 
Slater, C. B., Company, So. Braintree, Mass. 67 
Smith, Wm. Sumner, Chicago............ B4 
Stacy-Adams Co., Brockton, Mass......... 82 
Stetson Shoe Co., So. Weymouth, Mass... .. 83 
Stonefield-Evans Shoe Co., Rockford, Il.... 8 
Tessier & Bowdoin, Haverhill , Mass... ..... 81 
Teeple Shoe Co., Waupin, Wis............- 36 
Tober-Saifer Shoe Co., St. Louis, Mo....... 92 
Thomson-Crooker Shoe Co., Boston... .... 13 
United States Rubber Co., New York City 
76-116 
Utz & Dunn Co., Rochester, N. Y.......... ll 


Weber Bros. Shoe Co., No. Adams, Mass.... 32 
Weimer, Wright & Watkins Co., Philadel- 


ME Gelinadsucendeneines nsckenendekaees 122 
Whitman & Keith, Brockton, Mass........ 82 
Williams, Clark Co., Lynn, Mass.......... 121 
Witherell, E. A., & M. C. Co., Haverhill, 

BR, ooginc 6bSi c cétvcscdscenvewbhuceyseve 81 


Wright, E. T., & Co., Inc., Rockland, Mass.. 35 


HOSIERY 
Arteraft Silk Hosiery Mills, New York and 


Beaton, J. R., Co., Inc., New York City. .... 88 

Full Fashion Hosiery Guild, Inc., New York 
th cpcdetasdantsesnamnierseswenseds ttm 27 

Harrington & Waring, New York City... .. 88 


Propper Silk Hosiery Mills, New York City. 36 
Richmond Hosiery Mills, Inc., Chattanooga, 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City......... 87 
Bicycle Step Ladder Co., Chicago.......... 124 
Chicago Wire Chair Co., Chicago........... 129 
Coultas Co., D. W., Providence, R.I........ 87 
Ellis, W. E., Co., Haverhill, Mass........... 86 
Hymes, H. L., Co., New York City.......... 81 
Kahn, Edw. E. & Co., Brooklyn, N. Y....... 87 
Kahn & Buick, Inc., Brooklyn, N. Y........ 87 


Mayhew, James N., Co., Inc., Minneapolis, 


Milbradt Mfg. Co., St. Louis, Mo........... 129 

Miller, O. A., Treeing Mach. Co., Brockton, 
PE ov cndescacdensessewesonrerosssnces 108 

Onken, Oscar Co., Cincinnati, Ohio ........ 129 


Dee eat GR Gs 66. vce ntccdoccescces. 30 
Sommers, L. J., Mfg. Co., Newark, N. J... 122 
Vanity Novelty Works, Brooklyn, N. Y...... 87 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa........ 28 
Ashland Leather Co., Boston.............. 118 
Auburn Rubber Co., Auburn, Ind.......... 122 
Barnet, J. S., & Sons, Inc., Boston......... 26 
Beggs & Cobb Co., Inc., Boston........... 86 
Chamberlain, B. F., Boston............... 86 
Creese & Cook Co., Boston............. 12-86 
Everlastik, Inc., New York and Boston...... 120 


Hale, Alfred Rubber Co., Atlantic, Mass.... 66 
Hanover Rubber Co., W. Hanover, Mass... .118 
Henderson, F. R., & Co., Inc., New York 


i odanitcseiaseenecsbensenandhess so 102 
Hunt, Rankin Leather Co., Boston........ 124 
Patty Fe Tire Gig TAGs o oc co ccoccseecese 86 
Kallman-Newcomb Co., Boston........... 32 
Lawrence, A. C., Leather Co., Boston... .20, 21 
Levor, G., & Co., Inc., New York City...... 2 
Lorraine Tanning Co., Peabody, Mass..... 97 
New Castle Leather Co., Boston........... 78 
Pfister & Vogel Leather Co., Milwaukee, Wis. 9 
Republic Rubber Co., Youngstown, O....... 4 
Rueping, Fred, Leather Co., Fond du Lac, 

Ws carecccccdbdbocdepebedeusseeccsbesccce 101 
Seiberling Rubber Co., Akron, O. ........ 123 
Standard Kid Co., Boston...............- 6,7 
Surpass Leather Co., Boston.............. 86 
Thompson-Field Co., Inc., Brockton, Mass. 86 
Tolman, Dow & Co., Boston.............. 22 


MACHINERY, LASTS, MFR’S. SUPPLIES 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston............--- 10 
Meyer, John C., Thread Co., Lowell, Mass. .122 
Rogers Fibre Co., Boston............-.--- 117 
Tubular Rivet & Stud Co., Boston. . . .164, 105 
United Fast Color Eyelet Co., Boston...... 80 
United Last Co., Boston. ............-++++> 25 


United Shoe Machinery Corp., Boston. .96-100 


MISCELLANEOUS 
Atlantic Printing Co., Boston............- 88 
Brooklyn Purchasing Syndicate.......... 128 
Calderwood & Preg, Inc., Boston..........-. 85 
Clearfield, S., New York City...........- 129 
Glauberg, Max, New York City..........-. 128 
Hotel Essex, Boston...........-----+0055> 120 
Howard Print, Inc., Brockton, Mass........ 88 
Kalter Cerf. Co., Max, New York City..... 128 
Kirsch-Blacher Co., New York City....... 128 


New York Export Purchasing Corporation, 
New York City.............- ogee EE 


Tolman Print, Brockton, Mass..........--- 88 


124 


University Electrotype Foundry.........-. 81 

United Hotels Company of America, New 
West GR. op ws coe ewes cow eusspgyeccesce 112 
85 
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October 20, 1923 


For the Mid-winter Season— 


BOOT AND SHOE RECURDER 






Three Crawford Specials 


that are designed especially to get the pick 
of the mid-winter trade. All these shoes are 
built for wear during the difficult weather 
that you are sure to get in the middle of 
the winter. 






“THE SAWNEY’’—Our high-cut 
“storm’’ shoe, built for the hard- 
est kind of winter service. Snow- 
proof bellows tongue, extra heavy 
waterproofed outersole, with raw- 
hide middle sole and reversed welt. 
Upper leather is brown imported 
Saddle Calf and will take a nice 
polish, 





‘‘THE BRAEBURN’’ —An all- 


weather Oxford of rich brown 
Saddle Calf—all the smartness of 
lighter weight oxfords, combined 
with ‘‘winter-wear construction’’ 
— heavy waterproofed outersole, 
rawhide middle sole, and reversed 
welt, tightly closed against the 
seam for added protection against 
snow and water. There’s a com- 
panion shoe in black Saddle Calf. 


Just look at the sturdy lines of these 
shoes —The Braykie, The Braeburn and 
TheSawney—then notice their descriptions, 
Convincing, aren’t they? 





“THE BRAYKIE’’—A neat Oxford 
of specially tanned black Crop Calf 
with permanent trouser-crease 
vamp. Sturdily built to stand rough 
weather wear, yet a shoe that will 
take a good polish and look wellany- 
where. The Braykie has two heavy 
full soles finished with rolled edges 
all around. Also made in brown 
Crop Calf. 


Don’t let the mid-winter season find you with- 
out these three Mid-winter Specials in stock— 
they are quick sellers and profit makers for you. 
You can feature these specials during November, 
December and January. Write us today about the 
Crawford proposition. 


The (raw ord Shoe 


CHARLES A. EATON 


MOST STYLES $8 AT RETAIL 





SHOE INDUSTRIES 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“FALL NOVELTIES IN STOCK 


~\ 











High Grade Turns in the Popular Leathers 





No. 3261—Black ooze calf, gun metal calf front 
lattice, turn, 14-8 full covered Spanish ass 


No. 3260—As above, all dull black kid A-C $5.85 
No. 3259—As above, patent chrome, black ooze 
== asus am | 13-8 covered — a post, 


No. 3258— As nna ‘black s satin, | black comet 
front lattice, 13-8 covered Cuban — Ato oe 7 = 





. 3869—Genuine imported silver breente, 
a 14-8 full covered Spanish heel, A-C . $6.2 





No. 3250—Black satin, silk gore, black suede 
front collar, weed turn, 14-8 eae covered 
heel, A-C..... . .$5.50 


No. 3262—As above, all_black ooze call, A-C 


‘ 


We are having a 
strong demand 
for 


Gorings 
and 


Pretty 
Straps 


Best Sellers for Fall 


Black Suede 
Black Satin 
Patent Leather 


A most complete line 
of women’s exclusive 
novelty footwear. 
Ready for immediate 
shipment. We have 
many other numbers 
in stock, also imitation 
turns and welts. 


Terms: 2% 10, Net 30 
F. O. B. BOSTON 


. Single pairs 25 cents 
extra. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 





bs 3847—Black ooze calf, patent leather trim, 
silk side gore, turn; 16-8 full covered Spanish 


By en ccsccocgheteeduttabsawenth $5.90 
No. 3870—As above, black satin, gun metal 


GUE GE, BGs 6 ono cisecasqeentetsel $5.75 





No. 3858—Black ooze calf, dull trim, m ture, 16-8 
full covered Spanish heel, "AC. . $5.90 


No. 3859—As above, dark brown ooze calf, 
brown kid trim, A-C $5.90 





No. 3324—All black ooze calf, t 
12-8 black covered heel, Aw ~— $525 


No. 3325—As above, black ooze calf, tal 
calf trimmed, 8-8 covered heel, A-C $5.25 


No. 3326—As above, all black kid, 12-81 
heel, rubber top-lift, . A-C “S435 


No. 3328—As above, a potent chrome, 12-8 
leather heel, rubber top lift, B and C.. . .$4.35 









59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


Q ROGERS BROS. SHOE CO. 
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No. 3614R. A Beautiful New 
One Strap By Grover 


A snappy new model on a last which embodies all the outstanding Grover 
characteristics of fit, comfort and wear. 





‘ny eS Sateen 


A roomy toe, with medium short vamp effect built on a combination last in 
which the instep measurements are one full size narrower than those of the ball. 


It is adapted to so many types of feet and is so neat and appealing to the eye 
that it should make a ready seller. 


eect ears 
“ 


we syrey tiscey 


fo itd 


Already it has won most decided approval among progressive shoe dealers in 
various parts of the country and we'd like to have your approval too. 


Fashioned of black kid on No. 199 last with medium toe, turn sole, 114 inch 
rubber topped heel. 


rN 


Ps 


ECTS 


In Stock—A, 4 to 9; B, 314 to 9; C-D-E, 3 to 9 


No. 3580 R—A welt one strap on the ame last. AA-A, 4 to 9; B, 314 to 9; 
C-D-E, 3 to 9 








J. J. GROVER’S SONS CO. -- Lynn, Mass. 


**Soft Shoes for Tender Feet”’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 


Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. Corner Madison 





thee 
Vol. 84, No. 6. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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Boot & Shoe Recorder readers have 
asked, ‘“‘Where was the Marion advertise- 
-ment last week?” 


Answer: — Our stock department was 
temporarily SOLD OUT. Orders swamped 
us. We didn’t have a single style to advertise. 








Our salesmen’ have just received the'r 
new Spring Samples. These Advance Style 
Leaders can be sold profitably for $5, $6, $7, 
$8. Enthusiastic reports predict the biggest 
year yet. It'll pay you to write or wire for 
a Marion representative. He will work with 
you in building quick selling styles especially 
adapted to your young men’s trade. 





















sasSassassaaaaaa>=>2.2... 
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MARION SHOE CO. 
MARION, INDIANA 





(ll 


WESTERN QUALITY AND EASTERN STYLE = 
L ——e 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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the moral is 


Preferably 





White Levor Grain Kid 


(Cabretta) 














BOOT AND SHOE RECORDER 


Whether Instinct or Reason They-are Right 


Every fall they go south 
Every spring they return 


As surely as their return, as surely as spring’s coming, that time 
brings a heavy white leather shoe demand. Remember that, and 


“Buy Whites When the Geese Fly South’’ 
wf Cilixte.t Cele, 








White Levor Grain Goat 


(Chevrettes) 





TANNERS 


NEW YORK GLOVERSVILLE BOSTON 





7 DISTRIBUTING FORCE 
| GEO. W. NEWMAN LEATHER CO., Cincinnati 
EDWARD ZOHRLAUT, San Francisco 


ARTHUR S. PATTEN LEATHER CO., St. Louis 
McGAW & ATKINSON, Chicago 


















Vealer Influence ts secured thru advertising in the Boot and Shoe Recorder. 
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‘Follow the Creighton Line’ 


)(O)(C)(ao)fo)(o)(oa)(o)(o 
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2 


PAOD, OL404 ODO Os O40 “V0 e~lCZA0aQAVQaO 


IN STOCK 


Style No. 460 


GUN METAL CALF BLUCHER 
OXFORD 


“‘Maxie’’ 


Goodyear Welt 8-8 Wingfoot Heel 
Kid Lined Grain Counter 
Widths A-D 


Price $4.25 


A.M. Geighton 
Lynn Mass. | 
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KEWPIE TWINs 


REG. U. S. PAT. OFF. 





HEALTH LAST, SPRING HEEL, VERY FLEXIBLE’ SOLE, 
PLAIN SOFT TOE, GOODYEAR WELT 


5 to 8 BCD, $2.50 

814 to 11%, B-C-D, 2.85 
No. 38426—Smoked Elk with Mahogany Elk Golf Strap. 
No. 39426—B'ded Mahogany Calf with Patent Golf Strap. 
No. 16426—Mahogany Elk. 
No. 70426—Brown Calf with Smoked Golf Strap. 
No. 93426—B'ded Black Calf with Patent Golf Strap. 


ON THE FLOOR FOR QUICK SHIPMENT 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE MISSOURI 


=i it BH 


STHUMAERAAAIIERUIRUEEREUUUE SUR AERUE EES EERE SUE SRR 
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Bright Velours 


Calf 


The demand for black leathers will une 
doubtedly be uninterrupted throughout 


the coming season. 


With you rests the 


obligation of satisfying that demand. 


Having Bright Velours Calf built into your 


shoes assures your customers of getting a 


leather of exceptional high lustre, of fine 


grain and even break—unequalled by any 
other leather. 


Pfister & Vogel —— ‘Company 


Milwaukee 


Boston 

New York 
Cincinnati 
Paris, France 


Northampton,’Eng. 


Distributors 


Chicago 

St. Loués 
Philadelphia 
Zurich, Switz. 
Kettering, Eng. 


Wisconsin 


St. Paul 

New Orleans 

San Francisco 

Frankfurt A/M, Germany 
Leicester, Eng. 
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\ve Lipp ~—e 


OUR NEWEST 
“THE ORCHID” 


(Originated by William Lipp) 
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THE OUTSTANDING BEAUTY OF 
THIS MODEL NEEDS NO COMMENT 











<7 


IT CAN BE MADE IN BLACK SATIN 
SUEDE TRIMMED AS SHOWN, OR_IN 
ANY OTHER COMBINATION ..... 





DEGEN-LIPP, Inc. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 
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FACTORY DISPLAY ; SHOW ROOM 
133-143 FLOYD STREET CREATES 607 MARBRIDGE BLDG. 


BROOKLYN, N. Y. SALES NEW YORK CITY 
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EINSTEIN’S 


Permanent 
Lustre 


Satins 


profitable and satisfactory contact. 


be strictly maintained. 


way and at reasonable prices. 


J. EINSTEIN, Inc. 


7-11 Spruce Street 
NEW YORK CITY 


Boston St.Louis Cincinnati Milwaukee Montreal 


























Have the confidence of the shoe trade, 
justified by a generation of mutually 


In this emergency, when some uncer- 
tainty exists as to supply, cost and 
quality, together with a large demand; 
the standards of our satins are and will 


We are prepared to handle the busi- 
ness of our customers in the regular. 


Buenos Aires 
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In Patent 
In Gray 1 
Straps... 
13- 


Terms 


T: 
withor 


But tl 


factur 


Shoes 
light-v 
are mé 


Even 
daintic 
impro’ 
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RICKARD 
for 
Welts 


























The HEMPSTEAD 


The CLARENDON 


CLAREMON 
r 


A ricxarp Stock Style O 
In Patent Leather.....0.+++++ $6.20 In_ Black Ooze with Patent 
In Gray Buck with Gray Kid Straps..... bate ceeeeees . $5.35 
SANG. 00 00 000600400000 00 6.95 : In_J Buck with Russia Calf 
13-8 wood Cuban heels ° YR 
13-8 wood Cuban eels 


Widths AAA-C " 
Terms 2-10 net thirty days Widtls AAA-C 
Terms 2-10 net thirty days 


A ricxarp Stock Style 





‘| ‘O the great consternation of hosiery manufac- 
turers, some women have appeared in public 
without stockings. 


But they all wore shoes, so shoe manu- 
facturers can still smile. 


Shoes will be worn as long as Rickard 3° 
light-weight welts and Claremont turns 
are made. 


Ce 


Even the woman with the world’s 
daintiest foot will admit they are an 
improvement on nature. © 


Ready for Immediate Delivery 


RICKARD SHOE CO. 
CLAREMONT SHOE CO. 


HAVERHILL," MASS. 
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Habit 


** An involuntary tendency or custom 
acquired by practice or repetition.”’ 
(Webster’s Dictionary) 


| Gallun Quality Leathers 


Hl are bought by shoe manufacturers of high standing and 
specified by retail merchants of better class footwear 
through force of habit. For over twenty-five years the. 
bt quality of | 
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Gallun’s Norwegian 
Veals and Calf 
has been held so rigidly to standard that its purchase has 


become “an involuntary tendency” among those who will 
tolerate only the finest materials in their product. . 


——— = ee ae ee re ee oe eee ee eee eae oe 
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ay A smooth finished leather that- is pliable, 
Aztec Calf strong and pleasing to the eye. Offered in the 


! Fashionable shades. — 


; Viking C alf Available in black and five colors. A smooth 
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finished leather of superior merit. 
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_ A. F. GALLUN & SONS.CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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B 1447G $4.35 
Net 30 Days 


Women’s star brown kid quarter and vamp, Nigger 
brown suede collar and stra two-strap Marion 
sandal, Grasmere last, McKay, 1% inch Cuban 
heel with rubber top lift. 


Popular Styles at 
Popular Prices 





m.. 


B 419P 
Net 30 Days 


Women’s patent quarter and vamp, black suede 
straps, two-strap Coma sandal, Savery last, McKay 
sole, 1% inch patent covered Cuban heel. 

AAS tw8 





5 ws 
4% to8 
4 ws 
3% w8 
3% to7 





A4%two8 


» | IN STOCK B4 we 


C3%two8 











A day as 
B 496] $5.00 


Net 30 Days 


Women’s black satin quarter and vamp, black kid 
trim, one-strap Oakmont sandal. McKay sole, 


Orders shipped same 


received 





B 0987E $4.35 
Net 30 Days 


Women's Colonial brown Delhi calf one-strap Oak- 
mont sandal, Russia calf collar, strap and tip, welt 
sole, Berkeley last, 134 inch Military heel,’ with 








Trump last, 1 4% inch wood covered Cuban hee rubber top lift. oun 
AA 4% to 8 ee A 44 to 8 
he N Feet 
B3% to8 7 C C 3% tot 
C4two7% I TO K D3% wre 








DENVER OFFICE 


218 Charles me, Denver, Colo. 
TIGER & MeNUTT 
Representatives 








Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


UTZ & DUNN CO. 


ROCHESTER «~ NEW YOK 


NEW YORK OFFICE 


LOS ANGELES OFFICE 
709 Forrester Bldg. Cal. 
GC. Mea TEE, Renee 
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( C'PECIAL MEASUREMEN 
FOOTWEAR 


‘ 








WB. ao Co, a NY 


A “Hidden Bunion” Last } 
| that really “Hides” the Bunion 


In Stock 


K 850—Hidden Bunion Shoe. Black glazed kid 
boot, 8 inch regular leg, broad toe, tip, arch sup- 


porting counter, reinforced built-in shank, Good- 


year Welt construction, Goodyear Wingfoot heel. 
Price $6.00 


Sizes 24% to 11, Widths C to EEE 


A plain, sensible, good looking boot that 
is proving popular with the dealer devel- 
oping a “kind that stays with you” 
follow ing. 


The last differs from the average “‘com- 
bination” in that it has an exceptionally 
broad tread; the two extra widths having 
been placed at the inside ball, instead of 
being distributed across the entire ball. 


The toe is broad and high allowing 
ample space for “hammer’’ or distorted 
toes. 


To relieve the sensitive joint of bodily 
pressure we have built this boot with a 
very broad shank and a long inside 
counter extending to the ball. 


= ROCHESTER, N. Y. 


Chicago Office: 506 Security Bidg., 189 West Madison Street 


Sizes 814 and 9, 35c. extra; 9'4 and 10, 50c. extra; 1044 and 11, 75c. extra. 
There is a packing charge of 25c. per pair on all orders of less than three pairs. 


HENNY 
i S$ 
a 








WS UU I = MLS MUS SATS Esse eT ToT 
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FALL OXFORDS 


With plenty of snap and ginger to 
make them leaders in your easy sales 


IN STOCK RIGHT NOW 


SH oi 
~ * 


No. 575. Price $4.00 
Brown Calf Fox Oxford, Tan Calf Inlay Log. Cabin Nubuc 4 = — 
Panel, 8-8 Rubber Heel, Belmont Last. Log. pel Quart a Wale 3 vf 


AA to C. 
No. 576—Same in all Dull Calf. Prise Heel, Tremont Last. AA to C. 
.00 


No. 1572. Price $4.25 


Log Cabin-Nubuck Oxford, Brown Calf 
Trim, Welt, 8-8 Rubber Heel, Belmont 
Last. AA to C. 

No. 571—Same in Black Suede, Dull Calf 
Tri Price $4.50 


No." 573. Price $4.75 No. 1574. Price $4.75 


Patent Sunray Oxford, Suede Trim, Welt, Log Cabin Nubuck Sunray Oxford, Tan 


Trim, Welt, 8-8 Rubber Heel. Bel- 
8-8 Rubber Heel, Belmont Last. AA to C. mont Last. AA to C. 


THOMSON-CROOKER SHOE CO. 


18-26 Station Street Boston, Mass. 
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8% to 1l 
11% to 2 
$2.25 














B 255—Patent Leather Lace, Mouse Top, Pony Cut, Rubber Heel, 
Child’s, 8 44-11 spring or school heel 
Misses’, 11 44-2, school heel... . . . 

On the Nature Last. 

Also 

B 251—Mahogany Lace, Mouse Top, as abc 
Child’s,.8 44-11, spring or school heel ne gil 
Misses’, 11 44-2, school heel < . 





That’s just what these wonderful values mean, and every buyer that knows real 
quality and value will get his order in, for both of these styles, mighty quick. 


SAS Waider, QO. 


Manufacturers 


DISTRIBUTING HOUSES 
51 No. 3rd St.. Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, IIL. , 
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“he FLORSHEIM SHOE 





. | 
| 





THE RIALTO — In Stock 


Style S-69 Black Velvet Calf Oxford, trimmed with six rows of 
stitching spaced—12-iron overweight single sole—half rubber heel. 
Style S-70 Same style in Rich Brown Willow Calf. 

Width A, sizes 6 to 11. Widths B, C, D, sizes § to 11 


Less than three pairs of a style from stock, 20c per pair extra. 


THE FLORSHEIM SHCE retailsat Ten Dollars. A few styles at Twelve 
Book of stock styles mailed on request 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufa@urers :: CHICAGO 


§ 
B 
7) 
2 
po) 
2 
pos 
i 
E «sd 
+) 
3 
~5) 
3 
E bao} 
HH 
PS, 
i 
E ewe 
5) 
is 
woe 
g 
pos 
83 
py 
83; 
ti 
P| 
2 
E <b>: 
3 
E at)» 3 
3 
E <td i 
iB 
EA). 
53 | 
E at), 
3) 
d 
i 
pO) 
2 
i 
4), 
(5) 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOUT AND S HOE RECORDER October 27, 1923 











REG.U.S. PAT. OFF. 
SHOES FOR MEN AND WOMEN 


N INNOVATION IN 
ORTHOPEDIC 


FOOTWEAR 


Made in New England 


Mr. Shoe Merchant— 
May we suggest that you 
"phone your jobber 
Proven Profitable Footwear 


In Stock with a 
widespread number 
of leading 


WHOLESALERS 


Gaclories Brockton, Maw Redford Nashua 





shru advertising in the Boot and Shoe Recorder. 
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Mr. Wholesale Distributor. 


During The Six Months 
period of advertising in the 


BOOT AND SHOE RECORDER 


Our Sales of Orthopedic Footwear 


Have Increased 67% 





A convincing demonstration that 
there is a place in Jobbers’ lines 
for Corrective Shoes, and recogni- 
tion of Taylor values in 


O-SO-SNUG 
Arch Support 
Shoes for Men and Women 


E. E. Taylor Company 


Boston 
Brockton New Bedford Nashua 
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Now comes the happy season when, more than at any other time, live 


young men and their dads feel the urge to outfit their feet with new ‘kicks.’ 
Let them’ know that you have the CERTIFIED SHOE—the kind they 


want. Lasts that fit their feet at every point—patterns that fit their con- 
ception of correct styling—prices that fit the average purse. 


Effective dealer helps furnished gratis 
RAPID IN-STOCK SERVICE. WRITE FOR CATALOG F 





IN 
STOCK 


No. F857 
Yale last, gg wong P. & V. Black 


Velour Calf, n, Gallun’s Black 
Norwegian, sented tip, Rubber heel 
$5.25 


No. 856—Same in Tan 


IN 
STOCK 


No. F799 
Madison last, Velour Calf, plain toe, 
half leather box, permanent crease, 
14 iron sole, slope edge and heel sea 
rubber heel $5.85 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILLINOIS 


Chicago Sales Office, 410 Security Bldg., J Wurmser 
Kansas City, Mo., Sales Office, 444 Sheidley Bidg., R. W. Martin 
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No. H 576 Women’s Black Satin 


Two Button Lattice Front ie 


_ & 


=e" *@_ *e 


w~ 
—, 


To create Values for our 
customers has always been 
the aim of the Dingley-Foss 
Shoe Company in the manu- 
facture of their line of 
fabric footwear. 


Sold Through 
Wholesalers Only 
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FABRIC SHOE MANUFACTURERS 


Yiwu \ AUBURN. ME. 


BOSTON OFFICES 
54 LINCOLN ST, 
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MA Xx 


The last masterly stroke in 


ONOKON r ‘HE best way to get uniformity in 
Patent Leather shoes is to have 
them made constantly from one 


brand. 
MAXIMUS stands high in many 


famous factories, the names of which 
come easily to the lips of every shoe 
man. 


Manifesty MAXIMUS must be 
showing a high percentage of quality 
sameness, in shoe after shoe in these 
factories. 









































That is our aim and purpose in pro- 
ducing each Evans’ Specialty. 





= So “Ctandardize on 
= Evans Brands 
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MUS 


, pertecting Patent Leather 

















order to get a fine grain and break, 
typical of MAXIMUS Patent Sides ( 
and Kips, we actually lose about ten aS 








percent in the measurement which the 





raw hides should yield. 


We could save this valuable area if we 
would, but the result would not be 


MAXIMUS. 


MAXIMUS represents the last masterly 
stroke in perfecting Patent Leather. 
An enamel finish so fine that the grain shows 


plainly through, and so elastic that it gives easily 
the elasticity of the leather itself. 


The final and revealing -truth of what we 


have accomplished in beauty of appearance 
comes to those who wear MAXIMUS on 
their feet. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 
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NOVELTIES 


That Appeal to the Popular Demand 
in Price and Style 


We present here four of the many novelty styles we are making this 
season. The line is snappy but. made with the careful attention to 
every detail of workmanship that has characterized the Johnson 


Bros. line for many years. 


No. 703—Patent Cross Strap, Half Louis No. 738—Patent 2-strap, Spanish Louis 
Heel, 129 Last. Heel, 129 Last. 


No. 786—Van Ruba Russia Oxford, Lo 
No. 792—Brown Suede One Strap, Russia Cabin Buck slashed top, 8-8 Heel, 125 
Calf Trim, Spanish Louis Heel, 129 Last. Last. 


_ JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


S ‘Made 9n the Pine ‘Tree State f 
gy Pst 
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Our Exclusively Controlled 
‘‘No-Bite’’ Tip Pattern 
is a 


100 to 1 Favorite at Pinehurst 





6 lee: smart Golfing Colony at 
Pinehurst took to our new “‘No- 
Bite” Tip pattern immediately. 

Our other PINEHURST models 
were there, but No. 7 was the 100 to 
1 favorite because of 


Its exceptional fitting quali- 
ties. . 

Its pronounced benefit to the 
player. 

And the novelty of the pat- 
tern. 


Almost the same story is true of 


all our sales of PINEHURST Shoes 


the past season. 


PINEHURST Golf Shoes 
are made by 
The Pioneer Sport Shoe © 
Makers of America 


If you sell the PINEHURST line, you 
are carrying the most authoritative in 
point of style, the most scientifically 
adapted to the game, as well as the most 
serviceable golf shoes it is possible to 
produce. 


NORMAN & BENNETT, Inc. 


90 Wareham St. 
Boston, Mass. 














Pinehurst No. 7 
“No-Bite’’ Tip 
Pat. Aug. 28, 1923 


PINEHURST No.7 is 
made in three grades; of Ruep- 
ing Elk at $6.75, of Calf un- 
lined at $8.00, and of im- 
ported Scotch Grain and Calf 
lined quarter at $9.50. All 
styles with our Colombo Crepe 
Rubber Sole. 


For those who require a reliable 
shoe at a somewhat lower price, 
we provide the PINEHURST 
No. 7 in a stitched pattern 
with a specially designed golf 
sole at $5.75. 


Women have expressed so 
great a desire for the ‘‘ No- 
Bite” Tip pattern that we are 
now making several styles for 
them in various attractive 
colored leather combinations, 
as well as plain shoes. 


Our Stock Book shows ali 
types of PINEHURST shoes, 
with full information as to 
materials and prices. We shall 
be pleased to have your appli- 
cation for a free copy. 
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They’re coming in!! Thou- 
sands of Letters about Leather! 
Everybody, everywhere, it seems, 
is writing his personal experi- 
ences about leather. Leather in 
soles and heels, the all-leather 
shoe—leather used in every con- 
ceivable way—is being talked 
about, thought about and written 
about. 


What do these letters mean to 
you? They mean that a nation- 
wide enthusiasm on leather is 
being awakened. They mean 
that when you sell a man a pair 
of shoes with leather soles and 
heels; when you resole his shoes 
with honest leather; when you 
sell the all-leather shoe, your 


What these thousands 
about LEATHER 


customer appreciates what you 
are giving him. He knows that 
nothing can take the place of 
leather—he knows that there 
never has been anything invented 
for footwear that will give him 
the same comfort, the same wear, 
the same foot-health and lasting 
shoe-style. 

What about your Letter about 
Leather? Have you written it 
yet? There is no reason why you 
can’t win that $2000 first prize. 
The second prize is $500, and 
others range all the way down to 
the fifty consolation prizes of 
$10 each. 

Follow the simple rules and 
address your letter to 


Contest Judges 
AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 
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of Letters 
mean to you 


Rules of the Contest 


1—Letters must be written in the 
English language, and on only 
one side of the paper. 


2—The competitor's name and 
address must be written at 
the top of the first page of the 
letter. 

3—The letter must be mailed in 
a sealed, stamped envelope. 
No post cards will be con- 
sidered. 

4—There shall be no limits to 
the length a letter may be; and 
any competiter may send in 
as many letters as desired. 

5—This Contest shall be freely 
open to anyone, anywhere. 

6—The first prize will be awarded 
to the contestant whose letter 
on the subject, “Nothing Takes 
the Place of Leather,” is the 
best in the opinion of the 
judges. 

7—The Contest opens officially 
June 30, 1923, and closes Oc- 
tober 31, 1923. 

8—In case of tie, both or all tying 
contestants will receive the 
a amount of the prizes tied 
ior. 


_ JUDGES 


Martna E. Dopson 
Associate Editor 
The Ladies’ Home Journal 


PresiIpENT Freperick C. Hicks 
of the University of Cincinnati 


923 








PRESIDENT FRASER M. Morrat 
of the Tanners’ Council 
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VULCO-UNIT BOX TOES FOR LITTLE SHOES 


Vulco-Unit Box Toes are comfortable, durable and water-proof, and 
will withstand the abuse that sturdy youngsters give their shoes 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


~~ 


Sa ng eg ee sy 





~ 


























BYCKWITH MEG. CO. } 
. . Largest Manufacturers of Box Toes in the World : 
ll SUMMER STREET. BOSTON. f 

Chicago GW. KIBBY & CO.’ <- 4am) GEO.ASPRINGMEIER CO. Cincinnati f 
OSCAR FE WRIGHT CO. pS St Louis \ 
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The Shoe of Constant Qualit D391 NY 7 rf 
of Q J Dallas Last ’ 
Red Boarded Calf Blucher te | 

Gable Edge Qo Es see 





Styles That Sell 


You will find Lundin Shoes right in 
line with, and often a step ahead of, cur- 
rent fashions. We're constantly producing 
new, salable styles—snappy and distinctive, 
such as are usually found only in much 
higher priced shoes. 








Of solid leather, honestly made, Lundin 
Shoes give long, comfortable service. 
Made to sell at from $5.00 to $7.50, Lun- 
din Shoes represent exceptional value to 
your customers—a mighty good profit to 
you. 





If there is no Lundin Dealer in 
your town, write for our plan. 


Lunp-Wi.1.1AmMs Suon Go. 
St. Louis Manufacturers U.S.A 
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the 110,000,000 
Want These Leathers 


“SUNSET” “VAN RUBA”’ “VICTORIA BROWN” 
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Nie have just completed an inquiry amongst sev- 
(2 eral hundred of the leading shoe wholesalers 
of this country. 


23> 


& 
ay; 


eX 


= 


— asking their opinions as to the consumer demand 
for colors in their territories. In other words, what 
colors they consider safest. 


mn 


Ges 


neXt 
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J 
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GOOFS 


~) 
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Their replies indicate that dealers can meet the com- 
plete range of color demands with the following: 


PS 


**SUNSET CALF”? for the smart dresser 
who wants the lighter shades, altho the 
rich “SUNSET” undertone gives a conser- 
Ai vativeness that makes it an excellent seller 
for retailers in large or small communities, 
—constantly increasing in popularity. 
“VAN RUBA” CALF, that rich ruby 


shade that is now an established staple 
in every part of the country. 


“VICTORIA BROWN,’ a fashion favo- 
rite meets the call for a darker brown 
shade, vastly popular thruout the entire 
United States. 


These three “LITTLE FALLS LEATHERS” will help 
lessen your sales resistance. 


Barnet Leather Co., Inc. 


Executive Offices, 


360 Madison Avenue, New York. 
Boston Distributor: 
Tanneries: BARNET LEA. CO., INC, 
OF MASS. 


LITTLE FALLS 165 i 98-100 South Street 
New York 2 L 
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TRADE MARK REGISTERED 


THE FINEST WELT MADE 
PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 





@z 


“ext 


Ly, 
(a> 


xO 


ew) 


ri 


@ 


ANOTHER DECIDED WATSON SUCCESS 
MADE ON ORDER 


ALL PATENT ALL SVEDE CR. SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


ZS 
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WELT CONSTRUCTION ~~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


a ne 


MADE ONLY BY WATSON—-ONLY WATSON COULD 


Watson Shoe 


LYNN-MASSACHUSETTS 
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Light—yet full of elastic 
conforming strength 


The present day vogue for the light, airy type of shoe makes HUB PIG- 
SKIN COUNTERS increasingly popular with manufacturers.and mer- 


chants who know that 


Louis heeled shoes (and Spanish 
Louis heels are most demanded) 
are subjected to strains that soon 
warp a back part all out of shape— 
unless a counter of elastic conform- 
ing strength is used. 


Light soled, turn or McKay shoes 
must have a light, but shape re- 
taining counter to prevent bulging 
and spreading, with sufficient elas- 
ticity to conform perfectly to the 
last. 


HUB PIGSKIN COUNTERS are the lightest and, at the same time, the 


most flexible leather counters. 


We repeat—they are leather. And in proportion to their price and service, 
they are the most economical counters procurable. 


A. C. LAWRENCE LEATHER CoO. 


New York 


Rochester 


Philadelphia 





Boston, Mass. 


Branches: 
Chicago St. Louis 


Cincinnati Milwaukee 
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N a shoe of this character with 
| its deep cut-out and strap effect 
ible firmness in the counter is 
absolute essential. The model 
illustrated is from a famous manu- 
facturer of turn footwear—the type 
. f shoe in which “the Hidden Hub 
Holds the Quarter” 
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A WORTHWHILE 
SALES PROPOSITION 


The Steinbrecker shank feature of 
our Arch Supporter shoe incorpo- 
rates support at the arch, fit at the 


toe, and non-slipping qualities at the 
heel. ARCH SUPPORTER 


No. 229—Built with the famous 
‘ ° Steinbrecker steel shank, carries 
You can sell this shoe to your cus- rubber heel. 


tomers with the knowledge that its 


correct style lines and good fitting John Ebberts Shoe Co., Inc. 
properties will increase your num- Mithstee Manitieatibens 


ber of repeat sales. Buffalo . ° New York 
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Just What We Expected 


A lot of live Retailers want a live line for men to retail at 
$6.00 and $7.00 that will give them a profit. ees 
ty’ 


~~ ALL CALF SKINS -- ALL SOLID ~~ No. 16 Bal Hywin 
p Brown Boarded Calf 
When you think of your customer that wants something at Bordo Last, Green 


$5.00 you can get it from us. fitted Scotch Edge. 
Inquiries are coming in—why can’t you be one of them? 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, Marbridge Building 
1. F. Staps, 735 Boston Block, Minneapolis, Minn. 
€. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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You will be out of luck 
next spring without the 


CW 


Smokrepe” 
Shoes 


Before placing orders for Crepe Sole Canvas, look 
over the new HOOD Smokrepe line — plain oxford, 
gray trimmed bal and Lace-To-Toe. 

HOOD uses real Crepe “smoked sheet rubber”— 
prepared and specially treated so that it vulcanizes 
integral with the shoe — not stuck on with cement. 

It is the real stuff, not imitation and the prices 
are right — look them over below. 

Place orders with your nearest jobber or branch 
house — you want the best at the right price.— 
HOOD has it. 


HOOD RUBBER PRODUCTS CO., Inc. 


Watertown, Massachusetts 


=HOOB> CELOC 
=HOOB- SIAK Men’s__ $1.35 
Men’s’ $1.52 Boys’ 1.25 
Boys’ 1.42 Youths’ 1.15 
Youths’ 1.32 Women’s 1.25 


Child’s 1.27 Misses’ 1.15 
Child’s 1.05 


Place your details immediately~ 
Farlo ardors aet first shinment: 
















bers 


a, 
Selling ), 


Every customer today will need Gaiters, Arctics or Overshoes 
later on. 

When the first snow comes, they will rush in, crowd the store, 
take poor fits, for your stock will be broken, and kick on your service. 

When they are buying their winter shoes, you can fit them 
well for your stock is complete. You add sales and reduce costs. 
You spread your efforts over a longer time and you please your 
customers. 

If your stock gets broken, you can re-plenish from jobbers or 
branch stocks in time for the first snow. 


HOOD RUBBER PRODUCTS CO., Inc. 


Watertown, Massachusetts 









“HOCB> KATTLE KINGS 
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Bates} 


SHOE 


New Brogue 
Black and Tan 


$ 5-00 
In Stock 


HM: 


S 
g 


Style 6114-B 


Bates Brogue Last. Uppers of Law- 
rence’s best medium light Tan Calf. 
Oak outer sole and counter. Rubber 
i a 5 SES 2. $5.00 
Style 6118-B. Same except made of 
SR ee ee tee $5.00 


Cy * introduction of unusually fine Boots for Men the past few 
weeks results from our knowledge of the high popularity and 
salability of these models. They are wanted. 

Style 6114 in medium light Russia Calf and Style 6118 in Black 
Calf are constructed from Lawrence’s choicest tannages. These stocks 
are hand-boarded and very highly finished. 

Our best construction throughout, including special new effects 


in stitchings and other fittings. 


A. J. BATES COMPANY 
; WEBSTER MASSACHUSETTS 
G 


EAA AI WAI SSA ALIN 


AMIN WAESZSESHISAAISK 
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FELT SLIPPEM 


eC Sure an 


5773—Women’s Ribbon Mocassin 

Coral, anh B , — - bs 

uoise, Light ue, vender, . 7 

nn Orchid, Rose. Price $1.1714 Showing four leading styles. Order 


some and find out why Unico sales 
are in such large and increasing 
volume. Send for catalogue beauli- 
fully illustrated in colors. 








3620—Children’s Bootee, Red, 
Sapphire, Rose, American Beauty, 
Russett Brown, Price Misses $1.00. 


—Child $0.97. 
—Infants 5 to 8 $0.95. 











AE Seo. 
FIPIFIFIARP AAAS 
LIN UN 


Caaye NCUA HLA : > 


ie ke | yy Nh 
Ay rn Aes! 


Miya Oo 





6180—Women's Soft Sole Moc 
casin Wine, Oxford, Lavender, 
Taupe, American Beauty, $0.90. 










































































6200—Women’'s Ribbon Mocassin 
Brown, Navy, Oxford, Rose, 


Lavender, Orchid, Green, $0.75. 
* 6221—Black $0.7214. 
6224—Gray $0.7214. 
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WEEK. Nov. 3 «10- 


Wress ay 


Felt Slipper Week, inaugurated by the Outing Shoe Com- 
pany, means a volume of pre-holiday business—clear 
gain for the shoe merchant who is alive to this opportun 
ity. Plan to give felt slippers a prominent display during 
the week of November 3 to 10. 

















Early November is the logical time for the public to buy 
felt slippers. Our national advertising in Vogue and The 
Ladies Home Journal is designed to create business for 
our dealers during this time. So, tie-up your store with this 
national drive. Give felt slippers your best window posi~ 
tion. Make your store the headquarters for felt slipper 
trade during the week of November 3 to 10. 


























Nothing makes a more attractive or impressive window 
than a bright colorful display of Unico Felt Slippers. 





After Felt Slipper week, look over your stock and fill in 
from the live numbers listed in our catalogue. If you 
haven't one send for it. 


OUTING SHOE COMPANY 


Executive Offices and Sales Rooms 


118-128 LINCOLN STREET 
BOSTON, MASS. 


Three Factories at Worcester, Mass. 


Manning 
UNICO 


(pronounced U-NEE-KO] 


FELT SLIPPERS 
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In Stock 
No. 772 











AA two button Cross Strap 
Sandal made in Rustic Brown 
Suede. A welt drawn over 
our #74] pattern —_ 
carrying 4 covere d'% wood 
Cuban hee 

is number is one ofour 


popular sellers for Fall 


Dizes 2/e to & 
Width AAA - C 


Price ®5.00, net 30 days 


- 


“MOORE- - AIAFED’ 
“SHOE *’MFG°CO™ 


BROCKPORT. N.Y. UA. # 


NEW YORK OFFICE 545 547-549 MARBRIDGE BLOG.BWAY AT 34 UST 
JACK E.JESTER, MGR 














Lituian O.T. Tus 
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Stock No. 110.—Highland Last, Black Boarded 
Calf Oxford; Wingfoot Heel; Heavy Single Sole; 


A SAFE LEADER . Sees ah Paso oie th Pees ee eae 


Specially Priced “B” Grade, Price, $5.75 


‘ 





Our system of merchandising invites 
a modest order from ouf in-stock’ de~ * 
partment. Almost invariably such test 
orders grow steadily to merge into the 
adoption of Just Wright Shoes as the’ 
leading line. 


We suggest this method of building up . 
a clientele of young men, and of older 
' men who ssi Sipe correct style. 


E. fo WRIGHT & COMPANY, Ine., 
ROCKLAND, MASS. 
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Gole Imported and Domestic Slippers GoZ, 


LARGEST IN STOCK DEPARTMENT 


%. BA, 

















|| al 


Ny 











No. 333—Very qualit felt, No. 37—Childs felt, astrakhan trim- 

nicely a si gee n. bolors med bootie. Red, C ‘copenhagen, Wine, 

Copenh 4 Rose, Oxford, * = wy astrakhan. - 

Orchid, own vender, A nn . YTTTr Teer eererr rere rr ee rere ee 75 321 — immed, 

Ecru, Purple, Silver, Blue, El. Gray, geil. pagah-takueeaedicnes ‘80 oS Sd on turned lea 
Wine, Taupe, Tan, Coral. 36 pairs of 11-2. Ee AS cc: wa oo 325 — — Combination plush and rib- 
BOTMB co ccccccccvccseccecccoocceoe 70c bon trimmed, turned leather, sole, 


No. 327 — All ribbon trimmed, turned 
leather 


Colors: Lavender, Oxford, Copenhagen 
Old Rose, Wine, Brown, Purple le, Taupe 
Navy. 36 pairs of a color .......... $1.00 





— ay weal camelhair, good 








No. Ly aed 3s camelhair, good - uality, 6- $1.20 

qualit Lepecbiccestgacescecs MD -§ SPM Mesnc pistes sncscesss ss: . 
Everett, pom "9- Micssccouae .60 ~ Boe... camelhair pompon, 
No. 103-"In imi. camelhair Everett tit Laie’ one, good 1.30 aa ME os sccxncccsccess. 1.15 
pompom, 5-B...........50- AT + saggy | ee * SRT lhaie, i 

—_~ eeecccssccssesccecess 1.20 

io. 127—Child, camelhair, good 
GE, Dic cs ncavéccesogecsasce 1.10 


ey 127—Inf. camelhair, good quality, : 





No. 84—Colored suede leather Everett, 
soles to match in Fawn, Copen, Gray, 





No. 211—Quilted satin, satin sock, 





satin covered heel in Black, Copen- 650 med Oper Rose, Lavender, Tur- 
nay! Ree, Pink, fuels. I eerie 92.40 quoise, Old Rose, Brown, Purple, Coral, 
uty, ‘urned Leather Everett, j- .j§-§ «—«---—WR@.. nce eee e cece cence enenenee . 

Wisteria, Gray, Rea Ritinleduhicndears $1.40 i pet wee am, 2.40 ‘ 
P P i = Turned Leather Romeo o 

rices are for not less than OD OORT « 0.0 +o «oe tae et aee ences ses 
dozen lots, Samples sent for np semen arr TERMS NET 30 DAYS 
cash only. No. 658—Turned Leather Faust 

Ge soc ccevccccscsesecencoos 3.55 





4 


SLIPPER COMPANY 


Manufacturers of House and Bedroom Slippers 
SOONNS 129 DUANE STREET NEW YORK, N. Y. 
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The Popular “Pung-(how” 












| These three Novelty 
favorites at prices that 
| mean volume sales!! 
| Y 


No. 6549. Black Satin 


One-strap “ Pune- 
Chow.” Black calf trimmed 138 last. 13-8 Mil. 
covered heel. 


| | Your wholesaler can 
supply you with these 
or other novelty patterns 
‘ that meet the demand a yy ~~ t——- | hel 
| Jor snappy footwear at 
| low prices. 
vy 


: These Shoes Sold Thru Wholesalers 
Exclusively 














Grecian 


No. 6562. Black Satin One-Strap, 
“ Pung-Chow.” 218 last. 13-8 Mil. covered heel. 


Caushman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG. 
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The “PALM BEACH” 
| 














The merchant who sells The Edwin Clapp Shoe has | 
a great asset in its distinctive characteristics. The 
‘‘Palm Beach” has marked features of refinement 
that appeal to men who like to express their good 
taste in dress. 





Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 








1A = 
=" @, LO, 






be 
* Dest WEYMouTH.MASS.U-S a* 
VOTO 


STABLISHED 185° 
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THE MERCHANDISING VALUE 
OF WALK-CROFT FOOTWEAR 
CAN BE JUDGED BY THE 
SUCCESSFUL TYPE OF MER- 
CHANTS WHO SELL IT. WE 
HAD BUT ONE CREDIT LOSS 
IN 1922. WE HAVE HAD NONE 
IN 1923. 














Walk-Croft 


“SMART SHOES FOR WOMEN ARE MADE BY ~ 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 
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No. 7868 
Men’s Educator Dull 
Calf Blucher Boot 

A-E, 5-11 


$5.75 


No. 2503 
Women’s Modified 
Educator Black ‘Kid 
Boot. AAA-EE,24-10 


$5.60 


Someone 


in your town needs 
the 


DUCATO 
E SHOE® . 


In every community there are policemen, firemen, 
business men, workmen of all kinds, nurses, clerks, 
salespeople, housewives, school teachers, and chil- 
dren of all ages. You, Mr. Dealer, should follow the 
footsteps of this market. 


You, as a shoe dealer, are the logical source of 
supply for practical, comfortable, and sensible 
footwear for a field of trade requiring, if not 
demanding a correct shoe. 


The EDUCATOR is made and sold for everyone. 
Known everywhere, it is in demand, due to national 
advertising. For years it has been known as the 
fastest selling and a rapid turnover shoe stock. 
Get in line today with over 15,000 Educator 
dealers by ordering, for example, the shoes illus- 


trated. 


Write Today for New Catalog 


RIcE & HUTCHINS 


INCORPORATED 
13 High Street BOSTON, U.S. A. 


Wholesale Distributing Branches: 
Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co, 
Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. 
Rice & Hutchins Chicago Co. Rice & Hutchins St, Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co., Inc, Phila. Pa. 
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The a Shoe’ Week 
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Getting the Most Out of a Good Style 


The “Hit and Run” Policy Cuts Down Turnover 
and Limits Profits 


you have placed the order? In the space of time 

between the date that you place the order and 
when you receive the goods is the opportunity to ex- 
pand your turnover. Do you make a sketch of the shoe 
that you placed an order for, and do you refer to it from 
time to time to see what its style standing is before it 
gets into your store? Do you ever re-order on such a 
shoe? 

When a merchant can get from 12 to 15 times turn- 
over on some of his good selections of shoes by such a 
method, isn’t it worthy of emulation? If, for example, an 
order was placed now for December first delivery, he 
would on or about November 10, carefully look at the 
drawing that he had made and figure out where that 
shoe would fit in his stock if he was ordering them. If he 
found that it looked still better to him than the day 
that he ordered, out would go a telegram to duplicate 
or double the stock of the particularly fine number that 
appealed to him. 

This is the one best buying suggestion that we can 
offer you. It is all wrong to play a hit and run game for 
there is many a style that has months of selling life to 
it and sometimes years. 

One of the biggest operators in New York City made 
a 12-months’ test of the selling value of a particular 
strap number and found that it had a 15-times turnover 
because it was being consistently and actively played as 
a real style fitter. It had so much merit in it that even 
though it was copied in cheaper shoes the country over 
it remained the cross strap favorite of New York for 
that length of time. 

A spring leader in footwear style bids fair to be the 
pump. Thus it is that in the study of style we see an old- 
time favorite return to popularity. Someone has said: 
“There is nothing in footwear style that has not been 
before.” If you but study the trend of fashion in foot- 


D O you ever study what you have bought after 


wear you become informed as to the re-appearance of 
some tested pattern or material, which again demon- 
strates the new lease of life because of some improve- 
ment or some simple reason for re-creation. 

Change of style is a necessity in every line of mer- 
chandise. It is one of the greatest of trade stimulants. 
To make the remark: ““Why must we have changes in 
style?” is to designate a kindergarten sort of brain de- 
velopment. The question is—do not styles occasionally 
change too fast—faster than the public can appreciate? 
There are still a great number of customers who say: 
“T am still wearing last year’s feet just the same, why 
can’t I get my old favorite style?” 

Give each style a fair test before it is supplanted 
by another. If it has merit don’t “bite and run 
away.” The great bulk of the public has not been 
more than one-half as quick to change as the shoe 
trade has been. 

To grab up a new style, give it a hasty show, then 
throw it on the bargain table and yell for something 
else before the season is half over, is a sign of a shoe 
buyer who is too swift for his own good and for the good 
of the trade in general. 

Give any style a fair trial before you say“‘Guilty”’ 
and condemn it to the bargain table. If you can’t 
do that much for a style, then don’t buy it at all. 

For a number of seasons we have had a sustained call 
for colonials. They have varied in size and shape and 
finally diminished into a little point at the throat that 
will always be good style. 

The new pumps show the artist in the shoe industry 
has been most successful in designing all sorts of throats 
and all sorts of pattern effects. The shaping in the new 
last insures better fittirig pump effects with non-gaping 
sides. 

All in all, the pump style of today is the better prod- 
uct for its having been out of the lime-light the past 
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seasons, for in its re-created model it remedies many of 
the poor fitting points which caused its decline some 
seasons ago. 





Every Dollar Is Earned 


“ ANYBODY can give away goods, but it takes a 
merchant tomake a profit,” is the answer that can 
be given to any and all merchants who look upon the 
new store that comes in their midst with a flare and a 
flurry, stunt merchandising and sales excitement. 

The one-cent sale as a real business proposition is a 
delusion. The public know enough about economics to 
discount the possibilities of getting one pair of shoes for 
$5.00 and two pairs for one cent more. Or, two pairs of 
hose for one cent over the regular price of one pair. That 
sort of merchandising cannot last; neither can the busi- 
ness continue that buys shoes at $4.65 and sells them 
for $4.50. Volume will have to be some miracle-maker 
to bring about an ultimate profit in that business. 

The ease with which money can be given away is 
often a snare to lead other people into the shoe business. 
A farmer in Iowa with $50,000 clear, wanted a place by 
the store stove where he could meet and talk with trav- 
eling men and still make a profit. He went into shoes 
and not content with a tight little business while he was 
learning, he shot the whole of his $50,000 into men’s, 
women’s and children’s shoes and waited for results. 

Eighteen months later the receiver took charge. The 
shoes were fairly well bought, but they had laid idle. 
There was nothing back of the store front but stock 
shelves. Between the public and a pair of shoes and the 
cash drawer was a dumb and void space. Ashe picked up 
his hat to go back to the farm he said, “I’m afraid re- 
tailing demands quicker thinking than I can do. The 
man who makes a dollar at it earns it, believe me.” 

There is no question but what the shoe business is a 
real “‘he business” and it isn’t getting easier as time goes 
on. When satin shoes were first offered for shoe store 
sale, many merchants threw up their hands and said 
“What are we coming to?” 

In the complex functioning of a shoe store today there 
is every reason to praise the merchant for the results 








October 27, 1923 


that he gets. Perhaps a statement nationally made that 
merchants made “‘no profit or loss” but stood “‘as is”’ in 
1922 is a rather uncomfortable picture of the shoe busi- 
ness. It must be balanced with a realization that the 
figures come from an impartial organization that scien- 
tifically classifies earning power of capital invested, and 
gives to it a fixed rate; but takes what the merchant 
might pay himself as being a legitimate part of store 
expense. There is many a business within which the 
boss is taking out a larger salary in proportion to the 
time and attention that he gives to the business than 
what he would get if he were out working for somebody 
else at the same job. That perhaps is the Ethiopian in 
the kindling of the picture, no loss or no profit in 1922. 

In the main, however, for the public to see that the 
shoe merchant is no profiteer is in part justification for 
the rather pessimistic figures for 1922. There are profit- 
able shoe stores, there are many successful merchants. 
The business is a fascinating one that compensates for 
its intricacies in more ways than in the pay envelope. 





Accelerate Your Selling Pace 


NDICATIONS continue that business is a matter of 

rapid forward movements and then periods of hesita- 
tion and doubt. The second phase is about over. There 
is a stimulant that comes to business in the advent of 
the holidays. People who have been particularly tight 
of purse in the past six weeks, loosen up and spend 
often-times recklessly. A little lesson in economic gym- 
nastics that we had in 1920 has had the effect of making 
many people tuck away “more money for a rainy day.” 
At any rate, savings banks deposits were never greater. 
The middle mass of people in the country are in a sound 
and substantial financial position. 

The outlook brightens as we get into November. We 
urge merchants to be in the position of preparedness for 
a holiday trade. Whichever way the cat jumps, a shoe 
store ought to be in the position of getting holiday 
profits. If the public purse and pulse is to be economical, 
then the old useful slogan, shoes for utility, or shoes for 
gifts, ought to make: the shoe store win out over the 
jewelry and nick-nack items of gift-giving. 








Here is a real selling idea from the store 
which makes more two pair sales than any 
other shop in America: 

**A customer having selected possibly a heavy 
Norwegian grain oxford with a lot of ‘dog’ to it, 
the clerk says, ‘Oh, by the way, we have what 
we call a companion shoe to that one. It is in 
light black calf skin, light sole and a very trim 
shoe to be worn after six o’clock in the evening. 
It is precisely the same last and by good luck, 
we have exactly the size and width. Do you 








The Contrast Shoe Sale 





mind if I send it out to your house so that you 
can try it out?’ 

**The man having a charge account, instinc- 
tively says ‘Sure,’ and 90 per cent of the shoes 
thus sold stay sold.”’ 

Clever salesmen who know their customers 
put on “the right approach’’—with some men 
this method won’t register. In general, the 
clerks are trained to positive suggestion, for 
they never say, *“‘You don’t want an extra pair 
of shoes, do you?” 
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A remarkably fine example of the beauty of simplicity. 
store recently opened in St. Louis by the Swope Shoe Company. 
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This is the new children’s footwear 
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light. . 


Colorful Season Predicted for 192: 


| In This Issue 


Shoes for Candlelight and Shoes for Day- 


Christmas Is Coming—Get Ready! 


Sport Shoes Sell Well at Xmas Time............ 
The Kind of Advertising That Brings 


Women into Your Store ....................0...... 


1 


When Will the Dollar Be Worth a Dollar 
| MI. scctke-demliban:dctpptelemehohledens-ataiel 





Our Creed 


ETTING More Shoes Sold Right: 

not only “more” but “right”; 
sold for the right purpose, to the right 
wearer, in the right fitting, for the right 
price, at the right profit. This is the 
great problem of the retail merchants. 
The chief purpose of the Boot and Shoe 
Recorder is to help solve it; for this is 
the basic problem upon which depends 
the progress of the entire allied indus- 
tries relating to shoes and leather; 
their production and distribution. 





duras, Nicaragua, be . Sens Argentina, 
and the Canary Islands. 
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*‘Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—And Other News 





New Style Feature 


New York, October 25— 
Painted silk ribbon, forming 
the collar and dropping off to 
the sole on a line with the 
normal toe cap on velvet 
slippers, are being shown by 
one shoe merchant here. The 
shoes have received consider- 
able attention from the store’s 
patrons, it is reported and 
several pairs already have been 
sold. The slippers shown were 
ankle stra a of black 
velvet with small pink and 
blue flower designs painted on 
the ribbon. The small length 
extending to the soles falls only 
on one side of the shoe. 





Special Christmas Cartons 

Lynn, October 25—An order 
just booked by a shoe firm, re- 
quires that the shoes be packed 
in special cartons. These car- 
tons must be made by hand. 
They wiil cost a dime or more 
each. Presumably, the cartons 
are for Christmas trade. 


Men Buying Oxfords 

Portland, Ore., October 24— 
Shoe merchants report a splen- 
did run on men’s oxfords this 
week. Black has the call over 
tan shades and the creased 
vamp in blucher patterns is 
very popular. Women are com- 
mencing to buy welt oxfords. 
Black suedes and satins in 
strap numbers are selling freely. 


Detroit Trade Better 

Detroit, October 26—A 
better tone to the shoe trade 
resulted from a change in 
warm to cooler weather. A re- 
port from a good source in- 
timates that platinum fray, 
tusk ivory, and white will be 
used extensively in women’s 
footwear in the spring of 1924. 











Pre-Inventory Sale 
Los Angeles, October 25— 
a & = Ba South 
roadway, are holding a pre- 
inventory sale of two lots of 
footwear for women at $7.75 
and $8.75. 





Larger Soles for Men 

Lynn, October 25—Cut sole 
manufacturers notice a con- 
tinued demand for large size 
soles for men’s shoes. Some 
firms are putting more No. 
into each 


wide edges and extension heels, 
of men’s shoes of this season, 
require larger soles. Still 
another reason is that men, 
wearing sport stockings of silk 
and wool in winter wear shoes 
a size larger. . 





Skating Shoes Selling 

The opening of indoor ice 
— rinks has led to an 
outy emand for skating shoes. 

e a on stores, 
rather than the shoe stores are 
reaping the benefit of this de- 
mand. At least one shoe store 
in the mid-town section will 
make a bid for the skating shoe 
business this winter, according 
to present plans, which in- 


and silver brocade are —s 


well. Black satin with blac 
suede trimmings and silver bro- 
cade trimmed with silver white 
are popular. 


E. Mendel on Boston Buy- 
ing Trip 

Laurel, Miss.—E Mendel of 
Mendel & Hosen, who operate 
three general stores here and 
one in Hattiesburg, arrived in 
Boston this week on a shoe 
buying trip. 


Wood Heels in Canada 


Wood heels are here, 
as a fashion feature. Sonal 
Canadian shoe firms are plan- 








cles, and several re 


many quarters. 





Blond Gold Latest Shade in New York 


New York, October 25—Blond 
for evening wear, being advocated in New York style cir- 
tail shoe merchants are showing bro- 
caded footwear in the new tone. Blond gold is a light shade, 
between the pure gold and a straw color. It harmonizes 
with some of the new furs and is being pushed strongly in 


All-gold or all-silver kid slippers for evening wear are 
being sold fairly freely at present. The last week has seen a 
large increase in the demand for evening slippers, the usual 
result of the opening of the social season. The coming opera 
opening and the horse show are expected to bring an in- 
creased demand for fancy footwear. 


Id is the newest shade 








cludes free service in attaching 
skates to the shoes. 


New Rubber Heel 

Patents in the United States 
have been taken out on a new 
rubber heel by Alonzo E. 
Lewis, of Ingersoll, Ont., Can- 
ada. The patents provide for a 
leather heel base and a rubber 
top lift, and for a coil spring 
of metal, set into plates in 
the heel base and the rubber 
top lift. 


Shoes for Mrs. Coolidge 

Lynn, October 26—Shoes 
for Mrs. Coolidge, wife of the 
President are made now and 
then in Lynn. A last, made 
from measurements of her feet, 
is in a Lynn factory. 


Good Buffalo Trade 











ning to make more of them. 
The Dominion Wood Heel 
Company, 200 La Roche St., 
is showing samples of new style 
heels for 1924. 





Now Department of Rous- 

maniere, Williams & Co. 

The Lorraine Tanning Com- 
pany of Peabody, Mass., which 
was formerly a separete or- 
ganization, for whom Rous- 
maniere, Williams & Co., were 
selling agents, is now a de- 
wea of Rousmaniere, 

illiams & Co. Recent addi- 
tions to the tannery have in- 
creased its capacity to 4500 
skins per day. 


Silk Appearance to Suede 
Kid 


Boston, October 24—A few 
French suede kid skins have 
arrived here. 





of leather 
month, compared to 19,172 


ae in August. Exports of 
leather footwear for the 12 
monthsending September, how- 
ever, were valued at $225,085, 
as compared with $175,376 for 
the previous 12 months. 





Striking Window Arrange- 
ment 

Philadelphia, October 25— 
David Strumpf, at his shoe 
store at 2322 North Front 
Street, has a striking window 
display. Lavender and gold, 
— and gold, pink and gold, 
lue and silver, white and gold, 
and white and silver are the 
colors used. An ordi 10- 
cent grass mat was gilded and 
artificial flowers and colored 
grapes were arranged in rosette 
orm. 





Good Run on Patents 

Peabody, October 25—Tan- 
ners of patent leather predict a 
long run on their stock, be- 
cause of its economy as well 
as its style. Patent hether is 
better made than ever. Tan- 
ners report it does not peel and 
crack as in days of yore. It cuts 
up and lasts better. 





Satins for Evening Wear 

New York, October 26— 
Plain satin in high shades is 
enjoying a good vogue for 
evening wear among _ the 

ounger women in New York. 

ecent bridal outfits have been 
supplied with the plain satin 
slippers. Plain pumps with 
buc appear to be as strong 
as the more elaborate strapped 
and sandal effects. Such even- 
ing slippers are being bought 
for gene we, Me kg 
evening gowns. Metal kid, in 
both it and silver, is being 
sold frequently for evening 
wear. 





Royal Shop Vacating Its 
Locati 


on 
Philadelphia, October 24— 
The Royal Boot Shop for wo- 
men at 1208-1210 Chestnut 
Street will soon vacate because 
its lease has expired. In its 
ing-out sale it offered ox- 
fords in tan and black kid with 
mili or low heels. Gold and 
silver ded satin mules 
sold at $6. They were made in 
France. 





Fancy Tops on Skating 
hoes 


New York, October 25— 
Among the new ideas in skat- 
ye me 

attention is an as- 
trakhan top on the footwear, 
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Evenings have been lengthened out and the social side of 
life has been much improved by Dame Fashion. When 
satins became the ordinary foot coverings, stylish women 
turned to silver and gold cloth, metallic embroideries and 
silver and gold leathers for evening wear. = 


Jewels of the feet are a proper term to apply to evening 
shoes of this season. Therefore, outstanding prominence 
is given to the evening footwear and its ornamentation in 
the gift-giving season. You can go the limit and then some 
in pattern as well as in price. The more ornate the pattern, 
the better, and strap effects lead the grand march of style. 


* * * * 


Once upon a time, slippers lasted for;years and”years. 
Somehow, slipper time has returned, and style wears out 
more pairs than does utility. This is the greatest slipper 


Christmas of all. 
* * ~ + 



























































Alice Terry as a Princess of the 

night in ‘The Prisoner of Zenda.” 

You just know she wears gold 
or silver cloth slippers. 


She bought him his slippers for 
Xmas and he anticipated the holi- 
days. Robert Z. Leonard, husband 
and director of Mae Murray. 
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Miss Terry is a charming 
hostess in any Metro after- 
noon tea—satins blend in 








At White Sulphur Springs 
the riding call is for the 






calf boots—the spur to a 
profitable sale is on top- 
grade riding boots. 



































The size of the feet is no longer kept secret so 
that any bright lad can buy his sweetheart a pair of 
satin slippers and hit both feet, heart and head, in 
the one gift. The shoe trade has been too long re- 
miss in the art of separating the public from its 
holiday money. This year it has got to get “the 
easy money’ for the turn of the year may not be 


as fruitful. 












Riding boots are more 
and more in demand, 
particularly as a holiday 
proposition. A man can't 
go very far with $25.00 
for jewelry, but when it 
‘comes to a real pair of 
boots, he can “win in a 


walk” with the girl who 











rides. 
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The new spirit of merchandising is to “'sell a 
person a function rather than a foot covering.” 
The proper picture of the holidays is not set with- 
out a presentation of fine footwear. 


sO 
of Boudoir slippers cover such an extensive range 
of gift possibilities that no store can profit in the 
in 


holiday season without them. Often-times the 
e- error has been that the public has been led into 
buying a cheap pair of utility alone, when the re- 
cipient would have appreciated something both 
dainty and expensive. When a New York store 
be does a yearly business of $60,000 both in boudoir 
and felt slippers, it indicates major possibilities. 





* * * * 
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re 
d, The greatest winter for 
ay sport is just ahead. Never 
was hosiery more colorful. 
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You can go the limit in 
00 fancy sport hosiery, and in 
price you can get the limit 
“during the holidays.’ The 
moccasin type of sport shoe 
a should play an up-front 
part in your store. 





Embroidered mules to start the 
stubborn day—Mary Astor in 
a Paramount picture illus- 
trates the start of a day—for 
your holiday business. 













* * * * 





ABoston miss a-walking would 
go—A moccasin oxford in 
smoked horse plus colorful hose 
—second Xmas sales feature. 
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The Christmas landscape for your window—showing how three different windows can be constructed from the same units 


Christmas Is Coming—Get Ready! 


New Ideas on What to Sell and 


-Ready! That’s the battle cry 

for the coming commercial 
season. It’s not an alarm like the 
historic words that Paul Revere 
shouted as he galloped over the 
road to Lexington—but a polite re- 
minder—stressed and exclama- 
tioned—that one of your seasons of 
selling is near at hand. That you 
must reach out and grasp it firmly, 
and with the proper amount of head- 
work and hustle make it your season 
of increased profits. The increased 
profits must come from your cus- 
tomers, long standing and highly 
valued, and from the new ones that 
your seasonable efforts will bring 
into your store and where by agree- 
able salesmanship of quality goods 
you will add many to your list of 
highly valued patrons. To do this 
you must pass along to your cus- 
tomers, the buyers and prospective 
buyers, that seasonable reminder 
“Christmas Is Coming! Get Ready!” 
Get yourself, your sales force, 
your stock, your store and your 
publicity ready and then tell folks 
that “Christmas Is Coming! Get 


(3 HRISTMAS Is Coming! Get 


Ready!” 
You know your customers, your 
prospects, your friends, 


neighbors and buyers in 
your section. You know 
your store, its location, its . 
stock, both staple and sea- 
sonable, and you know the 


How to Advertise 


after years of business, civic and 
social contacts. It is one of your big 
assets that you can now draw upon 
to furnish the publicity that is 
capable of capturing a goodly share 
of the purchasing power within your 
swing. 

Tell the folks of your community 
what you are doing for Christmas. 
Tell them about your regular lines 
of footwear, hosiery, findings, and 
about the extra things that you are 
placing on sale for Christmas gifts. 
Tell them about the quality of these 
articles and the fair prices at which 
they can be furnished. Tell them of 
the pleasure these articles will 
arouse as gifts at Yuletide. Lay out 
your entire campaign of publicity. 
Your window displays. Your news- 
paper ads. Your direct mail com- 
munications. Once inside your store 
your quality merchandise and your 
pleasing selling habits should make 
all parties happy and satisfied. 

Attention plus Interest plus De- 
sire equal Sales. 


HROUGH your window dis- 
plays you must attract atten- 
tion to your merchandise. These 
displays should be changed as often 





as possible depending on the location 
of your store and upon the character 
and habits of those who pass your 
windows. Study these passers and 
when the majority of them have 
looked at your display then give 
their eyes and minds something new 
to look at and to think about. Pass- 
ers like to get new thoughts about 
footwear just as they want the latest 
newspaper instead of one that is a 
week old. 


MERCHANT could build up 

a reputation in a community 
by changing his window trims and 
the placing of his merchandise in 
new positions every day. They 
wouldn’t have to be elaborate 
changes but enough so that the 
regulars who travel by his store 
would stop long enough in their 
daily walks to say, “Blank has a 


new layout in his window, let’s see . 


what he’s got to offer.” 

Right now, # you haven’t done 
something of a similar nature, put a 
small placard about 6x9 in your 
window with this slogan “Christ- 
mas Is Coming! Get Ready!’’ This 
card can be decorated with a bit of 
real holly placed in slots cut to re- 
ceive it. You can have one 
in colors painted in one cor- 
ner of the card. A Christ- 
mas border with the slogan 
inside would be attractive. 
You might put on the 
card a head or figure of 





ability of your sales force. 
This knowledge is yours 


Suggested layout for a° window display combining simplicity and 
richness 


Santa Claus. Make it look 
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Christmasy. Something to catch the 
eye and register a thought just the 
fraction of a second before the mes- 
sage is actually read. 





Outline of Santa Claus with room 
for type inside for your newspaper 
vertising 


Again you might put into your 
windows several pairs of shoes and 
with each pair, stand against them, 
or placed in front put a Christmas 
card of quality. Use cards of high 
grade that would naturally reflect 
the high quality of your merchan- 
dise. Dainty drawings, nicely colored 
etchings with or without color are 
rich and effective. A window of this 
character is appealing by its simplic- 
ity. It carries its message and does 
not take away any of the display 
value from your footwear and ac- 
cessories. There are many ways in 
which you could use sprigs of holly 
for decorations. For a flat or floor 
trim these sprigs would have the 
same unostentatious appeal that 
comes from the use of cards. 

As the days get nearer to Christ- 
mas you can use small figures of 
Santa Claus or little Christmas 
trees 12 to 18 inches high. They can 
be plain or can be decorated in 
colors and could also carry small 
electric bulbs in colors for display at 
night. They will be mighty effective 
in a row at the back of your window 
or in open formation in juxtaposi- 
tion with shoes in pairs or with 
other articles of merchandise. One 
decorated tree in the center of your 
window with suggestions for gifts 
placed in a circle surrounding the 
tree will tell the story that you are 
spreading. 
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Then there’s the fireplace with 
the family stockings suspended and 
the gifts nicely arranged on the 
mantle and on the floor in front of 
the fireplace. A blaze from a gas 
log would heighten the effect. Why 
not put a real live Santa Claus into 
one of your windows if the space 
allows and have him spend the day 
decorating as large a Christmas 
tree as you have room for? A win- 
dow display that is alive has far 
more value than one without anima- 
tion. This will interest the young 
folks of your area and it will be a 
source of information to parents who 
are to have trees in their homes, for 
they can get from your windows 
many pointers in the way of deco- 
ration and illumination and gifts 





meee oe ee ee eee 





Another “stunt’”’ newspaper advertis-_ . 
ment 


that they can carry out in the trim- 
ming of their own trees. Right here 
is an excellent opportunity for you 
to display a sample line of the var- 
ious articles that you carry in addi- 
tion to shoes. For Santa Claus, be- 
sides having many packages al- 
ready wrapped in Christmas cover- 
ings, could be putting into Christmas 
boxes and tying with Christmas 
paper and colored twine or ribbon 
these samples from your stock of 
merchandise. And the next day 
Santa Claus could do it all over 
again. Only this time he could 
introduce a new trim for the de- 
light of the folks on the outside that 
you are desirous of getting on the 
inside. 

Here’s another little window 
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stunt that might catch the passers 
and leave them with the thought 
that you were progressive in your 
window trim and were also a hu- 
man being with red blood and keenly 
alive to the little pastimes that go 
with Yuletide. It’s just a bit of 
mistletoe suspended about two 
feet above a pair of men’s shoes 
and a pair of young maiden’s shoes. 
Only be sure that the toes of the 
man’s shoes face the toes of the 
woman’s shoes and just about the 
right distance apart. Better have 
the girl’s shoes placed on tiptoe as 
if she were willing to do her part 
while standing under the mistletoe. 

You might have a decorated win- 
dow without showing any shoes. 
Make a bit of Christmas landscape. 
With various wooden or wire forms 
and canvas you could build a roll- 
ing surface, place upon it a toy 
house of character and color suit- 
able to the season, use your green 
trees for background, put in a 
fence or hedge somewhat near the 
house, scatter the manufactured 
snow crystals that are commonly 
used for decoration until the can- 
vas ground, the house, the fence, 
and the trees have been through 
a snow storm. Concealed electric 
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And still another "ad“ idea— this 
time for rubber boots 


lights will give you the proper 
colorings for a daylight or a night 
picture. A day.or two later you can 
make up another scene using the 
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same units of scenery by changing 
them into different positions. Re- 
arrange your forms under the can- 
vas, shift some of the trees to the 
foreground, turn the house at 
another angle in the background, 
change the position of the fence 
and do the snowstorm again. If you 
make it a night scene you can have 
the house lighted. One could add to 
these pictures such effects as snow 
shoveled paths, small figures of 
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Newspaper advertising showing loca- 
tion of your store 


men and women, an old time coach, 
if you can get a toy one with horses, 
or an automobile. A couple of days 
later you could switch the units of 
scenery again and the passerby 
would make a mental note of your 
being up-to-date and carry away a 
favorable impression of your busi- 
ness which is one of the first and 
best steps toward getting new trade. 

Spell out the words “Merry 
Christmas” with the various arti- 
cles that you have on sale. That 
might be made to greet the eyes of 
the passers on Christmas Day. 

Your newspaper ads should ap- 
pear at regular intervals and if 
possible in the same position in the 
newspaper. Some days are better 
than others for this publicity and 
this you can arrive at by study of 
conditions and past sales. Watch 
the effect of your ads and see if by 
timely insertion of copy you can 
boost the sales of the lighter busi- 
ness days. 

Make each ad new in design and 
copy. Péople do not like to read or 
start to read the same ad the 
second time. It doesn’t leave the 
reader in the proper feeling toward 
your business. He wants new copy 
just as much as he wants the latest 
news stories. Knowing the char- 
acter and feelings of the folks in 
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your part of the world make your 
copy carry human appeal such as 
they will understand. There’s copy 
for Fifth Avenue and there’s copy 
for Main Street. Number the pieces 
of copy—as— “No. 3 of series.” 

Some of the following ideas and 
copy suggestions might be adapted 
to boost the sales of your mer- 
chandise. 

Advertise some special shoes that 
would make exceptionally fine gifts. 
Shoes for young and old of both 
sexes. 

Another can speak of Oxfords 
and Slippers for women with Ho- 
siery to match. Devote one to the 
fancy buckles that are worn on 
womens’ low shoes. Picture some of 
their designs. You know mighty 
well how some of these buckles 
would please a woman—and some 
men would be very glad to know 
that buckles given at Christmas 
time would assuredly melt the 
hearts of those who received them. 

Boot trees make splendid pres- 
ents. Gaiters, overshoes, fancy 
shoelaces, sport shoes. Hosiery that 
goes with them. Decorated shoe 
horns. Why not a set of dressings 
and polishings for the many toned 
and colored footwear of milady? 
As a boy you certainly remember 
your first pair of rubber boots. How 








Combination of shoes and greeting 


cards; s s an ly; shoes and 

small fir trees, make good displays 
you paraded for the benefit of your 
boy friends. Pretty proud of them, 
eh? So why not devote an ad to 
rubber boots? Remember that little 
girls will like those hip rubber boots 
just as much as the boys. Little 
girls wear knickers now and those 
boots are just the things to come up 
over the knickers and let little 
girls plow through snow banks and 
water. Then there’s your mailing 
list. Cover that with publicity 
several times between now and 
Christmas. Start with our season- 
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able yell “Christmas Is Coming! 
Get Ready!” Tell them that you 
are ready for Christmas and ready 
to assist them in getting ready. 
Go over your mailing list care- 
fully and wherever possible select 
those to whom you can send a per- 
sonal letter with suggestions and 
information that might be useful in 
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Window card showing the battlecry 
fo the season 


making up Christmas presents. 
Your clerks could help in this for 
they would know some of the likes 
and dislikes of the folks that they 
have waited upon. The extra time 
that this takes in dictating and 
signing of letters will surely beat the 
form letter for results. 

Tell them to come early while 
your stock is complete and while 
there is time to get for them any 
special article that they might like 
to have. 

The form letter, you might have 
several, depending upon the size of 
your list, will have to be sent to 
those with whom you are not so 
well acquainted. Have a letter for 
men and one for women. Have a 
letter on sport shoes and hosiery. 
Have a letter on dancing shoes and 
hosiery to match. In another the 
things for grown-ups to buy for the 
youngsters. 

By a card letter you could call 
attention to the series of ads you 
are running in certain newspapers 
and how they have something to 
say about the feature items of your 
merchandise. 

Why not give a nice blank book 
marked “Christmas Gifts” to each 
one on your mailing list? Send one 
for each member of the family. Give 
one to each customer who comes to 
your store. 
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he background is of beach tree poles. 








Outdoor sport footwear display in the Leominster, Mass., store of C. E. Barnes § Co. 











Sport Shoes Sell Well at Christmas ‘Time 


HE desire to give a useful 

Christmas gift sometimes runs 

up against a snag in view of 
the fact that there are many people 
in this world who almost resent the 
receipt of a gift of this nature. They 
draw some kind of a fantastically 
fine distinction, for instance, be- 
tween hosiery and shoes. They 
would gladly receive a good-looking 
necktie, useful though it un- 
doubtedly is, and would feel 
almost as if they had been 
given charity wére they 
presented with a pair of well- 
fitting oxfords. There’s no 
sense to it, but the fact re- 
mains and must be taken into 
account. 

For this class of people, 
assuming that their gtastes 
run in the right direction, 
there still remains sport foot- 
wear—footwear to be used in 
connection with any outdoor 
pastime of which the prospec- 
tive recipient happens to be 
fond. This, curiously enough 
and fortunately for the re- 
tail merchant, takes off the 
curse of utilitarianism and 
puts the footwear in an en- 
tirely different class. It be- 
comes part of the sport, so to 
speak. 

Realizing this, several re- 
tail merchants in various 
parts of the country for years 
have been cashing in around 


Christmas time on the sale of shoe 
pacs used in skiing and tobogan- 
ing, leg boots for various outdoor 
pastimes, hip and knee length rub- 
ber boots, skating boots, etc. They 
carry only a small stock of the best 
selling sizes. The investment is not 
large. 

They have found that suggestive 
advertising has brought them the 
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Juvenile Shoe Corp. 
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Mi iss Pre Fitzgerald sports a pair of leg boots made by 


best results. The main theme has 
been: 

“If any of your friends are in- 
terested in outdoor sports or hunt- 
ing or fishing, why not give them a 
gift they will genuinely appreciate— 
one which will enable them to have 
even a better time than they have 
been having in the past?” 

This argument, backed by a dis- 

play of the various types, has 

"Y= proved most effective. 

Window trim ideas for dis- 
plays of this kind are legion. 
A sharp hatchet or saw, em- 
ployed in any woods nearby, 
will yield enough material to 
fA -=—Ssamake a decidedly woodsy 

“window in a few minutes if 
you don’t care to go to the 
expense of anything more 
elaborate. Cotton sprinkled 
with artificial snow is also 
inexpensive. Skates, tobog- 
gans, hockey sticks and 
pucks, shotguns, etc., can be 
borrowed from the dealer in 
your town who handles them 
and you can square accounts 
with him by giving him full 
credit. - 


Cotton spindles active dur- 
ing September totalled 33,- 
929,885, compared with 33,- 
708,667 in August, this year, 
and 33,316,444 in September, 
last year. 
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Women Into Your Store 


By HELEN M. HANEY 


commenced their Christmas advertising. Only 

this week, I asked a shoe buyer from a Buffalo 
department store if he had commenced to advertise 
for Christmas trade. He replied: 

**Yes, indeed, we started two weeks 

ago. We plan our Christmas advertising 
thirteen weeks ahead of the big event. 
We make the women folks (for women 
buy 90% of all the practical gifts sold) 
see the advantage of shopping in advance, 
when they can buy in comfort, have a 
wider range of selection, and at lower 
prices. For on all goods purchased as gifts 
up to the first of December, we give a 10% 
reduction.”’ 

On the assumption that women buy 90 per cent of 
the footwear and accessories sold as Christmas gifts, it 
is well to see what form of advertising has the most 
appeal to them. In an attempt to solve this problem, 
the Women’s Advertising Club of Los Angeles recently 
decided it would make a survey. Questionnaires were 
distributed to teachers, housewives, workers in fac- 
tories, stores and offices, professional women and club 
supporters, with the following results: 


OS) com of the big department stores have already 
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No 

6%* 
40%* 
17%* 
35%* 
10* 
14%* 
11%* 
23%* 


Do you read: Yes 
1.—Newspaper advertisements?............ .83% 
2—Ciroullar lottera?.... 0... cc cece cece ccc 33% 
3.—Announcement cards?..................64% 
4.—Booklets and pamphlets?............... 32% 
5.—Magazine advertisements?....°......... 72% 
6.—Program advertisements?...............65% 
7.—Street car advertisements?..............75% 
ae, reer | 
9.—Which of the above advertising influenced -you the most? 

PT shades. sc. cc us 0s euncces tess Ce 

Gas ca whine vere duce Ccmsasie 

Announcement cards?.................... 

Booklets and pamphlets?................. 

is ci vetn spc eneennenees 

NE els 6 65.0d sn anon ee endian 

Ls cas vin buWecceceube cauanne 

ee acid< 6a bicdiabevenws oeamens 


Did not answer—could not decide......... 
10.—Do you prefer ads. with illustrations?. . .64% 
11.—Do you like chatty, conversational ads? 34% 


13.—Have you faith in comparative prices?. .35% 
14.—Have you sometimes found that mer- 
chandise is not as represented in adver- 


_ SS ee a 18% 
15.—Where possible do you specify “home 
REE ocevnevictncts bisaevesss ceeeen 
(Continued on page 61) 
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When Will the Dollar Be Worth Exactly 
a Dollar Again? 





By EDWARD F. ROBERTS 


HEN will the dollar be worth a dollar again? 

\ \ That was the problem for the solution of 

which I went to George E. Roberts, vice- 
president of the National City Bank of New York, 
formerly Director of the United States Mint under five 
administrations and internationally famous as an econo- 
mist. 

Mr. Roberts is a comfortable sort of person to inter- 
view. He knows that the science of which he is a master 
$ a very mysterious one to average folk and he answers 
questions patiently and with painstaking care avoids 
technicalities. His many honors and distinctions rest 
lightly on him and the reason for that can be found in 
the humorous twinkle that is always lurking in his eyes. 
Mr. Robertsis a very 
human kind of econ- 
omist. 


Flight of Dollar 


I put my question 
tohim in this fashion: 
“According to the 
financial authorities 
the dollar is now 
about sixty points 
above pre-war par,or, 
in other words, it 
takes a dollar and 
sixty cents today to 
buy what you could 
buy for a dollar in 
1914. When is a dol- 
lar going to be worth 
a dollar again?” 

“When we pro- 
duce enough goods 
to restore the bal- 
ance,” replied Mr. 
Roberts promptly. 
“Money is simply a 
measure of produc- 
tion, and the an- 
swer to high prices is 
simply — produce 
more goods.” 

“Is there not a 
limit? Is there not a 
point at which we 
reach over-produc- 
tion?”’ I queried. 

“There is no such 


and progress cease.” 








GEORGE E. ROBERTS 


“There is no such thing as over-production. It is an im 
Roberts. ““ Human wants are infinite. If they were satis 


stagnant 
“Artifical and forced prosperity in one industry means depression in other 
industries and lessens the value of the dollar.” j F , 
“Labor unions have been very short-sighted in trying to restrict the numbers in 
their individual organizations. They are acting in defiance of their best interests.” 
“People think a law will remedy anything. That is what they think in Russia. 


thing as over-production. It is an impossibility.” 
There was a finality about the tones of that answer 
which did not encourage argument but if you want 
information you cannot afford to be discouraged. 


Loose Talk 


“Tt is something that is talked about a great deal at 
least,”’ I suggested. 

“That is unfortunately true and is due to the fact that 
people use words loosely and do not do much thinking 
about economic subjects. A very little reflection will 
show how absurd it is to talk about over-production. 
Are the wants or desires of any ordinary human being 
ever satisfied? Does not the man who lives in a four- ° 

- room apartment 
want tomovetoasix- 
room apartment and 
the man in the six- 
room apartment toa 
larger one? Does 
every family that 
wants a piano or an 
automobile own one? 
Did you ever hear of 
a woman (thetwinkle 
was very obvious 
now) who had enough 
clothes? Human 
wants areinfinite and 
grow unceasingly. If 
they ever were satis- 
fied life would be- 
come stagnant and 
civilization would 
make no further 
progress.” 

“Well,” I persist- 
ed, “what do people 
mean when they talk 
about over-produc- 
tion?” 

“They mean that 
production is not 
properly balanced, 
that labor is not 
properly distributed. 
They mean that too 
many people are en- 
gaged in one indus- 
try and too few in 
another. During the 


sibility,” says Mr. 
life would become 
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war, prices of everything went up fairly evenly because 
there was a huge demand for practically every com- 
modity. But prices have not come down evenly because 
the demand for some things has been greater than that 
for others. The farmer has suffered because agriculture 
was the first industry to get back on its feet in 
Europe and that was at once reflected in a falling off in 
demand for American farm products. On the other 
hand the demand for houses has been greater than the 
limited number of men in that industry could supply 
with the result that we have had a serious condition 
in that direction.” 

“How can we get a better distribution of labor and 
restore the balance to production?” I asked. 


Unions Could Aid 


“The labor unions and labor leaders could give power- 
ful help in solving that problem,” answered Mr. Roberts. 
He swung around in his chair and looked thoughtfully 
out of the window toward the skeleton of a great office 
building that was slowly and noisily taking shape. “I 
do not want to harshly criticize any one,” he went on 
after a pause, “but the labor unions have been very 
shortsighted in their policy of trying to restrict the 
numbers in individual organizations. I believe in the 
American workingman. I believe in his patriotism and 
in his desire to be fair and generous, but he does not 
understand and the result is that he too often acts in 
defiance of his own best interests. 

“The average American worker centers all his atten- 
tion on a struggle for higher wages. He thinks that 
money is something that is of value in itself and does 
not realize that it is only a convenient means of ex- 
change and is worth only just as much as the goods 
behind it. It ought to be easy to see that it is better to 
get twenty dollars for which you can get twenty dollars’ 
worth of goods than to receive thirty dollars which can 
be exchanged for only fifteen dollars’ worth of goods. 

“T was talking to a man in the building industry today 
and he was telling me about the extraordinary way the 
unions have placed restrictions about apprentices and 
their persistent efforts to keep men out of their organiza- 
tions. Of course they are merely trying to improve their 
condition, and in that they have my fullest sympathy. 
The trouble is that they are going exactly the wrong 
way about it. They are really making things worse for 
themselves. They have forced wages up, it is true, but 
they have also forced up the expense of living for not 
only themselves but for everyone else. This kind of 
artificial and false prosperity in one industry means de- 
pression in other industries, which means in turn a fall- 
ing off in production and a lessened value for the dollar. 
If the building industry could command all the workers 
it needed wages might not be so high but they would 
buy more and that would bring prosperity to a hundred 
other industries. 

“The same thing holds true in the coal industry. The 
anthracite unions have followed the same mistaken 


policy of the building trades bodies with the result that 
there is a shortage of labor in the anthracite fields and a 
great surplus in the soft coal regions. That kind of thing 
is happening all over the country withe qually disas- 
trous results. We can never get the proper balancein 
production until there is a free interchange of labor so 
that men can move without restriction in those direc- 
tions where their services are most needed.” 


The Russian Way 


“Can the Government offer any help in solving that 
problem?” I asked. 

“No,” said Mr. Roberts, with unusual emphasis. 
“That is the kind of thing that has happened in Russia. 
People are always wanting to lay all their troubles on 
the Government and think that a law will remedy any- 
thing. You cannot dictate to a man what kind of work 
he is to do and where he is to do it. He must be given a 
free choice.” 

“Then what is the remedy?” 

“Education. The fundamental principles of economics 
are very simple and do not require any great mental 
ability to grasp. The first thing Americans have got to 
learn is the meaning of money. This foolish idea that 
high wages mean prosperity must be gotten out of their 
heads. The only real prosperity is spelled production 
and everything that interferes with production inter- 
feres with prosperity. That ought to be easy to under- 
stand but apparently it is not. Before a man is elected 
head of a labor organization he should be required to 
take an examination in the first principles of economics. 
The Government might help by making simple econo- 
mics an obligatory subject ia our schools.” 

EDITOR’S NOTE:—This is one of a series of articles 
in which some of the most vilal problems at present before 
the American nation are discussed by some of the best 
known leaders of American industry and thought. The next 
articie in this series witl appear soon. 

Copyright by United Publishers News Service. 








THE HOUSE OF FELTS 


Build a real selling counter—like F ilene of Boston did last 
year—it’s an optical attraction in colors and sizes. 
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If You Do the Right Thing—at the Right 
Time—in the Right Way 
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Then, Says W. W. Willson, Opportunity Looms as Large in the 
Shoe Business as in Any Other 


The complexity 
of the retail shoe 
business from every 
angle, covering lo- 
cation, proper fit- 
ting of a store, per- 
sonnel, buying, sell- 
ing, management, 
is a gigantic con- 
trast to the simple 
way that the retail 
shoe business was 
carried on twenty 
years ago. Wonder- 
ful changes have 
been made in re- 
cent years, the de- 
mand for well fitted 
stores in good con- 
venient locations, 
with a very wide 
range of styles to 
suit all tastes, has 
made the business 
very exacting, and requiring a great deal 





Mr. Willson rose from the ranks and is 
now in charge of all retail stores oper- 
ated by Rice § Hutchins, Inc., in New 
York and Boston. “Lots of opportunity,” 
he says, but the shoe business is no place 
for a man with nothing else to do. 


If a young man must be watched from morning until 
night, and almost told when to breathe and when not to, 
he becomes one of the most expensive fixtures in the 
store, and soon eliminates himself from the business by 
being fired. Too often a young man today expects to 
start in at top-notch wages. While we may not expect 
him to pass through ‘some of the grinding, grilling 
experiences of ten to twenty-five years ago when many 
of the present shoemen worked long hours for compara- 
tively small compensation, and very tardy recognition, 
the young man today seems to be imbued with the idea 
that he can learn the business in a very short time, and 
be drawing a large salary immediately. 

The requirements for positions of responsibility are 
more exacting than they ever were. 1 do not mean to 
state that there is anything against the young man 
making a rapid advance if he has it in him, but 1 do 
feel that too often the fundamental knowledge of the 
business is not well founded, and that is proved many 
times when looking for managerial material, when you 
find a few men even with a considerable number of 
years’ experience will fall short in the ability to direct. 

Much more might be said, but I will let my advice 
rest with the thought that there is just as much oppor- 

tunity to make good in the retail shoe 





of skill, much more than the average 
person appreciates. 

Therefore, in my opinion, there is 
an opportunity for young men of good 


This is the Fourth of a 
Series on OPPORTUNITY 
by N. S. R. A. Directors 


business as there is any other similar line 
of endeavor requiring an equal amount 
of training, but we do need more con- 
scientious, individual responsibility in 





character, to build themselves up in 

the business, and to grasp and master the problems that 
confront the shoe merchant today. It is not an impos- 
sible business to master, but it is one that will not prove 
profitable to the young man who takes it up because he 
can get nothing else to do, and just stumbles into it and 
flounders along. 

The chief trouble today seems to be a lack of individ- 
ual responsibility with the young man, and older people 
for that matter, in the retail shoe business. Even though 
they may have a fairly good working knowledge of the 
business, too often they do not appreciate and seem to 
understand the importance of doing whatever they 
undertake in a thorough manner. Whether it be opening 
a case of shoes, checking off the invoice, putting the 
shoes on the shelves in proper manner for easy fitting, or 
changing stock around, or taking off a list of sizes, or 
filling in stock, or properly receiving customers, fitting 
them correctly, and sending them away in a satisfied 
manner, the above applies. 





young men of good character who are not 
afraid, and who are always willing to do the right thing 
at the right time and in the right way. 





Endicott-Johnson Doing Big Fall 
Business 

Endicott, October 24—Orders for shoes for the past 
month have been running over 50 per cent greater than 
production. These orders represent the greatest volume 
of business which has been received by the company 
during the entire fall. The demand for footwear from 
retail shoe dealers requires immediate delivery of mer- 
chandise in lots adequate to meet immediate require- 
ments. Shipments of these orders are being made mainly 
from stocks of shoes and approximately 50 per cent of 
these shipments are going forward by express. Produc- 
tion in four of the factories is being increased this week. 
New machinery is expected to arrive at Endicott about 
November 1, which will make it possible to increase 
production further. 
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Colorful Season Predicted for 1924. 
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China to Furnish Motif and Bright-Hued Shoes Will Be in Evidence, Says 
Expert—Browns to Hold Over 


At the meeting and 
dinner of the Boston 
Boot and Shoe Club, 
October 17, 1923, the 
speaker of the evening 
was Mrs. Margaret 
Hayden Rorke, manag- 
ing director of the Tez- 
tile Color Card Associa- 
tion, New York City. 
Mrs. Rorke gave an in- 
leresting analysis of 
color. Her remarks, in 
part, and the discussion 
which followed her ad- 
dress, are given here- 
with; 





MRS. RORKE 


Managing director of the Textile Color Card 
Association 


Y association for the last four months has 

been arranging its color plans for the 

spring of 1924. All of these colors have 
already blossomed for us, and when the spring of 1924 
arrives we shall all see these colors in glad array in 
suits and hats and shoes, for all branches of apparel 
producers are now busily working to that end. What is 
the picture back of all of this color scheme? 


“Tt would seem as if Dame Fashion had dipped her 
pen into the inkwell of Chinese colors and had written 
on the canvas, “Chinese art as a background for the 
vogue of the coming seasons.’ China is very rich in art. 
We have felt the power or a Tut-Ankh-Amen, the 
Egyptian, and it has gone apparently; but remember 
that Egypt never offered what China has offered in 
art. China is a bottomless treasure trove, which has 
given throughout all the centuries, to every branch 
of civilization, art in its highest form. It is never 
ending, because, always, cycle after cycle, comes into 
fashion some new idea from Chinese art. So we shall 
have the coming seasons the reds, yellows, greens and 
blues of the Ching dynasty, in which period art flour- 
ished most’ 


“There will never be a more colorful 
sport season than that of the spring and 
summer of 1924. This will be reflected in 
shoes. The brilliant colored shoe has not 
gone. You will have colors in shoes, but 





I believe that you will have them in 
perhaps a more modified form than last 
year. 


“Color will come with white. It will come alone. It 
will come in all shades of light brown. Fashion is 
featuring and will continue to feature brown as one of 
the biggest colors. Blues will be very big, but brown, 
brown, brown, in all shades of light and medium brown, 
will be most popular. All branches of fashion are 
working on brown today. You will have it in shoes; 
you cannot help it. Brown, outside of black, has been 
your biggest selling color. It will continue in the spring 
as popular as black now is. You will have some gray; 
gray is always a color favorite in the spring. But 
gray, as a big fashion factor, gives no promise of 
becoming very big. It is brown, light shades of brown, 
and then from that into a very sporty range of brilliant 
colors. Palm Beach will see many brilliant colors, pref- 
acing the coming seasons at summer resorts. 


Brown Satin Shoes Abroad 


“As to the situation abroad—we see brown satin 
shoes; and brown in other fabrics. Some years ago, you 
had a very pronounced brown satin season. I do not 
think that brown satins have ever been a tremendous 
factor, but as I see it, you are going to get brown satin 
shoes very strongly—also brown moire. I understand 
that our manufacturers here have been working zeal- 
ously on a very large order for moire, and moire will be 
worn in costumes and for shoes. You will have the 
fabric shoe and the leather shoe in colors next spring. 
I believe that it is a very essential thing to stress that 
we have many fine fabrics of various kinds that adapt 
themselves most gracefully to colored footwear. 

“Tt is not enough for the tanner to speed ahead and 
put all of his ability and chemical knowledge into 
making those colors as beautiful and as attractive as 
can be, but the salesman should put all of his ability into 
selling that merchandise throughan understanding of the 
beauty of those colors, as color is the greatest stimulator 
to interest the customer and the greatest thing that 
moves your merchandise.” 


Questionsa nd Answers 


Mrs. Rorke then answered questions. 

Some one asked as to hosiery shades. Mrs. Rorke 
replied that in hosiery colors the tendency is to con- 
trast with the shoe colors, and this tendency will con- 
tinue—for instance, a very pale nude shade of stocking 
will be worn with a dark shade of brown shoes of either 
satin or leather. An interesting note from France is 
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that the women over there have been wearing a white 
shoe with a nude colored stocking, instead of a white 
stocking. 
Knitted Suits and Oxfords 
“The knitted suit—theskirt and the coat—is going to 
be very strong again next year, and with that type of 
garment, the oxford type of shoe and the smarter types 
with the heavier soles—welts, I believe you call them— 
will be very smart,” she said in answer to another 
question. 
Brown and Brown Trimmed 


Someone asked what shade of brown would be good 
for spring as to trimming. Mrs. Rorke replied that with 
brown, one could trim a darker brown with a lighter 
shade. She referred to the log cabin shade, which is 
between a gray and a brown, which would be very good 
with various darker shades of brown. She said that good 
taste would admit of dark brown shoes trimmed with 
different lighter shades of brown. She also said that a 
white shoe could be trimmed with various shades of 
colors to strike the popular fancy this year—such as 
reds, greens, blues and browns—that certain shades of 
brown on white would be good. 


Women Abhor Navy Blue Shoes 


John Magaw of the Hood Rubber Company spoke 
about blues and browns as colors for overshoes; he said 
that these colors had been introduced about two years 
ago in four-buckle gaiters and that they had fallen flat. 

Mrs. Rorke replied that in the first place, blue has 
never been a very popular color in footwear. She said, 
“IT presume that you introduced them in navy blue? 
Women have an antipathy to a navy blue shoe. Bright 
blue in shoes is more pleasing to a woman than 
navy blue. I see no reason why a woman should have 
objected to a brown galosh unless it might have appear- 
ed a bit too radical to her, just then, and she thought 
that black was smarter. But I believe that a very dark 
brown galosh, or dark gray galosh, could have a future. 
I see no reason why the woman would not accept a very 
smart shade of dark brown or dark gray.” 

Some one asked about tan shades. Mrs Rorke replied 
that there is a particular shade of tan, called the “tan 
bark”’ shade, which is very new and very smart; it is a 
light color of tan. In the darker shades, the Mandalay 
color will be very largely sought. The light tones like 
beige and the color called “Airedale,” and the new tan 
bark shades will be largely used by the shoe people. 
She believes that brown satin and brown suede will be 
combined. 

Soft Polychromatic Blends 


Some one else asked a question as to whether, in 
view of the coming season being a colorful one, she felt 
that more than two shades of a color should be used. 
Mrs. Rorke replied no, except in a certain type of shoe. 
She said that she believed there is a tendency toward a 
development of leather in a multi-colored or poly- 
chrome effect. 
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Some one asked if the combinations were on the 
pastelle shades. Mrs. Rorke answered, ““Not exactly on 
the pastelle order, but a bit more virile tones, and a 
subdued scattering, more of a gray type of colors, where 
they blend and the combination is more suggested than 


apparent.” 





The Kind of Advertising That Brings 
Women Into Your Store 
(Continued from page 56) 


16.—Have you confidence in advertising gener- 
RR ee oh re ee | 10%* 
(The * refers to the remaining percentage who read but 
occasionally or did not answer.) 


“Style All the While” 


The above table will give you an idea of what women 
in general like in advertising and expect from advertis- 
ing. The department stores have grasped the salient 
points of what makes the greatest appeal to women 
in advertising. A survey was recently made on the 
subject and a one hundred percent response was: 


_1.—Style 
2.—Price 
3.—Utility 


With a man, it is different—he is interested first of 
all in serviceability and, second, in price. 

If a man likes a certain type of a last, he is apt to 
stick to it to the end of his shoe wearing days. If a 
woman likes a certain type of last, and that last goes 
out of style next year, she likes the new last much 
better than she did the old. And so in talking to a 
woman through advertising—or at least 80 per cent of 
them, remember that it is a case of “Style All the While” 

It makes absolutely no difference to a woman if a 
pair of $15.00 shoes has been reduced to 50 cents, if 
that pair of shoes is not ia the latest style, they will 
not sell. Practically no woman wants last year’s styles, 
no matter at how low a price the merchandise is offered. 

This is as true of shoes as it is of hats. And hats, 
gloves, hosiery, and shoes are this year “chumming” 
together in the fashion groupings. For instance, a 
cleverly worded ad of a big city department store reads 
—‘Nowadays, you nolonger drop into a shop to buy a 
pair of pumps. No, you buy a pair of brown suede pumps 
to match your brown suede gloves and your brown 
cloche hat—while your hosiery is in pleasing contrast.” 





To Handle Imported Crepe Sole 


Ceylon Rubber Products, Inc., 166 Essex Street, is 
the style of a company recently organized to act as 
exclusive selling agents in the United States and Canada 
for the Mayow patent crepe rubber sole, manu- 
factured in Ceylon, for the development of which a 
substantial prize was paid by the Rubber Growers’ 
Association, of London, England. To insure prompt 
deliveries an adequate stock will be carried in Boston 
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Colonial interior of new store for children opened in St. Louis, by the Swope Shoe Co. 
hosiery is sold here, also. 








Women’s 


Back to the Early Colonial for Shoe 
Store Decoration 


when you step into the spacious colonial drawing- 

room of the new children’s branch shop of the 
Swope Shoe Company, on Euclid at Maryland Avenue 
St. Louis, Mo. The room is void of shelving and shoes 
and this innovation is the first store attempting this 
policy here. The shoe stock is conveniently located in 
the rear of the store. 


|» like going back to the pre-revolutionary days 


The fitting room savors of hoop skirts and powdered 
wigs and its furnishings are early-American antique. 
The collection was gathered by Horace Swope, member 
of the firm, who spent some time in New England col- 
lecting them. The walls are covered with colonial style 
wall paper and a green rug is used on the floor. Hooked 
rugs are placed about the room in tasteful fashion. The 
lighting fixtures are sconces and add to the quaintness 
of the room. The furniture consists of rare pieces and 
the only modern note is the hosiery display case. 


According to Meier Swope, president of the Swope 
Shoe Company, the shop was planned for the conven- 
ience of their customers who can take their children to 
the branch shop to be fitted, eliminating the shopping 
district trip for the youngsters. Only children’s shoes 
will be carried in the branch store, but a line of women’s 
and children’s hosiery will be carried. 





There are attractions in the store to appeal to the 
childish patrons. For the tiny tots, a bowl filled with the 
finest lolly-pops is one feature that is meeting with in- 
stant success. In commenting on this feature it was 
stated by an official of the company that this is proving 
one of the best pieces of publicity inaugurated in the 
new venture. A slightly higher grade of children’s shoes 
is being carried in the branch store. An imported line 
from Switzerland will soon make its appearance. 

The Swope Shoe Company is one of the oldest firms 
in the city, having started in 1867, when the site of the 
new store was an unknown and unexplored wilderness. 
The main children’s department will be continued in the 
Swope down-town store as heretofore. 





Retail Salesmen to Meet November 5 


Boston—The Boston Retail Shoe Salesmen’s Associa- 
tion will have two very interesting speakers at its meet- 
ing on Monday, November 5, namely, Roscoe C. Hill 
state expert on finger prints, who will give an illustrated 
lecture on criminology and G. W. Everberg, senator 
from Middlesex County, who will talk on “The Coal 
Situation and the Need of Association Work.’ The 
dinner is at Louis’ Fayette Place, near Avery Street. 


October 27, 1923 








=> 
=) 
i~ ad 


COUTTS 





PTTL eT TPT LLL LLU LLL LL 


= 
rel 











we 





October 27, 1923 


Te De LL LL LLL LALLA LALLA LLL LLL © A A ne a 


eee TOOL Ole rity 


thatl 





PTTTiiiiiiiiie 


1S ill 


at 








3 
= 





BOOT AND SHOE RECORDER 


Don’t Overlook These Double 
Profit Makers! 


Every woman who comes into your store for a pair of oxfords or boots is a logical 
buyer of an extra pair of satin or patent leather slippers. If you have the dainty 
numbers pictured on this page you can offer her just the shoes to please her feminine 
fancy. And every woman who buys a pair of satin slippers can be sold a pair of 
patent leathers for street wear. Sell different shoes for different occasions. Talk up 
the extra pair! Increase your turnover and double your profits. 

Order now from our in-stock department. 


No. B806—$2.75 


B 806—Black Satin One Strap, suede trimmed, 
satin inlay, imitation turn, 15-8 Spanish half heel, 


OP ie GRO CANE o.b.os Seb eeccececvoscs $2.75 
B 807—As above, except with 12-8 Cuban heel, 
GEE PR nc ccc buscetegns ccbnnsdenee $2.75 
B 810—As above, except with 9-8 Military heel, 
COD MHEG « cc ccccocecvcesocsntgeves $2.75 





No. B7869—$3.30 


B 7869— Black Satin One Strap with suede forestrap, 
genuine turn, 9-8 Military heel, Bto D...... $3.36 


B 7169—As above with 12-8 Cuban heel... . $330 


B 7769—As above, except imitation turn, 9-8 
ens catered ndbsnan chabupadtenkned $2.95 


HAVERHILL 


HAN 





Every enclosure 
and folder which 
we send out, and 
every issue of 
Hannahsons 
News is full of 
information that 
you need in your 
business. To get 
accurate forcasts 
of what will sell, 
askustoput your 
name on _ our 
mailing list. 


NAHSON 


SHOE CO. 
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No. B230—$3.50 


B 230—Patent Leather One Strap, suede trimmed, 
side cut-outs, imitation turn, EE width, outsizes 
4-10, 12-8 Cuban heel, code “‘Romona”...... $3.50 
B 803—As above, except Black Satin, A to D, 
GREE FU wes ccccer sete cctescccesensed $3.25 





No. B627—$3.85 


B 627—Black Satin Doris Front Strap, suede 
trimmed, front cut-outs, genuine turn, 15-8 full 
Spanish heel, A to D, code “Hannah”....... $3.85 
B 628—As above except with 12-8 Cuban heel, 
Den D, endo “HR 055s 0 sticccuvess $3.60 
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SNAPPY STYLES 


SHOWN BY TOBER-SAIFER 
On The Floor 


No. 6625—Cinnamon brown buck, 2-strap pump, brown calf 
collar, straps and strip tip, 8 cut-outs on_si e, Goodyear 
welt sole, 8-8 leather Reel. rubber toplift. rw as illus- 
trated, A BIG NUMBER. Band C widths, 24% to 8 $4.00 


No. 6626—Exact style as above in 6-eyelet oxford....... 


No. 6903—Patent Colt “TANGERINE” Pump, Apron and 
Quarter, Cutout exactly as Illustrated, 13-8 Military Celluloid 
Covered Heel, Flexible Sole, B and C widths. sizes 3 to 8.64. 

No. 6901—Same as above in Satin with Black Ooze Calf 
Apron and Collar, A-B-C, widths, sizes 3 to 8.... 4.00 

No. 6900—Same as above in Black Satin, 15- 8 Spanish Heel, 
A, B, and C widths, sizes 3 to 8... . OS 


No. 6618—Gray Buck, New Cross Strap Pump, Straps and 
Tip made of Gray Calf, Goodyear Welt Sole, 13-8 Military heel, 
Rubber Top Lift. Beautiful Style. BandC widths, sizes 3 to . 


No. 6617—Same style as above in Log Cabin Buck Log Cotte 
Calf Tip and Strap 


No. 2875—All black satin, new “Merle” Pump, made over 
brand new stage last, light weight flexible sole, 16-8 Span- 
ish covered heel. Exactly as illustrated, A VERY NIFTY 
PATTERN. A-B-C widths, 3 to 8 $4 


No. 2821—Exact style as above in all-over black ooze calf. 


No. 6623—Patent Colt Two Strap, Dull Calf Trimmed Collar 
and Straps, also Dull Calf Trimmed Tip. Cut-outs exactly as 
illustrated. Goodyear Welt Sole, 13-8 Military Heel, Rubber 
Top Lift. A Beautiful Number. B and C widths, Sizes 3 to 8 


$3. 
No. 6624—Exact style as above in Log Cabin Buck, 3 
Cabin Calf Trimmed 


No. ag ae Chrome “Sheik” Oxford, Heavy Creased 
Vamp, perfectly plain tailored, 8-8 Heel, Rubber Top Lift, 
Light Weight Goclpent Welt Sole. Made over brand new last 
for shoe of this character. A, B and C widths, sizes 244 to 8. $3.50 
No. 4887—Same style as above in Black Velour o 

No. 4884—Sa me style as above in all Black Ooze C. 

No. 4885—Same style as above in all over Brown Back: 


OBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
NOVELTY FOOTWEAR IN STOCK 


1312 WASHINGTON AVE. 


ST. LOUIS, MO. 
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Pick The 
Winners! 


ss 


“Look Me In 
The Eye’ -- 








Here are the “Big Leaguers” 
of the “SUNPRU” Family: 


Atta Brown 61 





Miss Atta Brown says 
to you, 







“and tell me truly 








if you know how supe- Atta Red 7 
rior BROWN’S SUN- Atta Moor,88 
Atta Tan 91 





PRU COLORS and 
SUEDES really are.” 











Suede in Black and the 
Popular Colors 


Seneca Dull Calf 
BOOK of Sample Cuttings 







If you do, then you 
are not worrying about 
increased sales and bet- 













ter profits. sent FREE on request. 
hie . ed 
*Twill help you in, your 
Od business. 
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Browns Leathers 


ATTA BROWN ATTA TAN ATTA RED 


C.D.BROWN & CO., Inc. 

~~ pRowmneries and Executive Offices 7 Rochester. NV] 7 

50 South Street, Boston, Mass. | And Branches he SONG Hens street: Chicago IN ft 
SUEDE LEATHERS OF ALL POPULAR SHADES 
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ARNOLD) 

) GLOVE) 
GRIP 

\ SHOES 


’ No Matter W hat Your Customer W ants 
in Fine Shoes, Arnold’s Glove-Grip 
Shoes Provide It 


If he wants comfort above all things he can get it in Glove-Grip shoes. If style appears to 
him most essential, it is there, in Glove-Grip shoes. Should his interest be centered in fine 
leathers and substantial soles, together with quality workmanship, Glove-Grip shoes will 
satisfy his desire. Where foot troubles need relief, Glove-Grip shoes provide it. Any dealer 
can minimize his investment and secure the maximum of trade with the Glove-Grip line 
back of him. There is range of styles, variety of leathers and a strong selling argument | 
in the exclusive Glove-Grip feature. | 





The Panama Combination illustrated is representative of the 
highest type of specialized shoemaking. This shoe is constantly 
satisfying the wants of an ever widening circle of wearers. 


Send for Fall and Winter Stock Style Catalogue—S 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
BOSTON OFFICE: 10 High Street NEW YORK OFFICE: 127 Duane Street 
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sole conforms to shape 
of foot. Upper leather is 
drawn under arch and 
supports the foot. 
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Model S 461—The Panama Combination. Arnold Glove-Grip whole 
quarter blucher. Tony brown calf. 9/8 half rubber heel. In stock. 
Sizes AAAAA/AAA-AAAA/AA and AAA/A, 7-12. AA/B, 6-12, 
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GLOVE-GRIP SHOES 
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Improvement in Shoe Trade 


Change in Weather with Rain and Cold Spell Stimulates 
Buying in Women’s Lines 


HE first part of the week ending 

October 20 did not look very bright 
for the retail shoe merchants, as weather 
conditions were not favorable. The days 
were warm and summerlike, followed by 
two days of rain and neither of these two 
types of weather were conducive to buying. 
Friday morning brought a cold snappy 
day, with the result that the shoe business 
began to hum. 

This was expected for some time by the 
merchants, as thus far there has been no 
heavy buying of fall footwear. Shoe mer- 
chants were much encouraged, for if noth- 
ing else would make the buying of new 
shoes necessary, the rain surely would. 

As a consequence the week closed with 
a very satisfactory amount of business on 


the books. 


Brown Suedes Losing Popularity 


Although a great number of suedes in 
the different shades of brown are seen on 
the streets, the demand in the retail stores 
seems to be dropping off, and blacks are 
gaining in popularity. In black, suedes and 
patents are the popular material for street 
wear, while for more dressy occasions, 
satin is again in favor. There are many 
plain satins being shown, but also some 
very attractive designs trimmed with straps 
and facings of suede, patent and kid. 


Walk-Over’s $5.00 Sale 


Recently the Walk-Over stores staged 
their monthly $5.00 sale of broken lots of 
men’s and women’s shoes. This sale proved 
to be a success. 

The Walk-Over Stores have found it a 
good idea to go over their stocks carefully 
once a month, and have a regular monthly 
clean-up of short lines and styles that need 
pushing. These shoes are all grouped at 
their State Street Store, advertised in the 
newspapers, and a two-days’ sale is held. 
All of these’ shoes are offered for these two 


days at $5.00, and as soon as these two 
days are over, the shoes go back to their 
regular prices, until the next monthly sale. 


Cold Weather Brings 
Galoshes 


Retail merchants are prepared for cold 
weather demands. The first cold day 
brought galoshes to places where they 
would be noticed. The Palmer House Boot 
Shop have on display in their window a 
pair of “Zipper Boots.” They are patterned 
after the galoshes, but instead of buckles, 
have a hook fastener, which sews both 
sides of the upper together as the strap is 
pulled upward from the vamp. 


The Twenty-Sixth Meeting 


The program for the 26th annual meet- 
ing of the Western Association of Shoe 
Manufacturers and Wholesalers has been 
completed. Talks are to be given by Fred 
Stresau and Henry R. Rathbone. Mr. 
Stresau of the Stresau-Becker Leather 
Company, is a well-known authority on 
leather, being former president of the Chi- 
cago Tanners’ Association and at present 
chairman of the leather division of the 
Chicago Association of Commerce. He will 
address the members on a subject perti- 
nent to the industry, while Mr. Rathbone, 
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congressman-at-large of Illinois, has chosen 
“America’s Opportunity” as the subject of 
his talk. 


Store Has New Manager 


B. Isaacson, who for a number of years 
has been the assistant manager of the State 
Street O’Connor and Goldberg store, has 
been promoted to the position of manager. 


Annual Meeting 


The Chicago Shoe Trades Association 
held its annual meeting recently in the 
East Room of the Great Northern Hotel. 
The following officers were elected: presi- 
dent, W. G. Colvin, Rice & Hutchins 
Chicago Company; vice-president, Geo. 
Dovenmuehle, H. F. C. Dovenmuehle & 
Son; treasurer, Kenneth Carpenter, Guth- 
mann, Carpenter & Telling; secretary, 
Raymond C. Booth; directors, M. A. 
Phelan, Goding Shoe Company; H. B. 
Myers, American Seating Company; 
Howard Smith, J. P. Smith Shoe Mfg. 
Company. 

The election of President Colvin is a 
recognition of his faithful and efficient 
service. Resolutions of deep regret on the 
death of H. C. Brandt were passed. 

The Chicago Shoe Trades Association 
represents over 90 per cent of the local 
shoe manufacturing and wholesaling mar- 
ket. Its main purpose is to promote the 
best interests of the Chicago shoe market 
through co-operative methods, to foster 
relations with shoe retail merchants and 
to work in harmony with other organiza- 
tions in the trade for advancement of the 
industry. 





ST. LOUIS 


Good Buying in Shoe Stores 


Blacks in Strap Patterns Maintain Hold on First Place in 
Women’s Lines 


EATHER conditions were more 
favorable to the retail shoe mer- 
chants during the week ending October 20 
and as a result there was a better com- 
plexion to the trade. Rain fell early in 


the week and was followed by periods of 
cooler weather. There was a marked im- 
provement over the previous week’s 
buying. 

Children’s business has not been as big 








70 


as desired, but the rain and cold weather 
stimulated buying. 

Men, too, have found that thin soles 
are responsible for wet feet, and again 
old “Jupiter Pluvius” is charged with 
creating sales in this end of the retail 
shoe business. 

The better business conditions were 
felt in practically all stores. The higher 
grade shops were not as heavily affected 
as the popular-priced ones. The style 
situation remains practically the same. 
Black predominates without challenge 
with a probable increase in the call for 
black suede. Patent is not developing as 
fast as it was believed it would. But the 
change to black suede has cut in on this 
material rather sharply. 

Satin Selling Freely 

Satins are very popular. Many new 
patterns show satin is being used freely. 
Whether satin will continue to sell so well 
during wet and cold weather remains to 
be seen. During the recent cold period, 
there was a decided increase in the call 
for tan welt oxfords. 

The popular-priced stores are selling a 
majority of black shoes. One large store 
still operates on an 80 per cent black and 
20 per cent color basis. 

In the better grade stores, colors are 
stronger in some instances than either 
satin, patent or black suede. Figures from 
a high class store on black and colors are 
as follows: black shoes were divided evenly 
into tbree parts. Colors were twice as 
good as any one of the black materials. 
In fact, otter and Mandalay ooze sold 
twice as well as satin, patent or black 
ooze. Similar figures are found in other 
stores of this type with not quite as large 
a prestige for colors. 


Ankle Straps Popular 

The new pump effects are being dis- 
played and ankle straps are receiving 
more attention in the call. One pretty 
pattern seen in black satin was a step-in 
pump with a dainty ankle strap of very 
slender proportions. The strap was not 
attached to the top of the heel top as seen 
in so many other patterns. 

One note worth mentioning is that 
rhinestone ornaments are having a revival. 


St. Louis Shoe Retailers En- 
tertain 

The St. Louis Shoe Retailers’ Associa- 
tion at its monthly meeting for October 
held recently entertained members of the 
Manufacturers’ Association as guests. 
One of ,the largest attendances was 
present. President M. M. McCain pre- 
sided. The speaker of the evening was 
James H. Stone, president and editor of 
the Shoe Retailer, Boston, Mass. Mr. 
Stone’s address concerned economic con- 
ditions and vital issues in the shoe and 
leather industry. Mr. Stone stated that 
leather prices were stable and this condi- 
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tion would influence a sounder business 
policy both in the retail and wholesale 
field. 

Arthur Ebbs and Harry Vinsonhaler 
spoke on the style situation for January 
and February selling and stated that from 
present indications it was impossible to 
predict what the trend would be. Both 
believed there would not be any radical 
departure from the present style field. 

A. G. White, president of the St. Louis 
Shoe Manufacturers’ and Wholesalers’ 
Association, stated that they would have 
the largest special train out of St. Louis 
to the N. S. R. A. convention. Howard 
Stephens of Johnson, Stephens and 
Shinkle Shoe Company will be the 
speaker at the November meeting. The 
subject will be “Style.” 


Senac Company Moving 
ffices 


The Senac Shoe Company, operating 
10 stores throughout the country, will 
move its offices from Sensenbrenner’s to 
the Syndicate Trust Bldg. A suite of 
rooms have been taken on the 16th floor 
of the building. 


Mathews Made Manager 


Arthur J. Mathews, formerly assistant 
to Fred Maxted, manager of the Hanan 
St. Louis Store, has been made manager 
of the Hanan store at Milwaukee. Pre- 
vious to this appointment he had been 
connected with the Hanan organization 
in Chicago. 





MILWAUKEE 


Staple Numbers Selling Well 


Inactivity Characterizes Retail Shoe Trade in Women’s Lines 
—Men’s Buying Improves 


ETAIL shoe merchants are finding 

present business very spotty with a 
tendency toward quietness predominating 
in the market. Warm weather, entirely un- 
seasonable, is generally held responsible 
for the sluggish buying. Merchants feel 
that with the advent of anything like real 
autumn weather, a good volume of sales 
will be recorded. 

Women’s business is showing the most 
inactivity at this time. Lack of seasonal 
weather plays particular havoc with this 
branch of the shoe business because of the 
fact that the style element enters more 
largely into the sale of feminine footwear. 
With no fall weather prevailing, there can 
be aroused but little interest in purely fall 
styles. As a result, staple numbers are most 
pronounced in the little selling now going 
on, while the purely style numbers are 
lagging behind. . 

Merchants report moderate success in 
selling men’s footwear during the present 
period. Men have been buying steadily for 
the past month after a summer of idleness 
so far as buying was concerned. Light 
colors, forced heavily by local shoe mer- 
chants, are selling better than expected 
because of the summer-like weather. Sales 
of dark and light shades are now about on 
a par. 

Oxfords still hold the upper hand in 
men’s shoes by a large margin. Volume of 
boot business is inclined to be light and 
spotty. Merchants feel that a good winter 
for the high cut shoes is ahead. 


Merchants War on Peddlers 


War has been declared on the transient 
merchant by members of the retail com- 
mittee of the Milwaukee Association of 
Commerce. The merchant from without 





the city, who sends his salesmen to hotels 
with a line of merchandise which he dis 
plays in sample rooms, was condemned by 
the committee. Thousands of dollars are 
lost to Milwaukee as a result of the activi- 
ties of these outside concerns,”’ said E. F. 
Bretz, chairman of the committee. “Mil- 
waukee merchants help build up the com- 
munity while merchants from without pay 
no taxes and carry away thousands of 
dollars to build up other cities.”’ In con- 
nection with the fight on outside mer- 
chants, the committee expects to carry on 
a “Buy-at-Home” campaign. 


Feature Martha Washington 
Footwear 


In connéction with observance of the 
eighty-first anniversary of Gimbel Broth- 
er’s entrance into the retail field, the store 
in Milwaukee held a special demonstration 
and sale of Martha Washington shoes. The 
most interesting processes in the making of 
shoes were demonstrated to thousands of 
persons on the big main aisle of the store 
where Martha Washington workmen ac- 
tually performed the operations necessary 
to make footwear. 


Ad Club Plans Affiliation 


An advertising club to be affiliated with 
the Associated Advertising Clubs of the 
World was the object of a meeting of about 
40 Milwaukee advertising men who assem- 
bled at the Wisoncsin hotel recently. An 
organization committee was chosen. 


Obsolete Mailing Lists 


“TI cannot understand why a merchant 
will hire the best and most expensive talent 
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to draw up his circulars, have them printed 
at an artistic printing shop and then ad- 
dress them from a mailing list that covers 
a goodly portion of the permanent inhabi- 
tants of some cemetery,’’ Hugo E. Blaze- 
jovsky of the postal speakers’ bureau made 
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these statements before the Upper Third 
Street Commercial Association at a recent 
meeting. The effectiveness of direct-mail 
advertising has been decreased fully 25 
per cent by the use of obsolete mailing 
lists, he said. 





CINCINNATI 


Shoe Trade Improves as More Seasonable Weather Arrives— 
Comfort Shoes Sell Freely 


Blacks Selling Very Well 


DECIDED change in the weather 

during the latter part of the week 
ending October 20 brought better business 
to the retail shoe merchants of Cincinnati. 
The shoe business had been suffering from 
the warm weather which had cut down 
materially the sale of fall footwear. 

Up to this time the fall season has not 
been very successful, because there have 
been only two spells of cool weather, both 
of them of extremely short duration. But 
it looks now as though the cooler weather 
is here to stay and, if this proves the case, 
retail merchants will have very brisk busi- 
ness during the coming weeks. The volume 
of sales in all of the shoe stores have held 
up remarkably well thus far this season. 

A number of the retail shoe merchants 
downtown have been specializing during 
the past two or three weeks on sales of 
comfort shoes with much success. The de- 
mand in novelty shoes for both blacks and 
brown is pronounced. Women are showing 
more and more preference for blacks, 
which are having excellent sales. 


Retail Merchants Elect 


The election of officers of the Cincinnati 
Retail Merchants’ Association was held 
recently. Robert Pogue was re-elected 
president for another year. Other officers 
elected to serve with him were Charles G. 
Brooks, Sr., vice-president; H. J. Gucken- 
berger, treasurer; and Justin Rollman, 


secretary. 
Sales Staff Meets 


E. C. Orr was the principal speaker at a 
recent meeting of the sales staff of The 
Potter Shoe Company. Mr. Orr told of his 
experiences while taking a two-year course 
in the School of Business Administration 
at Harvard University. 

Miss O. M. Johnson, editor of ‘National 
Footwear” spoke briefly. L. B. Grover of 
J. J. Grover’s Sons Company, gave a short 
talk. James P. Orr was another speaker on 
the program, referring to what he called 
the evils of the McNary Price Branding 
Bill which, if passed by Congress, would 
have required branding the cost price on 
every pair of shoes when it came into the 
retail store from the factory. Mr. Orr em- 
phasized the importance of the correct 





fitting of shoes and told of the origin of the 
National Shoe Retailers’ Association. 
The reports of hosiery sales made 
through the shoe sales people of Potter’s 
showed that every department had made 
a gain over the previous week. M. Tobias 
of Pincusand Tobias Company, alsospoke. 


New Men’s Factory at 
Lebanon 


The shoe factory at Lebanon, Ohio, 
about 25 miles from Cincinnati, which was 
acquired recently by The Charles Meis 
Shoe Company, is being thoroughly over- 
hauled at present and, when finished, will 
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be the last word in McKay shoe factory 
construction. This new plant is being 
equipped with the most modern shoe man- 
ufacturing machinery, electrically driven, 
and will soon be turning out about 1,000 
pairs of women’s McKays shoes a day. 

The Lebanon factory will specialize on 
the production of women’s staple and nov- 
elty shoes to sell at retail from $4 to $5 a 
pair. The factory’s entire output will be 
sold by the distributing house of The 
Charles Meis Shoe Company in Cincin- 
nati. This company is one of the oldest 
distributors of shoes in the Middle West, 
having been established in 1878. 

John Perry, for 11 years superintendent 
of the Cahill Shoe Company, Cincinnati, 
has accepted a similar position with The 
Meis Company and will have charge of 
the Lebanon factory. 


Has Good Orders 


The Bettman-Dunlap Company, manu- 
facturers of men’s footwear, is running its 
factory at capacity and have large orders 
booked ahead. Arrangements have been 
completed for doubling the space now 
allotted to the fitting room which will en- 
able the company to materially increase 
its output of men’s shoes during the com- 
ing year. 





CLEVELAND 


Weather Helps Shoe Merchants 


Sales During Two-Eay Period Exceed Those of Any Corres- 
ponding Period in Long Time 


RIDAY and Saturday, October 19 

and 20, demonstrated in Cleveland 
that weather exerts a tremendous in- 
fluence on the success of trade that shoe 
stores receive in the fall months. 

The weather was unseasonable during 
September and early October with the 
mercury registering above 70 most of the 
time. But Friday and Saturday, Oct. 19 
and 20, were cold days and shoe merchants 
reported a splendid increase in trade. 

Saturday was a particularly busy day. 
There was a chill in the air that made 
overcoats necessary, and woolen under- 
wear wouldn’t have been uncomfortable. 
Many went to the shoe stores, and 
merchants report a volume of buying on 
the two days that was far in excess of the 
record for any two previous days of the 
present season. Shoes for street wear sold 
in the largest numbers. Merchants are 
having a fairly good demand indress shoes. 

For street wear the buying was suf- 
ficient to indicate that novelties and 
fancy models would be popular during the 
fall and winter. Low shoes have the call. 

General business and industrial con- 
ditions here are fairly good, with the banks 
reporting a steady rise in their deposits 
and savings accounts. 





In New Location 


The G. & B. Shoe Co. moved its stock 
of goods from St. Clair Avenue to Wood- 
land Avenue near East 45th Street. The 
new store is located nearer the downtown 
shopping district, and it is in a district 
that is thickly populated. 


Overmeyer a Visitor 


E. F. Overmeyer, secretary of the 
Simmons Boot and Shoe Co. of Toledo, 
was in Cleveland on business. Mr. 
Overmeyer reported that he found general 
conditions here good and that when 
seasonal weather comes he is of the opinion 
that the demand for shoes will be as good 
as the merchants have experienced in 
years. 


The Community Spirit 

“A shoe merchant will not only get a 
lot of satisfaction out of taking a leading 
part in the civic affairs of the community 
in which he is doing business, but he will 
have the satisfaction also of knowing 
that he is discharging one of the most 
important duties of American citizenship. 
Back of these considerations is the further 
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fact that the merchant who does some- 
thing for community will also do some- 
thing mighty big for his own private 
business.” 

This is the opinion of Harvey Schwarz, 
who recently opened a new shoe depart- 
ment and clothing store at 25th Street 
and Denison Avenue. This is the second 
store that Mr. Schwarz operates, the other 
being at 4185 Pearl Road. 

Schwarz is one of the best-known 
citizens of the South Brooklyn com- 
munity, which is in the southern part of 
Cleveland. He is one of the leaders in all 
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civic enterprises, such as paving streets, 
providing parks and playgrounds, street 
car service, gas rates, etc. If there is an 
entertainment to be arranged he is always 
on one of the most important committees. 


Turner in Business 


Fred A. Turner has returned to Ash- 
tabula, Ohio, after a short sojourn in 
Northwestern states, and has again 
engaged in the retail shoe business in 
Ashtabula. His new place is located at 51 
Lake Street. 





INDIANAPOLIS 


Shoe Trade Satisfactory 


Warm Weather Retards Sales, but Records Compare Favor- 
ably with 1922 


ATISFACTORY reports on the con- 

dition of the retail shoe trade here 
come from most of the shoe stores. The 
mild temperature had a tendency to re- 
tard the sales of fall and winter footwear, 
but as a whole, business compares favor- 
ably with sales in the same period of last 
year. Some of the stores report an increase 
and others say business has fallen off to 
some extent, all on account of the weather, 
but the merchants are exceedingly opti- 
mistic and are looking forward to good 
shoe buying. 


Evening Shoes Selling Well 


Merchants say the opening of the 
theaters and the increase in the number of 
dances created quite a demand for opera 
pumps and dancing slippers in the bro- 
caded effects in gold and silver. Black shoes 
continue to be the leaders in the women’s 
lines with log cabin, brown and similar 
shades following closely. The demand for 
patents still continues strong and shoemen 
feel the demand is likely to become even 
stronger as the season wears on. Children’s 
business has been very good, but business 
in the men’s lines has been dull. 


Attractive Display Windows 


The display windows of the Phillip’s 
shoe store in Terre Haute presents a very 
attractive appearance. The background 
has been changed from blue to a patterned 
gold, while gold plush and wicker baskets 
filled with flowers add to the general 
charm. 

Haisley Sells Interest 

C. C. Haisley has sold his interest in 
the Haisley-Matthews Shoe Company, 
105 East Main Street, Crawfordsville, to 
his partner, C. M. Matthews. Mr. Haisley 
came to Crawfordsville about a year ago 
from Texas, where he was engaged in the 
retail shoe business. 


Joe C. Davis a Benedict 


Joe C. Davis, owner of the Davis Shoe 
Company, Mexico, Mo., launched himself 
on the sea of matrimony here recently 
when he married Miss Mary Siebenthal of 
this city. 

Mrs. Davis is nationally and inter- 
nationally known. She was the first presi- 
dent of the American Women’s Over-Seas 
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League, of Indianapolis. She enlisted in 
the World War with the American Red 
Cross forces as canteen worker, and her 





JOE C. DAVIS 
Shoe merchant of Mezico, Mo., who was recently 
married 


work was so effective that she was made 
secretary of the Red Cross work of France, 
with headquarters at Paris. 


SALT LAKE CITY 
Fair Note to Business 


Black Patents and Satins Meeting with Favor in Women’s 
Departments—Straps Popular 


EN and women are not buying free- 
ly of shoes. A fair condition to the 
buying is reported from most of the retail 
shoe ‘stores. There has been some wet 
weather, but it didn’t seem to stimulate 
business to any marked extent. ' 
Manager Ralph Featherstone of Walker 
Bros. Dry Goods shoe department re- 
ported the firm was selling more satias 
and patents just now, with black ooze 
coming third in popularity. He said 











Walk-Over Prize Window 


The Walk-Over Shoe Co. won 
fourth prize for the best-dressed 
retail window contest. The windows 
were judged by the idea—its 
potency as an attention getter, 
interest arouser, and general selling 
stimulus; the mechanical technique 
—selection of material for display, 
the balance, the coloring effects, 
the general harmony, the lighting, 
the general structural arrangement, 
the unity of appeal. 














there was a demand for opera pumps in 
high grades. 

Mr. Featherstone predicted another 
run on galoshes this season. 

Men’s oxfords are still holding their 
own. Blacks are strong. One satisfactory 
feature about the men’s business—and this 
also seems to apply to the women’s 
business—is that stocks everywhere are 
in good shape. Buying is frequent and 
shoes that do not sell freely are marked 
down till they do find a market. 





New Hosiery Departments 

in Des Moines 

The Panor Shoe Stores have installed a 
complete line of hosiery in all of their shoe 
stores in Iowa. Each store has a girl who 
does nothing but sell hosiery. 

The new venture is being managed by 
Miss Bess Cohn, of the T. J. Madden 
Company of Ottumwa, Iowa. She is or- 
ganizer and buyer for the hosiery division 
of the Panor Shoe Store chain. 





After eating onions, look at the coal bill. 
It will take your breath away. 
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COLUMBUS 


Dull Tone to Trade 


Extremely Warm Weather Retards’ Buying in Men’s and 
Women’s Footwear 


EPORTS from many sources indi- 
cate that the retail shoe business 
here is not up to standard and the cause is 
attributed to the fact that extremely warm 
weather had prevailed for some time and 
served to curb interest in fall footwear. 
Like the women’s business, men’s trade 
has also suffered to a pronounced degree. 
The majority of the sales are for the 
lighter types of strap styles. Black suede 
and black satin, the majority of which are 
made with the Spanish hee!s ranging in 
height from 12/8 to 17/8 are going good. 
Several shades of brown suede are also 
selling well. 

In the men’s departments, heavy grain 
in medium tan and all black in both ox- 
fords and high shoes are selling freely at 
this time. The creased vamp is also selling 
well in some of the stores. 


Trade in the junior departments has 
been very brisk, even though the weather 
has been very warm. Browns constitute 
about 85 per cent of the sales for the boys, 
while the brown and black in the misses 
runs about 50-50. 


Making Men’s and Boys’ 
Welts 


Incorporators in the Miller-Lerch Com- 
pany include: Fred A. Miller, Edward E. 
Lerch, J. Elmer Jones, Frank J. Kauff- 
man, Charles L. Ims and John E. Lerch. 
The new company is incorporated and will 
make men’s and boys’ welt shoes in the 
former C. & E. plant on East Fulton 
Street. All of the incorporators are mem- 
bers of the H. C. Godman Company which 
will handle exclusively the products. 





LOS ANGELES 


Strong Call for Novelties 


Strap Patterns Featuring Many Cut-Out Designs in Various 
Materials Popular 


HE biggest demand in southern 

California is for novelties in footwear. 
Observing the thousands of feet tramping 
along Broadway one is astonished at the 
number of different styles, patterns, color 
combinations and cut-out effects which 
are worn. 

October has brought forth quite a num- 
ber of new fall styles and colors which add 
much interest to the window displays of 
the retail shoe stores and have increased 
the sales for the first two weeks in this 
month considerably above the sales of 
previous months. Several merchants have 
reported a large increase in sales so far 
this month. 


Straps and Anklets Strong 


Gores are not so popular, while there is 
still a good demand for anklets and all 
kinds of straps. Some of the stores are 
featuring patents and showing many 
attractive styles in this leather, while other 
merchants seem to feel that satins are just 
as good, and are selling just as many of 
them. Low heels are still in favor, and the 
Spanish heel is noticed to a marked degree. 

A lovely slipper in soft French blue kid 
with pearl gray suede cut-out straps and 
trimmings was noticed on display in a 
fashionable Hollywood shop window. An 
attractive new accessory for evening slip- 
pers is being displayed in three of the high 
class shoe shops on Broadway and 7th 


Street. This is a butterfly to be used in 
place of a buckle. It is made of very fine 
gold or silver threads, woven on a fine wire 
frame work. It is also shown in metal 
cloth, and in one of the stores was fash- 
ioned of silver threads in combination with 
black jet. 


Call for Heavier Shoes 


Some merchants are now showing more 
staple women’s oxfords than they did 
during the summer months, as the demand 
for heavier shoes and more durable soles 
increases, due to the fact that the more 
prudent natives of Los Angeles prepare in 
advance for the approach of the rainy 
season. 


Open Branch in Los Angeles 


Foot, Schulze & Co., manufacturers of 
fine shoes, with general offices at St. Paul, 
Minnesota, has met with sucha large meas- 
ure of success in the Southern California 
district that, for the accommodation and 
service of its rapidly growing business 
there, it is opening up a sales-room and 
warehouse in Los Angeles. The number of 
salesme. in that territory will be increased 
and a comprehensive service campaign is 
planned. W. D. Mann, the secretary of the 
corporation, is organizing the new sales 
unit and will be resident manager of the 


. business. 


This is the second branch house estab- 
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lished by Foot, Schulze & Co. About 15 
months ago the company organized a 





W.D. MANN 


Secretary of Foot, Schulze § Co., S!. Paul shoe 
manufacturers, manager of new branch at Los 
Angeles 


branch at Kansas City, Missouri, which 
in its first year has been very successful in 
its operation. 





Yankee Process Invades 
Germany 


H. Rollmann, the first shoe manufac- 
turer in Germany to adopt the Wilson 
Process of making tackless, straight- 
lasted, close-edge shoes, is now reported 
to have this Yankee process in full opera- 
tion in one of the Rollmann factories in 
Cologne. 

Mr. Rollmann made a trip to England 
early this summer to see Wilson sewed 
shoes made in several factories there. The 
installation in the Cologne factory was 
supervised by James Smith, son of Walter 
J. Smith of Leicester, English representa- 
tive of Wilson Process Inc. Since that 
time, Mr. Smith reports that three more 
applications for Wilson sewed licenses 
have been received from German manu- 
facturers. 

Thus at the same time we see an Ameri- 
can method of making a tackless, high- 
style, sewed shoe being introduced into 
Germany and experiments being made 
here with a German method of making a 
tackless, high-style, cemented shoe. The 
former utilizes standard lasts and a com- 
bination of standard shoemaking opera- 
tions and machines, while the latter makes 
use of specially designed machines for 
lasting and bottoming with a secret cellu- 
loid-cement compound as the only means 
of fastening. Here in America, also, there 
are four recently announced methods by 
which their sponsors claim to have elim- 
inated tacks from the soles of the various 
types of shoes produced. 
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Now Ready for the Retail Trade 


Chances are you have bought 
these shoes before from your jobber. 
You now have the opportunity to 
deal direct with the manufacturer 
for we have placed in stock for our 
friends in the retail trade an assort- 
ment of styles which we feel sure 
will sell in good volume and be popu- 
lar in every locality. 














Here is footwear of style and qual- 


Stock No. 101—Genuine Goodyear Welt Patent Leather Seer . . . 
Vamp and a beautiful Gray Top, with Patent Cuff. The ity at Prices which make possible a 
latest punch of perforations that are used on high-grade substantial retail profit. 


women's shoes. 


Stock No. 102—Same as above, with lustrous Nutmeg 


shade Top 
Stock No. 103—Same as above, all patent. (A regular | J K | BE | ] & ( QO 
. . . 


peach.) 

Sizes 8% eee 
Wee Rater eg 266 Broad Street - - LYNN 
Terms: 5 per cent—15 days. 36 pair case lots only. “SHOES THAT SELL” 


Orders shipped in the same rotation as received. 
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Seasonable Styles - - Ready To Ship 


Stock No. 593 — A Viking Calf Oxford. Heavy single 
Sole. Wingfoot Heel. Widths A to D. 


Stock No. 493 — Black Viking Oxford. Heavy single 
Sole. Wingfoot Heel. Widths A to D. 









The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 






BROCKTON, MASS. | 
BOSTON NEW YORK CHICAGO ‘ 
183 Essex Street 651 Marbridge Bldg. 209 South State Street { 









1618 Republic Bldg. z 
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Skinner's 
Shoe Satin 


We have letters from shoe dealers 
throughout the United States and Can- 
ada asking the names of shoe manufac- 
turers who use Skinner’s Shoe Satin. 


Manufacturers and merchants who want 
their slippers and shoes to have greatest 
possible sales value as well as wearing 
quality, specify Skinner’s Shoe Satin and 
tell their customers about it. 


Skinner’s Shoe Satins are 36 inches wide and made in four 
different qualities to meet all the requirements of the trade. 


WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia 


Mills: Holyoke 


Mass. 


Established 1848 


Ne 
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“Look for the Name in the Selvage” 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The “H. L. Nunn’ 


No. 2843 Mahogany Calf, BtoD - $5.50 
No. 5844 Black Kid, AtoE - - - $6.15 
No. 6844 Havana Brown Kid, AtoE - $6.65 


In Stock for Immediate Delivery. 





Ordinary 
shoe after 


Li ctamtdilitantsdalastsssshrtctssdtitsossdlesssesdlasseena 


A New Shoe with the “Pinch” leeft Out 


UST as Nunn-Bush oxfords are ankle-fashioned to avoid 
gapping, so Nunn-Bush shoes are fashioned at the ball 
of the foot where most new shoes pinch. 
This immediate comfort without need for “breaking in”, means 
that all the smartness, the style, and the good looks that com- 


mends Nunn-Bush shoes will endure as long as they are worn. 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 




















— et tstdadnetstshedescsstdcleesssshers 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This ‘is Merrill’s Grover Shoe Shop, Inc., 168 Tremont Street, Boston, where 
especial attention is paid to the correct filting of walking shoes. “Enough sizes 
and widths is my rule,”’ says C. B. Merrill, Proprietor 


Now Is the Time to Sell Walking Shoes 


The Industry’s Slogan ‘‘Walk and Be Healthy’ Is Best Demonstrated 
Through Correct Fitting of Footwear 


By HELEN M. HANEY 


HESE are the days when the great outdoors is 

| calling to everyone to come out and walk. The 

slogan of the industry,““Walk and Be Healthy,” is 

in its fullest application during bright October and 

bracing November. Use this slogan in your store pub- 

licity. But in order to obtain health through walking, 

ing, folks must be comfortably shod. This does not 

mean that they must wear unpopular styles, but it does 
mean that they must wear shoes that fit. 


Customers Not Always Right 


The merchandising principle—‘‘The Customer 
Is Always Right’’— has its exception when applied 
to shoe fitting. That this is so has been success- 
fully demonstrated in every retail shoe store of 
the land where the proprietor has had the moral 
courage to refuse to sell the wrong size. 

One notable example of this kind is James Coward’s 
store, New York. It is related that a remark sometimes 
made to the illogical lady who wants the Coward shoe, 
but yet “something different,” or the wrong size is, 
“Madam, if you want style take the Elevated and go 
down to Times Square. We sell here shoes that fit.” 


Health Scientists Recommend Walking 


The professional health workers of the country, 
known as The American Public Health Association, 
met in Boston the week of October 7. This group, after 





fifteen years of study on the prolongation of life through 
health observation, recommends walking and correct fit- 
ting shoes in which to walk. The contention of these 
scientists is that without walking, and walking in shoes 
that fit, the right posture cannot be maintained. With- 
out the right posture, curvature of the spine and many 
other evils, not only physical, but mental, result. 


Osteo-Tarsal Demonstration 


And so it was quite apropos that the Queen Quality 
Boot Shop, 158 Tremont Street, Boston, should have 
put on a walking shoe demonstration the week of Octo- 
ber 7. Every woman in the Hub and surrounding towns 
wasinvited, through newspaper ads in many local papers 
to call at the store and become better acquainted with 
the merits of the Osteo-Tarsal shoe as ideal footwear 
in which to walk. 

The living model demonstration within the store 
took place from 12 until 5.30. In the evening from 7 to 
8 there was a living model window demonstration. W. 
S. Thomas, who, for the past four years, has been in 
charge of these demonstrations, says that there is not a 
week in the year where the public in some section of 
the country is not being educated by such methods. 

All of this week an unusually heavy business was 
transacted on walking shoes at the Queen Quality 
Boot Shop, simply because a special effort was put 
behind this type of footwear. 
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THE ORIGINAL 
CHIPPEWAS 
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No. A584—Men’s 16-inch B. I 
D. Eisendrath’s Waterproof 
— fart City Ov es elt @ 
No. A574—Men's 16-inch Chocolat ne ty eel re, de 
Water aeoat Chispowe Chrome, Good- aaneie oe Nl Es a ii + ‘ 
ear Weit, Hani-seweiVamp, Single Stock: C, D and E only .$11.00 
Sole. Widths: A to E. In Stock; C, D No. A583—Same as above, 12 ] 
NS 40. cc mctxendssendael $9. EmORGB. 0... cc ccccecsees $9.50 
No. A573—Same as above, 12 inches . 
$7.50 a 
No. A571—Same as above, 8 inches 
$5.75 a 
No. A50—Men’s Oxfords in Tan and 
GRU Givecccceesceeseed $3.50 b 
BOOTS THAT BOOST : 
p 
“I want'to get a good pair of boots” — x 
When your customers say that, it means something. Ordinary, T 
everyday boots won't do. They are looking for the best—and 1 
that means THE ORIGINAL CHIPPEWAS. k 
This QUALITY LINE of the WEST boosts business. A post 2 
card will bring a salesman or catalogue—whichever you say. a 
1 No. A534—Women’s 15-inch Chocolate Waterproof 4 Chrome Hand- GINo. A534 / ir 
RIG NA. sewed Vamp, Goodyear Welt, Unlined, Single Sole. In Stock C and D only. . .$7.00 t al 
0 No.A533—Same as above, 12 inches. In Stock: C and D only.............. $6.25 5 
No. A553—Same as above, 12 inches. California Calfonly.................. $6.25 ID 






No. A554—Same as above, 15 inches. California Calf only........... ....$7.00 

No. A593—Same as above, 12 inches. Chocolate Elk...................... $6.25 

No. A594—Same as above, 15 inches. Chocolate Elk.............. a .$7.00 cae 
. A5S3—Women’s Oxfords injTanjand Chocolate Calf...................$3.50 a 


iS’ CHIPPEWA SHOE MFG.CO. 
cHippEWA CHIPPEWA FALLS WISCONSIN 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Oxford a Good Walking Shoe 


Mr. Thomas is a disciple of James Coward’s theory 
that “The Customer Is Not Always Right When It 
Comes to Shoe Fitting.’”’ If a woman customer says to 
him, “It feels good, but I don’t like it,”’ it is conclusive 
evidence to him that she is not buying according to 
logic, but according to her eye. He favors an oxford for 
walking purposes, with plenty of toe freedom, close 
fitting at heel and corset fitting at the ankle. ‘“‘Harness 
up the heel bone,”’ is one of his rules. 


Impossible to Standardize Heel Heights 


As to heel heights, his theory is that one cannot 
standardize the height of heel. Regarding the foot as a 
circle of 360 degrees, if 90 degrees or 25 percent of this 
is pedal flexion, the person can wear either high or low 
heels. If the foot does not flex 25 per cent, she should 
wear low heels, but nothing lower than an 8-8. 

“If people had their gowns and suits fitted the way 
their shoes are often fitted, they would burst right out 
of them,” said Mr. Thomas. Foot comfort is described 
by Mr. Thomas as an even distribution of weight. 


More Business on Fewer Styles 


At other stores in Boston and elsewhere the United 
States over, all through this month, special effort is 
being put behind the correct fitting of walking shoes. 
Why not make it a year-round proposition? It may be a 
possib!« solution of the question that is sometimes 
askec. '‘How can I do more business on less styles?”’ It is 
a truisin that in these days of luxurious and extravagant 
living, the public, the merchant and his sales people are 
quite apt to follow along the lines of least resistance. 
The merchant may find that it is more difficult to sell 
a sensible looking shoe, so he says, ““We will devote our 
business exclusively to high style.”’ 


Merrill Tells How to Do It 


At this time.one exclusive shoe shop in particular 
comes to mind as a store whose proprietor and sales 
people will not sell a customer a shoe unless it fits cor- 
rectly. This is Merrill’s Grover Shoe Shop, Inc., 168 
Tremont Street, Boston, Claude B. Merrill, proprietor. 
This little shop sells shces to the women folks. It is 
located on the second floor. In size it is 75 feet long by 
20 feet wide, with a large stock room. The shop has an 
atmosphere of refinement, with its soft two-tone blend- 
ings of blue and drab draperies and cartons. The rugs 
are in bluish gray. Mirrors, frescoing on walls and ceil- 
ings, and two graceful arches supported by Corinthian 
columns, give a most artistic setting. There is a hosiery 
department. Mr. Merrill opened his store last April. He 
has rounded out a quarter of a century in the shoe busi- 
ness, as buyer and manager of shoe stores and on the 
road. His present venture is simply the result of his 
lindings, that it is possible to make a real joy-out of the 
conduct of a retail store by correct fitting. He is daily 
demonstrating this. 
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Foot as Individual as Face 


The whole secret, he says, is to have enough sizes. 
For there are so many different kinds of feet—the foot 
is as individual as the face. Mr. Merrill carries 4000 
pairs in stock all the time, in a range of AAA to EE in 
sizes up to 9—welts and turns—100 different styles. 
What he sells today he sizes up on tomorrow, so that 
he and his sales people, three men and one young 
woman, always have complete lines. He stocks the heav- 
iest on sizes 5 to 61% in AA to E. Mr. Merrill says that 
it is well to remember that there are thousands of feet 
which require combination lasts, not only in 4 B’s, but 
up to 8’s. He fits many persons who require a difference 
of two widths between the heel and ball. He sells many 
oxfords, for people who do much walking require more 
of a support at the ankle than is afforded by straps. One 





W. W. Thomas, in charge of National 
Osteo-Tarsal store demonstrations. Re- 
cently Mr. Thomas spent a week at the 
Queen Quality Boot Shop, 158 Tremont 
Street, Boston. His field of work covers 
aterritory from the Atlantic to the Pacific. 


of the rules which he enforces is FIT THE BALL OF 
THE FOOT RIGHT—+this is the first requisite. 


Just now he is selling a good many boots. His par- 
ticular proposition is Grover’s Soft Shoes for Tender 
Feet’ Or, as he puts it, “Every day shoes for every day 
people,” with particular attention to good fitting, so 
that they may walk as much as possible and retain the 
health and vigor of youth. It is his belief that if a retail 
merchant really expects to have a repeat business, a 
certain percentage of his shoes must be staples and 
these staples he should push just as constantly and 
consistently, through the recitation of their good fitting 
qualities and new patterns, as he would style shoes. He 
believes that the public, especially the feminine portion 
of the community, should be made acquainted with the 
fact that staple shoes nowadays do not necessarily 
mean ugly shoes, or non-stylish shoes. 
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IN STOCK 


$5.75 


Autumn brown or black imported Calfskin 
Widths B, C, D. Sizes B 7-11; C and D 6-10 





ARE YOU PREPARED? 


OUNG men and women will 

demand Plain 
Shoes as the weather gets cooler. We 
have them in stock. 
This Plain Toe Blucher, in Autumn 
brown and black, carries plump soles, 
Half ““Wingfoot’’ Rubber Heel. Made 
from Imported Calfskin. 


Price $5.75. Widths B, C and D. 
Sizes, B 7-11; C and D 6-10. 


Toe Blucher 


The Preston B. Keith Shoe Co. 


IN STOCK 


$4.90 


Gun Metal or Willow Calf. Puritan last. 
Widths A, B, C. A 4-7 4; B and C 3 &-7. 


For less than 12 pairs an extra charge 
of 35 cents a pair will be made. 


Brockton, Mass. 


Campello Station 











Sell Your Customers on 


Comfort As Well As Style 


Tell your men and women cus- 
tomers that they can forget their 
feet, by wearing Dr. Case Royal 
Worcester Arch Spring Shoes 
which are a positive relief from 
falling arches. 


Dr. Case 
Royal Worcester 
Arch Spring Shoes 


Write us for samples and see for 
yourself what beauty of 
pattern, excellence of 
materials and high grade 
workmanship these shoes 
represent. 





wWocestar 












IN STOCK 


FREDERICK S. PECK 


40 Thomas Street 
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Try to Walk 


In-Between Profits 


In-between creeping and walking, come ““Tri-To-Walk” 
shoes—soft as velvet, just stiff enough to support with 
a little arch for little feet. A big selling argument—a 
sure profit. 






Blucher Boot - $12.00 
of First per 
Quality Elk Dozen. 

in All Popular 
Shades. 
Pearl Chrome 
Sole. Terms 
Guaranteed 5% 10 
not to rip. 30 Net. 


Send for catalog of In-Stock=Soft Soles, “Tri To-Walk” 
and Hard Soles 
LITTLE WITCH SHOE CO. 


(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 
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Altering or Remodeling 


LASTS 


Oa salesmen and Branch Managers are fully 

qualified to give shoe manufacturers competent 
advice on the above subject. We consider it a part of 
the service we are trying to render to our customers to 
show them when they can have lasts they already 
have remodeled or altered with advantage and profit 
to themselves. 


It costs nothing and may mean substantial savings 
to go over your old lasts with one of our representa- 
tives. 


Unrtrep LAst COMPANY 


Headquarters—Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 


BOSTON 
BROCKTON ROCHESTER 212 Essex St. 
NEWARK HAVERHILL NEW YORK 
LYNN AUBURN 1402 Bush Terminal Bldg. 
CINCINNATI 


CHICAGO ST. LOUIS 


NEW YORK MILWAUKEE 603 Syracuse St. 


ST. LOUIS 
Adv. Bidg., Rm. 303 





. CHICAGO 
AGiliated Compeay Wells Bldg., Rm. 406 
United Last Company, Ltd. PHILADELPHIA 
Montreal 331 Arch St. 
with Branch Office at Toronto MILWAUKEE 


10 Metropolitan Bldg. 
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WILLOW CALF 














Is right up-to-date; in Popular 
Colors; in Correct Boarded Fin- 
ish; in Best Aniline Dyes. 


Our Popular 106 and 34 Willow 
now being used by many manu- 
facturers of High Grade Shoes. 


WILLOW CALF is a very sat- 
isfactory leather for Men’s. and 


Women’s High Grade Shoes. 


MIGH GRADE 
CALF & SiDE I 
LEATHER 















































OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Northampton, England 
CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell 
Sheboygan 


Peabody Woburn 
Ballston Spa 


Chicago 


Curwensville 























BARK AND 
RETAN SIDES 
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Calf, suede, top grade 





Side leather, black, top grade 
Genuine 


Elk, heavy side 

Elk, for sport shoes 

Elk, col colors, best fancy 

Kid, colors, top grade 

Kid. black, top grade 

Kid, medium ,colors 

Kid, medium, black 

Kid, cheap 

Chrome, patent sides and kip 


Branded cows, for light sole 
No. 1 


Kips for a leather 
B. wt A. hides for sole leather 





Calf, smooth colored, top grade. . 
Calf, smooth, black, top grade.. . 
Side leathers, colors, top grade... . 


White buck, top grade (side leather). . 


Native steers, as used in sole leather, 


ess, etc 
Heavy Texas steers, for sole leather 
Light native cows, for side “pn * leather 


No. ] buffs for heavy upper and side lea. 
i City calfskins for fine 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


Peak 
$1.40 @$1.50 
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Sole Leather (Price Per Pound) 

$0.32@$0.33 $0.56 80.58 $0.34 
: ..@ 9@ .. 46 
92@ 95 


-98@ 1.05 
1.15@ 1.25 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 

$0.52 @$0.55 
..@ 50 
.@ 62 
7@ :50 
A5@ 50 
80@ 1.02% 
65 


A 80 
42@ .26 
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Moderate Improvement in Leather Buying— 
Some Sales on Hand-to-Mouth Basis 


HILE there are more inquiries for 

\ \ leather, sales continue on a hand- 

to-mouth basis and shoe manufac- 
turers are buying close to their needs. At a 
time of the year when the leather business 
should be particularly active the general 
volume is far from what it should be. 
There is an improvement over a few weeks 
ago, but it is moderate and gradual. This 
has been attributed in a large degree to 
the mild summer-like weather which has 
prevailed thus far this fall. 

There are indications of greater activ- 
ity, but there is a lack of co-operation be- 
tween buyers and sellers which retards 
trading in large volume. There is no essen- 
tial change in the price situation and buy- 
ers are shopping about still trying to ob- 
tain concessions where any appear likely. 
There is not so much job lot business as 
formerly because tanners for many months 
have been proceeding on a basis of making 
leather on orders. The number of colors 
have been reduced and the demand is for 
the popular shades of brown and gray, 
with a larger sprinkling of black than last 
year. 

Sole Leather Situation 


The sole leather market is in about the 
same state, although there are more sales 
of importance. Prices of sole leather have © 


reached the lowest basis for some years 
and are at the danger point now. Sole 
leather tanners maintain that they will be 
obliged to secure more money for the 
leather coming through the tanneries. Sole 
cutters are buying larger quantities of 
union backs. Heavy packer steer backs 
are quoted at 47c to 50c per pound; light 
and medium 42c to 45c per pound. There 
is a better business in oak sole with a wide 
range of quotations. Oak packer steer 
backs have sold at 46c to 50c per pound. 
There is a fair demand for bends from shoe 
manufacturers. 


Calf Leathers 


The upper leather situation shows more 
activity. There is a better demand for calf 
leather in colors in the full grain finishes. 
The plumper weights are in the best de- 
mand. Lighter weights, excepting the large 
skins, are slow of sale. The standard tan- 
nages of smooth finish calf in colors are 
quoted at 45c, 40c and 35c per foot for the 
first three selections of plump weights. 
Medium and lower grades are quoted 
down to 25c and some job lots for less. 
There is no change in the call for suede 
leathers which is not as active as some 
months ago. Fancy colors in suede are 
quoted 60c to 75c per foot for choice skins. 
Medium selections 35c to 50c. 


Side Upper Leathers 


The market for side upper leather is 
more active than some months ago. The 
strongest call is for full grain chrome tan 
colors which are offered at 26c to 30c per 
foot by, leading tanners. Medium grades 
are quoted at 24c. The heavier leathers 
are in fair demand by the makers’ of boys’ 
and men’s shoes and sport footwear. Buck 
leathers are in fair call, with prices ranging 
from 30c to 45c according to quality and 
white buck and colors are offered at 46c to 
52c for the best tannages. 


Patent Leathers 


Patent leather tanners and japanners 
report improvement, although the volume 
is not as was expected some weeks ago. 
The medium grades are in fair call, but a 
larger business would be desirable on the 
top selections. The standard makes of 
chrome patent sides are quoted at 45c, 
40c and 35c per foot; medium and lower 
grades down to 25c according to quality. 


Glazed Kid 


Glazed kid tanneries are operating at 
only fair capacity and a larger business 
was anticipated. There are very few con- 
cessions in price and the same schedule of 
quotations prevail as for the past few 
months. 
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USKIDE toplift after 
three weeks’ wear 
—> 


Leather toplift after Tees | 
three weeks’ wear 4 ey 
<— be a 





“Here’s The Difference, Sir” 


HOES with USKIDE toplifts wear months longer because 
USKIDE wears evenly and smoothly and never becomes ragged 
at the edges. 
| It doesn’t take your discriminating woman customer long to see the Bil 
difference in value between a shoe with an USKIDE toplift and one Sage a 
: 








with an ordinary toplift. 

Thousands of retailers have found what an advantage it is to sell "Re 
shoes with USKIDE toplifts. USKIDE is not new—it is not an Be et 
experiment. It has been proved and tested by manufacturers, Ae 
retailers and shoe wearers for the past four years. 


' 

An USKIDE toplift gives you one of the greatest talking points you 
can find for any shoe. It is the longest wearing toplift on the market. 
It keeps the shoe in shape and always presents a neat, trim appearance. 
a “ey When you sell your women customers shoes with USKIDE toplifts you are mak- eo : 


(os heal ing staunch friends and protecting the good name of your shoes and your shop. ‘3 
er Your manufacturer can put USKIDE toplifts on your shoes. Ask for them. aa 


Pinch cee ° 

te United States Rubber Company 

; 1790 Broadway New York 
Sole and heel stocks in our following branches: 


Coe BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 
LOS ANGELES PITTSBURGH PORTLAND, ORE. SAN FRANCISCO 
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An ideal window for showing hunting boots. The mounted head of a deer, trees and scattered leaves and the man with the 
e that suggests hunting. This particular window featured U. S. Rubber Co. hunting boots. 





gun present an at: 


Display Windows Featuring Hunting Boots 
Should Be Suggestive of Outdoors 


display featuring hunting boots. 
Some element suggestive of the out- 
door environment that goes with hunting 
is the best means of drawing the attention 
of the hunting enthusiast to the window. 
This season, like those in former years, 
finds more and more men becoming ex- 
tremely interested in the hunting sport, 
whether it bein the woods or near the 
ponds. This, of course, means the shoe 
merchants will have a better call for foot- 
wear appropriate for wear. 


r I JHE time is ripe to arrange a window 


Lace Boot Very Popular 


In rubber hunting footwear, the lace 
boot, extending just below the knee, has 
always been a favorite for men who want 
to be well prepared for the roughtest kind 
of hiking in the woods, where frequently 
the walking is wet and the footing marshy 
and unfirm. This type of boot is also worn 
extensively near the edges of ponds by 
duck hunters. 

Some hunting boots of the lace type are 
wool lined and provide warmth as well as 
protection from the wet. 

Of course, some hunters wear the rubber 
boot extending above the knee and almost 
to the hip, but an attractive display win- 
dow suggesting the lightness of the lace 


hunting boot and its snug-fitting qualities 
is sure to appeal. 

The lace hunting boot is worn freely in 
agricultural sections, where the ordinary 
shoe would be subject to dampness and 
wetness. 


Act in Reference to Loose and 
Second Rubber Heels 


At a recent meeting of the executive 
committee of the National Leather and 
Shoe Finders’ Association, the question of 
“seconds” and “‘loose heels” was discussed. 
It was the consensus of opinion at that 
meeting that these classes of rubber heels 
coming into the repairers’ hands, served to 
lower the grade of materials used and that 
this would reduce, to some extent, at 
least, the quality of the service which the 
repairer gives to the public. Besides, it was 
argued that the sale of seconds and loose 
heels would affect the sale of the regular 
run of stock and this, it was thought, 
would be detrimental to both the jobber 
and the manufacturer. After the close of 
the discussion the following resolution was 
adopted: 

Resolved, that, it is the sense of the exec- 
utive committee that it is injurious to the 
leather and findings business, to permit 
loose heels or seconds to come into that 


market and that this committee respect- 
fully requests of the manufacturers that 
they market such heels in ways that will 
prevent them from coming into shoe re- 
pairing channels. 

The vote of the committee on this reso- 
lution was unanimous. 





Opens Children’s Department 


Birmingham—Announcement was made 
recently of the opening of a shoe depart- 
ment for children by the Odum Bowers 
and White Clothing Company of this city. 
This is the third shoe department that the 
store has opened within the last two years. 
The first was a men’s department, the 
second a women’s department. 





Prominent Speakers at 
Meeting 


The Northwestern Shoe Retailers’ As- 
sociation held its monthly meeting and 
dinner Wednesday, October 24, at the 
Midway Café, St. Paul. Roy A. Young, 
governor of the Federal Reserve Bank for 
the 9th district spoke on “‘Business Condi- 
tions and Prospects”’ and Dr. Rajah Hab- 
ineramatch Lemma, psychologist, spoke on 
“‘Salesmanship Applied Psychology.” 
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‘The Leader ”’ 


Patent Leather Twin Strap 





Also made in all Gun Metal—combin- 
ation of Patent and Gun Metal—Satin 
and Gun Metal—Satin and Suede. 


Medium toe last, carrying 14-8 Spanish 
Louis heel. Made to order on five weeks’ 
delivery. 


HARDING SHOE CO., Inc 


—TURN NOVELTY CREATIONS 
MASSACHUSETTS 
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Black Satin—Black Suede— Patents 
Get Them From Our Stock AT ONCE! 


GENUINE HAND TURNS 
EXCELLENT FITTING AND WEARING QUALITIES 


Our popular “‘Estelle’’ pattern is carried 
IN STOCK as follows :— 


SOLID COLORS 





B-810—All Gun Metal, 14-8 Span. heel................. $4.75 
B-825—All Black Suede, 12-8 Cuban heel.............. 5.10 
_— COMBINATIONS 


B-820—Patent with Gun Metal trim, 14-8 Span. heel.... 4.75 
B-830—Black Satin with Black suede trim, 14-8 Span. heel 4.75 


NEW SANDAL ALSO IN STOCK. No. 815 


This style in Patent with Gun Metal Trim, 8-8 Mil. 
GOON BOs obo a hek's edb bh 0 kes botebredRosbsuss sews 4.85 


All In Stock styles, A 4-8; B 314-8; C 3-8. 
Terms 5% 10 days 


Send for new illustrated folder showing other snappy patterns to 
be made on order. 


COLLINS & STAPLES, Haverhill, Mass. 


Boston Office: 183 Essex St., Room 306 Gene Ricker in charge 
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WILO SPORT ELK 
| | 


The only leather 


that has substance 
and comfort at the 
same time— 
because it is both 
plump and soft. 


It conforms at once 
to the foot as soon 
as the shoe is worn 
and does not stretch. 


i) C. D. KEPNER LEATHER CO. 


Sole Selling Agents of Wilo Leathers 


139 SOUTH STREET, BOSTON, MASS. 


10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 


WILO ELK makes Smooth Looking Shoes 
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CONFIDENCE 


The selling and Service values 
of Chiffon Hosiery depend 
entirely upon the silk with 
which it is made. 

Propper Blue Edge Chiffon 
Hose holds the confidence of 
merchants throughout 2 the 
country. 


“No Hose Like Chiffon 
No Chiffon Like Propper 
Blue Edge.” 
Propper Silk Hosiery Mills 
276 Fifth Ave., N. Y. 


Mills: Elmhurst and Long Island City, L. I. 


| =I Yo) -) 


BLUE EDGE 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 37] retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our ———— Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


™xperience has taught us that some of the test suc- 
cesses come from the ranks of average men. at we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition— tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
ou are sold a one-third interest in a new store and 
me its a. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
ou by the J. C. Penney Company, and you repay it 
rom subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 
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A real 
“partner” 
for your 
store! 





Te shoe that helps the wearer put snap and hustle into 
his daily living also helps you put snap and hustle in your 
shoe selling. The Arch Preserver Shoe is a real “partner” to 
the shoe merchant. It doesn’t have to be pulled along; it 
does the pulling, the building, the holding of business. 

The Arch Preserver Shoe sells better, because you are 
giving more for the money; you are giving foot happiness in 
addition to quality, style and workmanship. 

And the men of your community are learning the facts 
about this complete shoe, through the national advertising 
in the Saturday Evening Post, Review of Reviews, Atlantic 
Monthly, Harper’s, Century, World’s Work and Scribner’s. 

If you are interested in taking on the franchise for the 
Arch Preserver Shoe in your community, let us hear from 
you. 

Twenty good styles carried in stock, enabling you to do a 
large business without an excessive investment. 


E. T. Wright & Company, Inc., Rockland, Mass. 
Makers of the “‘Just Wright’’ Men’s Fine Shoes since 1876 


THE 


RCH PRESERVER 








“KEEPS THE FOOT WELL~ 


This Trade-Mark is found on the 
sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
Company, Inc., Rockland, 
Massachusetts, for the making of 
men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Ohio, for the making of 
women’s and misses’ shoes. 


& 
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TREAD ON ARMORTREDS 














CREPE COMFORT The New BETTER LOOKS 


ARMORTRED 


Crepe Insert 


EASILY ATTACHED SO] EK, READILY REPAIRED 


A sure sales leader on sport and golf shoes for 1924. 









































Combining neat appearance with that same wonderful 


sure footed ease afforded by ARMORTRED CREPE 
RUBBER SOLES. 


Already shown in many Spring Sample Lines of progres- 
sive manufacturers. Write us for a list of their names. 


QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 


>->:->->->-> 23->°>->-> 63 &-e& -€-E€ -SeE S E te se 


‘ARMORTREL 


RUBBER HEELS 


See Sp Sp Se OP a  - - S 
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At Least One Store in Every Town Busy 


Each Community Possesses a Store That Will Not Admit 


\ \ 7 HEN I arrive in a town, say like 
Allentown, Penn., and see broad 
streets, hanging baskets of flowers 
at each electric light pole, spotless plate 
glass windows, alluring window displays, 
I instinctively know that I will get a short, 
snappy interview with an executive, who 
is so busy that he will have time to talk, 
and know how to talk and what he is 
talking about. His perspective is broad; 
his mind is liberal. 


Shoe Merchants Who Make Towns 


Do men of his calibre make the town or 
does the town make him? 

Snuggled away in the heart of the an- 
thracite coal mountains is Wilkes Barre, 
noted for its fine shoe stores. When you 
see a number of high-grade jewelry stores, 
as well as a number of prosperous shoe 
stores, you know you are in a good town. 
Wilkes Barre is a good town. 

The front pages and editorial columns 
are carrying news of this district and its 
present problems daily. One sees a touch 
of local color here in the presence of hun- 
kies in the regulation miner’s garb, about 
the streets. By the way, it is these same 
miners who help out the prosperity of the 
good stores by buying the good stuff. 


Cheerful Service the Rule 


Were you ever in Stroudsburg, Penn.? 
Go there some time. Don’t just go through 
but stay a while. You will like it. Coming 
up, just after you leave the scenic Dela- 
ware Water Gap, you come to Strouds- 
burg, a town of broad ayenues, friendly 
trees, good hotels of a home-like atmos- 
phere, small intimate stores where cheerful 
service is the rule. 


Why Lancaster Merchants Are Busy 


Lancaster, Penn. on a Friday night. 
It is some sight. For miles around the 
farmers come to town with everything to 
eat. The women folks in their prim Quak- 
erish clothes; the whiskered men with 
their straight brim felt hats and button- 
less coats. By count, more than 200 teams 
and cars had backed up to the sidewalks 
which lead out of the square. Every one 
in town comes marketing; basket on the 
arm, buying plump chickens for a dollar, 
eggs for 30 cents a dozen, big juicy peaches, 
melons, cake made out of real eggs, pot 
cheese and vegetables of all kinds. 

You have already guessed how this 
affects the retail shoe business. Lancaster 
shoe stores are well kept, well stocked and 
most{ important are well patronized. 


a Dull or Off-Season 
By the Recorder’s Traveling Research Man 


Wouldn’t it pay other communities to 
invite all the farmers to town on certain 
days? I have seen community markets 
before in lots of towns, but never anything 
like this. 
The Window of Ideas 

Just around the corner of the principal 
business street of Lancaster is one of the 
best window displays you will see in many 
a day. It is that of Frank’s Bootery, an 
establishment some six months old, fea- 
turing women’s novelty shoes of the better 
grade. A. L. Frank, the justly proud pro- 
prietor, has been in the retail shoe game in 
Lancaster for 10 years in one of the good 
stores there, so he feels he knows what the 
women of his community desire. 

The high-class window display of his is 
worthy of any city in the country and is 
certainly a credit to Lancaster. 


Go After the Business 


In retail research work, we try to size 
up the general business conditions. One 
thing that impressed me most was this— 
no matter where the town, there was in- 
variably at least one store doing a good 
business. That was the store that goes 
after trade. The store that will not admit 
of a dull or off season. I will qualify that 
a bit, SGoing after trade’’ does not nec- 
essarily mean flamboyant mark-down 
sales, or making a store look like a junk 
shop, it means getting the people to 
know you operate the kind of a store in 
which they like to trade. These shoe 
merchants are doing more business 
than last year, making more profit, 
have definite plans for a real fall busi- 
ness, and more power to them, they are 
going to get it. 





NEW YORK 
Better Tone to Business 


Shoe Merchants Encouraged Over Improvement in Buying 
in Retail Shoe Stores 


OME improvement in the retail shoe 

business appeared here in the middle 
of October and gave the retail merchants 
considerable encouragement. Until then 
business had been comparatively dull and 
there was some gloom around the trade. 
The outlook, as seen by several of the trade 
leaders here, is for a comfortable business 
this fall and winter with no great gains 
over last year. 

Employment in New York is good and 
consumers appear to be spending their 
money freely. Retail merchants are at a 
loss to explain the rather backward season 
in footwear so far, but it is now felt that 
the season has really begun after a delay 
that was beginning to worry the trade. 


Seeking Good Values in Shoes 


Footwear consumers are demanding 
good value for their money now in the ex- 
perience of local merchants. Women, par- 
ticularly, are reported to be more critical 
in their shopping than they have been for 
some time past. Some recent sales in which 
the value was not particularly marked 
failed to draw much response. The general 
public is not searching for shoes at a price, 
but is unwilling to pay an exorbitant 
price for good footwear. 


Trend Toward Longer Vamps 


The style trend here is shaping itself 
toward the slightly longer vamps and the 
small tongued colonials and plain pumps. 
More and more, pumps are being called 
for in the retail stores and some re- 
tail shoe merchants have been com- 
pelled to place quick orders to fill in 
their stocks. 

The buckle and ornament business has 
increased with the call for pumps and fully 
50 per cent of the sales of the latter are 
accompanied by sales of ornaments or 
buckles, say the mid-town retail shoe mer- 
chants. 


Bond Shoe Company at 132 
Duane Street 


Due to the rapid growth of its business, 
the Bond Shoe Company, one of the lead- 
ing wholesalers in New York, is now lo- 
cated at 132 Duane Street, occupying one 
of the most prominent buildings in the 
wholesale shoe district. 

With larger quarters and increased fa- 
cilities the company will be in a much bet- 
ter position to display to the trade more 
of those “Better Shoes.” 











| Where to Buy 


Women’s Shoes 














FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Room (06 












J.W.BARNARD & SON 
Andever - - « Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 


for Ladies 
IN STOCK 













BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














Phillips Shoe Co. Inc. 
Makers of 


Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 
















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











YY GILLIAM 
e NEVERSLIPS 


52W. 18th 8t., New York City 
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BROOKLYN 


Manufacturers on the Alert 


Interest in the Style Situation— Longer Vamps Making 
Appearance 


ANUFACTURERS of women’s fine 
i shoes are on the alert at present. 
Conditions are ripe for the launching of a 
distinctly new style, it is believed, and 
while most manufacturers are hoping that 
nothing radical will be introduced, they 
are afraid that something of a totally dif- 
ferent nature is likely to be injected into 
the situation. 

Business has been tapering off rather 
rapidly of late and this, it is thought, will 
lead to the introduction of new styles. 
Already the longer vamp is beginning to 
make its appearance. Some longer vamp 
lasts are being put in. The longest of these, 
so far as can be learned are 3 and 3-8 
inches. It is not thought that any attempt 
will be made to lengthen vamps beyond 
that figure for several months at least. 


Colonials and Pumps Good 


Outside of the longer vamp last, there 
has been no other change in style in Brook- 
lyn factories of late. Small-tongued colo- 
nialsand straight pumps, with fancy collars 
of little cut-out designs as trimmings, are 
being shown as new samples. Strapped and 
goring models still continue in good style, 
according to the manufacturers, and 
efforts are still being made to vary these 
sufficiently to give them a fresh appear- 
ance. 

There has been some talk of introducing 
the “‘duck-bill” toe in women’s footwear, 
but few of the producers here are taking 
it seriously. 


Making Some McKays 


“Is Brooklyn turning into a McKay 
town?” This question was propounded by 
one of the well-known manufacturers here 


and arose through the fact that many of 
the new small factories, which are still on 
the increase, are putting in McKay ma- 
chinery. A few of the larger plants also are 
making McKays. 





Cementing Soles to 
Uppers 


In addition to the growth of Mc- 
Kay making here, at least eight well 
known manufacturers are experi- 
menting with the Ago process, a 
method of cementing, instead of 
sewing the soles to the upper. One 
concern is reported to have had con- 
siderable success with the process 
which it has been using for about a 
year. The others are just trying it 
out. One manufacturer who is using 
the process, has not shown any of 
the shoes to his customers, but is 
trying them out on his working 
force with fair results so far. 











Satin, Patent and Ooze Lead- 
ing Materials 

Black satin, patent and black ooze con- 
tinue to be the principal materials used in 
the shoes that are going through the fac- 
tories at present. Brown is coming in 
slightly stronger and is expected to gain 
strength with the growing use of brown in 
women’s apparel for the late winter season. 
Some grays are being sold at present, not 
in the dark shades, but in the lighter tones 
and there is some foundation for the belief 
that gray may be good in January and 
grow stronger with the spring season. 





BOSTON 


Wet Weather Stimulates Trade 


Better Tone to Both Men’s and Women’s Business in Shoe 
Stores 


AIN fell on two different occasions 
during the week ending October 20, 
and as a result the retail shoe business im- 
proved. Cooler weather followed the rain- 
fall and served to stimulate the buying in 
both men’s and women’s lines. There is 
nothing new in the women’s style situation 
—strong sales on black suedes in strap pat- 
terns and a steady run on black patent be- 
ing the report expressed from most of the 
stores. 
At intervals during the week trade was 
spotty.! Besides blacks in patents and sat- 


ins, dark brown suedes sold well. Some 
merchants reported black satins fell off in 
demand to a noticeable degree, and the 
little wet weather was attributed as the 
reason for this development. 

Light rubbers sold very freely in many 
stores on Thursday, October 18. Rain fell 
steadily all day and as a result merchants 
disposed of generous supplies of rubbers, 
especially the slip-on type. 

Some very striking patterns in black 
suede, some trimmed with patent and 
others with kid, were displayed in many 
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of the retail shoe stores. Inlays of patent 
leather on black suede strap models pre- 
sent a smart appearance as trimmings. 
Some patent leather strap patterns in both 
the one- and two-strap models were 
shown in some of the windows and were 
trimmed in some cases with suede. This 
type of shoe sold well during the week. 


New Members of Boot and 
Shoe Club 


The following new members were re- 
cently added to the Boston Boot and Shoe 
Club: Merton R. Alden, J. M. Herman 
Shoe Company, Boston; August H. Vogel, 
Jr., Pfister & Vogel Co., Boston; P. H. 
Tarr, Thomson-Crooker Shoe Company, 
Boston; Joseph Harding, Harry Huss Shoe 
Company, Newburyport, Mass.; John F. 
Teehan, Dunbar Pattern Company, 
Brockton, Mass.; F. E. Adams, F. E. 
Adams Shoe Company, Seabrooke, N. H.; 
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Arthur H. Young, John D. Young & Sons, 
Boston; C. Walter Merrion, Woburn, 
Mass.; James J. Gagan, Gagan Counter 
Company, Beverly, Mass.; J. J. Batchelor, 
Somerville, Mass. 


New Heeling Board 


The Beckwith Manufacturing Company 
of 111 Summer Street, Boston, announces 
it recently developed a new invention in 
the way of a water-proof heeling board. 
The process is a new one and is the result 
of two years of experimentation and re- 
search. The material is made from « by- 
product in the company’s factories. The 
company reports it is making it for many 
heel manufacturers throughout the coun- 
try who are using it as heels for women’s 
shoes and as heel bases for men’s shoes 
The company contends it is an ideal water- 
proof product and as cheap as anything 
else devised for use in making heels. 





BROCKTON 


Good Sales of Men’s Shoes 


Manufacturers Showing Styleful Characteristics by Perfora- 
tions, Pinking and Stitchings 


ANUFACTURERS and their trav- 

eling representatives, who are siz- 
ing up the style situation in men’s footwear 
with a view of increasing sales for the com- 
ing season, predict a marked tendency 
toward fancy patterns. Merchants in vari- 
ous cities, who have indicated their ideas 
on this subject, express the opinion that in 
order to stimulate the saies of men’s shoes 
styleful features in the way of perforations, 
pinkings, etc., are needed.. 


Patterns in perforated effects are promi- 
nent features of the samples now being 
shown in the better grades as well as the 
medium-priced lines. It is evident that 
both manufacturers and merchants realize 
the importance of stimulating business in 
men’s shoes. There is a market for foot- 
wear which is pleasing to the eye as well as 
well fitting to the foot. 

Brockton manufacturers are turning 
out some smart shoes for men, and they 














The M. N. Arnold Shoe Co., of North Abington, Mass., presented a unique exhibit of men’s and 


women's shoes at the recent Shoe Style Show held at the Brockton Fair, Brockton, M 


‘ass. Dummy 


models were placed behind a curtain, only the lower parts of the models showing. Two pairs of 


men’s and women’s shoes were exhibited in this novel way. 






Where to Buy 


Men’s Shoes 
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HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications te the 
Factery at 


BROCKTON, MASS. 



































One Pair 
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Another 



















PP SHOE 
FOR MEN ¥ on 
(P) M. A. PACKARD CO., Makers QP) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S. A. 


MEN’S FINE SHOES EXCLUSIVELY 
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Where to Buy 


Men’s Shoes 

















FOR MEN ON THEIR FEET 
THIS SHOE CAN'T GE B6AT, 


{ 
MERSON NC 








FREDERICK S. PECK 


Worcester, Mase. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesreom 
207 Essex Street 





PULLMAN TRAVELING SLIPPERS 


better*than ever inQualityand fit | 
tor.owness of Thade Mart Pullman 














FOR MEN a 








Men's Suoes ~Hanp TAILORED 





NotHING 2 MapeTueBesr 
But THE Man 
Best Mabe “ Knows How 
Wuen East Visit Us 


Wien WN Your Town We Witt Vistt You 


Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 

















HENRY LILLY CoO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 








DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in : 
meeting immediate needs. : 
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also measure up to all requirements for 


fitting, too. 


Plain Toes in Women’s Welts 


In contrast to the sport type of women’s 
welt footwear with its combinations of 
leathers and colors, there is a demand from 
many shoe merchants for women’s welts 
with plain toes and low heels. The creased 
vamp is a feature of these patterns along 
the lines, which have been shown quite ex- 
tensively in the men’s welts. 

A Brockton salesman of many years ex- 
perience, who recently returned from an 
extensive selling trip in the East and Mid- 
dle West, said that the women’s welt ox- 
ford in a plain toe with a creased vamp, is 
bringing substantial sales. The men’s and 
women’s welts together make an attractive 
combination for retail merchants. Repre- 
sentatives of many shoe manufacturing 
concerns in Brockton and the South Shore 
district are showing fine samples of both 
men’s and women’s welts. 


About Colored Leathers in 
Men’s Shoes 


A recent newspaper report from Lon- 
don, stating there was a movement in 
progress to stimulate interest in colored 
footwear for men, inspired some comment 
by manufacturers here. The report stated 
that blue, green and violet shades of 
leather were shown in men’s oxfords at a 
recent exhibit. Brockton manufacturers 
didn’t enthuse much over the possibilities 
of interesting men in wearing bright-col- 
ored leathers. 

Light color tans are about as far as men 
will go in purchasing street footwear. 
Even these are in the minority, compared 
with the darker shades of tan and the 
black leathers. A dozen or 15 years ago 
several Brockton concerns brought out 
shoes for street wear in bright green and 
bright yellow colors. These went over for a 
time but soon there was a reaction which 
has since prevailed; conservative colors for 
men’s street and dress footwear. 





Former Wages Restored 


Shoeworkersnumbering 12,000 in Brock- 
ton factories and nearly as many more in 
the South Shore District of Massachusetts 
have had restored the 10 per cent reduc- 
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tion in wages which went into effect in 
March, 1922. All factories belonging to the 
Brockton Shoe Manufacturers’ Associa- 
tion in this city and neighboring towns 
have the same wage arrangement. This 
went into effect, October 15. 





In Employ of Shoe Company 
for 47 Years 

On Saturday, October 6, Mr. George F. 

Farrar (oldest employee in point of service 

of Edwin Clapp & Son, Inc., East Wey- 

mouth, Mass.,) and Mrs. Farrar cele- 





GEORGE F. FARRAR 


For 47 years in the employ of Edwin Clapp ¢ Son, 
Inc., shoe manufacturers of Eas! Weymouth, Mass. 


brated the their 
marriage. 

The reception in the evening was well 
attended, the members of the firm being 
among the many friends who were present 
to extend congratulations to the happy 
couple. - 

Among the gifts the one from Mr. Far- 
rar’s fellow employees, also that from the 
concern were especially pleasing to the re- 
cipients. 

Mr. Farrar, who for many years has 
been foreman of the making room, com- 
pleted on June 27, 47 continuous years 
with Edwin Clapp & Son, Inc., during 
which time he has seen the concern grow 
through many of its stages from a small 
factory to the modern plant of today. 


40th anniversary of 





HAVERHILL 


Many Cut-Out Patterns 


Question Arises Whether Quarter of Shoe Should Be Given 
Preference over Vamps 


HE prominence of cut-outs in stress- 
ing style in women’s footwear is very 
noticeable in many of the latest creations 
in strap patterns. Cut-outs are generously 





applied on front, vamps and quarters, 
offering an impressive style note to the 
shoes. 

In connection with this subject, John E- 
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Maguire, a former local shoe manufac- 
turer, is quoted in an interesting article in 
the Haverhill Sunday Record. He said: 

“Haverhill pattern makers are working 
night and day striving to design something 
that will meet with the approval of the ex- 
pert shoe buyer. That he will succeed in so 
doing we firmly believe. From our humble 
standpoint let us offer a criticism on a style 
which has been popular to a certain extent; 
the shoe with a great deal of cut-out work 
on the quarter and with very little on the 
vamp or front. This cut-out to be seen in 
its beauty can be seen only when the 
wearer of the shoes is passing and not 
when approaching. 

It’s the front of a shoe where ornamen- 
tation or decoration should appear. An- 
other thing about it is that the side cut-out 
is doubly expensive as there are four sides 
to a pair of shoes and but two fronts, and 
of these four sides two are on the inside of 
the foot. However pretty they may be, 
they are hidden and consequently are of 
no value in attractiveness when on the 
foot. In these times of necessity of econo- 
mizing in stitching costs, it is well to avoid 
unnecessary outlays, but if such styles sell, 
what becomes of your expert advice and 
theories? Perhaps we'd better stick to the 
old slogan: ““We make what will sell.” 


Men’s Slippers Selling Well 


Manufacturers of men’s slippers are 
making shipments to wholesale and retail 
merchants in all parts of the country. That 
the sale of this kind of footwear is increas- 
ing is evident from a statement made 
by a member of a concern identified with 
the production of these goods. He said: 
“We have received more business this sea- 
son on men’s slippers than for three or four 
years past. It is evident that merchants 
are becoming more appreciative of the pos- 
sibilities of sales in men’s slippers, not only 
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as Christmas gifts from women to men 
relatives or friends, but as purchases by 
those who intend to wear them. I have al- 
ways been of the opinion that men’s slip- 
pers can be profitably marketed all the 
year. The best seller in the medium grade 
of men’s slippers is the Everett pattern. 
We sell three cases of these to one case of 
the Opera pattern in the medium grades. 
In the higher grade lines of men’s slippers 
the reverse is true.” 


High Grade Turns 


Hazen B. Goodrich & Co., for many 
years manufacturing women’s high-grade 
turns, have added to their in-stock depart- 
ment three up-to-date specialties. There 
are three different lasts and styles of heels, 
each in harmony with the type of shoe in 
which it is to be used. The materials in- 
clude silver brocade, black satin, patent 
leather and black ooze. Patterns are strap, 
plain and in variations. 

There is a black satin in an attractive 
strap pattern with a collar of suede, cut- 
out and beaded with gunmetal beads; a 
patent chrome strap with black ooze sad- 
dle and front strap; and a silver brocade 
plain strap slipper for special dress occa- 
sions. A patent leather oxford for men is 
in-stock for the first time on the “Bal 
Tabarin,” a pattern which has been for 
many years a standby with this concern. 


Hannahsons’ News Is Out 


Hannahsons Shoe Company iis sending 
to the trade the October issue of ‘““Hannah- 
sons’ News,”’ a publication issued by this 
concern from its own printing plant. It 
illustrates and describes many new and 
attractive patterns in the Hannahsons 
line of women’s novelties. An addition to 
the in-stock department this season is a 
line of silver brocade straps, which like all 
the other numbers in the Hannahsons line, 
is for immediate delivery. 





LYNN 


Styles Move Along 


Blacks in Strap Numbers Leaders While Welt Oxfords Are 
Gaining 


LACK shoes keep on selling, in 

suedes, patents and dull blacks, and 
some satins, too. Browns continue good. 
Solid colors are best, with the exception 
that some shoes show two tones of black, 
or brown, as for instance a smooth calf 
trimming on a suede calf pump; also, there 
is a bit of brighter contrasts of colors, as 
for instance, a tan calf oxford with orange 
stitching, or a black suede calf pump with 
alligator trimmings. 

Straps continue to lead. But there is a 
strong trend toward fronts traps, or some 
ornamentation of the front of the shoe. 
Strap styles commonly carry wood heels, 
medium or high. One heel firm reports 


‘ height around Easter time. 





quite an increase in the demand for wood 
heels 16/8 and 17/8 high. 


Welt Oxfords Gaining 


Welt oxfords, which are gaining are of 
both tan and black leathers, made over 
brogue or walking lasts, and carrying heels 
from 6/8 to 8/8 high. They feature nov- 
elty upper stitching and sole finishing. 

Mah Jongs, which also are gaining, are 
usually of suede or patent leathers, with 
broad bands of perforations, of the double 
diamond or Maltese cross designs, along 
the quarters and vamps. It is expected 
that the Chinese influences will be at their 
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Where to Buy 


Men’s and Women’s Slippers 
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Seft-Sole 
Beudeirs and Novelty 
imone Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 











SKINNER SATIN 
D’Orsays $3.50 
Mules = $2.50 


Combination Colors 


Wm. Sumner Smith Co. 
326 W. Monroe St., Chicago 











PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE ner — — 


Made of Satin, Quilted 
. pany Sead Satin, Gacbecond 
TS. 00 per doz. up 



















A Medium and+ 


cs OR aR SUPPERS 
dll /tyle* made of Do 


Imported Satin. Brocadesand Metal Cloth 
$2.10 per pair and up 


D somosr_MGUSTIN (CO sewom 











“Where to Buy 


Ballet Slippers 














BALLET SLIPPERS in Stock 
by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 




















Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 
One Carlton Ave., Brooklyn N.Y. 
IN-STOCK 
BLACK BALLET SLIPPERS— 
Childs $1.30 
Sizes 7 to 11 
Misses 1.35 
Sizes 1146 to 2 
Ladies 1.40 
Sises 24 to 8 
oe R—min FINDING ~~ INC. 
Duane St., New York, N. Y. 
BALLET SLIPPERS 
colors Binck 
Kid Soft Toe 
1.60——Box 
Pink atin 
$3.50. 





FERGUSON BROS. Co. 
2121 Washingten St. Boston, Mass. 



























Where to Buy 


Men’s and Women’s Slippers 
































Felt Satin and Leather 
Soft Sole Slippers 
For the entire family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 























Where to Buy 


Children’s Shoes 

















Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Ce. 
ROCHESTER, N. Y. 
























AShoe fer Boys 
That Wears 


Marston & Tapley Co. 





















“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 




















‘Bonita’ Shoe * Baby 

TURNS and SOFT SOLES 
ts 

AH Martin@ 


Mehew ROCHESTER NY 




















SHOES & STOCKINGS 

FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 

Tacrory DR.A_POSNER SHOES, INC 


NY 140 W. BROADW*Ay NEW VORK 





BROOKINN 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Health shoes are selling steadily. Also, 
sales for stock departments are brisk. 


Color Proportion 


Colors make footwear beautiful, if prop- 
erly used. Lynn designers are attacking 
the new color problems, with the intention 
of getting colors into shoes in the right 
proportion. It’s a matter of art. So there 
is no rule for it. 

The other day a Lynn pattern maker 
showed a shoe manufacturer a new model. 
The shoe man did not like it. The designer 
changed the color of the model. The shoe- 
man approved of it. He added it to his 
sample line. At first glance, he thought he 
was getting a new pattern as well as a new 
color. But the designer proved to him that 
it was the pattern originally submitted 
and discredited. The change in the color 
had brought a new value to the pattern. 


Question of How Much Color 


Also, it is a problem just how much 
color to put into a shoe especially if the 
shoe is of contrasting colors, as for instance 
in two shades of brown. [f the tone of the 
trimmings is too heavy, it makes the shoes 
look heavy. If too light, the contrast is not 
sufficient. The contrast must be just right. 

This matter of color proportion is intri- 
cate and delicate. It must be handled with 
thought. It is folly to say that if a bright 
color sells that a still brighter color will be 
even more popular. Color styles must be 
held in control, as well as in proportion. 
That is the way Lynn designers and manu- 
facturers look at the matter. 


Cushing Mah Jongs 


Cushing Shoe Company has added Mah 
Jongs to its samples, strap pumps of suede 
leather, the suede being black or brown, 
and the shoes have broad bands of perfora- 
tions along the quarter and over straps 
and vamps, and, also, down the sides a bit 
in a manner to give an extra touch of 
smartness to the shoes. ; 

Also, the Cushing Shoe Company has 
added some more welted oxfords, for street 
wear, to its samples. They are of bleck or 
tan calf, the leather being either lightly 
boarded or smooth grain. New numbers 
show wing tips, and variations on such 
tips; also, fancy stitching, such as five 
needle stitching, the mid line of stitching 
being of the cable type, and of a thread of 
contrasting color, as, for instance, a black 
thread in the middle and two rows of 
brown thread on either side. 


New Kind of Heels 
Chester D. Knowlton of Lynn has in- 
vented and patented a heel which consists 
of lifts of leather with a lift of rubber, or 
other pliable material to them. The pur- 
pose of the invention is to produce a cush- 


ion tread heel, with a rubber lift in the mid- 
heel and a leather top lift. The patent has 
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Looking for Ideas 


A Lynn pattern designer has been 
through a set of Mah Jong blocks, 
looking for designs that he could use 
in shoe patterns. But his search 
availed him nothing. Neither the 
sparrow, the pink lady, the bamboo 
or any other character seemed 
adaptable to shoes. 

Now he threatens to borrow a set 
of Chinese laundry tickets to see if 
he can get any inspiration from 
them. 

















been assigned to the United Shoe Machin- 
ery Company. 


Chinese Colors 


The Lorraine tannery in Peabody, oper- 
ated by Rousmaniere, Williams Company, 
Boston, is making suedes, especially blacks 
for immediate delivery, some white glazed 
calf for sport shoes for winter resorts, and, 
also, it is preparing a new sample line of 
Chinese colors to be used for winter resort 
footwear, as well as for next spring and 
summer footwear. 


Welts for 1924 


A Lynn welt firm predicts good sales of 
welt sport shoes of brown leathers, such as 
tan bark for 1924 to be worn with the new 
sport costumes. This opinion corresponds 
to that which Mrs. Margaret Hayden 
Rorke presented at the recent color con- 
ference of the Boston Boot and Shoe Club. 


New Strap Pumps 

Murphy, Gorman & Waterhouse have 
added some Mah Jongs to their production. 
These are strap pumps, of patent, suede or 
satin, in black and fine shades of brown. 
The satins and suedes have trimmings of 
smooth calf to match in color. The feature 
of these new shoes is a band, or collar, 
around the quarter, the collar being of 
smooth calf, half an inch wide, stitched 
down snug to the shoe, and perforated 
with double diamonds, or Maltese cross 
perforations. These perforations are also 
cairied across the straps. The shoes have 
high wood heels. 


Will Make McKays 


The Welch Shoe Company will spread 
a sample line of light and dainty McKays 
in novelty styles about November 1. For 
many years, this firm has made welts. 
Along in 1900, it made McKays, But they 
were the staple kind. Now it is going to 
make welts, and MaKays, too. 

The new line of novelty McKays, for 
1924, will carry either wood or leather 
heels. 
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ROCHESTER 


Straps in Suedes Strong 


Warm Weather Curbs Buying in Shoe Stores—Men Favoring 
Blacks 


LACK and brown suede strap pat- 

terns are the leaders in the women’s 
style situation here, retail shoe merchants 
report. Warm weather retarded buying 
during the week ending October 20 and 
some brisk, cool weather is needed to bring 
about a better tone to the trade. 

Men are buying black oxfords; also 
some high shoes. Tan shades lost some of 
their prestige recently and blacks are sell- 
ing very freely. 


Revive Pumpkin Contest 


The S. B. Thing & Co., of 130 State 
Street, operators of shoe stores in many 
cities, recently revived its pumpkin con- 
test and awarded prizes to many pumpkin 
growers. 


Pidgeon Is Speaker 
William Pidgeon, Jr., Rochester’s ex- 
ponent of orthopedic footwear, addressed 
the Gloversville Chamber of Commerce 
recently on the Community Chest plan 
for handling local charities. 


Suedes Are Going Good 


The McCurdy shoe department reports 
business is up to standard. Cut-out pat- 
terns in black suede are selling well as are 
brown and gray suede numbers. Black 
satin is going well for evening wear. An 
increase in the sales of turn shoes followed 
a recent advertisement in the interest of 
the shoe department. As a result salesmen 


were frequently asked by customers to ex- 
plain the difference in construction be- 
tween a turn and a McKay. Turn shoes 
sold very well for a steady period. 


Darwin E. Kittredge Dies 


Darwin E. Kittredge, dean of the 
Rochester shoe travelers, who repre- 
sented Schrier & Venor in the Middle 
West, died in Quincy, Illinois on October 7. 

Mr. Kittredge had been in the shoe busi- 
ness all his life. For many years he con- 
ducted a retail shoe store in St. Louis. 
Some 40 years ago, he entered the employ 
of Curtis & Wheeler, former shoe manu- 
facturers of Rochester, and since that time 
has represented various local shoe manu- 
facturers. 

He was a charter member of the Roches- 
ter Association of Traveling Shoe Sales- 
men. 


Good Advertising 


William J. LaMontagne, proprietor of 
the Triangle Shoe Store, is a great believer 
in advertising. Stimulated by the public’s 
demand for shoes when the weather was 
right, Mr. LaMontagne decided to inaugu- 
rate a “Get Acquainted Week’ which he 
announced with full-page newspaper ad- 
vertisements, stating that during the per- 
iod from October 13 to 20, they were fea- 
turing shoes at from $1.95 for men’s work 
shoes to $5.00 and $7.00 for the newest in 
women’s fall footwear. 





ATLANTA 


Improvement in Shoe Buying 


Healthy Tone to Conditions in Both Wholesale and Retail 
Lines Noted in Federal Reserve Report 


HE retail shoe trade in Atlanta the 

past two weeks has improved con- 
siderably with black suedes well in the 
lead, followed by black satins. The retail 
shoe merchants are looking for the best 
holiday and Christmas season they have 
enjoyed in several years. 


Federal Reserve Report 


The latest monthly report of the Fed- 
eral Reserve Bank of Atlanta, covering 
the southeastern territory, shows general 
conditions in the wholesale and retail 
fields to be in a very healthy tone, with 
the outlook excellent for the rest of the 
fall and winter months, and especially 
promising a big business during the holi- 
day season. 








Wholesale shoe trade recently has been 
unusually good, with reports from 13 of 
the larger jobbers of the district showing 
an increase in August of this year of 44.7 
per cent as compared with July, though 
an increase of less than 5 per cent is shown 
as compared with the same month last 
year. 

Collections are good in the wholesale 
shoe field; better in fact than they have 
been in several months. 

Attendance at the Southeastern Fair in 
Atlanta, October 6 to 13 established a new 
record with a total of 220,000 admissions 
during the 10 days of the fair. 

Retail merchants in Atlanta report that 


volume of business during the fair was 


greater than usual. 
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Standard Shoe Materials 
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ELDITE 
ILLER 


THOMPSON-FIELD COMPANY, 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON .MA 








COATED GEM DUCA 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. 184 Same Sameer St 




















T. W. GODSO F. E. JONES, Treas. 
w.G. ONALD. Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


% SOUTH ST. BOSTON, MASS. 














Largest Manufactur 
in the World of 


urpass Blach ch Glazed Kid 
Kid) Suppass LEATHER ©. 














The One 
Waterproef 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOKFICO. 
Taaneries at Danversport 95 Seuth St ,Besten, Mass. 








O matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 
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Where to 0 Buy | 
Shoe remanent 


4 Fashions Latest Decree 


NEW SHOE ORNAMENT FOR 
GORING MODELS 
Made in all fabrics and 
Piain or beaded. Silver and gold 
od cloths, plain 2 _eseneee, Large 
assortment of pa 
a av vallable immediately 
DW. E. KAHN, Inc. 
291 293 Adams St. Brooklyn, N.Y. 
































Price Deliveries Quality. 
Special assortment rhine-}iK 
stone shoe ornaments. 12 
pair in individual velvet 
covered boxes. 8 pair but- 
ton covers. 4 pair pins 
Price 5.40 per box 

KAHN & BUICK, INC. 

291 Adams St., Brooklyn,N.Y. | 











D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.L 
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Latest Creation in Shoe Ornaments 


We make them !n all colors. Bead- 
ed Rosettes. Write for samples. 


WRITE TO 
The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 

















Where to Buy 


Shoe Illustrations 
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The A. E. Little Shoe Company had a 
very interesting display of the Little shoes 
in co-operation with the Patrician Shoe 
Department, of the Davison-Paxon-Stokes 
Company, a large Atlanta department 
store, while a display of the Sorosis line 
was shown in co-operation with the 
Chamberlin-Johnson-DuBose Company, 
another large Atlanta department store, 
both * displays attracting considerable 
attention. 

There was also a display of the prize 
winning sheep of the Sorosis Farms of 
Marblehead, Mass., arranged for the fair 
by Mr. Little. 

In co-operation with the Fred S. Stew- 
art Shoe Company, a large retail firm in 
Atlanta, the Wizard-Lightfoot Appliance 
Company of St. Louis, had a very interest- 
ing and attractive display of its line. 

The company’s products were exhibited. 
Several hundred people visited the booth 
during the fair for foot examination. 


Several New Buildings 


The Effird Company, operating a chain 
of several department stores in North and 
South Carolina, has almost completed its 
fine new store building at Charlotte, N. C., 
one of the most modern and best equipped 
department stores in the South. The com- 
pany advises that J. D. Bowles, who has 
been associated with the Effird concern 
for some years, has been named manager 
of the ladies’ shoe department in the new 
store, which will formally open shortly. 

It is also announced by M. Rich & 
Brothers Company of Atlanta, that ex- 
cellent progress is being made on the new 
$1,500,000 department store being con- 
structed at Broad and Alabama Streets, 
and that in the new store when completed 
the shoe department will be considerably 
enlarged and will carry a wider line of 
shoes. 

At Birmingham, Ala., the new million 


October 27, 1923 





Hold Merchandising 
Campaign 


Co-operating in a sales-building 
campaign of the territory adjacent 
to Taccoa, Ga., merchants of that 
city recently conducted a 15-day 
merchandising event that empha- 
sized the advantages of co-opera- 
tion among the retail merchants of a 
town or city. A remarkable amount 
of business was handled by the 
merchants during the campaign. 
The event was widely advertised in 
newspapers in the community and a 
list of several thousand potential 
buyers was circularized regularly by 
mail. 

During the days of the event, 
merchants of Taccoa reported a 
total sales volume of almost $200,- 
000, which is substantially twice as 
large as the average 15-day volume 
at that period of the season. To 
stimulate interest in the event 
liberal prizes were given in drawing 
contests. 

















dollar department store of Louis Pizitz 
had its formal opening in mid October. 


Unique Advertisement 


In commemoration of its 30th anniver- 
sary in the retail shoe field at Mobile, 
Ala., this month, the Simon Shoe Co., 
published recently a unique double-page 
advertisement in a Mobile newspaper, 
which comprised nothing but a series of 
several telegrams the company had 
received from wholesalers, manufacturers 
and other merchants, congratulating it on 
the observance of its thirtieth birthday. 
About fifty messages were published in 
the double-page spread. 





CHARLESTON 


Sales Even with 1922 


Shoe Merchants Optimistic About Success of Remainder of 
Fall and Winter Season 


HE sales record for the first half of 

October is practically a duplicate of 
the record for the same period of October 
last year, according to several of the larg- 
est shoe merchants. Merchants are opti- 
mistic regarding the immediate future, ex- 
pressing the belief that the volume of busi- 
ness this fall and winter will exceed that of 
last year. 


Ellison Buys Blacks 


Morris Ellison, head of the Ellison Shoe 
Stores, has just returned from Boston and 
other northern points, where he placed 


large orders. Included in the new stock are 
black satins, for which there is a big de- 
mand at this time. Mr. Ellison says that 
90 per cent of the sales at his stores repre- 
sent goods priced at $5.00 to $7.00, both 
men’s and women’s. 


Planning 1924 Meeting 


Arrangements for the 1924 convention 
of the Southeastern Shoe Retailers’ Asso- 
ciation are already taking definite shape. 
An elaborate program is planned under 
the leadership of M. Condon, vice-presi- 
dent for South Carolina. 
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Employes of the Bleecker Shoe Company, New York City, were guests recently at a banquet at 

Hotel Claridge, New York, when Miles L. Bleecker was host. Installation officers of the new em- 

ployes’ association, The Bleecker Live Wires, was held. In appreciation of the loyalty and sincere 

efforts of the employes, it was announced that Mr. Bleecker in recognition planned to present each 

employe with a $1000 life insurance policy. The Bleecker Live Wires plan to present a series of 
social events, commencing with a dance. 








PHILADELPHIA 


Factories Fairly Busy 


Orders Coming in Slowly and Part Time Schedules in Effect 
in Many Cases 


ACTORIES are still operating on 

part-time schedules, as they have 
been for some time, and there has been 
little change in the situation during the 
week ending October 20. Orders are com- 
ing in rather slowly, being for the most 
part fill-ins with a few here and there call- 
ing for spring goods. 

There has been no change in the style 
situation except that satins are said to be 
less in demand than a week or two ago and 
glazed kid seems to have become more 
active. Gores are still selling well in the 
retail trade, but factories and jobbers are 
almost unanimous in reporting that repeat 
orders on them are coming in very spar- 
ingly. One manufacturer says he has sold 
out several of his lines of boots and cannot 
get them through his factory fast enough 
to keep pace with the demand. This is un- 
usual, however, and not typical of the 
market for boots which continues to dis- 
play the inactivity which has characterized 
it for months. 

Black is the dominating color whether 
the shoe be in suede, kid, calf, or any other 
material or combination. Demand for 


brown is said to have shown improvement 
recently and there is enough early buying 
of grays to indicate they will enjoy the us- 
ual spring demand next year. 

A manufacturer of misses’ and children’s 
shoes finds good call for combinations of 
field mouse and log cabin and of patents 
with field mouse tops. This factory re- 
cently out put some samples in their chil- 
dren’s line without perforations but found 
that perforations sold better. 


Shoe Buying Satisfactory 


Raymond Rubright of Strawbridge and 
Clothier’s shoe department, says trade is 
very good. Black suede is the biggest sell- 
er, although brown is also moving nicely. 
Fancy patterns in straps and cut-outs are 
the most active. Gores are selling fairly 
well. This store bought only a few styles in 
gores, one of them in black suede and in 
fawn suede, with side gore and two perfor- 
ated instep straps, and another with brown 
kid vamps, fawn ooze quarters, and cut- 
out instep straps. Both of them are priced 
at $12. 








BUFFALO 


Black Is Color Leader 


Retail Shoe Merchants Suffer Slump in Buying During Early 
Part of Month 


UST when everything pointed to a 
bumper autumn business, summer 
paid this city a return visit during the 
week ending October 13 and curbed the 


demand for fall footwear. From all parts 
of the city, more particularly in the com- 
munities away from the main shopping 
district, shoe merchants reported a marked 





Hosiery 








OLLYWOO 
H HOSE D 


Reg. U. S. Pat. Off. 
Gueranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 UnionSq. W. New York 














J. R. BEATON CO. 


Inc. 
' $31 Fourth Ave New York City 


CHICAGO 
LIKE 'T” 227 West Jackson Blvd. 
ATLANTA 
FULL PASHNOMED Peachtree Arcade 
N 














Artcraf 
ILK HOSIERY MILE 


Erie Ave. & Amber St., Philadelphia 
Manufacturers of 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 




















Where to Buy 
Engraving and Printing 
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5K FOR SAMPLES (Grhons 


» anal Sr “pl most of them 
TOLMAN PRINT, INC. ast 


OFFICES and P LANT BRC KTON, MAS 











ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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falling off in the demand for seasonable 
footwear. 

Black patents and satins continue to 
enjoy the leadership in the autumn foot- 
wear sales with Cuban heels predomina- 
ting. In the higher grades French heels 
are still being sold, but in the medium 
priced grades 14-8 heights are the most 
popular. Strange to say, suedes have 
slowed considerably with the possible 
exception of blacks. Because of the many 
shades of brown which have been put into 
the market, the women seem to be unable 
to decide just which they prefer and they 
finally turn to black suede, if that is the 
leather they have set their minds on 
buying. 

Men Favoring Oxfords 


As for men’s shoes, the high grades are 
moving along steadily with more blacks 
being sold than a year ago. The younger 
men are clinging to oxfords and this 
should make spats an especially desirable 
side line when the weather becomes 
colder. But on the other hand, many men 
are buying heavy shoes. 

There is practically no demand for low- 
priced footwear, and inasmuch as the bet- 
ter grades last so much longer, the out- 
look for cheaper merchandise in this 
locality for some time to come is none too 
bright. 


New Brown Store 


The eighth link in the chain of Brown's 
Boot shops was added recently when 2 
retail store was opened in Bradford, Pa. 
These stores feature a full line of mod- 
erately priced footwear for men, women 
and children. The headquarters of the 
company is in DuBois, Pa., where it also 
has a branch store, while there are branch 
stores at Bradford, Pa., Clearfield, Pa., 
Indiana, Pa., Punxsutaney, Pa., Philipps- 
burg, Pa. and Salamanca, N. Y. 


Shoe Merchants Meet 


At a meeting of the Buffalo Retail Shoe 
Dealers’ Association held recently in con- 
nection with a bowling match on Floss’ 
alleys, it was decided to make an effort to 
bring here for the November meeting one 
of the national association field secretaries 
to address the shoe merchants. C. H.Ba:- 
ton was made chairman of the arrange- 
ments committee and if he is successful, 
the meeting will take place in connection 
with a dinner to be held probably at the 
Lafayette hotel. The bowling match was 
won by the West Side members who de- 
feated their East Side competitors in two 
out of three games. 





Second Weber Store 


F. J. and Edward F. Weber, who em- 
barked in the retail shoe business in the 
South Park section of the city last April 
when they bought out the store formerly 
conducted by the Spleen Shoe Company 
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\ home in the Genesee Building appears above. 
AY Its spacious proportions and fine appointments are 
ty equaled by few shoe and hosiery stores in America. 
We are proud of it, for it represents concretely the confidence of a 
great city in Watters styles, values and policies. 


Perhaps our greatest single asset is the reputation we have achieved for styles, 
matenals and that are exclusive —yet not expensive In our new 
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Friday~-cA Style Roevue 


SHOES and HOSIERY By WATTERS 

cAPPAREL By BERGER 
JUVENILE CLOTHES By the KIDDIE KRAFT SHOP 

IMUSIC By }]OE ARMBRUSTER’S ORCHESTRA. Personally Conducted 


Ouring the afternoon and evening of Friday at 1:30; 3:30 and 8:30 you are 


presentation of tall 
eens S* L a Hennetta O'Brien and the Kiddie Kraft Shop » 
wondertul 


HATS By HENRIETTA O'BRIEN 


tall modes exhibited on li models 


fall gowns surts, coats, hats, accessories, and 


No -Merchandise will be Sold on Friday—Opening Day 


NEW GENESEE BUILDING 





eens cone 


This is the way the K. W. Watters Co. of B 
store in the Genesee Building. A Sty 


at 476 South Park Avenue, opened on 
October 13 their second shoe store at 856 
East Delavan Avenue. 

In the new location, Weber’s shoe store 
will feature Educator, Dunn and Mc- 
Carthy’s, Brown’s, A. C. Smith’s and the 
Hoyt Shoe Company’s lines. Edward F. 
Weber will have charge. 


MAIN AND GENESEE 


SOS 


HOSIERY 





alo, N. Y., advertised the opening of ? new shoe 
Revue was "presented on the opening 


Monroe Company Busy 


The Monroe Shoe Company, which 
opened a factory here several months ago, 
is steadily increasing its output of correc- 
tive footwear. One of the newest lines is 
the Aunt Sally, oversize footwear for “fat” 
feet. 
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The charm of style and nicety of detail in footwear 
chosen by the fastidious woman of fashion is symbol- 
ized by— 
DIAMOND BRAND (Visible) FAST 
COLOR EYELETS 





Diamond Brand (visible) 
Fast Color Eyelets have 
celluloid tops, which always 
look new and never wear 
brassy. They promote easy 
lacing, retain their original 
finish indefinitely 
and actually out- 
wear the shoe. 

















DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


> 


mH, “ pas 
Regis n U.S. Patent Offi 


None But Tue Genuine Fast Cotor Eyvetets Have Tuts DiamMonp BraAnpD 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes as shown herewith. 


© O ovat © 
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COLOR 100 COLOR 625 COLOR 1300 


oO... .° i i 


COLOR 200 COLOR 700 COLOR 1400 
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SPECIAL STAINLESS BARRELS 


COLOR 300 COLOR 800 COLOR 1500 
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COLOR 400 COLOR 900 COLOR 1600 





STYLE 15 


0900 


3 FLAT 
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COLOR S500 COLOR 1100 COLOR 1700 


COLOR 600 COLOR 1200 COLOR 2000 


ae Fast sion Eyelet Company 


BOSTON, MASSACHUSETTS 
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Recorder Merchandising 
Calendar for November 










November 5— 
Well, how was business in October? Have you com- 

pared it with last year? It was a warm month and this 
retarded sales, but now that real fall frosts are a daily 
occurrence you should plan big things for November, so 

get the salesforce together and talk it over. Plan Thanks- 
giving trims and advertising. Two holidays this month 

give you something to think about in window display. 
Armistice day falls on Sunday, the eleventh. Your oppor- 
tunity for a fitting decoration to indicate a memorial 
window. 




















































November 12— 
The suburbanite is busy raking up the dead leaves, so 

get out your rake and collect the dead stock from the 
shelves and devise some suitable means of disposal. Per- 

haps one of your salesmen has the right idea about this. 








































November 19— 
Prepare Thanksgiving window. Begin advertising for 

this occasion and lay stress on Juvenile and young men’s 

and women’s footwear and accessories. This is the big 
football month and the devotees of the game must have 
warm shoes. 




























November 26— 


Run special ad on Galoshes and Rubbers. Collect out- 
standing accounts. Clean up all small bills you owe and 
reduce the number of your creditors. Make necessary 
plans for Christmas merchandising. Determine your 
course of action for December. Give your clerks a copy in 
writing showing what points will be up for discussion at 
the next meeting. This gives them time to think out their 
own ideas. 
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INTERCHANGEABLE GLASS FIXTURES 


There is no fixture comparable to glass for beauty; for effectiveness. baad are neutral, transparent, brilliant; always} 
new. They admit of constant changes. 


They are all in separate parts, consequently there is no stereotyped effect. 
fAsk for our profusely illustrated Catalog No.’ 18. 


EVERYTHING IN SHOE STORE FURNITURE—Catalog No. 18 


Window Valances and Plush 
BIG STOCK FOR QUICK DELIVERY WRITE FORJSAMPLES 


WINDOW RUGS 
ASK FOR LEAFLET IN COLORS’ANDJSWATCHES OF,MATERIALS 


EVERYTHING IN DISPLAY FIXTURES—Quality, jService, Courtesy 
Visitzour Chicago or New York Show Room 


==enseze~ | THE HECHT FIXTURE CO. 


Just Base of Boadway Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
































Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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The Gist of Big Things in 
Small Paragraphs 


OW often do you change window trims? 
With the numerous styles prevailing 
you should do this at least every week. 
Your prospective customer is very un- 
certain: about definitely deciding on 
just what is newest and consequently 
consults the dictionary—that’s the store 
window; the dictionary of footwear 
styles. 


S your stock properly cartoned? If not 
you cannot expect to sell the particular 
buyer. Harmonize the color of cartons 
to the tint of wall and ceiling and the 
mental effect on your customer is re- 
flected in the simplicity with which 
their wants are gratified. 


HAT new ideas have you instituted so 
far in your business? Unless you con- 
tinually plan new things in fixtures, 
lighting effects, window trims and pan- 
eling you are slipping. Pick out a breezy 
day and let the cobwebs blow off a 
stagnant mind and you'll be surprised 
at the activity of the brain cells. There 
is nothing like new ideas to help you 
succeed. 





OW about ordering Holiday Merchan- 
dise? There is a long list of accessories. 
You ought to have an order now for early 
Fall delivery,—and don’t forget to order 
Christmas cards and calendars. 


AVE you installed your orthopedic de- 
partment? It requires little space and 
adds an atmosphere of confidence you 
are trying to impart to your customer. 
You should have at least one salesman 
who is a graduate in the anatomy of the 
foot. Better still if they all were. 


Holiday Suggestions 
Shoe Trees Gift Certificates 
Spats Riding Boots 
Shoe Bags Skating Shoes 
Buckles Hiking Boots 


Men’s Slippers 
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Rear of Salesroom in the new Nicollet Booterie, in Minneapolis 


New Shoe Store of the Parlor Type 


the Dyckman Hotel, Minneapolis, had long 
had dreams of becoming proprietor of a high 
class women’s shoe store of the parlor type. 

About the middle of May his dream was realized, 
when the Nicollet Booterie was opened at 929 Nicollet 
Avenue in that city. In the matter of lavish appoint- 
ments, this shop takes its place among the finest in the 
country. 

No stock is visible. Everything possible is provided, 
even to the writing table, to make the shop homelike 
in every particular. 

While the fitting up of this store was done without 
apparent regard to cost, it happily was not overdone. 
The utmost good taste was shown in the harmonizing 
of all units with respect to design and color, and the 
effect of the whole exemplifies the elegance of sim- 


\ N 7. H. POPPE, who operated the boot shop in 


plicity. 
American Walnul Panels 

Beautifully figured paneling of American walnut 
extends halfway to the ceiling. The hosiery cabinet, 
console table and mirror and other things are also of 
this wood. The chairs are of black walnut, uphol- 
stered with tapestry. The floor is completely covered 
with a heavy taupe carpet. 

A lighter note in the color scheme is imparted by the 
gray settees. These are of finely carved wood and are 
imported from Italy. 

The plaster work is finished in cream color, which 
shows off the walnut to excellent advantage. 

Set into the paneling are small display cabinets in 


which are exhibited a few exclusive numbers in’ foot- 
wear. 

The stock is carried in the rear of the fixtures, with 
access through the arched doorway shown in the back- 
ground of the illustration above. 

The cabinet work and fittings were executed by 
Alexander Bank and Fixture Co., Minneapolis, and the 
chairs furnished by Levine Bros., Minneapolis. 


Leaded Glass Background 


The store front consists of one large double window, 
with entrance at the right. A series of French doors of 
opaque leaded glass form the window background. 
The paneling in the window is of walnut. The heavy 
shirred valance is of ivory silk. Three unique display 
tables are used. The merchandise trims are light. 

“Business in this new shop has been very satis- 
factory,” says Mr. Poppe, “‘and has justified the outlay 
for fixtures and equipment, as in two months over 500 
accounts were opened.”’ Inasmuch as the shop caters to 
the most particular trade, this showing is indeed un- 
usual and Mr. Poppe evidently is right in attributing 
it in large measure to the attractive equipment of the 
store. 

Mr. Poppe makes it a point to go East on a buying 
trip every four to six weeks in order to make sure of 
having new styles as long as possible before they are 
shown by other stores in this city. He does not buy 
any one style in quantities nor place fill-in orders, as he 
feels that most of his customers want to wear shoes 
that are somewhat different to what other women have. 
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Exclusiveness is well expressed in the equipment of this window and the arrangement 
of the trim. The cabinet work is of American walnut and the display tables of darker 


In the front is shown the 
leaded glass window— 
background 


walnut 


A view of the Nicollet Boot Shop, Minneapolis, looking to- 


ward the front.. Homelike, lururious surroundings such as 

this have a strong psychological appeal—impressing the cus- 

tomer that everything here is just right—which puts her ina 
receptive mood with regard to the merchandise 


Stock is kept in back of the paneling, shown be- 


low. The booth shelving is stained in walnut, as 


is the cabinet work in the store proper 
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There is nothing complicated or mysterious 


about the 






Shoe-Fitting System 


It is simply the application to modern shoe fitting of the old prin- 
ciples of correct foot fitting as practiced by custom shoemakers. 
It is based on the assumption that most of the present day foot 
troubles are caused by ill fitting shoes. It enables the shoe mer- 
chant to fit his customers as comfortably and correctly as the 
custom shoemaker did. It is so easy and simple that any shoe 
merchant or shoe salesman can make use of it and it saves time 
in fitting the customer. 








In the days of custom shoemaking, 
the shoemaker measured the foot 
and the lasts and patterns were 
made to conform to individual re- 
quirements. 





The modern ready-made shoe is 
built to fit the average foot rather 
than the individual. In a great 
many cases it fails to meet indi- 
vidual requirements. Strootman 
Cushion Arch Molds and Nufelt 
Cushion Insoles overcome this diffi- 
culty and enable the merchant to 
adapt the ready-made shoe to the 
individual foot, giving a perfect fit. 


Write for Illustrated Folder with Complete Information 





Berrick Bldg., 86 Ellicott Street 
BUFFALO, N. Y. 
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Plate 1—A cambric panel in a wall board frame, with cardboard icicles. The snow effect is produced by 
spattering with while paint from a tooth brush. 


Window Background Settings for Christmas 


Make Your Preparations Now to 
Decorate for the Most Impor- 
tant Selling Event of the Year 


HERE is no need for us to go into details to em- 

phasize the importance of decorating the store 

interior and stow windows for the Christmas sea- 
son because every merchant knows that the intelligent 
use of window decorations which enhance the beauty of 
the goods, and at the same time are in accord with the 
season, is quite generally the factor that makes a dis- 
play succeed. 

In the showing of shoes this is especially true and 
there is no season of the year that the interior and win- 
dow displays should have more consideration, as the 
windows, if properly treated, invite suggestions for the 
shoppers and help solve the gift problem for them. 

Right now there are many merchants and display 
men who are asking themselves: “What will I have for 
my Christmas windows and store interior displays?” 
That is the question we want to help you answer in pre- 
senting plans and suggestions that may prove a thought 
starter for you in working out your Holiday Trim. 


Decorations 


In order for you to have attractive window displays 
it is not necessary for you to spend a great deal of 
money, but it does require forethought and considera- 
tion. 

The market is filled with all kinds of suitable decora- 
tive materials for working out new and novel decorative 
ideas that will be sure to attract attention and set off 
your merchandise in a way that should be a big force in 
increasing sales. 





Manufacturers have made it easy for the display man 
in working out decorative pieces such as holly wreaths, 
holly sprays, vines, and a number of other varieties of 
artificial flower and foliage sprays that are in perfect 
keeping with the occasion. The use of red and green 
Christmas roping, bells, garlands and various kinds of 
papier maché pieces might well be termed traditional in 
fixing up for Christmas. 


Start Your Christmas Plans Early 
Now is the time to make your plans and beat the 
Christmas Bells to it and rush the season so to speak. 
Start the ball a-rolling early by getting out the goods 
early and you will be surprised in the way the people of 
your town will respond. 


Christmas Window Suggestions 

Illustrated herewith are several window background 
setting suggestions along new and novel decorative 
lines. These designs are elastic in their measure and 
may be used to fit any size window by simply making 
the various set pieces in proportion to the window. 

They are all simple in their construction and the ma- 
terials can be obtained at a nominal expense. , 

In working out window background settings, w: 
board and 7/8 x 2-inch strips play an important part. 
The strips are used to reinforce the back of the set pieces 
which are made from wall board in any shape that you 
desire. 


Wall board is no doubt the best material to use in 
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A finger presses the 
stick out of the box. 


COLORS 


White 

Black 

Light Grey or Pearl 
Medium Grey 
Dark Grey 
Slate Grey 
R-Grey 

No. 18 Grey 
Beige 

Fawn 

Light Fawn 
Dark Fawn 
Castor 

Russet 
Bamboo 
Champagne 


Light Brown 
a OF. gle Brand 


Mandalay 


sc Suede Stick 


Autumn 
Thrush This classy new cleaner in the handy new package is in every 


Hazel way suited to uphold the reputation of good old reliable 
Sand EAGLE BRAND. Shoes cleaned with it are made really clean. 
Hands and handbag remain clean. Whenever suede shoes 
become soiled, here is Eagle Brand Suede Stick ready to renew 
their original finish in a jiffy, with no muss, fuss or bother. 
Your customers will be better satisfied with shoes on which it 
is used—and the extra sale will bring you extra profit and 
prestige. 


From your Findings Jobber or Direct from 


AMERICAN SHOE POLISH CoO. 


Manufacturers of a Dressing for Every Shoe 


1950 S. TROY ST. : CHICAGO, U. S. A. 





A felt finishing pad is 
inside the cap—need 
not be touched. 
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making background settings, units and various cutout 
pieces because it is an easy material to work with as it 
cuts and saws easily. Wall board presents 
a surface that takes either oil or cold 
water paint in a satisfactory manner. 
Window backgrounds which are used 
more as temporary settings should be fin- 
ished with cold water paints such as Pas- 
telite or Alabastine. These paints come in 
all the various colors and tints so that you 
can carry out any color scheme you desire. 


Tools Needed in Background Work 


One of the nice things in working wall 
board in your background construction is 
the fact that no special tools are needed. 
A saw, hammer, various size nails, screw 


BOOT AND SHOE RECORDER 





Ili 


card board and tacked to the panels as shown. The 
arrangement of the flowers and foliage which should be 

















driver, and small scroll saw of the key- 
hole variety are all the tools needed. 
Plenty of wall board, and light strips, cold 
water paint and sand to smooth up the edges should 
also be kept on hand. It is then just a matter of creating 


Plate 2—The scenic panel ropi 





and flowers can be bought. The rest is easy to 
make right in the store. 


light blue with white frosted poinsettias is illustrated. 


The floor of the window should be covered with a 
plain piece of royal blue outing flannel 
laid on smoothly. 

Plate Two—The second suggestion 
shows a wall paper winter scene as the 
chief decorative feature in the setting. 
This scene is 
placed at the top 
of a wall board 
panel which is 
painted white. 
Flanking the 
panel on either 
side are tall 
pilasters made 
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background setting distinctive. 


the design and working it out—and it’s from this angle 
that the Recorder wants to be of assistance to you. 

Plate One—Our first suggestion consists of three tall 
panels made in proportion to the size of your window. 
These panels are made by tacking wall board on a frame 
work of 7/8 by 2-inch strips which serve as reinforce- 
ments on the back. The panels are cut out in the center 
as is shown. The top part is cut from wall board and the 
base is a length of 2 x 4. The top, panels and base are 
painted with Pastelite in a robin’s-egg blue tint and 
before it becomes dry, artificial snow is sprinkled over it 
quite freely. The panels are connected by means of wall 
board strips which are painted a royal blue. The cut out 
openings in the panels are backed up with strips of royal 
blue color cambric. The snow effect is obtained by dip- 
ping a tooth brush in white paint and then drawing a 
small stick over the brush so as to throw a spatter of 
white paint over the blue cambric. 


The little scene is painted on the cambric in white 


paint as illustrated. The icicles are cut from white glazed 


Plate 3—A papier maché Santa Claus head will help to make this store-made 


from wall board 
and constructed 
in the _ usual 
manner. These pilasters are 
painted a pale green and cov- 
ered with artificial snow as 
described for Plate 1. The 
icicle effect is obtained by cut- 
ting out glazed white card 
board in the shape shown. The 
top of each pilaster is finished 
off with a wreath which is 
made by winding red willow 
roping Over a papier maché framework. A small white 
candle is then tacked in the center of each wreath as is 
shown. The flame is painted on the cardboard above the 
candle. The side flank pieces are cut from wall board 
and treated in the same manner as the center panel. 

Plate Three—Our third illustration shows a plain cut 
out wallboard setting which is reinforced on the back 
with 7/8 x 2-inch strips and painted white. Before the 
paint becomes dry cover it with artificial snow as ex- 
(Continued on page 117) 























Plate 4—Decorations of this 
sort on pillars give the store a 
Christmas atmosphere. 
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Attract More Shoe Trade 


The October 20 issue of the “Boot and Shoe Recorder” contains an article entitled, 
“How Successful Shoe Merchants are Making Use of Modern Store Front Con- 
struction,” in which is stated: 
“One merchant in the Middle West, who has a forty foot frontage in a high rent 
district, regards his windows as being worth $800 a month in advertising, therefore, 
he charges one-half of his rent to advertising.” 
This is an extreme case but it illustrates the great trade-pulling power of Brasco 
copper store fronts. The store has a Brasco front. 
Hundreds of successful shoe merchants all over the country have found from ex- 
perience that Brasco fronts are responsible for substantial increases in business 
immediately following installation. The beautiful, arched Brasco store front, with 
its imposing entrance, such as the: design used by the Walk-Over Shoe Store in 
the above photograph, is a typical example of the exceptionally effective, trade 
attracting, Brasco designs that pull business like magnets day and night. 

Write for portfolio of 20 modern Brasco designs. 


BRASCO MANUFACTURING COMPANY 
5041 S. WABASH AVENUE 


Clip and Mail 


8. S. D. 10-23 


Brasco Mfg. Co 
5041 S. Wabash Ave., 
Chicago, Ill. 


Send me the Brasco Portfolio of Store Front 
esigns. 


0 I am planning to remodel. 
© I am planning to build. 


© I am planning on a new location. 
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A striking display at Staiger’s, Portland, Oregon. Every shoe in the window is in plain view 
regardless of where you stand 


Here’s a Window in Which Every Shoe 
Can Be Seen 


HE display windows of Staiger’s, Portland, are 
Ter such scientific construction that they have 

attracted nation-wide attention. Indeed, Staiger’s 
has been recognized as having a model front. 

A careful study of this photograph, showing one side 
of Staiger’s entrance, this trim of men’s shoes reveals 
the fact that wherever you stand every shoe in the 
window is in plain view. 

It was not by accident that Wm. Staiger conceived 
the idea for his model display windows. The photograph 
here shown has been purposely taken with part of the 
sidewalk showing. The border line on the tiled flooring 
indicates the margin of the side walk. If the window 
had been built level to the sidewalk it would have been 
necessary to walk around the side to see shoes at the 
back of the window, but even the casual passerby gets 
a glimpse—first-shot of every shoe on display. 

People who pass Staiger’s windows usually stop and 
look—and take the inviting steps down to the very 
doorway. For the windows are built just that way. 
They invite attention. 


Trims Worked Around a Center Point of Attraction 


T. J. Atwood, who has charge of the window displays 
at Staiger’s, creates highly successful displays. A defi- 





nite decorative motif is always the center point of 
attraction, and Mr. Atwood never destroys the beauty 
of this center note of interest by leaning shoes up 
against it. 

“That is one of the mistakes of many display men,” 
says Mr. Atwood. “They are apt to utterly destroy 
the effect of their decorative center by leaning shoes up 
against it.” 

Balancing Notes of Color 

A feature of Mr. Atwood’s very admirable work is 
that he nearly always has a fancy decorative placque 
on the background—as a balancing note of decorative 
color to the centerpiece. 


Decorative Themes Carried Out in Detail 


Close inspection of the trim here shown will prove 
what Mr. Atwood means by “harmony.” It will be 
noted that as the centerpiece is of pussywillows, little 
sprays of the same velvety shrub have been used again 
on the decorative placque in the background as well as 
on the attractive show card. 

It is because of the marked attention given to details 
in Staiger’s window displays, and their unusual con- 
struction and beauty, that they have been heralded 
nationally as “model.” 
































Illustrating New Way Sectional 
and Interchangeable Shoe 
Shelving for men’s and 
women’s shoes. Made in both 
wall or center type or arranged 
in booth effect if so desired. 


Ghe Low 
Cost o/%° 
/VewWay 
Shoe Store 












3 aS|REMENDOUS quantity 
he ¥ ao ° e 

ae EN production makes possible the 
Rap Se offer of an extremely high 


Eas 






quality product at a price which compares 
favorably with solidly built fixtures of 
inferior value. 

New Way Shoe Store Equipment is of 
the sectional, interchangeable type of 
construction—it is quickly and easily 
shifted or relocated. 

Manufactured in the world’s greatest 
furniture center by workmen with a life- 


Unit System 
Branch Factory, Portland, Oregon 
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i; C Ul pm ent Illustrating both Wall and Center Type Shoe Shelving 


long training to the task insures quality 
workmanship and finish second to none 
in the country. 


Genuine Quarter-sawed Oak, Birch, Ma- 
hogany or Walnut is used in its construction. 
Shelves are faced with hardwood to match; 
knock-down construction; easily assembled. 


Standardized construction permits the 
addition of New Way Sectional Interchangeable 
Units at any time thus transforming it into 
complete unit equipment for carrying hosiery 
and other additional lines of merchandise. 


Complete information with illustrations and prices 
sent free upon request 


Grand Rapids Show Case Co. 


World’s Largest Designers and Manufacturers of Complete Store ipment 
ote Grand Rapids, Michigan a. Wardrobes 


Offices in Most Principal Cities 


(gs ht SS 
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Use of Decorative Art Panels 


Pictures Liven Up Window Settings and 
Interior Decorations! 


son, are now used with excellent effect by many 

Shoe Merchants. These may be used as window 
dividers, window display units, and to form a continu- 
ous background. They also have many uses in the in- 
terior of the store. 

Experienced display men know that permanent back- 
grounds continuously used are not the most desirable 
for a showing of merchandise. There are times when the 
permanent background on account of its permanent 
color scheme offers poor opportunities for a good display 
of merchandise; and again, shoes continuously shown 
over the same background and setting leave the impres- 
sion of sameness to the passing public which discourages 
a frequent viewing of the different displays and soon 
places the attention value of the window in a rut. 

Plate 1 shows a series of these Art Panels placed in 
the regular display frames furnished with the Service. 
Each Art Panel is printed on six- 


D ECORATIVE Art Panels, suggestive of the sea- 


Additional wall board at the top and bottom as illus- 
trated, and also at the sides, is suggested. The color used 
in painting this wall board is governed by the predomi- 





Plate 1—A series of art panels in the regular display frames. 















































ply cardboard in many beautiful ff aril | | a — the Art Panels, which 
colors suggestive of the Holiday heal is blue. The two pieces embellished 
season. Show cards and price tick- | a a )4\||\| with stars at the top should be of a 
ets are also furnished to match the " 33 kN eg . hee a a and the stars may be cut 
- e in | Mes|s POPS Pa Peat) | from = silver or gold T 
Art Panels in design and color. i | | HAPS NEAT BRRed TH . g paper and 
Plate No. 2 is a window back- 1} | By PN eae mounted in place. : 
ground drawing of a Christmas i ey: ' i \\ WAL ‘eh _The remainder of this window 
setting. Its construction consists of ee. li ht display es ane clear from 
wall tineeil es ehh ome ennai = the illustration. Velour or other 
: drapery may be used on either side 
three of the Art Panels. S eteie tificial , 
Directly over these Art Panels Pe! S—' «and culate arulicial or natura 








and covering the margin the use of 
black tape, either passe partout 
tape or paper cut in strips, is sug- 
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Plate 3— Utilizing art 


~~ on a simple ——— board 
background. 


lor scheme, gold and 


gested to represent a window effect. Small ornaments 
with a slight touch of color are placed here and there to 
add to the decoration. 


Plate 2—leaded window effect with art 
panels used as a background 


Christmas trees or foliage in vases 
may be placed in the foreground as 
illustrated. 

Design No. 3 shoes a very artis- 
tic Holiday trim which is especially appropriate for a 
showing of foot-wear. It consists first of mounting 
the Art Panels on a background cut from wall board. 
This background is in three pieces. The first piece on 
which Panels are mounted is cut with circular corners 
at the top. 

The second piece, which is placed directly in 
front of this background, is cut with slight circular effect 
at the top, and the third piece is a panel or box forma- 
tion which is placed directly in front of the entire 
setting. 

It is suggested that the principal color used in paint- 
ing the wall board be the predominating blue used in 
painting the Art Panel, in order to secure a high-class 
effect, and that the stars used here and there at the 
lower portion of the trim be cut from silver paper and 
mounted into place, and that the foliage shown at the 
lower portions of each of the Art Panels be of the artifi- 
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EFORE placing 


your order for Christmas dec- 
orations, wait for your copy 


of BAUMANN’S CHRIST- 
MAS CATALOG. 


It is full of suggestions for the 
Holiday trim for both win- 
dows and interiors. 


Here’s a good number at a 
low price. 


Write for Catalog Today 


LBaumanne©o. 


357 W. Chicago Ave. Chicago, Il. 





SLIPPER ORNAMENTS IN FAVOR 


SHOES FOR PARTY, EVENING AND RECEPTION WEAR NEVER 
SO BEAUTIFUL AS WHEN SET OFF WITH ORNAMENTS 


Already the call for shoe ornaments is at hand. Shoe merchants should take account of their 
ornament stock and make immediate additions to their lines. ‘““Dalco’’ shoe ornaments are 
distinguished for their richness in pattern and excellence of manufacture. A wide variety of 
newest designs promises a pleasing choice to meet all needs. You will find it profitable to 
suggest the purchase of ‘‘Dalco”’ shoe ornaments for Christmas Gifts. 


Dale@ 


Rhinestone and beaded ornaments are indemand. Your 
attention is called to our special designs in individual vel- 
vet boxes for Holiday trade. 





Write today for sample selection. Address Dept. R. 


DALRYMPLE-DUDLEY COMPANY 
HAVERHILL, MASS. 





—— 
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cial silver Holly variety. By such an arrangement the 
entire color scheme will be in complete harmony. 

Further information regarding the Art Panels and 
where they may be secured may be had by writing to 
the Boot and Shoe Recorder, Shoe Store Service Dept., 
189 W. Madison Street, Chicago. 





How Many People Pass Your Stores? 


The California Retail Hardware Association re- 
cently made a test to determine how many people 
passed by the average show window in 12 hours. In 
other words, to determine the window circulation by 
ticking off pedestrians. The following information was 
secured by careful research: 


Population Number of 
of Town Passersty 
SESE er ror errr eee 890 
Se rere eT erry Seer 
eee eT To ee 
Pi iiiwkinee cieteneasserusareddite ae 
Pitiantitivespescciieseebeeecn Se 
CO ee er ee ee ee aa 
CO err re 
Cc chinh ta cewens cnqe deen av apenbe ss 7,112 
ee Tee es ee 
0 


Of course some communities would prove exceptions 
but if your store is located in an average community 
you can check up your daily passing by this table. 
These figures will, no doubt, be a revelation to many 
merchants who have never given the study and thought 
to the value of their window displays, that it deserves. 

It is claimed that the small town dealer’s window 
circulation is even more select than the large cities 
because the small town merchant has a closer personal 
touch with his trade and his store is known as a more 
permanent and dependable fixture in the locality. 





Window Background Settings for 
Christmas 
(Continued from page 111) 


plained for Plate 1. The icicle effect is obtained in the 
same manner as described above. The center part of the 
setting is finished off with a large wreath which is made 
by wrapping heavy red willow roping over a papier 
mache frame. The wreath is backed up with a papier 
mache Santa Claus head painted in natural colors. 
These papier mache heads can be obtained from any 
manufacturer of papier mache pieces or from artificial 
flower houses at a nominal sum. The ends of the setting 
are finished off with small trees which are cut from wall 
board and painted green. The tubs are painted red. In 
front of the setting is placed the low plateau made of 
wall board painted white and then covered with a piece 
of red felt laid on smoothly. 
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Plate Four—Our fourth illustration shows a very sim- 
ple and dignified treatment for a post decoration. A 
large red roping wreath is backed up with a white sign 
painted in red as shown. 

A small strip is tacked to the back of the wreath, upon 
which are suspended two large red paper bells. Green 
holly sprays are attached as illustrated. A large bow of 
red ribbon is affixed to the bottom of the wreath. The 
whole is then wired to the post. A series of posts treated 
in this manner will make a very pleasing effect. 





The Original Square Toe 


Here’s a grandfather of square toes. 


The toe as square as a brick, measures 234 inches 
across, in a straight line. 


The sole is 44 inch thick, or of No. 12 iron leather. 
The heel, an inch high, is of leather, built, nailed and 








Is this square enough? Arch gore, too! Proving that style 
returns with improvements. 


finished by hand. With a soap stone the heel maker 
glossed it. 

The upper is of glove grain side leather, a cow hide. 
Today, they snuff the grain of a cow hide, to give it a 
buck finish. 

The sole, sewed on a McKay machine, has two 
stitches to the inch. Flexible McKays of today are 
sewed six stitches to the inch. 

The shoe, made in 1859, shows the gore style of 
that time. 
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Your Problems : 
You have some problems,ofcourse.Every- are invited to call upon us for this individ- 
one has. Likely other shoe merchants Ualized service, gratis. 
have faced the same problems and work- !sit Hosiery—what to stock—what num- 
ed them out in different ways. Perha bers to feature—how to equip the depart- Fo 
| ys. FerhaPs ment—what space to devote to it—what te 
the Recorder has recorded some facts to do about P.M.’s? gre 
which will bring the light of experience to f{as it to do with matters of display—of = 
bear upon your individual problems. You advertising—of accounting? fixt 
Write to the Shoe Store Service Department of the Boot For 
and Shoe Recorder, 189 W. Madison Street, Chicago cas 
wol 
For 
adc 
req 
Are 
con 
oer ma 
Make Your Windows Pay !!: wh 
De] 
Your windows are the best salesmen you have—and the 
highest paid. Make them return big dividends for your 
investment with RECORDER SHOW CARDS. : 
RECORDER SHOW CARDS are neat and forceful sales- nSt. 
men, calling your footwear to the attention to the passers- oSal 
by in a compelling and attractive way. They have all the oS 
appearance of ahand-lettered card—your personal message a 
to the folks that pass your windows. Sh 
* of this for OShe 
The Service Consists of or OShe 
One set of eight display mats with your name = 
hand lettered in the corner (like illustration), e Pri 
four large and four small, patent pen, special oCa: 
ink and simple instructions for writing price Ca: 
tickets. ASte 
Zach mon ‘or a full year you receive sixteen han Wi 
denied came to i Glee i the mat Finan = = PER Gls 
to match each mouth'vcards Pee kee 6 MONTH oMe 
SEND YOUR ORDER TODAY She 
: Fit 
— —_ = Fo 
; 2 Pla 
; der Show Card Serv . 
ecorder Ow r ervice Be 
189 W. Madison St. 1111 Chicago Ee 
Addr 
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What 
Are 


Your 
Needs 


For your windows you want permanent 
backs, flooring, lighting, special back- 
ground settings, valances, drapes, floral 
decorations, vases, placques, shoe display 
stands, tables, plateaux, hosiery display 
fixtures, leg forms, etc. 


For the store interior you want show 
cases, shelving, seating, ornamental relief 
work, lighting, decoratives, etc. 


For the office you wantaccountingsystems, 
adding machines, furniture and other 
requisites. 


Are your many wants supplied to your 
complete satisfaction? If you wish infor- 
mation or suggestions on what to buy and 
where, consult the Shoe Store Service 
Department of the Boot and Shoe Recorder. 





That Bids You — 
Welcome | 


Whenever you are in Chicago you 

are welcome at the Western office of 

the Boot and Shoe Recorder—in the Security 
Building on the southeast corner of Madison 
and Wells Streets. Come in and feel at home. 
Make this office your headquarters while in the 
city. If you’ve any pressing problems, let’s go 
over them in conference. Feel free to avail 
yourself of any service or information that 
we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


Show Cards OStock Boxes 


Remarks 


OStock Record Systems 
OSales Record Systems 
OStore Arrangement 
OStore Front Construction 
)}Counters 
OShelving 
OShow Cases 
OShow Window Background 
OShow Window Decorations 
OStore Seating 
OPrice Tickets 
oCash Registers 
)}Cash Carries 
OStore Fixtures 
Window Display Fixtures 
OGlass Display Fixtures 
Metal Display Fixtures 
Store Ladders 
Shoe Mirrors 
OF itting Stools 
Foot Measuring Devices 
OPlay-Room Equipment 


OShoe Carton Labels 
OMetal Ceilings 
OValances 





ODisplay Pillows 
ODecorating Plush 
OWindow Rugs 





OWaste Paper Balers 
OOffice Appliances 
OSales Check Books 





OStore Interior Decorations 
OWindow Lighting 
olnterior Lighting 





oColor Lights 
oElectric Signs 
OAdding Machines 





OHosiery Cases & Fixtures 
OX-Ray Machines 
OHosiery 





ORepair Equipment 
ODuplicators 
oArch Supports, Metal 





oArch Supports, Non-Metal 


oFor Men 


\Advertising Novelties oFor Women 





oF or Children 


OoFor Men 
OSouvenirs j OFor Women 
OF or Children 





City and State 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
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Send for Booklet Des- 


Tike toot to ite correct position, thus removing Arch Supports, to- Birch cole leather, The bovsems piste ls seinfontes 
ee etameaa and eens ann ond gether with Prices. peg ony eg op ey Sd YS 
will — pains wo dyn pled 4 peavey to — it aay q“~ is recommended for 
dikes, covenel ah high grade sole leather. MANUFACTURED BY iapoulneenn Lodin dkcelll aecievasae _ 


Wholesale, $21.00 per doz. pairs. Kom-Fut Arch Support Co., Inc. Wholesale, $13.50 per doz. pairs. 
Retail, $3.50 per pair. 107 Duane St., New York Retail, $2.25 per pair. 

















lco “RADCLIFFE” “YALE” “MILTON” 
mao “DUDLEY” “CARLISLE” “Cc” 
Don’t Let Your Stock Run Low Trade Mark Names of Our 

“OLD RELIABLE” Brands SHOE LACES 


SUEDE-NAP BRUSHES 


The popularity of suede shoes is surpassing all expectations 
and steadily increasing. So is the demand for SUEDE- 
NAP BRUSHES, as their merits are becoming better 
known to wearers of suede footwear. 

SUEDE-NAP is designed to give maximum efficiency both 
in removing mud and dirt and restoring the original velvety 
appearance to the leather. 


“Picks Out the Dirt, Picks Up the Nap” Quality Laces You Can Depend On. 
$2.00 Per Dozen Attractively Packed, Good Sellers. 


E. T. GILBERT MFG. CO. Order from your Jobber Today 
228-36 South Avenue Rochester, N. Y. FRANK W. WHITCHER CO. 


If Your Jobber Cannot Supply You, Write Us. Boston, Mass. MFRS. Chicago, III. 




















The bupten to, he APPELBEE & NEUMAN, Inc. 


RED LINE BOX 
23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of , 


Rivet Shank BUTTONS for Shoes 
PEARL— IVORY —AGATE, Ete. 


BOSTON: 113 Lincoln St. :: :: ST. LOUIS, Star Bldg. 
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AMERICAN INTERLOCKING 
SHOE STORE CHAIRS 


May be had in JUVENILE Size 


In designing these chairs in the juvenile 
size it was necessary to take.into con- 
sideration the fact that an adult would 
frequently have occasion to use the 
chairs. That is, when the child was trying 
on shoes the parent would sit in the next 
chair. The height of the seat from the 
floor is therefore such that although 
affording the child perfect comfort while 
being fitted, it is not too low for comfort 
for the adult also. 

This JUVENILE size in American Interlocking 


Shoe Store Chairs is a first’ essential[in equipping 
the modern children’s shoe store or department. 


Let us help you solve 
your seating problems 











ie TENE ene AMERICAN SEATING LOMPANY 


General Offices: 1060 Lytton Blidg., Chicago 
Room 600—119 W. 40th St. Room 302—69 Canal St. 
NEW YORE BOSTON 


STO 
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A BEAUTIFUL ORNAMENT 
FOR GORING MODELS 


i= 
I 


No. 1598 


This number made especially for side goring patterns 
which are now being worn so extensively. Also adapt- 
able to one and two strap pumps. 


We have in addition many other new and exclusive 
numbers in Beaded effects and all combinations of 


leathers including satins. 


A line of these ornaments carried in your store will 
prove not only a money-maker, but a source of con- 
venience for your customers. Let us send you sample 


pairs on approval. 


WE DO NOT ISSUE ANY CATALOGS 


THE VANITY NOVELTY WORKS 


1261 Atlantic Ave., 


Brooklyn, N. Y. 











No. 32769/11 Areca Plant, 
natural prepared, 36 inches 
high with 11 leaves and pot, 
Complete $3.50; per doz. $35 


Our FALL CATALOG No. 32 
with illustrations in colors of 
Artificial Flowers, Plants, 
Vines, Trees, etc., mailed 
FREE FOR THE ASKING. 


FRANK NETSCHERT Inc. 
61 Barclay St. New York. N.Y. 














The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 


TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 


1000 Rooms and 1000 Baths 


Cc lete uipped with every 
= A an ideal home for 
men in New York City. Quiet re 
finements holds wer: “Atmos- 
phere,” indeed. Yet atmosphcre 
is not used to buoy up the rates. 


$12 to $18 $2 to $3 
Weekly Daily 
»==: Absolutely Fireproof = 
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Speed Up Your 


Here’s a unique new ONLI-WA Hosiery Stand 


and better display means better sales. 


THE ONLI-WA FIXTURE CO. 


401 Beckel Bidg. 
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osiery Sales! 


HOU 


will give your merchandise better display — 


Removable 
pins and top. 
Top can carry 
regular shoe = 
plaque—very = 
unusual for = 
showing ho- = 
sieryandskoes Q 

iz 





Originated and 
manufactured 
by us 


MOONE 


pe gs) 

+ Write for 
New Sup- 
plement 
and Catalog 
No. 1 





Dept. B. S. Daytcn, Ohio = 
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“Pittsburgh” 
Reflectors 


make your store a bright spot that 
catches the eye of people who now 
hurry by without a glance. 


Thousands of merchants, among them many of the 
leading stores of the world, are flooding their show 
windows with light from “Pittsburgh” Reflectors 
and are thereby getting more trade. 


“Pittsburgh”’ Reflectors were developed by men who 
have specialized for years in show window lighting. a 
They have naturally accumulated a fund of informa- 

tion that will prove helpful to any merchant who { 
wishes to make his show window displays attract y 
attention, hold interest and draw more trade. 
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This experience and information is at your service WA ‘. Ne sh 
without any obligation on your part. } 3 . 
Make us a rough sketch of the floor plan of the ’ -s & 
window to be lighted: marking on it the length of ; a 
the glass, the distance from glass to background, 

from floor to ceiling, from floor to transom bar 

(if any) and height of background. State whether 

you trim high or low and we will be glad to offer 

suggestions as to the most effective lighting and 

give an estimate of its cost. 


Pittsburgh Reflector 
and Illuminating Company 
410 Bowmen Building, Pittsburgh, Pa. 
Chicago: 565 West Washington St. — 
New York: 1452 Broadway ‘ \- pe? 


Philadelphia: 235 South Eighth St. a me ny ey 
San Francisco: 90 New Montgomery St. "We Lele GtaASs SH! )) an SF 
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4 ORDER TODAY 
} SHIPMENTS F. oO. B 
~ IMMEDIATELY 


8& PEDESTALS 


HIGH TOP BASE 


FOR $22.75 NET 


2 Peoestats 12” 10" 

4 2 ” —_— a 

[2 . 24” 12" ” 
2 


PRICE EACH :. 2.40 


12” e 


3. 
Choe glen och or mahogany finch P2029 


Put THese Dispray Pevestats 


To Work — Now! 
Strong, Useful, Economical 


§ Choice Golden Oak or Quartered Gum Mahogany rubbed 
4 finish—double thick bevel edge bases. Each one so power- 
{ ful that it will carry a man's weight!! Sturdy and service- 
4 oe very practical set for any kind of show window 
q splays. 


4 Complete set of 8 Pedestals offered at challengi i £ 
, $22.7: Net. Half set at $11.40 araerene pen hn ob 
~ at the individual price listed above. 


{§ BETTER DISPLAYS MEANS BETTER SALES—Send 
your order today for these remarkable selling aids—built 
§ to last for years. 


Terms 30 Days Net, F. O. B. Cincinnati. 


CINCINNATI, O. 


ALL PRICES & 


CINCINNATI, & 











Write for our new catalogue showing com- 
plete lines of display equipment. 
J. R. PALMENBERG’S SONS, INC. 
Established 1852 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W.JacksonBlvd. 26KingstonSt. 122 W. BaltimoreSt. 

















Shoe Thread for At 
Once Shipment 


All kinds, all colors, 
put up in the most in 
4 demand ways. Strong- 
3 est yarn, finest finish, 
greater speed, less 
waste in using. Buy 
Meyer’s Thread and 
have the best. It costs 

no more. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 








DO YOU KNOW? 


Cinderella Suede Sticks are 

made in over 50 shades— 

ground of solid colors, they 

will thoroughly clean and re- 

color nappy leathers. Wire 
suede brush with felt buffer, only $2.00 per 
dozen. 


THEN 


Note that Cinderella Silver Slipper Cleaner is 
leasing more people each year of its leadership 

eon it does what it claims to do—thoroughly 

clean and replate tarnished and worn silver 

cloth slippers. 

Why not use these Cinderella 

Good Will Builders to increase 

your customers’ satisfaction? 


Produced by 


EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 
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ANOTHER 
RECORDER SERVICE 


TO PROGRESSIVE RETAIL SHOE MEN 








“STORE 
RECORDS 
SIMPLIFIED” 




















NOT UNTIL WE ABSOLUTELY KNEW 


Not until we were absolutely certain that we had would do for the large and small merchants alike— 
worked out a method of store record keeping that were we willing to offer a system of this kind 
each and every merchant could use—one that to the retail shoe merchants of this country. 


HUNDREDS OF METHODS WERE EXAMINED 


Hundreds of methods were examined, in retail stores will keep you from over buying—it will accurately record all 
and those produced by printing houses and distributed by of your business and is so simple that you or your wife can 
manufacturers. Some of them were too complicated, some keep it with a few hours’ work each day or week according 
lacked accuracy, and most of them were not simple enough to your business volume. 
for the average merchant doing a business from ten to It will enable you to keep accurate check on the business 


fifty thousand dollars—who was not familiar with book- and eliminate overpayment of government taxes and will 
keeping methods. render a complete business statement whenever needed, as 


“Store Records Simplified’ is simple and accurate. It well as the annual or semi-annual inventory. 


SIMPLE ACCURATE COMPLETE 


The price of the complete system, with instructions, themselves to it—‘‘Store Records Simplified” will be sold 
binder and necessary sheets for the record will be $24.00 for $17.50 complete up to January first. 
but as an introductory offer to those retailers who will avail 


The system will be mailed to you on approval. It will come parcel post or express C.0.D. Simply pay the postman or express- 
man $17.50. He will give you a receipt. Keep the book ten days. Give it every test that you will and if at the end of that time 
you are not enthusiastic about it—return it at our expense and your money will be refunded. 


Send in the coupon today and see this book. Learn the comfort of 
always knowing that your b ds are pl and accurate. 





THE WESTERN SERVICE DEPT. 
THE BOOT AND SHOE RECORDER 

189 W. MADISON STREET 

CHICAGO, ILL. 
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Special Crepe Golf Sole 


Your golfing customers will 


After thorough service tests on 
the feet of several of our lead- 
ing amateur golfers, we present 


this new CLICO golf sole. 


Its special benefits are—double 
surety of stance, as well as 


double service. 

The cleats, in addition to the 
studs, prevent any “slewing” or 
turning of the foot, which ruins 
the drive or brassie shot. 


enthuse over this sole, if you 
show it on your new spring and 
summer styles. 


Leading sporting goods houses 
have already ordered this new 
sole on the very first sight. 


The CLICO brand on the 


shank is your assurance of re- 
liability. 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 


185 Summer Street 


Boston, Mass. 
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SHOE TRAVELER ® 





This Department is conducted by Helen VM. Eaney, Associate Editor 


‘Every Woman in America a Shoe Style Leader’’ 


George Gregory “Backs Up” Dame Fashion—Business Conditions as a Whole Much 
Better Than Those of Year Ago 


DIGEST of business conditions the 

Pcountry over was recently made 

from travelers’ reports to the Re- 
corder "office. These letters, after being 
“boiled down”’ reveal the fact that busi- 
ness conditions as a whole are much better 
than those of a year ago. The weather, in 
general, has been unfavorable to quick 
selling of stocks in retail shoe stores and 
just at the present time, there is a little 
let-down in trade, but an encouraging fac- 
tor is that the liquidations of last year 
and this year have moved much of the 
“dead wood”’ and shelves are much more 
receptive to the new merchandise which 
travelers are taking orders on for immedi- 
ate and later delivery. 

Local conditions, too, make some spots 
darker or brighter than others. For in- 
stance, in West Virginia, the coal mines 
are not operating more than three or four 
days a week and the lumber business there 
is not good. This reduces the purchasing 
power of communities in the coal-mining 
regions of this state for shoes, the same as 
for all other goods; in other sections, with 
working labor conditions better, there is a 
more favorable aspect. 

But all in all, as compared with last 
year, fewer failures in all lines are noted in 
September of this year than in August, 
and are 341 less than a year ago; other 
signs all point to a more healthy state of 
affairs in the retail shoe stores of the land. 
It proves to them, say many of the travel- 
ing shoe salesmen, that the shoe mer- 
chants of the United States have made an 
intelligent study of business methods and 
know how to make the most of every 
favorable trade current. They believe that 
by November 15, there will be marked 
signs of improvement. 

American Women Liberal Buyers 

George Gregory, who travels for The 
Cahill Shoe Company, has studied the 
style end of the shoe business about all of 
his life. Therefore, whatever he has to say 
on the subject is interesting. He has re- 
cently written to us his thoughts on the 
present-day footwear fashion trend. Mr. 


Gregory states that pretty shoes have 
come to stay—there is no getting away 
from that fact. He believes that Dame 
Fashion knows just what is best for the 
shoe business and he personally “Backs 
up the old girl’’ every time. He says that 
it is a mighty good thing that pretty shoes 
are a permanent feature of women’s shoe 
making, because they cannot be made so 











J. C. SPICER 


Who travels North Carolina for the F. M. Hoyt 
Shoe Company 





fast as plainer ones—and if they could, 
there would be about ten times more 
shoes produced than could be consumed. 


Color Question Important 


“If the old, staple shoe were the only 
type being used and sold now,” says 
George, “one-half the manufacturers in 
this great and wonderful land would find 
more profit making less than one per cent 
of anything.”’ “However,” continues he, 
“styles do not depend altogether on pat- 


tern. The color question of leather is 
equally as important, with the right color 
for the season, even a poor pattern will 
move. Yet with a pattern most beautiful 
in the wrong color, the merchant will soon 
find he has an undesirable. I consider that 
the ladies of America are the most liberal 
buyers of shoes in the world. The majority 
of English women buy shoes to wear— 
cast iron, used neatly, would perhaps de- 
scribe some of their shoes. Of course, I am 
not referring to the few society leaders who 
buy many pairs of shoes, a pair for each 
occasion. 

“In America, every woman is a style 
leader all by herself. Very few wear their 
shoes out; the majority discard their shoes 
when they begin to look a little shabby. 
That, to my mind, is the reason why 
women wear many more pairs of shoes 
than men ever will. It’s very good that 
they do—otherwise manufacturers would 
have something far more serious to com- 
plain about than fancy shoes—they would 
want orders for any kind of shoes and 
would not get them—so there you are! 

Give Customer Style 

Good fitting, staple shoes will always 
have a ready sale; they are wanted where 
a fancy shoe would be useless; the older 
women of the saving type like them, but I 
feel that the reason some retail shoe mer- 
chants do not make good is more because 
their merchandise is bought from the 
standpoint of what they think should be 
worn rather than by what the trade they 
cater to want. Retail merchants and 
manufacturers who have observed style 
requirements in the past and are observ- 
ing them now are not only money makers, 
but have established a reputation as 
leaders and money makers. From now on, 
this situation will be still further em- 
phasized. 

Mr. Gregory believes that style com- 
mittees have a grave responsibility and 
that it is no use for them to advise 
leathers, or colors, or patterns—colors 
especially, when Dame Fashion says 
“Nix.” 
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Trade Mark 


Latest (reations 
ln Stock 


The policy of the Roberts Shoe Company is to make shoes 


No. 1001—Patent leather vamp and quarter; dull kid 
po Ny tng Fa AR tg Pe of the most advanced style and to sell these shoes through 


No. 1002—Patent leather, black ooze collar and straps. the retail trade at prices which insure a handsome profit to 


No. 1003—All Patent leather. h h 
The price is $3.25 the merchant. 


Sold 36 pairs to a case to a width, only. . P . P 
erms: 5 per cent—15 days We show in this advertisement a leader from our in-stock 


Si 0 oe 7 A or e 
~ department. It is a late Parisian creation; made on a real 
34 : Cand D P 
French last. A shoe which has the unmistakable marks of 
correct style and high quality. 
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34-8 
Will be in stock by the time you read this ad.—about Noo. Ist 


ROBERTS SHOE COMPANY 


270 BROAD ST. ‘‘Much Better Shoes’’ LYNN, MASS. 
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(;eteeed Weight Shot Linings 


‘ ; . In Twills, Drills, 
Our established practice of guaranteeing Ducks, all of guar- 


: -. anteed weight. 
weights on our shoe linings costs no more, 
Also Flannels 


and is your assurance of o.. 
Top Facings. 


UNIFORM QUALITY and LONGER WEAR Supreme 


BRAND 


POT OL OL LLU 


: 
: 
2 


SILK and 


Another important advantage they afford is MERCERIZED 


‘BETTER APPEARANCE INSIDE THE SHOE Cut Seam Stays 


and Tongue Linings 


KALLMAN -NEWCOMB COMPANY 


63-65 SOUTH ST. BOSTON, MASS. 


CINCINNATI MILWAUKEE ST.LOUIS 
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A. PHILLIP (“DICK”) RICHARDS 


Who is covering New England for the Roth Shoe 
Manufacturing Company 
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FRED W. JOHNSON 


Who covers the entire South for C. S. Marshall 
mpany 


‘SID” MINSTER 


Who covers the Pacific Coast territory from 
Denver west for the A. J. Bates Company 











A. Phillip Richards with Roth 


A. Phillip Richards, known to every one 
in the trade as “Dick”’ started on Monday 
last, October 22, on a trip for his new con- 
nection, The Roth Shoe Mfg. Company. 
“Dick” is covering his old territory of 
New England, where all the retail shoe 
merchants have the welcome sign out for 
him. Mr. Richards’ knowledge of shoes 
and shoe selling covers a period of 20 
years. 

His first “‘job’’ was with the old Batchel- 
der & Lincoln firm, where by the way he 
was christened “‘Dick” by Ralph Brown, 
then a brother stock boy. Young Brown 
heard some one refer to the “‘new boy” as 
Richards; he did not hear the “‘S” pro- 
nounced and jumped at the conclusion 
that Richard was the Christian name in- 
stead of the surname, so Brown thought 
that he would get on more friendly terms 
with the new arrival by calling him “Dick” 
and “Dick’’ it has been to this day. 


On the Road at Eighteen Years 


After studying stock for about three or 
four years, “Dick” started on the road 
selling shoes and he has been at it with a 
will ever since. When Batchelder & Lin- 
coln passed out of existence, Mr. Richards 
became connected with the sales force of 
Hamilton-Brown Shoe Company, which 
concern he recently left to sell Cincinnati- 
made shoes in the East. 


Brown’s Good— also Grays 


“Dick” will make most of the large 
cities in New England to begin with and is 
selling for immediate and spring delivery. 
He is very enthusiastic over his new line 
and will take out with him, among other 
numbers, some black and gray suedes, 
also black patents and black kid in straps 


and cut-outs. He predicts that brown will 
be good for spring, also gray and cites the 
fact that last year so many said “grays 
will be good until Easter, but after that 
time, watch out.”” However, “‘Dick’’ re- 
calls that many a merchant the country 
over could have sold grays for 60 days 
after Easter and most of those who did 
not buy enough of this color were obliged 
to turn the business over to “the other 
fellow’’ who was wise enough to buy 
enough of them. 


A “Colorful” Spring 


Mr. Richards says that one of his favor- 
ite numbers is a gray suede with lighter 
shade of gray trimming, and fancy per- 
forations around instep and on strap. He 
is of the opinion that the spring will see a 
riot of colors, as folks will begin to get a 
bit tired of so many black shoes. As to 
heels, he states that the 13-8 and 14-8 
Spanish heels are good sellers, also the 
block heel in a 12-8 or 13-8. With “Dick’s” 
wide acquaintance in the trade and good 
following, brother shoe travelers are pre- 
dicting “big things” for him and his new 
line. 


Minster Covers Pacific Coast 
for A. J. Bates 


“Sid” Minster, who has been covering 
many of the large accounts in the East for 
the A. J. Bates Company, Webster, Mass., 
has been assigned the Pacific Coast ter- 
ritory from Denver, West. 

Mr. Minster is one of the oldest sales- 
men with the A. J. Bates Company, from 
the point of service only. He is a very 
capable style man and extremely careful of 
details, which go a long way in creating 
larger turnover sales for his customers. 

“Sid” has a host of friends in the shoe 


trade and hopes to make as many more 
on his Pacific Coast territory. He left the 
factory October 15 and should be in Cali- 
fornia about November 1. He is very en- 
thusiastic over his line, and is carrying a 
complete line of up-to-the-minute late fall 
numbers, and the entire line of Bates 
Shoes for spring and sport wear for 1924, 

“Sid” says he has the snappiest line of 
men’s $6, $7 and $8 retail shoes that ever 
left New England and the people who 
have seen the line bear him out 100 per 
cent. 


Feder-Gregg Men on Trip 
November 1 


The salesmen of the Feder-Gregg Com- 
pany will start their trip on November 1 
with a beautiful line of spring samples. 
W. L. Costello will cover the eastern cities 
and New England. His office will be in the 
Marbridge Building, 34th and Broadway, 
New York City. Henry Duff will cover the 
South for The Feder-Gregg Company, 
while Fred E. Kirkman will travel in 
Ohio, Michigan, Pennsylvania, New Jer- 
sey and Delaware. C. W. Scruggs is the 
representative of Feder-Gregg in the 
Northwest, traveling out of Chicago 
which will be his headquarters. H. C. 
Marxmiller will cover the Pacific Coast. 


B. F. Grogg Is Dead 


B. F. Grogg, who traveled the Inter- 
Mountain states for Standard Felt Com- 
pany and F. E. Adams Shoe Company 
and later for Frank & Hyman, San Fran- 
cisco, passed away at Silver City, N. M., 
on September 8. Mr. Grogg was only 35 
years of age and was one of the best liked 
boys on the road. He leaves a wife and 
two small children and his many friends 
will regret to hear of his untimely death. 





130 


BOOT AND SHOE RECORDER 














STETSON SHOES 


ge 





THE ARCADE 


Two more styles have been 


added to Dept. 5. 


Style 25 — Men's Oxford, 
Aurora Calf. 


Style 26— Men's Oxford, 
Gun Metal Calf. 


Both of these models are the 
very latest thought in square toe 
styles for youn? men, being, built 
over a brand new medium narrow 
square toe last. 


A Supplement to Stock Book 33 
showin, styles 25 and 26 is just 
off the press. 


Write for a copy. 


Dept. 5 
The Stetson Shoe Co. 


Incorporated 


South Weymouth, 90, Mass. 


BOSTON NEW YORK CHICAGO 
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Have You Been Missing 
a Good Thing for 8 Years? 


ACROBAT SHOES 


Enterprising Dealers Find 
That the Superior Merits of 


ACROBAT SHOES 


Result in Quick Turnover, 
Satisfied Customers and 
Repeat Sales 


“Acrobats” are noted for their Double-lasted, 
Triple-stitched, Double Welt construction. They 
have flexible, all leather soles, no nails or tacks to 
hurt tender little feet. They are made on Nature 
lasts. These are a few of the reasons why “Acro- 
bats” are making such a “hit” with shoe dealers 
throughout the country. 







No. 1356 


Brown Elk, Full Quarter 
Blucher, Soft Cap Tip, 
Oak Sole. In stock: 

9-13 C-D 
13%-2 C-D 





Send for Our Catalogue “‘23F”’ 
ACROBAT SHOES 


Investigate This ““Double Welt” 
Construction——It is Better 


Shaft Pierce Shoe Co. 


223 3rd Street, Faribault, Minn. 


ACROBAT SHOES 








October : 
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ALBERT H. HORST 


A “dyed-in-the-wool” Hoosier, who covers In- 
diana, Iowa and —_ for the Marathon 
10. 





Horst Follows Footsteps of 
Pied Piper 


Albert H. Horst, who has been covering 
Indiana, Iowa and Michigan for the Juve- 
nile Corporation, has joined the children’s 
force of the Marathon Shoe Company, 
Wausau, Wisconsin, manufacturers of 
shoes for infants, children, misses and 
growing girls, and will have Indiana and 
Kentucky as territory. 


Pioneer in Shoe Business 


“Al” is a pioneer in the shoe business, 
having at the age of 19 entered the 
Helming-McNamara Shoe Company of 
Cincinnati, where he gained a practical 
knowledge of shoe building. He not only 
knows the fundamentals of high grade 
shoemaking, but also has had considerable 
experience in shoe merchandising, having 
been employed in such large shoe stores as 
Potters, Cincinnati, Walk-Over, Pitts- 
burgh, Holden’s Chicago, etc. 


Has Long Traveled Indiana 


Al Horst is a dyed-in-the-wool Hoosier, 
has been traveling that State for many 
years and at one time covered it inten- 
sively for the Central Shoe Company, St. 
Louis. He expects to make a great success 
with the Pied Piper line, as he says chat 
conditions in Indiana are good and de- 
mand for better quality footwear is visible 
among all classes of stores. 


John Van Buren with Ralston 


John Van Buren, the new Ralston man 
covering Chicago, Ill., has left for his 
territory. 

Although not a young man in years, Mr. 
Van Buren claims that the “pep” and 
style of his new Ralston “Smart’’ styles 
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JOHN VAN BUREN 
Who covers Chicago for Churchill ¢ Alden Com- 
pany 





for young men have made him feel that he 
will have no difficulty in making his com- 
petitors sit up and take notice in his ter- 
ritory. 

Mr. Van Buren has a host of friends and 
customers who wish him the very best of 
good luck with his new line of Ralstons in 
the territory which he has covered for so 
many years. 


Ryan will Cover Michigan for 
Bates 


Francis E. Ryan, who for a number of 
years has been assistant in the sales 
department of the A. J. Bates Company, 
will in the future cover Michigan with the 
Bates line of men’s shoes. The Bates folks 
are confident that Mr. Ryan will be able 
to give the same hearty co-operation to 
the merchants who have been handling 
A. J. Bates Company’s shoes, as he has 
been giving to the firm at Webster. He is a 
very good detail man, and has also worked 
on the style and sample building ends of 
the line for several seasons. 


McGehee with A. J. Bates Co. 


S. W. McGehee of Kansas City, Mo., 
who has for a number of seasons been 
connected with the Goding Shoe Com- 
pany will cover the states of Oklahoma, 
Kansas, Missouri, Nebraska, lowa, Min- 
nesota, with the A. J. Bates Company 
line. Mr. McGehee is now at the factory 
working on samples and details to give 
his customers the best service possible. 

Mr. McGehee has won -a very warm 
spot in the hearts of the shoe men just 
west of the Mississippi. A very successful 
future for him and for the A. J. Bates 
Company in this territory is predicted by 
his many friends. 








JAMES B. GOODWIN 
Who travels Alabama and Georgia for the Cahill 
Shoe Co. 





James B. Goodwin Travels for 
Cahill Shoe Company 

James B. Goodwin, who has been 
traveling Alabama and Georgia for The 
Cahill Shoe Company, Cincinnati, is a 
brother of John H. Goodwin. Both the 
Goodwins formerly traveled for The Hol- 
ters Company, Cincinnati. Both brothers 
have been identified with the traveling 
end of the shoe business for a number of 
years and are well known to the trade in 
their respective territories. 





“Charlie” Sellers to Cover 
Ohio Territory for Bates 
“Charlie” Sellers has been appointed to 

take the balance of the Ohio territory, 

which W. J. McCormack has covered for 
the A. J. Bates Company, making this 
move in order to give the best service 
possible to their accounts that Mr. Mc- 

Cormack took care of so well for the last 

several years. 

Mr. Sellers is a thorough style and de- 
tail man, and his firm is sure that the 
trade will not be disappointed with him, 
as he is one of the coming salesmen in the 
Bates organization. 


Charles Caldwell a Benedict 


A wedding of considerable interest to 
the retail and jobbing trade of the South- 
east occurred recently at Atlanta, whea 
Miss Huldah William, of Greensboro, 
Ga., became the bride of Charles Roscoe 
Caldwell of Tyler, Texas. Mr. Caldwell is 
the Southeastern representative for the 
Johnson-Stephens & Shinkle Shoe Com- 
pany of St. Louis. After a brief honeymoon 
to Southern points of interest, Mr. and 
Mrs. Caldwell will make their home for a 
time at the Ansley Hotel in Atlanta, where 
Mr. Caldwell maintains his headquarters 
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REG.US.PAT. OFF. T.G.R.0. 
Style 18629 Price $4.35 


PATENT LEATHER “CRESENT” ONE-STRAP 


13/8 Wood Covered Heel Flexible Sole . Bronx Toe 
AA 4%-8 A 4-8 B 3-8 C2%-8 D2%-8 


Style 18829 . Price $4.35 
The Same In 


BLACK SATIN “CRESENT” ONE-STRAP 
AT ONCE DELIVERY FROM BOSTON, NEW YORK, CHICAGO 


THE VALUE OF A GOOD NAME 


Your own, of course—and then the added impetus given to your 
salesmanship by the QUEEN QUALITY name. 

Like the hall-mark on silver, QUEEN QUALITY is known and 
recognized by every woman who wants shoes of standard reputa- 
tion and of unquestionable style and good looks. 

Write to us about the value of the QUEEN QUALITY franchise 
in your city. Now is the time to lay plans for the trade impetus \ 
this Autumn will bring. ~® 


THOMAS G. PLANT COMPANY 
101 Bickford St., BOSTON, Massachusetts 2 
NEW YORK: 125 Duane St. CHICAGO: 207 W. Munroe St. e. 
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Philadelphia Shoe Travelers 
at Sam Davis Meeting 


On Wednesday evening, October 17, a 
large number of members of the Philadel- 
phia Shoe Travelers’ Association attended 
a meeting of the Shoe Philadelphia Shoe 
Retailers’ Association at Kugler’s. All 
voted the meeting full of punch and pep. 
The Philadelphia boys work very closely 
with the Philadelphia Shoe Retailers’ 
Association and have been co-operating 
well with the merchants to make a big 
success of the Convention to be held in 
Philadelphia, January, 1924. The Sam 
Davis meeting was held primarily for the 
purpose of arousing enthusiasm for the 
Convention. James L. Scanlon is the presi- 
dent of the Philadelphia Shoe Travelers’ 
Association; William F. Schoell is Secre- 
tary-Treasurer. 


W. W. Lookwood with Phil- 


lipson-Duncan, Inc. 


W. W. Lookwood has resigned from the 
sales forces of Wichert, Inc. and has be- 
come affiliated with Phillipson-Duncan, 
Inc. Mr. Lookwood has sold shoes for many 
years for the Wichert Company, is a 
young man and well liked by the trade. 


Dennis in Minneapolis 

D. P. Dennis is to change his place of 
residence from Boston to Minneapolis. He 
formerly carried the Kreider line, but will 
now carry some Eastern lines and will 
cover the Northwest. Mr. Dennis is 
brother-in-law to Charlie Rogers who 
carries the A. M. Creighton line and who 
lives in the big Minnesota city. Mr. Den- 
nis made his trip West by machine in 
three days, stopping at Columbus and 
Milwaukee. 


John H. Goodwin Travels for 
Cahill Shoe Company 


John H. Goodwin of Tresevant, Ten- 
nessee, has taken over Kentucky and 
Tennessee for The Cahill Shoe Company, 
Cincinnati. Mr. Goodwin is now showing 
to the trade in his territory the complete 
line of women’s novelty shoes and is also 
featuring the Cahill Anatomically Cor- 
rect Arch Brace Shoe. 

Mr. Goodwin formerly carried the Pen- 
nington Shoe Company’s line and also 
tepresented The Holters Company. He is 
well known to the trade through Ken- 
tucky and Tennessee and has a strong 
following in those states. His brother, 
James B. Goodwin, carries the Cahill line 
in Georgia and Alabama. 


_ These are ticklish times for those put- 
ting on their scratchy heavy winter under- 
wear.—Portland Press Herald. 


If you are about to do a piece of spite 
work—don’t.—Sam Davis. 
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Big Buying for November Predicted 


ALESMEN covering the wholesale 

trade state that all signs point to 
November being a big buying month. 
Ordinarily the boom would have started 
with this month, but the warm weather 
which has generally prevailed has kept 
things back. As to what is selling the 
answer usually comes back—‘‘Fancy 
Shoes.”” One enthusiast on snappy shoes 
for women recently replied in this wise: 
“The quicker the conservative man gets 
out of business, the better he is off.” 
Asked for further explanation, he said, 
“The man who clings exclusively to 
staples.” 


Staples of Old Novetlies of Today 


“‘But what shoes shall we class as staples 
today?” said Harry Hamburger, who sells 
the wholesale trade for Harry E. Adams 
of Haverhill. It would seem to me that 
nothing is staple excepting pretty shoes. 
For staples, as we formerly understood 
same, would indeed be novelties today. 
Plain shoes are positively out of the ques- 
tion in this twentieth century—even the 
walking shoes are now adorned with 
straps and cut-outs. As to heels for day- 
time wear, from 7/8 to 13/8 heights are 
good, and for evening up to 17/8 heights. 


Shoes as Individual as Hats 


Mr. Hamburger feels that it is an error 
to have the press come out with flat state- 
ments as to what article shall or shall not 
be in vogue. In this way, a good style is 
killed before the public really gets a chance 
to try same out. With the great multiplic- 
ity of lasts and patterns, there is a different 
style to suit each one’s individual taste. 
“‘Scarcely any woman wears a hat just like 
the other women’s—why should she wear 
a pair of shoes like her neighbor’s?”’ said 
Mr. Hamburger. 


Positively No Seasons 


He also made the observation that job- 
bers are not buying today very far ahead 
of the retail merchants—that there are 
positively no seasons, although the whole- 
salers are not buying for November and 
December delivery, because these are the 
months when the retail merchants want to 
clean house and should then be selling fast 
and furiously. The balance of the ten 
months of the year, he finds that the whole- 
salers are buying for every month. “No 
difference at all between January and 
February,” said he. ‘“‘July looks like June, 


June looks like May; August looks like 
September and October.” 


“Tommy” Thompson Says 
Business Is Good 


Sumner E. (““Tommy’’) Thompson, who 
sells the P. A. Field Shoe Company’s line 
of women’s McKays to the wholesale 
trade, says that business is always good 
with him. ““‘Tommy’’ is a big favorite with 
the boys in the shoe trade. His Boston 
office is at 89 Bedford Street. 


George Snow with Joseph 
Corcoran 


George Snow, well known to the shoe 
trade of New England, is now in charge of 
the sales of the Joseph Corcoran Shoe 
Company of Brockton and Hanover, 
Mass., selling to the jobbing trade. Mr. 
Snow will also cover the chain store and 
department store trade. 


Hedlund Salesmanager for 
Lind 


Maurice Hedlund is in charge of the 
sales of the Lind Shoe and Slipper Com- 
pany, Worcester, Mass. Mr. Hedlund is 
very proud of the new factory of this com- 
pany, which he says is the most modern in 
New England. 


A. C. Boyer a Boston Visitor 


A visitor in Boston recently was A. C. 
Boyer of the All-Wear Shoe Co., Cata- 
wissa, Pa. Mr. Boyer’s factory makes 
women’s and misses’ shoes. Among the 
salesmen selling to the wholesale trade 
whom he visited were C. H. Daniels Co. 
at 183 Essex St., and A. M. Clinac at 117 
Lincoln Street. 


Morrill Home from South 


Charles W. Morrill who travels for the 
Victoria Shoe Company has recently re- 
turned from a three weeks’ trip to the 
South. 





There is gold buried in your samples, 
but it takes the daily grind to coin it.— 
W. M. Sloan, St. Louis, McElroy-Sloan 
Shoe Company. 


Ali men are born free and equal, but 
some of them grow up and get married.— 
Nashville Tennessean. 
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| “Nothing in the shoe 
. but the Foot” 
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“In-Built” Comfort 


and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 


ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


Show your customers shoes with 
SN Crawford Arch Supporti 


rting 
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head of the rivet which locks the 


shank to the insole, and which is flush 
with the insole, you will find this trade 


mark. Look for the trade mark. It is 
your pretection, 


United Shoe Machinery Corporation 


Boston, Mass. 
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SCHERERS 


“FLOWER CITY°KID 

















Beauty brown 


A Scherer color origination 
which shoemen of fashion 
foresight are freely ordering. 





Shall we mail you a sample? 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 
Factory at Newark, N. F. 





The (Colors of Absolute Fashion Authority 





BEAUTY BROWN CHANTICLER SAHARA HAVANA BROWN 
No.5 No. 36 No. 10 


ROYAL PURPLE IVORY 
No. 15 p= eee. 


CARDINAL RED BELGIAN BLUE 21 BOOZIE BLUE 
No. 19 No. TERRA COTTA ‘ No. 38 

CANARY MAPLE BROWN No 2 JADE GREEN 
No. 30 No. 12 No. 13 


SEA-GULL GREY MIDNIGHT BLUE WINE BRONZE 
No. 23 No. 14 


LIGHT BROWN 
No. 8 
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LOISETTE 


AN UNUSUALLY ATTRACTIVE AND PRACTICAL 
PATTERN MADE OVER OUR NEW NO. 80 ME- 
14/8 HEEL. EXCELLENT FITTING 


DIUM TOE, 
AND STYLISH LAST. 


MATERIALS. 


TO ORDER IN VARIOUS CONBINATIONS OF | 
| 


TRAVASO SAOE ComPANY 


MANUFACTURERS 


1908 LOCUST STREET 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 
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Geo, J. Bertman 
Shoe Co.. Inc. 


24 S. Wells St., Chicago 
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- Patent one-strap, cut - out 
qrester, 14/8 Spanish heel, turn 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 

“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CoO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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986 Dealers 


Sell and recommend the famous B. W. shoe 
oc 














because they KNOW it fits every foot! 


me —a Combination Last, different and better. Scienti- 
fically designed to provide real comfort, and it does! 


— open up a new field of patronage, and enjoy the satis 
faction that comes with delivering the goods 100 per 
cent! You can do it with B. W. 


B. W. In Stock—Shipments Same Day Order is Received 


Black Kid Oxford Brown Kid Oxford 
Black Kid Oxford Brown Kid Oxford Arch Corrective Arch Corrective 
AAA 5-9 AAA 5-9 AAA 5-9 AAA 5-9 
AA 5-9 AA 5-9 AA 5-9 AA 5-9 
A 4-9 A 49 A 4-9 A 4-9 
B 3-9 B 3-9 B 49 B 3-9 
Cc 3-9 Cc 3-9 Cc 39 «6C 3-9 
D 3-9 D 3-9 D 49 D 49 
$4.40 $55.00 $4.60 $5.15 








Terms: 2% 10 days: 30 days net 





He ROTH SHOE”4@ 


“ CINCINNATI - 


There are no shoes better than Cincinnati-made shoes; 
There are none so good as ROTH’S 
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EVANGELINE 


(REG. U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 









No. 5634 






No. 5623 


AQAC4n w= 


Brown Boarded Lotus Calf 
Bl rd 
Blucher Oxford 7 — 
Cord Crease . 
Ww 1 
100 Last 9-8 Heel 9-8 : ingfoot Hee 
Price $3.75 








Price $4.25 





STRAPS 


FOR WOMEN 


Ij 
N 









No. 5658 






No. 5644 


Black Suede 1 Strap 


Black Calf Trim Black Kid 1 Strap 


Black Calf Collar 


AQAOsWN 




















99 Last 
14-8 Junior Louis Heel 13-8 Wingfoot Heel 
Price $4.85 Price $4.25 
MADE BY 
A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 
== a) eae SS litte 
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Vaughan’s Ivory or Arctic Midsoles 


A leather slipsole used between welt and outsole. 
These midsoles are split to a uniform substance, 
they trim even with the edge and they do not bulge 
at the edge when worn and they will not crumble 
between the stitching and the edge. 


May be obtained in MEN’S, WOMEN’S, 
MISSES’ and BOYS’ Cut Soles. Irons 2-4. 


Midsole Stock also furnished to be cut by manu- 
facturers themselves. 





+ S 


GEORGE C. VAUGHAN CO. 


TANNERIES AT 
PEABODY, 
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Offers for November Another Popular 


BLACK SUEDE—CALF TRIM 







No. R1965 





Quick selling fair stitched McKay in popular 
black suede. Trim of dull calf, with tear drop 
cut-outs, underlaid with black. suede. One 
piece flexible innersole. Rubber heels. Ready 
November Ist. 


R1965—Sizes 3 to 7, Widths C, D...... $3.35 
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NOTE THE HUG 
AT THE ‘HEEL— 
AND THE GRIP 
ON THE FOOT 














NICE BLEND OF NOVELTY, PRACTICALITY AND FIT— 
AND THE REAL HAND TURNS OF KIMBALL @& SHERMAN 
ARE THE CHARMING RESULT. NO MATTER HOW FINE 
YOUR LINE—THESE SHOES WILL ADD TO{ITS PRESTIGE ~ eneee 
‘ — WI ~ 


BUY REAL TURNS 
WITH OUR REPUTATION 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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No. 9581 


No. 9581—G. G. Mhg Cf. Lace Oxf. 


Rubber heel. Ko-Rec-Toe last No. 444 
Sizes 24-8. Widths A-D........... $3.60 


No. 9579—G. G. Bik. Velour Cf. Lace Oxf 
Rubber heel. Ko-Rec-Toe last No. 444 
Sizes 2%-8. Widths A-D...........$3.90 


No. 9585—Same in Patent Colt. .. .$3.90 


No. 9801 


No. 9801—G. G. Bd. Mhg. Cf. Perforated. 
Ko-Rec-Toe last No. 444. Rubber heel. 
Sizes 24-8. Widths A-D...........$4.10 


No. 9817—Same as above in Bik. Cf. 


No. 8799—Miss. Foppie Bd. Mhg. Cf. Per- 
forated. Ko-Rec-Toe last No. 144. Rubber 
heel. Sizes 12-8. Widths B, C, D. .. .. $3.15 


No .7799—Chds. Toppie Bd. Mhg, Cf. Per- 
forated. Ko-Rec-Toe last No. 144. Spg. 
heel. Sizes 8 4-114. Widths B, C, D. $2.80 


Same in Bik. Cf 
No. 8807—Miss. 12-8. C, D. Rubber hod, 
No. 7807—Chds. 8%-11%4. C. D Spg. 
res ae ee 


heel ..... 








# THE L.D. Stickies SHoE GEE = 




















Stickles Ko-Rec-Toe footwear is the accom-% 
plishment of an ideal in shoemaking that is as 
profitable to the retail merchant as it is 
satisfying to us. 

Dealers who carry the Stickles line can positive- 
ly assure their customers of correct fitting 
lasts—lasts that guide the growing foot and 
shape it for future beauty. : 
They are also. assured of authentic style, high- 
est grade workmanship and superior quality 
for the Ko-Rec-Toe ideal is for better all 
around footwear. 

Their price makes certain universal appeal. 
Their quality makes absolutely certain of 
customer satisfaction. 


Deliveries will be made promptly 

















BandSR 
— NKARD & CHASE 

















THE L. 





RED WING 





D. Sticktes SwHoe Co. 


MANUFACTURERS 
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il 





October 27, 1923 BOOT AND SHOE RECORDER 143, 



































LESS 2% 10 DAYS 
WIDTHS A TO D 








In Black and Mahogany 


So long as good shoes can be made for $3.50, Freeman will continue to make the best. 


Whenever and wherever it is possible to improve these shoes in quality of materials, in 
workmanship and designs—Freeman will be the first to make the change, and always a 
bit more than others. 


That’s why Freeman shoes are real money makers for retailers selling the five and six 
dollar trade—and why the customer gets More Miles per Dollar from Freeman footwear. 


FREEMAN SHOE MFG CO 


BELOIT, WISC. | 























SS 
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MEN’S SLIPPERS For Your XMAS TRADE 


Keep Your Stock of These Better Grade Slippers Complete 







These two numbers ready for immediate delivery!! 






TURNS 
ONLY 







ems a 
No. 355—Tan Everett, Flexible Pac Sole AN a 
Full Kid Lined. No. 343—Wi alf O , Engli vy 
Sizes 6-12, M and FF. Price, $3.00 Full Kid ow pane, Engi Sen, “ 





Sizes 6-11, M and F. Price, $3.00 
SEND FOR FOLDER LISTING THIRTY LINES 
NOW IN STOCK 
PRICE RANGE $2.00 to $4.00 


L. B. EVANS’ SON CO. 


WAKEFIELD MASSACHUSETTS 
BOSTON OFFICE NEW YORK OFFICE 
110 Summer St. 130 West 42nd St. 





































Quick Sellers This Fall 


There is always a big demand in the Fall for 
CONSTANT COMFORT boots, Nos. 490-R and 
6-R. They are easy fitting, extremely comforta- 
ble, and will keep their trim appearance. Quality 
materials and first-class shoe making. Stock now 
—broken sizes mean lost sales. 


CONSTANT COMFORT 


Shoes for Women 


will soon be advertised in a big consumer campaign, telling 
millions of women of the quality, economy, service, comfort 
and style in CONSTANT COMFORT Shoes. Prepare for 
this new and bigger business by stocking the full line; espe- 
cially No. 83-R and No. 100-R, the first two num- 
bers to be featured. Complete lines of Oxfords, 
Strap Sandals, Boots and Juliets always in stock. 















No. 490-R 


No. 490-R—Best Quality 
Black Kid, 7 44-inch Polish, 
11-8 Wingfoot Heel 

No. 492-R—Same Stylejwith Plain Toe. Both in 
stock. B, C ,D, E, e $4.15 
No. §-R—High-gradejBlack Kid, 7-inch Pol- 
ish, 12°8 Wingfoot Heel. 


No. en Style with Stock Tip. Both S 


pit Sct seataletintelet let aah No. 100-R—Black Kid Bou- 
doir Slip; with Black 
Pompon, bid Rose Quarter 


and ited » 
In Sik CD... 81. 














GRE. TA GS FR Bic ccccccccccvccccesecs $3 
AULT-WILLIAMSON SHOE CO. Manufacturers 
Western and ‘Southern Sales Branch Eastern Sales Office and Factories 
414 NORTH 12th STREET, ST. LOUIS, MO. AUBURN, MAINE 
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The BUY-WAY to Profit 


FOLLOWS 


KREIDER STYLES 
























OOOO Oooo se ese ees 






We carry the 
stock for you 





Bg oe oe Se oe Se Se5: 








III 











Boao oe oe Se Seo eSeSeSeSeS25eSe5eSe5eS. 


§2SceS2Se 





B504. Gun Metal Calf Lace Oxford 

Goodyear Welt. Fair-Stitch. 8-8 Rubber Lift 
Heel. Perforated Toe. Growing Girls’, B-C-D, * 
2% to 7. 





B506. Same as above in all Black Patent Leather. 
B502. Same in Tan Calf. 


ORDER NOW Not a cut-off vamp 


for in the 


Immediate Shipment Kreider Line 


4: h A S K ° d . Exclusive Makers of Best 
Shoes for Boys, Girls 
e e ° rel er O. and the Babies . 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO ST. LOUIS NEW YORK, N. Y. PITTSBURGH, PA. PHILADELPHIA, PA. 
312 W. Monroe St. 1408 Washington Ave. 123 Duane St. 923 Penn Ave. 51 North Third St. 














Tate ate te coe eo ai ae ae ee ee ae ae ee ae ue ae a a fu a ee ee ee Pek nu Te Tens 
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PATENT LEATHER 
STRAP PUMPS 





No. B 410-$5.35 


In Stock--Ready for Immediate Shipment 


No. B-410—Patent Leather Strap Pump, 244 
Last, 12/8 Celluloid Cuban Heel, Welt... . $5.35 








— AND WIDTHS 


‘ome Net 30 Days 























C. P. FORD & Co., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 











la PROFITABLE NOVELTY SLIPPER FOR 








YOUR CHRISTMAS TRADE! 
PRICE 72\4c 
Terms: 5% 10 days 


F.O.B. N. Y. Style 31-P 


Sizes 6-11 


36 pr. | cclor to case 


Men's Felt Everett with Novelty Plaid Collar in Red or 
Gray. Colors of Shoe in Navy Blue, Maroon, Brown or 
Oxford Gray 26 oz. Quality Felt. 


GENERAL FOOTWEAR CO., Inc. 
476 BROADWAY, NEW YORK 














Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 


Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CoO. 
06 Beach St., Boston, Mass., U. S. A. 











GR EELEY" 
BOUDOIRS 


Are just what you need 

for the Holiday trade. 

Suggest them for Christ- 

4 gifts. Pretty, practi- 

leasing. Something 

TF and always: satis- 

factory. Write today while 

In Black of Colored the matter is before you 

36 pair lots for samples and prices. 


If your Jobber Cannot Supply You, Write Us. 
<4 A. W. GREELEY, Haverhill, Mass. 5x 











APPROVED BY 
MEDICAL MEN 


Asa Paes support for the ankles of 

ponies children and as a fully venti- 

ated shoe, the Burkley Ventilated Foot 

Developer is unexcelled. Well known 
surgeons recommend its use. 

Make your stock of 

children's shoes 

VENT LATIONS) cumpiete by sending 

PATENTED our order today. 
hone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 
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Now Located at 132 Duane St. 


These larger quarters which we are occupying with greater facilities, will 
enable us to display more of those timely “BETTER SHOES” that are 
quick turn-overs and profit-makers for you. 


With expectation of making November our BANNER MONTH, we have 
concentrated our efforts and have purchased numerous styles which enable 
us to offer to the live merchant, select—smart—and fashionable numbers 
at prices that will produce a month of business long to be remembered. 


‘““Annette’—the number featured below, is just one of our many new 
patterns. This dainty pump, if carefully noticed, embodies a double effect. 
Although a strap pump—yet—that opera appearance. 


“ANNETTE” 


“IN STOCK NOW” 


HIGH GRADE FLEXIBLE 


No. 178—As illustrated. All patent colt pump, 13-8 full 
breasted Spanish heel, widths A to D, sizes 3 to 8... .$5.25 
No. 177—As 178 with Patent and Gun Metal Russia 
trimmings, 13-8 Cuban covered heel, widths A to D, 
re td a AR ROE esti 
No. 179—As 178 in Black Satin with black ooze calf 
trimmings, 13-8 Spanish heel, widths A to D, sizes 3 
ON aA aA malin a oo ech eh cds Ace ea 9 alge 
No. 180—As 178 in Black ooze Calf with Gun Metal 
Russia Trimmings, 13-8 Spanish heel, widths A to D, 
oe a eT ee ee eee 


Manufacturing - - Wholesalers 


132 Duane Street, New York, N. Y. 


Pittsburg Office Philadelphia Office Baltimore Office Cleveland Office 
Blackstone Bldg., 345-Sth Avenue 32 N 3rd Street 100 N Eutaw Street Old Arcade Bldg. 
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A smart street shoe in Black or 
Medium Shade of Tan Russia 
Calf, 13 iron sole, 1 inch T heel, 
Aberdeen Last, Shop Made. 
Ready for immediate shipment. 


In Tan No. 44 In Black No. 46 
AA, 7-12 A, 614-12 
B, 6-12 C,D, 5-12 


As each season goes by more and more dealers realize the 
tremendous value of the Nettleton name and the remarkable 
service offered by our In-Stock Department. 


Twenty-nine styles of Shoes and Oxfords and a newly designed 
Riding Boot are all available for immediate shipment. 


“The Aberdeen” illustrated above, is a shoe that appeals to 
most every man because of its smart dignified appearance. It is 
typically a man’s fine shoe and it moves rapidly from a dealer’s 
stock. 





Write us for our complete catalogue — and 
the story of Nettleton dealer co-operation. 


A. E. NETTLETON CO. 


H. W. COOK, President 


SYRACUSE - NEW YORK 


SHOES OF WORT H 





MEN LIKE TO SAY THEY WEAR THEM 
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145 DUANE STREET 











No. 7009—All Black Ooze Calf, Full breasted 
15-8 Spanish heel. All Vici Kid lined. High 
grade imitation turn. 

No. 7010—Exactly as No. 7009 only with 
13-8 Covered Cuban heel. 


No. 7001—As No. 7009 but in all full Chrome 
Patent Leather. 

No. 7005—As No. 7001 but with 13-8 Covered 
Cuban heel. 


No. 7002—As No. 7009 in Black Satin with 
Black Ooze calf instep, straps and collar. 





“ESTELLE” 


TURN. ALL VICI 
KID LINE 


No. 7003—As No. 7009 in Log Cabin Nu- 
Buck with Mahogany calf instep, straps and 
collar. 

No. 7004—As No. 7001 only with Gun 
Metal Calf instep, straps and collar. 

No. 7007—Exactly as No. 7009 only in 
Chestnut Brown NuBuck. 

No. 7006—Exactly as No. 7007 only with 
13-8 Covered Cuban heel. 

No. 7008—As No. 7002 only in Brown Satin 
= Brown Ooze calf instep, straps and 
collar. 








ALL “D’’ WIDTHS —SIZES 3 to 8 








“The Right Shoes on Time’’ 


B. FRIEDMAN 


ESTABLISHED 1880 


HY-GRADE IMITATION 


PRICE ... . $4.50 


NEW YORK CITY 
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| Advertising Made to § Y 
i 
vertising Made to Serve rou 
= 
A 
A . . . . 
) ~=©Merchandise lives or dies as it does or does not meet a human need. Adver- 
A 
: . 6 ° ° ° ° . 
%  tising is subject to the same law of service. The real measure of its value is 
A . . . 
i what it gives, not what it gets. 
t . , os ‘ 
} But you are not interested in a// advertising any more than you are in all 
rs 
4 ° . . . . . 
) merchandise. That is one big reason why you have a highly specialized 
LA . . ° . . . 
) Business Paper in your field such as the one carrying this advertisement. 
Ms 
5 
A 
armepepncancncoms =] How It Works for You P= 
LIST OF MEMBERS " LIST OF MEMBERS 
Each has subscribed to and is maintain- " y . : (Continued) 
ing ie Aneeet ~ a of practice in K W hat 1t does for you and 1 segaem ya 
Adscrisn sedschioy,.  -YOur field editorially is self-evi- J Hegtine spd Nentiating Marnie 
— Architect & Architectural ' dent, but its aditorial service is ' Hoe eee 
—— Blacksmith, Auto & Tractor just as vital. Instead of a buyer mae nee aaiece Trade 3 , 
’ . = e e mpiemen ractor rade journa 
Eeasslonn Petesel Btecetse # having to depend upon gossip, Industrial Arte Magazine 


American Hatter 

American Machinist 

American Paint Journal 
American Paint & Oil Dealer 
American Printer 

American School Board Journal 
Architectural Record 
Automobile Dealer and Repairer 
Automobile Journal 

Automotive Industries 


Baker’s Helper 

Bakers Weekly 

Boiler Maker (The) 

Boot and Shoe Recorder 

Brick and Clay Record 

Building Age & The Builders Journal 
Buildings and Building Management 
Building Supply News 


Canadian Grocer 

Canadian Machinery & Manufacturing 
News 

Canadian Railway & Marine World 

Candy and Ice Cream 

Chemical & Metallurgical Engineering 

Clothier and Furnisher 

Coal Age 

Concrete 

Cotton 


Daily Metal Trade 
Domestic Engineering 
Dry Goods Economist 
Drygoodsman 

Dry Goods Reporter 


Electric Railway Journal 

Electrical Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly 

Engineering and Mining Journal-Press 
Engineering News-Record 


Factory 

Farm Implement News 

Fire and Water Engineering 
Foundry (The) 

Furniture Manufacturer and Artisan 


Garment Weekly (The) 

Gas Age-Recor 

Good Furniture Magazine 
Grand Rapids Furniture Record 


Haberdasher (The) 
‘ 





—— = a a a a a att 
IOOOOOOOOO eee ee eo 


—— = a 
OOOO ee ee IC 


a a a a a aes 


ee ee a oe 
Ic 


— a a as 
OOOO ee ec 


i es 











- ne a a ee 








—— a a a a a a a 





_—— = 
ee a ae ae ae 


THE ASSOCIATED BUSINESS PAPERS, Inc. 


HEADQUARTERS: 


hearsay and driblets of informa- 
tion from this or that source, he 
gets it all between two covers. 


Yet advertising is NOT an added 
expense, but an improved distribu- 
tive process, which takes the place 
of slower, more costly and less 
efficient methods. 


That is why it pays to read 
advertising even more than it 
pays to advertise. Especially if 
you read it in papers which have 
met the exacting requirements 
of membership in The ‘Asso- 
ciated Business Papers, Inc., for 
one of its standards of practice 
requires that a paper must de- 
cline any advertisement which has 
a tendency to mislead or which 
does not conform to business 
integrity. 


You are invited to consult us freely 


about Business Papers or Business 
Paper advertising 


JESSE H. NEAL, Executive Secretary 


220 West 42nd Street 


























Inland Printer 
Iron Age 
Iron Trade Review 


Lumber 
Lumber World Review 


Manufacturers’ Record 
Marine Engineering & Shipping Age 
Marine Review 
Millinery Trade Review 
Mill Supplies 
odern Hospital (The) 
Motor Age 
Motorcycle and Bicycle Illustrated 
Motor Truck 
Motor World 


National Builder 

National Cleaner & Dyer 
National Hotel Review 
National Laundry Journal 
National Miller 

National Petroleum News 
Nautical Gazette 

Northwest Commercial Bulletin 


Oil News 
Oil Trade Journal 


Power : 
Power Boatin 


ICICI ICICI ONION cco -- 
- IC IC IOC 
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Power Plant Engineering 
Printers’ Ink 
Purchasing Agent 


Railway Age 

Railway Electrical Engineer 

Railway Engineering & Maintenance 
Railway Mechanical Engineer 
Railway Signal Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 


Sanitary & Heating Engineering 
Shoe and Leather Rasetter 
Shoe Retailer 

Southern Engineer 

Sporting Goods Dealer 


Tea and Coffee*Trade Journal 
Textile World 


Welding Engineer 
Western Contractor 
Wood-Worker (The) 


a ae 
OOOO ee 1c 























NEW YORK CITY 
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The statement of several shoe manufac- 
turers that glazed kid shoes are in better 
demand is supported: by the increase in 
trade reported by glazed kid manufactur- 
ers. This increase bas so far found expres- 
sion chiefly in black, although the demand 
for brown has also shown some improve- 
ment. One or two of the larger buyers are 
said to have bought a little ahead of their 
immediate requirements. One glazed kid 
manufacturer, who has just returned from 
a western trip, says the trade there is talk- 
ing about reds, greens, and blues for 
women’s shoes next spring. Preparations 
are also being made to take care of an ac- 
tive demand for grays in spring. 


Weather Hurts Wholesale 
Trade 


The very warm days are blamed by 
wholesale merchants for the slump in busi- 
ness. Tan calf is in good demand in men’s 
shoes, about 50 per cent of them being 
high and 50 per cent low. Demand is about 
equally divided, also, between the light 
colors and black. While stitching is in bet- 
ter demand than perforations, there is 
some demand for large perforations on 
brogues. There is also a little perforating 
coming in in the shoes for spring, though 
the bulk of the demand will be for plain 
shoes. Plain toes in men’s tan and black 
oxfords are good. In women’s footwear, 
black suede novelties hold the center of the 
siage. There is some call for brown calf 
oxfords, good demand for glazed kid trim- 
ming, continued activity in straps, and a 
dropping off in the orders for gores. 


Sole Leather Demand Lags 


Trading in factory leather shows very 
little life. While some of the factories are 
fairly busy, there are very few that are not 
operating on greatly reduced schedules and 
their buying of sole leather is in keeping 
with their production. They are carrying 
no stocks and when they need leather they 
expect immediate delivery. 

Findings leather continues along with a 
moderate demand. 

Prices are uncertain, leather being sold 
to the best advantage. There is a lot of 
price cutting by tanners and jobbers and 
it is creating a very unsatisfactory condi- 
tion in the trade. The only slight advances 
claimed by one or two tanners are said to 
have been secured on tannages on which 
they were for the moment sold up. 


Many Strap Patterns 


Among the shoes offered by Robe.t 
Cherry’s Sons ia their Germantown store 
are a Laird, Schober one-strap pump ia 
black suede, browa suede, log cabin suede, 
black satin, patent leather, dull calf, and 
black kid at $11 to $16; a three-stia sempi- 


BOOT AND SHOE RECORDER 





Philadelphia News Notes 


dress pump in patent leather at $8.90; log 
cabin suede at $9.90; and black velvet at 
$9.90; ladies’ oxfords i. various styles and 
heels at $4.90; Norwegian or Scotch grain 
brogue oxfords for men at $6.90 to $8.90; 
men’s high shoes at $5.90 in a dozen styles 
in black or tan; Arch Preserver shoes; 
school shoes; children’s shoes; and infants’ 
shoes. 


Featuring Arch-Aid Shoes 


The Kathryn Footwear Shop in Frank- 
ford is pushing Menihan Arch-Aid shoes 
for which it has the exclusive agency. They 
are offered in both oxford and strap pat- 
terns and the fact is pointed out that they 
combine both comfo.t and good style. 


New Store Doing Well 


Charles Kayser reports that his new 
West Philadelphia store at 106 South 52nd 
Street is doing well. There are seats for 
about 20 customers. The shoes offered are 
priced at $5, $6 and $7. In one of his show 
windows Mr. Kayser has featured his com- 
plete line of $5 shoes from sports oxfords 
to dress shoes. In the other the $6 and $7 
shoes are displayed. Straps, cut-outs, and 
gores are all selling well. The big demand 
is for black in satin, patent, suede, and 
gun metal. 


Factory to Double Output 


Buek and Company will double the out- 
put of their present plant when the new 
addition to it is placed in operation about 
the end of next month. This addition will 
give the factory an output of 3,000 paics 
a week. 





Alligator Shoes Selling 


Miss A. V. Callahan, buyer of women’s 
shoes for John Wanamaker, reports very 
good demand for alligator shoes. This firm 
has had these shoes for sale for some 
months, has repeatedly reordered them, 
and still finds the demand running ahead 
of the supply. 


Weather Helps Trade 


Albert Forster, the well-known Mana- 
yunk shoeman, says the weather has put 
some life into the trade. Black suedes are 
the best sellers in novelty footwear. Tan 








Orthopedic Departments 


Have you installed an orthopedic 
department? It requires little space 
and adds an atmosphere of confi- 
dence you are looking for from your 
customer. Some merchants insist 
on engaging only salesmen who can 
show a diploma in practipedics. 
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oxfords for street wear are also very active. 
The broader toes are becoming very popu- 
lar. There has been a recent increase of 
about five or ten per cent in men’s high- 
grade shoes and an equivalent reduction in 
the cheaper shoes for men. Mr. Forster 
says demand for men’s shoes is about 70 
per cent oxfords and 30 per cent high. 


Oil Paintings as Window 
Decorations 


David Strumpf, in his store at 2322 
North Front Street, has arranged some 
very effective window displays by the use 
of oil paintings. In the large window he has 
an oil painting of an autumn scene, while 
in each of the smaller windows he uses an 
oil painting of a bird. Shining on each oil 
painting is a spotlight. Each of the paint- 
ings is draped with baronette satin. 

According to Albert H. Boguiz, of this 
store, business is improving and all indica- 
tions point to a very big fall season. Black 
suedes with patent or dull kid trimming, 
opera pumps, two and three-strap effects 
in log cabin suede, and various designs in 
anklettes are all selling well. 





Some New Gypsy Pumps 


Cruise, Sullivan Company has a gypsy 
pump with a single gore in the side. The 
gore is covered by a rosette. A person, look- 
ing at the shoe on a foot for the first time, 
may wonder how it was put on, for it 
looks as if it grew there. This gypsy pump 
is made by the high-throated gypsy pat- 
tern. It has but two seams in its upper, the 
back seam and the front seam. The front 
seam is covered by a narrow band of 
leather, stitched and pressed down to the 
shoe. It is about as wide as a crease in a 
crease vamp shoe. 

The gore is set in the outside of the shoe, 
so that a person, putting on the shoe, will 
thrust the foot to the outside of the shoe 
to stretch the gore, and thence into the 
shoe. Of course, a horn must be used. 

The pump is made of patent leather, or 
black suede calf. The strap stitched down 
to the vamp, over the gypsy seam is of dull 
calf. 





New Shoe Stores 


John D. Oliver, Siloam Springs, Ark. 

Giles Brothers, Tallapoosa, Ga. 

William Mandel Bootery (17 South 
Fifth Avenue) La Grange, Ill. 

Allys New Store (865 Mitchell Street) 
Mishawaka, Ind. 

Clinton Army Store (Ralph Dobrin, 
proprietor) boots and shoes, etc., Clinton, 
Iowa. 

Cantilever Boot Shop (216 North 
Seventh Street) St. Joseph, Mo. 

Everett N. Lowe, Bayard, Neb. 

D. Latella (1 Grace Church Street) 
Port Chester, N. Y. 

Miller & Brooks, Winston-Salem, N. C. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Haleyville, Ala.—S. J. Tidwell, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Bridgeport, Conn.—Camillo Venezia (New Way 
Shoe Co.) (720 E. Main street), (2481 Main 
street), boots and shoes and repairing, receiver 
appointed. 

New Haven, Conn.—Victoria Melillo, boots and 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

Guyton, Ga.—William Raskin, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Davenport, lowa—Sam Zeldes, boots and shoes, 
reported offering to compromise at 33 1-3 per 
cent. 

Protivin, Iowa—Protivin Farmers’ Mercantile 
Co., general merchandise, reported petitioned or 
petitioner in bankruptcy. 

Oberlin, La.—Emile ercantels, general mer- 
chandise, reported petitioned or titioner in 
bankruptcy a and receiver appoin 

Monroe, Granberry, general merchan- 
dise, Lm ‘petitioned or petitioner in bank- 
ruptcy. 

Boston, Mass.—D. H. Cohen & Son, boots and 
shoes, reported petitioned or petitioner in bank- 


ruptcy. 
Mass.—Hamilton Shoe Co. reported 


Beverly, 
assigned to David P. Israel. 

Rockland, Mass.—Abraham Lelyveld, boots and 
shoes, reported assigned. 

Haverhill, Mass.—United Eagle Shoe Co., shoe 
manufacturers, reported offering to compromies 

at 20 per cent. 

St. Paul, Minn.—Harris Winburgh (219 E. Fourth 
street), boots and shoes, etc., reported petitioned 
or petitioner in bankru as 

Great Falls, Mont.— en-Huntsberger Co. 
boots and shoes, ec., ome ed failed. 

Newark, N. J.—Charles F. McLear (489 Clinton 
ave), boots and shoes, re extension granted. 
New York City—Sam Levenson (Pioneer C —— 
Outfit Store) (241 West 42nd street), army anc 
navy goods, reported petitioned or petitioner in 

bankruptcy. 

Brooklyn, N. Y.—Morton Baumritter (Morton's 
Shee Shop) (398 Knickerbocker avenue), boots 

d shoes, reported petitioned or petitioner in 
fenton ptcy. 

Capdboume, N. C.—Chadbourne Bargain House, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Circleville, Ohio—Home Trade Co., boots and 
— "enous petitioned or petitioner in bank- 


Cleveland, yh R. Harris (11806 Buckeye 
road), and shoes, reported petitioned or 
petitioner in ~~ b 

Middletown, Ohio—Capitol Boot Shop (Kahn & 
Jacobson, proprietors), boots and s! reported 
petitioned or petitioner in bankruptcy. 

May, Okia.—Alex Thomas, general merchandise, 
reported petitioned or oe in bankruptcy. 

Oklahoma Eity, Okla. H. Barkett, boots and 
shoes, e'c., reported petitioned or petitioner in 
bankruptcy. 

Allentown, Penn.—Martin Krauss, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Ambridge, Penn.—Polonia Mercantile Co., gen- 
eral merchandise, reported petitioned or peti- 
tioner in bankruptcy. 

Coatesville, Penn.—Moses W. Katz (Hub Cloth- 
ing Co.), boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Farrel Penn.—Stoizzi & Wise, boots and shoes, etc. 
reported petitioned or petitioner in bankruptcy. 

Harrisburg, "een. —Gerber Bros., shoes, etc., re- 

ported petitioned or petitioner in bankruptcy. 

Priladel ia, Penn.—Foster-Ryan Shoe Co. Inc. 

5020 Beaumont avenue), manufacturers of 
shoes reported offering to compromise at 50 per 
cen 

Reading, Penn.—Al Mar Shoe Store (Allen Levin, 
proprietor), boots and shoes, reported offering to 


compromise 

Providence, R. I.—B & S Shoe Store (Bergerson & 
Searles, proprisers), boots and shoes, etc., 
reported a: ssigned 

Columbia, $8. C.—Hall-Reese Shoe Co., boots and 
shoes, reported petitioned or petitioner in bank- 
ruptcy and ae to compromise at 40 per cent. 

De Smit, S. D.—Roy Chase, general merchandise, 
reported assigned. 

Comanche, Texas—August Bros., boots and shoes, 
etec., reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Como, Texas—A. F. Helm, general merchandise, 
a petitioned or petitioner in wg 

t News, Va.—W. H. Williamson & ( 
ww. H. Williamson, proprietor), boots and chon, 
reported petitioned or ‘eee in bankruptcy 
andreceiver appoin 


BUSINESS CHANGES 


Flat Rock, Ala.—J. B. Burkhalter, general mer- 
chandise, recently 

Foreman, Ark.—La Grone & Cheever, general 
merchandise, Le Be 

Hughes, Ark. —f, surch, general merchandise, 
recently 

Star City, Ark.—G. S. McFalls, general merchan- 
dise, recently 

Los An les, Cal.—Frank Briggs (6666 Holly- 
wood levard), boots and shoes, reported sold 
to Stewart Beggs 

San Diego, Cal.—Fifth Street ee my Store. 
boots and shoes, etc., reported sold to Samuei 


Smith. 

en, Cal.—Max Secteen, boots and shoes, 

etc., reported by J 

Weshteen, I Ill.—Sam Seidenfeld, "general merchan- 
dise, reported succeeded b Julius Seidenfeld. 
cues, Ind.—Eckerle & Eckstein, general mer- 

ndise, recently commen business. 

South Bend, Ind.—W. H. Taylor, general mer- 

chandise, he tent capital $50,000 

















Michigan Cit —The Army & Navy Store 
(E. — proprietor) boots and shoes, etc., 
recent 

















Minden, ta. —Minden Cash Store, general mer- 
chandise, incorporated capital $10,000. 
La Center, Ky.—B. C. Meriweather, general mer- 
chandise, recentl 
Hazard, Ky.—Hardes' Peuice ——} paste and 
shoes, etc., Fae Hardesty’ 
Bath, Me.— The Surplus S irading Co. beste and 
shoes, etc., recently 
Boston, Mass. —Colonial Wood Heel Co., heel 
manufacturers, recently commenced business; 
incorporated $10,000. 
Mutual Leather Co. Inc., leather, Abraham 
Bornstein retired 
ober Leather Co., reported selling or sold 
out. 
Rose Fleishman, boots and shoes, reported 
out of business. 
Roxbury Shoe Store, reported gaat 
dissolved succeeded by Bernard B. Silv: 
Cambridge, Mass.—Silverman’'s Shoe Store, boots 
and shoes, reported pay dissolved and 
succeeded ‘by Geo. and Jacob Silverman 
Westboro, Mass.—The ee dy Store (Archie 
—— my proprietor), general merchandise, re- 
cently 
Everett, Mass.—The Tuttle-Genstil Co., shoe 
facturers, d by Tuttle Shoe Co. 
Solly Genstil retired. 

Plymouth, Mich.—Birch’s Dry Goods Store, boots 
and shoes, etc., recently commenced business. 
a Mich.—H. Bouwins Co. Inc., boots and 

hoes, reported sold to Richard Nies and Row- 
land Brandt. 


Fayette, Mo. —Talbot Clothing Co., boots and 
shoes, etc., reported qussentiedl by Talbot & Lee. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
Phone —Soring — 


WILL | SLOW SE FOR 
BUY. | SUHAESocRS® | CASH 


Bargains in shoes always on hand for special 
_— sales and bargain basements 











High cut Boots—$z.9v to $3.65 
Write for sam; 


October 27, 1923 





MISCELLANEOUS 














Milbradt Rolling 
Step Ladders 


are made in a great 
many styles to suit all 
ki stores - and 
shelving. They will en- 
able you to get along 
with less help, save the 
wear and tear on your 
shelving, —— help the 
a rance of your store 
Shipped subject to ap- 
al and satisfaction 
Sumenteed. 
Write for our latest 
catalog showing 18 
styles of ladders as well 
as other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 











“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED 


JAW NIPPER 








Just the Tool for That Nail 





Frank W. 


Patentees and Manufacturers 


Boston, Mass. 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


pe are made of 
ade tool steel, 
alba plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 
curved jaw when or- 
Write us direct if your 


dealer cannot supply 
you. 


Price, $4.00 


Whitcher Co. 


Branch 
. Lake St. 








Reece’s E. Z. Walking 


Wooden Sole Footwear 
Oil Grain and Wax Veal—Leather uppers 


1 buckle shoes 
$1.42) to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 


Columbus... 


_ = Se 
me ee ee ae ie eee ee ee ie 


—— 
—— 


Nebraska 











Octob 
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BOOT AND SHOE RECORDER 












Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


issue: 

Space 1 time 7 times 13 times 26 times 52 times 
a $5.00 $4.00 $3.50 $3.00 $2.50 
4) eae 10.00 8.00 7.00 6.00 5.00 
BS Mic cesees 15.00 12.00 10.50 9.00 7.50 
ee 20.00 16.00 14.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


word for each insertion. 
Minimum amount accepted, seventy tive cents. For other “Want” 
each insertion. Mini- 


OSITIONS WANTED—Four cents per 


advertisements, seven cents per word for 





mum amount accepted, $1.25. - under this heading will be received 


up to noon on Tuesday of week of publication date. 





hen advertisers 


desire answers to come in care of this office, twelve words must be 
allowed in each advertisement for address. When advertisers desire 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 


to ads must be sent under letter postage. 


except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








GALESMEN WANTED—For Southern and 
Western territory to sell advertised line of men’s 
high-grade shoes. Prefer man selling women’ s turn 
shoes to carry our men’s line on a commission basis. 
Address E355, Boot and Shoe Recorder Pub. Co., 
207 South St., Boston Mass. 


W ANTED—Salesmen for side-line women’s turns 
and welts. —— stock —— Illinois 
including Chicago, 
Address E356, care A... and Shoe. hae 623 
Powers Bldg., Rochester N. Y. 











ws NTED—Salesmen for side line women’s 
turns and welts. Rochester stock novelties. West 
of Mississippi. Address E357, care Boot and Shoe 
Recorder, 623 Powers Bidg., Rochester, N. Y. 





WE, TE s looking for a man who has successfully 
d ladies’ turned shoes through the West; 

one > 4 has sufficient confidence in his ability to 

invest with a Brooklyn factory now making 250 

pairs daily, equipped to make 500 pairs, who n 

a business getter. Address K-567, care Boot and 

Shoe Recorder, 127 Duane St., New York City. 


W ANTED—Experienced retail shoe salesmen for 
positions as managers with large chain stores 
company, best reference and small cash bond a 
quired, real opportunity with us for business 











those who have a good 


Nov. 
“ 





established busi 


3 and ¢ Hotel Imperial, New York City. 
7 Onondaga, Syracuse. 


Wanted 20 Go-Getters Wanted 


We want real salesmen—men who can sell ~ore in 36 ) pair case lots to the width. Only 

ure the “Light-Art Welts’’— 

ey novelties for women. Also a line of seunte—Ghe best in the country for the price. 
ave been in business for 35 years. Straight 5 per cent commission only. 

stop at the following hotels to interview applicants. If you. haven’t the above qualifications, 

do not apply, for he will be too busy to entertain “‘visitors.’ 


Our Mr. Platz will 














a >» © il ** Cleveland, Cleveland. 

“« 138 * 14 * Seater, Detroit. 

“ 17 * 18 ‘“* Sherman, Chica 

“« 19 “* 20 “* Muelbach, anele ‘City, Mo. - 

“« 21 * 22 * Sinton, Cincinnati. 

“« 24 “ 25 “ # Fort Pitt, Pittsburg. 

ad “ 27 “* New Howard, Baltimore. 

“« 28 “ 29 “* Adelphia, Philadelphia. 
ANTED—Salesmen to carry line of soft soles ALESMAN WANTED: —~» ——F - 
and moccasins, sizes 0-4, line of elk un- tative for Missouri and ansas; cKa 

Commission 10 per cent. Address stitchdowns, Acquaintance with 


lined, 1 to 6. 
Dunn-Peabody Shoe Co., Danvers, Mass. 





with salary, commissions, and additional 4 ANTED SALESMEN—We have a few terri- 
paid on results shown. Write experience, Present tories open for 12 cylinder salesmen with estab- 
salary, etc. Positions available in and near Phila- lished trade. We manufacture a lar-priced line 
delphia only. Address E-358, care Boot and Shoe of men’s shoes, with in-stock department. Write, 
Recorder, 207 South St., Boston, Mass. giving your experience and terri covered. 

MANUFACTURER making a general line og ape Address P.O. Box 7 





guaranteed not to rip f play shoes want 
who cover their territory closely, to represent 
in the following states: Pennsylvania, New York 
State, Ohio, ichigan, Alabama, and Georgia. 
Have established accounts in the above territories. 
First letter give amount of shipments the past 
three years; Seustes covered; in detail; present 
connection, etc. Address E. J. Ramsey, 347 
Rider Ave., New York City. 


SALESMAN WANTED—Wholesale shoe a 

selling retail trade desires es ae 
sentative for Western Pennsylvania. Address 
E-369, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


Milwaukee Work Shoes 


Several choice territories open. 
Excellent Opportunity for 
Salesmen who can produce. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 














WANTED—Good salesmen with established 

trade to carry (with 00. All carried in ae 5 - 
men’s welts to retail at $5.00. A 
Commission basis only. 


eee. State , — _senrl 


care Boot and 


SSRN to carry 
— leather = ~ 4, yo In- 


os Address E-326, care Boot and 
Shoe 207 South St., Boston, Mass. 


you cover = what 
y now. Address E-278, 
qamnies reedy 189 W. Madison St., 








SALESMEN WITH Bg AND A 

POPULAR LINE 
OF INFANTS’ MISSES". CHILDREN’S. 
AND GROWING GIRLS’ TURN SHOES, 
ALSO WOMEN’S COMFORT SHOES. IN 
REPLYING KINDLY GIVE TERRITORY 
DESI AND 


RENCES. OTHER 
NECESSARY INFORMATION. ADDRESS 
BOX E359 CARE OF BOOT AND SHOE 
RECO ER, 207 SOUTH ST., BOSTON, 





and leggings. 
trade na oqeeenee in the ‘arity 
Hagerstown Shoe & Legging Co. agerstown, 
Maryland. 


ISCONSIN manufacturer of qualit 
sporting shoes would like to hear from hi 
de salesmen handli sceeaetiiotins tos tn te 
—— States: Illinois, Ohio, Ken- 

aay Se. Mi i and Alabama, North 
and th Carolina. Stri 


per cent commission 
. Address E-307, care Sas and Shoe Recorder, 
189 W. Madison St., Chicago, Illinois. 


Shoe Salesman 


Manufacturer of an extensive line of 
medium-priced women’s welts, heretofore 
manufacturing exclusively for jobbing 
trade, a to call on la 
retail. and department store trade. Will 
willing to advance a fair drawing ac- 
count to the right man. 


Only a man well acquainted with large 
store buyers throughout the country and 
with an extensive experience will be given 
consideration. 
Address E360 
Care Boot and Shoe Recorder 
207 South Street, Boston, Mass. 























Salesmen who are acquainted in the following territories can have the 
opportunity of connecting with a Milwaukee line of children’s shoes. 
Line embraces everything from Babies’ to Growing Girls’. Improved 
Stitchdowns and Goodyear Welts. Twenty-six styles in stock. You must 
be willing to come to Milwaukee and have a past that will bear the closest 
inspection. Our proposition is—Most liberal covering traveling expenses 
and a fixed commission. Territories—North Carolina. South Carolina and 
Eastern Georgia. Alabama. Missouri. Kansas. Mountain States. Reply 
giving all reference to the Simplex Shoe Mfg. Co., Milwaukee, Wisconsin. 








WANTED—Strictly commission, ex- 

rienced salesman for IN S K 
LINE of WOMEN’S NOVELTY AND 
EASY SHOES in stock in widths. 
EIGHT PER CENT payable weekly. 
No advances. About 40 samples — no 
objection to short, non-conflicting 
side line. Ref: equired 


TERRITORY OPEN—Ind., Ill., Chica- 
, Wis., M Orleans, La., 
ash. nm, Calif., Texas, New Eng- 

land, Ky. ., Pa., Tenn., and the Midd 

States west of the Mississippi River 

and the Southwest. 








THE WESTCOTT WHITMORE CO. 
217K W. Water Street 
Syracuse, N.Y. 
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POSITION WANTED 


POSITION WANTED 


LINE WANTED 





Experienced Young Man with 
Factory Executive Experience 


Wants Job 


An ambitious young man wants factory job which he can improve by hard work and 
tall it. Familiar with 


requirements of fancy style shoes, and all necessary factory operations. Has business ex- 


ability. Thoroughly understands the sheet system and how to i 





perience of 8 years—four of them on executive end of shoe manufacturing, planning and 


production work, methods, systems and actual operation of same in factory. Desires 


position on production or executive end or combination of this work with selling. Address 
E368, Boot and Shoe Recorder, 207 South Street, Boston, Mass. 





UYER AND MANACER DESIROUS MAK- 

ING CHANGE—15 years’ experience men’s 
and women's high-grade footwear. I know shoes 
and the retail game from the ground up, Chicago, 
St. Louis and Kansas City experience. Address 
E-353, care Boot and Shoe Recorder, 801 Leather 
Trades Bidg., St. Louis, Mo. 





SALESMEN WANTED 





BUSINESS OPPORTUNITY 


WANTED—Man thoroughly experienced in shoe 

buying and merchandising. To buy either half 

or all interest in a shoe department located in a pro- 

gressive department store, in a live western Michi- 

in town of 50,000 population. Address E-313, care 

tt and Shoe Recorder, 189 W. Madison St., 
hicago, Illinois. 











Resident Salesman for Infants’, Chil- 
dren’s and Misses’ line of high-grade 
stitch downs for Pittsburgh, Cleveland, 
Detroit, Louisville, St. Louis, Cincin- 
nati, Indianapolis, Kansas City, Mem- 
phis, Atlanta. Sufficient styles carried 
in stock for immediate delivery. Write 
The Phenix Shoe Mfg. Co., 27-67 Erie 
St., Milwaukee, Wis. 


WANTED—Good Shoe Man to Lease Dept. 
Experienced shoe man wanted, with good 
record and merchandising ability, to lease 
new shoe dept. in successful dept. store 
not far from Chicago. Fixtures practically 
installed. If resp ible man applies, we 
will share financing of section with him, if 
necessary. A remarkable opportunity for 
right man. Address E367, care Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass. 























SALESMEN WANTED 


To sell ““MILWAUKEE KING” 
nailed and welt work shoes. 


Territories: 
Iowa West Virginia 
Illinois Kentucky 
Indiana Michigan 
Pennsylvania No. Carolina 


Strictly commission proposition 
Forward references with appli- 


cation. 

EDWARD A. LUEDKE SHOE 
COMPANY 

Milwaukee, Box 31 Wis. 

















HELP WANTED 





LINE WANTED 


I CAN sell a line of good shoes in New England 
for some energetic Western house. Seven years’ 
experience, and a knowledge of shoes and mer- 
chants. Best of references. Address E-370, care 
eeee and Shoe Recorder, 207 South St., Boston, 
JViass. 








WANTED—A high-grade, experienced shoe man 
wants to represent a line of high-grade shoes 
throughout Pennsylvania and vicinity. Address 
E-364, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





XPERIENCED SALESMAN, large fol- 

lowing in Greater New York, wants 

to connect with manufacturer. Has 

covered this territory several years with 

well-known men’s and women’s line. 
Address K-568, care Boot and S 

Recorder, 127 Duane St., New York City. 














Vy TANTED—Foreman of fitting room by manu- 
facturer making about 1000 pairs of men’s 
shoes daily. Addregs E-361, care t and Shoe 
Recorder, 207 South St., Boston, Mass. 


HELP WANTED 


ANUFACTURER'’S LINES WANTED to sell 

to the retail trade in New York and Pennsyl- 
vania by a company of experienced salesmen incor- 
porated to represent manufacturers. Address E-351, 
care and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


WiLL be open for established line for New Eng- 
land November | to 15. 12 years’ on the terri- 
tory and naturally know the trade. Have sold both 
men’s and women's lines. Address E-352, care Boot 
and Shoe Recorder, 207 South St., Boston, Maas. 








FOR LEASE 


Te LEASE—Space for Shoe Department. In one 
of the principal de ent stores in Middle 
Western town of hundred thousand. Catering to 
medium-class trade. Address E-366, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Fer LEASE—For a ladies’ and children’s shoe 
department prominent space in the leading 
Ladies’ Ready-to-Wear Store of Sioux Falls, South 
Dakota, doing a business of $200,000 annually. 
Also good space in our Downstairs Department. 
Good window display. Either on a flat rental or 
commission basis. A wonderful opportunity. Apply 
to Fusfield’s Ladies’ Ready-to-Wear Store, Sioux 
Falls, South Dakota. 











FOR RENT 











PITTSBURGH, PA. 


100 Per Cent Location—In heart o 
shopping center. Immediate posses- 
sion. For particulars 

CHARLES I. DAVIS 

101 No. Clinton Street 

ROCHESTER, N. Y. 














FOR SALE 


OR SALE—Boulware’s Exclusive Shoe Store in 

town of 2500. Absolutely clean, up-to-date 
stock, no competition, excellent trade territory. 
Death of husband reason for selling. Write Edith 
Boulware, Monroe City, Mo. 


R SALE—Established shoe store, fast-growing 

city of 40,000. Western North Carolina. Good 
location, clean stock, inventory $22,000; always 
made money; owher has other business. Address 
E-362, care t and Shoe Recorder, 207 South St., 
Boston, Mass. 











For SALE—36 American Seating Company's 
finest shoe chairs at a sacrifice. Splendid 
condition. Good as new. Address Kopp Boot Shop, 
Dubuque, Iowa. 





HOE business established 15 years same location 

on Lincoln Avenue near Weibolts’ department 
store. One of Chicago's busiest districts. Owner re- 
tiring. Stock about $8000. For full particulars 
address E-363, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 





FOR SALE 

Lease and fixtures with small stock of 
exclusive ladies’ novelty shoe shop for 
sale. Located in finest section of New 
York City. Magnificent front and 
beautiful interior decorations. Very 
reasonable to cash buyer. Wonderful 
opportunity for any one. Address 
K 548 care Boot and Shoe Recorder, 
127 Duane Street, New York City. 





10 SIDE LINE SALESMEN 


to sell short line men’s Goodyear Welt work shoes at popular 
prices. Carried in stock now. Address, Indiana Shoe Company, 


Marion, Ind. 








FOR SALE — -_ 
Shoe store—In prosperous Northern i- 
nois town of 9000, trading radius 30,000. 
Store established about one year. Entire 
new stock and fixtures. Most modern store 
in state. Stock and fixture investment 
about $13,000. Will sacrifice for quick sale. 
Owner leaving town. Address E365, care 
Boot and Shoe Recorder, 189 W. Madison 
Street, Chicago, Il. 
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ROSTEX COMPANY 
1261 Broadway New York City 
Phone Pennsylvania 6219 

















—_ FOR SALE WANTED TO PURCHASE 
FOR SALE I PAY SPOT CASH 
tg ape us Shoe Stocks and 
Slow M ny qd ity. Will 
5000 PAIRS give you ‘immediate reply. 
of very fine IMPORTED MEN’S SPATS. S. CLEARFIELD 
Complete ASSORTMENT of COLORS 116 W. 32nd Street New York 
and SIZES. 
AT 0c A PAIR 
Of a quality that retails at $4.00 a pair MISCELLANEOUS 




















WANTED TO PURCHASE 








Wanted to buy a complete 
outlay of used Stitching 
Room Equipment 


to produce from three hundred to six 
hundred pairs per day of men’s Lined 
Welts. Must be in good condition—an 
unusual opportunity to close out an 
entire shoe factory equipment. Ad- 
dress E. Tuttrupp, 352 E. Water St., 
Milwaukee, Wisc. 








CASH PAID 


for entire shoe stoeks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our 5; y- 

Bank and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn 
Phone Stagg 1757 














CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 


“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 


English, French, American 







Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct if Your Dealer 
Cannol Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


by 





RANMA ING 
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DO YOU CONTEMPLATE 


Retiring or going out of business? We will pay 

value for your entire or surplus stock of shoes. 

having a short term.to run taken over. 
tablished 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
or wholesale. Short term leases taken off your 
hands. Wire or phone us. Correspondence con- 
fidential. Established 1890. 

MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase clothing, hats, furnish- 
ing goods. ete. Phone Canal 9633 
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DOUBLE G ieevern 


ERVICE 


Our Three Best Numbers Are Now 
IN STOCK 


5-8 1144-2 
No. 4406—Full Grain Cherry Chrome Bal with Spring Spring 
Goodyear Tire & Rubber Co's guaranteed Neo- __Heel Heel 


lin sole $1.45 


Outside 


Rubber 
No. 5400—Mahogany Chrome Bal with gen- heel 


uine bend oak sole $1. $1.65 $1.95 


No. 5300—Full Grain Mahogany Bal com- 
pletely leather, lined, genuine bend oak sole.... $1.60 $1.85 $2.15 


ALL GOOD STAPLE NUMBERS FOR YOUR SCHOOL SHOE TRADE 


Ce scl 


347 RIDER AVENUE NEW YORK CITY 
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OODYEAR Wingfoot Heels 

wear longer. They keep their | 
resilience to the last step. They 
have style and they fit. 


There is no substitute for Goodyear 
A good suggestion for your W ingfoot Heels, because there is 
ce eae on aoe no substitute for highest quality. 


Christmas trade—be sure the 


attractive yer ~ — No wonder more people walk on 

are equipped with Goodyear 

Wingfoot Hels. Goodyear Rubber Heels than on 
any other kind. 














Goodyear Means Good Wear 


WENGEFOOGT 
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GALLUN’S 
BLACK 
NORWEGIAN 
VARSITY LAST 
CROSS CREASE VAMP 
13 EDGE 
WINGFOOT HEEL 








No. 21 


IN STOCK 


C--D Widths 











Repeated by Request 


No. 21 has just been added to our Stock Department. So 
many “live wire’ retailers urged us to stock a shoe similar 
to that big selling GALLUN’S BLACK NORWEGIAN 
style of last year. Many letters told of customers wanting 
another pair of those Marion Norwegians. Mail-your order 
to-night. Feature this “sure repeater” and make more 
money. You can get sizes all winter just as you need them. 


MARION SHOE CO. 
MARION, INDIANA 
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to 


lou cant fool a goose 
on the seasons. 


Whether Instinct or Reason They are Right 


Every fall they go south 
Every spring they return 


As surely as their return, as surely as spring’s coming, that time 
brings a heavy white leather shoe demand. Remember that, and 
the moral is 


““Buy Whites When the Geese Fly South’’ 


Preferably 
Sh White COC, 
White Levor Grain Kid White Levor Grain Goat 


(Cabretta) (Chevrettes) 


Sha. tote. Kocvee gf Aaucrian 


NEW YORK GLOVERSVILLE BOSTON 


DISTRIBUTING FORCE 


ARTHUR S. PATTEN LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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No. 459 
Patent Leather Oxford 
“Maxie” 

Goodyear Welt 8-8 Wingfoot Heel 
Widths A-D 
Price $4.25 


















Style No. 460 
Gun Metal Calf Blucher 
“Maxie™ 
Goodyear Welt 8-8 Wingfoot Heel 


Kid Lined Grain Counter 
Widths A-D 
Price $4.25 


Please order by stock number 




























YANN 


SANA) 


“Follow The (reighton Line” 


FASHION FOOTWEAR 


It will pay any progressive merchant to 
concentrate his buying of popular priced 
novelties on the Creighton line for he is 
assured of shoes that are well made, well 
styled and carried in stock for quick delivery. 


A. M. CREIGHTON, Lynn, Mass. 
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A FEW OFOUR MANYSTYLES 
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TEMPTATION RHODA 
; It 
1323—Patent!Colt sees mo 
1324—Black Satin onan dod 
pres — _ IN 1413—Brown Suede 
_ 15-8 Spanish Heel 
5.50 
STOCK ABE 








ERMINIE TWINKLE 


1420—Patent Colt 

1421—Black Satin 

1422—Black Suede 

1423—Brown Suede 
14-8 Spanish Heel 
A-B-C 


UTLVOVOOOOOOENUOUOTDONOON 


1415—Patent Colt 

1416—Black Satin 

1417—Black Suede 

1418—Brown Suede 
15-8 Spanish Heel 
A, B, C 








stttttt 


$5.50 


WT: HOLMES COMP 
Exclusively Ladies Shoes 
Is NORTH FOURTH ST. PHILADELPHIA 








HHO 








JU TT 
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Plain Toe Crimped Vamp 
Oxford In Stock 


ONE OF EIGHT BIG 
REASONS FOR 
“EXTRA PAIR SALES” 






ComFORT AND SATISFACTION 
TO THE WOMAN WHO GOLFS, HUNTS, CAMPS. 
FISHES, TRAMPS, RIDES, ETC. 


98 504 BOARDED MAHOGANY CALF, FULL GUSSET TONGUE, 
MODIFIED ENGLISH LAST, 8-8 HEEL, CRIMPED PLAIN 


TOE, GOODYEAR WELT. 


95504 BOARDED BLACK CALF, 
DESCRIPTION SAME AS ABOVE. 





\ IN sank: . 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE MISSOURI 


STOCKED FOR THE 
PACIFIC TRADE BY 























CALIFORNIA: NORTH COAST: 
WILLIAMS-MARVIN Co. FITHIAN-BARKER SHOE Co. 
SAN FRANCISCO—LOS ANGELES PORTLAND, OREGON 
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Without Color} 


eeker < 
nd har 


All progressive retailers of shoes kno 
the answer. 


. y ar 
It is not too much to say that colo he} 


today are the lifeblood of the shdVe des: 
business. ur new 


22. Th 
The broad range of VODE Colors h: hae BH 


been rightly characterized as “‘the palett 
of the artist shoe manufacturer.” 





Made from 


0 you 
ke look: 


Color 222 
AUTUMN BROWN ped so own. 
Shown by courtesy of They are not only an inspiration to t 


J. ALBERT & SON 

557 De Kalb Ave. 
BROOKLYN, N.Y. 

ia r Fall 

Most Specified Vode Colt, p— 

Color 19—CAMEL olor A—| 

Color 222—AUTUMN BROWN!-GRAY 

Colors 9-70 qparter Lint 

A Finishing Touch to the Sh 


THE STANDAR Be» st 


ICAGO ST. 
MNCINNATI 








5 


COCIGORIOARGOGOSOSO™ 
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rt What Result? 


eeker after unusual color effects and 


<no F 
nd harmonies — 


lof "°Y 2te authoritative—standard. 


sh@Ve desire to call special attention to 
ur new shade of Autumn Brown, color 
22. This is a lighter and richer shade 
 h#tan Havana Brown and may appeal 
etd you as some of the trade seems to 
re looking for a change from Havana 


prown. 
rt 


Made from 


¢ 


Cclor 9 
GRAY 
with patent trimming 
Shown by courtesy of 
S. WEIL & CO. 


397 De Kalb Ave. 
BROOKLYN, N.Y. 












r Fall and W inter 
401 olor B—GOLDEN BROWN 

lor A—HAVANA BROWN 
ywyg’-GRAY 
70 qparter Linings of Harmonizing Vode Kid 


“tip COMPANY 


R ton, Mass. 
ICAGO ST. LOUIS 
CINNATI 













iqua 
CW Y( 
DELP 


lors 
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Oxfords and Straps 


Made to sell at popular prices. Good 
reliable merchandise that will prove 
“*business-building’’ for any dealer. 
Send for complete Oxford Line for 


winter wear. 


No. 786—Van Ruba Russia Oxford, Log 
Cabin Buck slashed top, 8-8 Heel, 127 
No. 792—Brown Suede One Strap, Russia Last. 
Calf Trim, Spanish Louis Heel, 129 Last. 


No. 731—Black Satin One Strap, Spanish No. 703—Patent Cross Strap, Half Louis 
Louis Heel, 125 Last. Heel, 129 Last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


s “Made In the Pine ‘Tree State 
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Dancing pump of Rueping’s 

Mohawk Calf, made by E. T. 

Wright & Co., Rockland, Mass. 
Their Radio Last, No. 461. 





is the aristocrat of smooth black upper 
leathers. Even a quick glance at a pair 
of shoes made of mohawk leaves a 
decided impression of quality. 


Mohawk Calf is outstandingly close 
grained and smooth. Itis an admirably 
deep, lustrous black. It is mellow to 
the last degree. A light rub gives it an 
enduring high polish. 





These are qualities that can be seen 
thru your window. They will be more 
fully appreciated when customers have 
the shoes in their hands—and still 
more so when the shoes are out in use. 


Specifying RUEPING’S MOHAWK 
CALF adds to your dividends though 
not to your investment. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 
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““When I want to plug a 
weak spot in our lines of 
calf shoes I always think 


of Creese & Cook’s leather 


first.’’ 























The above came from a veteran buyer of 


leather for a long established firm making fine 





shoes for men. 





He made the statement we quote after an ex- 


perience of twenty years with CREESE & 
COOK’S leathers. 





CREESE & COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 






SALESROOMS 
95 SOUTH ST., BOSTON 











SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 






P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Blidg., St. Louis, Mo. 
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-———ALL-WAYS “BEST at the PRICE” ——— 


































No. R 384 


No. R 384—Patent Plain Toe Blucher, Gun Calf;Saddle, No. R 385—Black Boarded Calf Plain Toe Blucher, 
Flexible Box Toe, 44 Wingfoot Heel, A Grade Full Flexible Box Toe, 44 Goodrich Heel, A-Grade Full 
Grain Counter, Madison Last, B, C and D, 5% to II Grain Counter, Radio Last, B,C and D, 5% to II 


$4.25 $4.25 


No. R 268—Black Side Blucher. : 
Same style as No. R385, C and D, 5% to II. 


$3.60 


No. R 436—Black Boarded Calf Saddle Oxford, One- 

8 Vamp and Tongue, Trouser Crease, 4 
ingfoot Heel, A-Grade Oak Outsole, A-Grade Ful 

Grain Counter, Radio Last, B, C and D, 5% to II. 


$4.75 


No. R 262—Black Side Saddle Oxford, One-piece 
Vampand Tongue, Trouser Crease, 14 Goodrich 
Heel, Radio Last, C and D, 5% to II. Same as 


No. R 436. 
$3.50 


No. R 368—Patent Colt Blucher Oxford, One-piece 
Vamp and Tongue, Black Boarded Calf Saddle, 
Trouser Crease, Plain Toe, 44 Goodrich Rubber Heel, 
Radio Last, B, C and D, 5% to II 


$4.00 








No, R436 
and 
No. R 262 


“BEST AT THE PRICE”’ 


The ‘*Beals-Pratt’’ Line of Popular Price shoes is the result of maintaining a 
standard of ‘‘Best At The Price.’’ Consistent and steady growth is proof of 
superiority. The shoes illustrated are In Stock. Write for In Stock Catalogue. 


Beals-Pratt Shoe Mfg. Company 


Milwaukee A Wisconsin 


























LS 
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Meeea Lotus Calf 


The Acknowledged Leather 


MECCA LOTUS CALF is a light shade 
of brown, acknowledged as one eminent in 
shoe color. The fine qualities characteristic 
of P & V Lotus are at once recognized, and 
is a leather that will give service and satis- 
faction. 


This new leather shade, when combined with 
good shoemaking, will immediately attract 
the attention of folk who seek beauty in 
footwear. 


Pfister & — Leather Company 


Milwaukee +. $3 + Wisconsin 


Distributors 


Boston Chicago St. Paul 

New York St. Louis New Orleans 

Cincinnati Philadelphia San Francisco 

Paris, France Zurich, Switz. Frankfurt A/M, Germany 
Northampton, Eng. Kettering, Eng. Leicester, Eng. 


aa i @ 
Made in Milwaukee Tew Sold all over the World 


WE eg . 2 mam BAD! 
* anaes Made in Milwaukee LSA)» 
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FALL OXFORDS 


With plenty of snap and ginger to 
make them leaders in your easy sales 


IN STOCK RIGHT NOW 


18 
~ 


a 


Sees 





















(e) (=) | Bbeceeecercccccceensd F—] 





SHIPPED 
AT 
ONCE 
Gg 
No. 575. Price $4.00 1 a 
Brown Calf Fox Oxford, Tan Calf Inlay ae poet wll = | 
ee eee ee ee Calf Tip and Quarter, Welt, 13-8 Rubber 
No. 576—Same in all Dull Calf. Price Heel, Tremont Last. AA to C. 
$4.00 








No. 1572. Price $4.25 


Log Cabin Nubuck Oxford, Brown Calf 
Trim, Welt, 8-8 Rubber Heel, Belmont 


Last. AA to C. 
No. 571—Same in Black Suede, Dull Calf 
Fes aso beds NRA ee Price $4.50 





No. 573. Price $4.75 ae eo ae oe a 
; : r in Nubuc nra ord, Tan 
Patent Sunray Oxford, Suede Trim, Welt, Log. Trim. Welt, 8-8 Rubver Heel, Bel- 


8-8 Rubber Heel. Belmont Last. AA to C cies Link Aik bo S. 


THOMSON-CROOKER SHOE CO. 


18-26 Station Street Boston, Mass. 
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HEREP’S nothing so altogether 

charming in summer footwear 
as a dainty shoe of F. B. & C. White 
Glazed Kid. 


Particularly when worn with dresses and in 
Louis heel models—both of which are again 
in vogue. 


That’s what the sales head of a house that 
makes the finest class of women’s footwear 
decided last winter when he put in a stock of 


F. B. & C. White Glazed Kid Shoes—(this firm 
has never before placed any shoes in stock). 


He knew what he was about—for he sold every 
pair in almost no time, and had to rebuild 
his stock several times. 


Now he is planning to stock twice his last year’s 
preliminary amount—and expects the Palm 
Beach season will take most of them to start 
with. 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th St., Philadelphia, Penn. 


Factories: Wilmington, Del. 


When It Comes To Real 
Artistry In Summer Dress— 





F. B. & C. Kid means shoe 


beauty that is practical. 


It is the only dependable, 
high quality white kid tanned 
in this country. 


It is not only elegant in ap- 
pearence, but its high glaze 
finish prevents dirt from pene- 
trating the pores. 


F. B. & C. White will be 
more popular than ever for 
1924. The only question with 
us is—Will we be able to 
supply all who require it? 


Advance orders already 
booked are heavier than ever. 
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JUDGE IT BY ITS USERS 
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Have YOU Discovered This Fact? 


Salesman: 


“T suppose you want these shoes made of New 
Castle Havana Brown as usual.” 


Retailer: 


“T’ll say I do. New Castle is the only Havana 
Brown kid we ever found that never varies per- © 
ceptibly in color.” 


New Castle Leather 
Company 
New York 


NEW CASTLE KID 
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THIS TRADE MARK IS 


Your -Assurance of Quality 











X 





Boston C. B. SLATER COMPANY werd ony 


Park Sq. Builders of Shoes for Men, Women & Children samen 
Building Building 
St. James SOUTH BRAINTREE, MASS. 33 W. 42nd 


Avenue Street 


Send for Catalog “B” of In-Stock Styles 


Pe Lee LL Lee LU LULL OLLI LLL © 1} 
POOL OLE PLEO LL LLL OMELET O LOL @Le@H elite 


OTOL LOL ell eliiii@liiiiiieniiiiilieniuiiiiieliliiiieniii ui el ii 
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This advertisement appears in The 
i Post, issue of 
November 3rd, and The Literary 
igest, issue ef November 17th. 


THE FOOT ARISTOCRATIC 





ojclediion ~ in footwear 


Rmeceenh eet eeencentnats 


offerings 
auialibaetiiadiedeelianelien 
dressed men and women. 


Vici kid— ee te colorings, elegant in its finish and 
giving perfection of fit through its firm pliability —is the 
Sates den be thd ean end exmen of taste in the 
selection of their footwear for more than thirty years. 
Select shoes of Vici kid from your own dealer. No other 
leacher combines ALL the advantages of Vici kid. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agence: LUCIUS BEEBE & SONS. Boson 
Net Neon al perme at he weed 


VICI kid 





VICI KID --- THE 











RDAY 
POST 
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( for the shoes 
the dealer is proud to sell 
















Among the highlights of the season’s offerings— 
the shoes that boast the most distinctive 
style lines— you will note the influence of 


VICI kid. 


Shoes of VICI kid offer the most pleasing inter- 
pretation of prevailing fashions in footwear— 
and the richest color effects. 


“Woodchuck Brown” is one of the newest of 
the VICI contributions to this colorful season. 
Ask your manufacturer if he has something to 
offer in this beautiful shade. It is deserving of 
his most distinctive pattern — and deserving, 
also, of a prominent place in your footwear 





display. 
| ROBERT H. FOERDERER, INC. 
PHILADELPHIA 
This is the trade mark Selling agents in all parts of the world 


of VICI kid 


VICI kid was created by 
Robert H. Foerderer in 
1890 and has been manu- 
factured exclusively by 
Robert H. Foerderer, Inc., 
for 33 years. 


VICI kid 


Reg. U. S. Pat. Off. 
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(= 
C.H.ALDEN Ca 


U.s.% 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
AtoD 











ONCENTRATION of our 


efforts has enabled us to offer 


that which the times and the trade 
require. 


ooo97o08°9 








—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo39o°¢ 





We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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A NOTABLE STYLE ACHIEVEMENT 





BARNET’S 
New 


GLASS TAN 


Is making enthusiasts of all who see it. TAN 


It makes shoes of unusual distinction. 


BROWN 
RED 
BLACK 


Samples of GLASS TAN, together with names of promi- 


nent manufacturers using it, g'adly sent on request 
Made in Lynn 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 
CABLE ADDRESS - - - “TENRAB” 


**Maintains a Standard Reputation” 
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POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 







Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U. S. A. 








THE WHITE SHOE CLOTH PAR CEL ENCE \ 
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THE RIALTO — In Stock 


Style S-71—A Rich Brown Willow Calf bal,“Rialto” last, trimmed 
with six rows spaced stitching, circular trim 12 iron overweight 
single sole, half rubber heel. 


tty Width AA, 8 to 11. A,6 to 11. B,C,D,5 to 11. 
yg Less than three pairs of a style from stock, 20c per pair extra. Stock goods net. 


Most styles retail at Ten Dollars 
Book of stock styles mailed on request 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufadurers :: CHICAGO 


FOR THE MAN UG TY 77. 
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KREIDER SHOES 


The Price Sells Them 
The Quality Satisfies 


KREIDER shoes are honestly made for quick selling—and their quality makes 
long and satisfactory service. lasting friends. 


KREIDER shoes are rightly priced for They’re ready for immediate shipment. 








B504. Gun Metal Calf Lace Oxford 


Goodyear Welt. Fair Stitch. 8-8 Rubber Lift SHIP 


Heel. Perforated Toe. Growing Girls’, B-C-D, 


2% to 7. 
B506. Same as above in all Black Patent Leather. N O W 


B502. Same in Tan Calf. 


A S Exclusive Makers of Best 
The A. S. Kreider Co. stee::207:"cir, 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO ST. LOUIS, MO. NEW YORK, N. Y. PITTSBURG, PA. PHILADELPHIA, PA. 
312 W. Munroe St. 1408 Washington Ave. 123 Duane St. 923 Penn Ave. 51 North Third St. 
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Endorsed by the Most Promi- 
nent Dancers in the World 


Used by Leading The- 


atrical Productions 


lL. MILLER 
Bench-Made 


a Slippers 
IN STOCK. 


For Immediate Shipment 





I. Miller Ballet Slippers---reasonably priced, but 
far superior to the average, meet the demand 
for a quality and scientifically constructed danc- 
ing slipper. Get your share of new customers 
that Ballet Slippers can and always will bring 
to your shop. 


We carry a complete stock for you all year. Our 
service, which helps sell them for you, includes 
thorough newspaper advertising assistance, 
cuts, folders, etc. 


No. 3500—Black Kid (B and C widths) ................ $2.00 
No. 3550—Black Kid, box toe (B and D widths)........ 3.00 
No. 3551—Pink Satin, box toe (B and D widths)........ 3.50 


I. MILLER & SONS 


INCORPORATED 
ONE CARLTON AVENUE, BROOKLYN, N.Y. 
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here is on ly one 
VICI KID~ there 
never has been any other 
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AYER TANNING CO. | 
Caif-Kip- Sides callie anne aks 
yt tne nS COTTON FINDINGS 
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No. F842 In Stock 
Black velour—Radio last 
—brown leather binding 
on top and tip—13 iron 

ed, ibber 


No. F843—Same in brown 
with black binding. 


Dealer Helps Free 


We have a series of catchy newspaper 

advertisements to popularize your 

store as well as the Certified Shoe. 

They’re free. Use them—and use the 

handsome window and counter sign 
” shown above, to tie up with them. 


BOOT AND SHOE RECORDER 


No. F902 In Stock 
Black calf — Harvard 
last — pinked tip — 12 
iron ibber heel 


No. F901—Same in om. 





5 


The Certified Shoe 


IS THE GIFT PRACTICAL for Father, 
Brother, Son or Friend. It is a gift worth 
while. It is a sale worth while. Push the 
Certified Shoe for Christmas giving. 


Right now is the time of all times that 
men are looking for good shoes—shoes that 
are at once stylish and staunchly made, 
weather-defying and comfortable. And 
right now is the time of all times for you 
to impress upon the men of your trading 
district that the CERTIFIED Shoe is 
pre-eminently good in all these respects 
and that yours is the CERTIFIED Shoe 


Store. 


You'll find it.to be the biggest thing you 
ever did, merchandisingly speaking—and 
we're here to help you do it! 


RAPID IN-STOCK SERVICE 
Write for Catalog F 


Stonefield-Evans Shoe Co. 


Chicago Sales Office 


Rockford, Illinois 


Kansas City, Mo., Sales Office 


410 Security Bldg., J. Wurmser 444 Sheidley Bidg., R. W. Martin 











| 
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Display Fixtures that are attractively designed 
produce good looking windows, that never fail to 
interest more people in the shoes you have to sell. 


The Louis XVI Period Design is an interesting 
one—because it is of an extremely graceful char- 
acter that gives a fine appearance to the window. 


The Louis XVI Design in itself is one of lightness 
and elegant simplicity, known to designers and 
artists as the “Design of Perfection,” originally 
designed to be suitable for small rooms requiring 
refined treatment, thus making it an especially 
attractive design to be reproduced in Display 
Fixtures for store windows. 


The practical part about the design is that it looks 
good and gets people's attention for the merchan- 
dise you show in the window itself. Thus it will 
produce more business for your store. 


Hugh Lyons & Company 
LANSING, MICHIGAN 


SALES OFFICES 
New York, 35 W. 32nd St. 
Chicago, 217 W. Jackson Blvd. 
Baltimore, 1 N. Eutaw St. 
Boston, 52 Chauncy St. 
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“THE LAST WORD IN SHOES’’— 


: ast woRP 


THE 
y SHOES 


iron? - (Ihre BATON Stoc 
| | i Z 


a _— 


Made under the A. E. Little patents 


a book of valuable information about shoe merchandising 
and the Eaton Shoe. It shows how the Eaton construc- 
tion overcomes the one weakness of the ordinary welted 
shoe: why the Eaton Shoe cannot sag or spread at the 
shank. 

The elastic-gripping saddle insole is explained in detail. 
How it is made and how comfortably it fits the instep, 
holding the foot in place without rubbing or slipping—all 
this is detailed in “The Last Word In Shoes.”’ 

This book shows how the Eaton Idea is being sold to 
the public by a wide-spread national advertising campaign 
—and how local advertising, prepared for you and run 
over your own name, will increase your sales. 

“The Last Word In Shoes” is such a valuable book 
that we want you to write us to-day for your copy—it 
will show the way to better business and larger profits. 





CHARLES A EATON SHOE INDUSTRIES 


MASS., U.S.A, 


BROCKTON 
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Stock No. 101—Genuine Goodyear Welt Patent Leather 
Vamp and a beautiful Gray Top, with Patent Cuff. The 
latest punch of perforations that are used on high-grade 
women's shoes. 

Stock No. 102—Same as above, with lustrous Nutmeg 
shade Top. P 

Stock No. 103—Same as above, all patent. with red 
showing thru perforations. (A regular peach.) 


Sizes 814-11 Spring heel. .. .. .. 2.2... cececcccces GBT 
ee eee 
See Ge BE. 00 ccoccecsccessecceess GE 


Terms: 5 per cent—15 days. 36 pair case lots only. 
Orders shipped in the same rotation as received 








| A Big Value for Big Profits— 


Mr. Retailer: 


These shoes are selling 
fast and our stock is be- 
ginning toget low. Would 
advise you to wire your 
order in today, and we 
will ship promptly . 


T. J. KIELY & CO. 


266 Broad Street - - LYNN 
“SHOES THAT SELL” 











Tite 
its titsi 












No. 92—Bal, 
Black Norse 
Veal, Marvel 
Last. 
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They Wonder How 
We Can Do it 


Those wonderful Calfskin shoes all solid to 
retail at a profit at $6.00 and $7.00 to men. 





We can give you crackerjack values to retail at 
$5.00 to go with the others. Be one of our satis- 
fied customers. Write today because our sales- 
men only make one trip. 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris 1328 Broadway, Marbridge Building. 


I. F. Staps, 735 Boston Block, Minneapolis, Minn. 
Cc. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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says— 


Feeling” 


“A FISHER Comfort on my shelf is worth 
two fashionable freaks in my window. I 
know I’m going to sell the first — but 
unless the jazzy lines excite the passing 
damsels, I’m going to get stuck with stock 
on my hands. 


““Young faces, like style, are in today and 
gone tomorrow. Style tastes differ and 
girlies will buy where the style hits their 
eye. 


“The older folks are the backbone of my 
| business, they come back every time for 
| the good old fashioned comfort they find 

in FISHER’S Full-Foot. The profit per 

pair brings a comfortable feeling that will 
carry me on in my old days. My bank and 
my books prove it!’’ 


FISHER’S Full-Foot Arch- 
Supporting Shoe Shown Here 
is a Stopping Point for Value 
Seekers and a Starting Point 
for Profit. 


Our Catalogue, like our shoes contains some 
real stuff—SEND FOR IT. 


“It’s a Comfortable | 


—— A.SHOEWISE —— 
























BOSTON OFFICE: 
216 Lincoln Street 





LYNN,MASSACHUSETTS 





FISHER’S “FULL - FOOT” 
ARCH SUPPORTING SHOE 


IN STOCK 


Genuine Vici, Flexible McKay. Triple E Wide, Full 

Ankle Last. Reinforced Spring-Steel Shank (3 rivets). 

Extra long Instep and Arch Supporting Sole Leather 

Counter. High Quality Sole, Wingfoot Rubber Heel. 

Style No. 054 

Oxford—Genuine Black or Brown Vici. . Price, $2.50 

Style No. 078 

Boot—7 4 in. Quarter. Genuine Black or Brown Vici. 
Price, $3.00 


Terms 5%=30 days. 













CHICAGO OFFICE: 
189 W. Madison Street 
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WHAT'S the good 


‘Honest of selling shoes with 
Sole beautifully finished bottoms? 


Leqther 





The customer knows he’ll scratch 


SHLAND OAK the finish off in no time. 
is thoroughly 
tanned throughout Chances are, too, that the bleaching required 







its entire thickness. 
Careful application 
of tan liquors 
accomplishes this, 
and makes the in- 
terior as honest as 
the exterior. 


to give that good looking bottom took a whole lot 
of wear out also. 


ASHLAND LEATHER CO. 


BOSTON + CHICAGO « ST.LOUIS 






















; eee ee 
1 RUSSELL'S 
“IKE WALTON” 


puts four layers of leather 
‘between your foot and ground 










The fine workmanship =exireme light weight 
& staunchness appeal io out-of-door ‘folks 
of the mosi discriminating taste. 













4A 
The Scout Special 


Has exira looks 


Made to measure out of imported 2 
Gives exira service 


waterprooied veals 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


Fhe N.C. RUSSELL PMIOCCASIN CO. 
925 Capron Si., Berlin, Wis. 
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145 DUANE STREET 











No. 7009—All Black Ooze Calf, Full breasted 
15-8 Spanish heel. All Vici Kid lined. High 
grade imitation turn. 

No. 7010—Exactly as No. 7009 only with 
13-8 Covered Cuban heel. 


No. 7001—As No. 7009 but in all full Chrome 
Patent Leather. 


No. 7005—As No. 7001 but with 13-8 Covered 
Cuban heel. 


No. 7002—As No. 7009 in Black Satin with 
Black Ooze calf instep, straps and collar. 





HY-GRADE IMITATION 

TURN. ALL VICI 
KID LINED 

PRICE ... . $4.50 


No. 7003—As No. 7009 in Log{Cabin Nu- 
Buck with Mahogany calf instep, straps and 
collar. 

No. 7004—As No. 7001 only with Gun 
Metal Calf instep, straps and collar. 

No. 7007—Exactly as No. 7009 only in 
Chestnut Brown NuBuck. 

No. 7006—Exactly as No. 7007 only with 
13-8 Covered Cuban heel. 

No. 7008—As No. 7002 only in Brown Satin 
with Brown Ooze calf instep, straps and 
collar. 








ALL “‘D’’ WIDTHS —SIZES 3 to 8 | 





“The Right Shoes on Time’’ 


B. FRIEDMAN 


ESTABLISHED 1880 
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These two illustrations 
merely suggest the 
beauty, style value and MERECEDES PUMP 
fine workmanship that 

is to be found in K-D’s 

new spring line. 








Our salesmen will leave Novem- 
ber 10 to 15 for their respective 
territories, soliciting spring busi- 
ness. The line is more peppy 
than ever. 


N)\Nn 





The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 





JANIS STRAP 
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Tiss Lorraine 


Lin he 5'* Ave Retailer 
Brooklyn Shoe Maker 


are preparing, for in-~ 
creased demand in white 
calf footwear. For formal 
occasions, street wear, or 
sport, the choice will be 


LORRAINE 
WHITE CALF 


“The White Supreme” 
Rovsmantere, WitiiaMs & (0. 


BOSTON. MASS. U. S.A. 
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Vouk store is judged 
leading line. In selecting your | leadir a 
are therefore called upon to make a decision of | 

far-reaching importance. 
















ae 
rs 


Just Wright Shoes are made, according to the 
highest manufacturing standard. They can 
therefore be sold according to the highest 
merchandising standard. ‘They are worthy to 
represent your store as your leading line. 


To select and purchase Just Wright ceed as” 
your leading line means to open the way. toa 
larger volume of sales i in tes 
footwear for men, 







complete adoption of Just waa 5 h 
leading line. cee : 






our in-stock mers craig Soe ee | 


ie 
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iY 
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ONE OF THE TEN STYLES IN STOCK 
Seoeh O05 403—Councillor Last, Ton my. 








Brown Calf Bal. Wingfoot Heel, 
Single Sole; Sizes AA, 1s 4s S164 1; 


“< D, ‘$-J)-« 
«Pics $6.85. 






E. T. WRIGHT & COMPANY, J 
ROCKLAND, MASS. 


tae 









Noverr 
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5 EDUCATORS Made to F 5 
5 are Made to Fit | 
2 : 
SI 
rN N 
> Every Foot, Large or Small : ‘| 
S al 
kK John Aasen, 8 feet 9 inches tall, weighing 450 pounds, is a S| _— 
IE giant with a western circus. He wrote us asking that we S| we 
; : . . ° <7 al Vy 
Iz make him a pair of Educators, size 20 EE. Above, at the iS 7 
= right, is one of the shoes that we made for him. s rH 
-) . . ° . . . ~e \ 
= In direct contrast, Major Mite, with Ringling Brothers Cir- le ond 
> cus, is only 22 inches tall, weighs 15 pounds and is 18 years ie wie 
= old. He wrote for a pair of Educators, size one, baby size. His le to 
Ke shoe is illustrated beside that of John Aasen. ia Ger 
S “i Rice & Hutchins make Educators for everyone and for a to k 
/ nearly every size of foot. Yet, regardless of size, a/l Educa- é lowe 
Yj, tors are alike in construction, workmanship and principle. s 0 
f | To you, Mr. Dealer, this means the selling field for Educa- sg side 
Me +," tors is complete—not limited—because Educators are made q INT 
| > i] . 3 
; to be worn by every member of the family. dow 
> \ Educators like those illustrated are in stock in sizes ‘S indu 
Ke | AA to EEE, 5% to 15. Black kid and brown calf. le B 
Price $5.75 ‘S ose 
men 
Write us today for more information on the fastest selling effec 
| shoe stock in the world. coul 
they 
SI ea He s 
RICE & HUTCHINS = 
INCORPORATED has : 
13 HIGH STREET BOSTON, U.S. A. Pe 
it) Wholesale Distributing Branches: all t 
Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. store 
, Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. store 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. : 
Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co.,Inc., Phila. Pa. has § 
aver 
: —_ go tl 
‘lit . sizes. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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What Would a National Size Sheet Show 2 


That Stock of Shoes Multiplied by Turnover Is Not 
What It Should Be 


in mechanics, is estimated by multiplying the year before isn’t a bad method, but how few shoe 
the mass by the rapidity. Rapid turnover stores keep a record of sizes of sales as a guide to the 
augments the morale of an industry and in- future. 
creases opportunities for both service and profit. With the finer and more costly shoes, the store with 
We stress, particularly, the subject of sizes in this a small volume of business has invariably tried to play 
issue. We do so under the striking headline WHAT IS _ the finer widths and the result has not been profitable. 
THE MATTER WITH THE SHOE BUSINESS? Back of the Harvard report, “no profit and no loss 
and with the expectation of getting a lot of Ha Ha’s for 1922,” stands a great big size sheet collectively 
when we indicate so simple a thing as sizes. If we were taken from all the shoe stores in the United States. In 
to go into some complex explanation as the failure of the odd and end sizes, the totals are an indictment 
Germany to pay, plus the disinclination of the public against intelligent buying. 
to buy caused thereby, it might be more readily swal- This issue is just the beginning of many which we will 
lowed as a theory of the present situation in shoes. publish, stressing the subject of sizes. Often times, a 
Our manner of presenting the subject is not to con- very simple and fundamental solution to a complex 
sider WHAT IS THE MATTER WITH THE SHOE problem can be found by studying the base line of an 
INDUSTRY? in a present-day phase of the ups and _industry’s business. There is no question but what | 
downs of selling at retail, but in the broad study of the _ sizes is the first and biggest factor in the shoe business. 
industry over one, two, or more successive years. It is less discussed than any other topic. It is under- 
Back in the eighties, committees of shoe men got stood that we have got to have sizes and the obvious 
together and proceeded to draw up standard measure- remark is that “give me enough business and the sizes 
ments. There is some legend of the meeting to the will take care of themselves.’”’ But what constitutes 
effect that a last man present, made a wager that he enough? 
could ‘“‘write the whole dam platform on the table if The big buyer who pays for a store with a big flow 
they would bring him a big sheet of wrapping paper.”” of customers going through it, is in precisely the same 
He stuck to his task with a drink or two to whet his predicament as the little fellow who sets his figure at a 
mathematical progress. The schedule was accepted and dozen customers per day. Maximum demand we never 
has since stood as a foundation of all shoe making. will have. The best we can ask in these years is an 
Perhaps it is right in the scientific fitting of feet that average demand and with it, the miracle of merchandis- 
all the sizes should be made, but is it applicable to ing at a profit must be achieved. 
stores of all sizes and of all sorts of capitalization? The Henry Hoover in Washington indicates that savings 
stores doing $20,000 worth of shoe business in a year simplicity is going to put it all over costly complexity. 
has got to pass up the finer widths and stick closer to Industries which have called upon his department for 
averages. A very exclusive store in a top city might well counsel have been benefited greatly. From 700 differ- 
go the whole distance, but yet keep cautious on end _ ent kinds of pencils, we are now down to 250. In glass 
sizes. bottles, from 210 down to 20; from 66 sizes of paving 


r | JHE strength of an industry, like the power To size up on a yearly basis of the average of sizes of 
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brick down to 7; from 75 different sizes of face brick 
down to 2; there were 22 different sizes of metal bed- 
steads and 206 sizes of springs to fit them, but Hoover 
corrected that. 1500 types of pocket knives have been 
reduced to 300; 500 watch clocks down to 75; 1092 
types of farm instruments reduced to 37; farm wagons 
from 1200 to 90. A certain standard two-horse wagon 
had 876 variations; it has now been pulled down to 22. 

Perhaps by scientific study, size schedules can be so 
plotted as to reduce their number. Steps in that direc- 
tion must be taken because the shoe stores have an 
accumulation of odds and ends greater today than ever 
before. Turnover is decreasing each year instead of in- 
creasing. Business is done on 20 per cent of stock instead 
of 80 per cent. The sluggishness in stock is not entirely 
the merchant’s fault, because it comes through the 
workings of system that has not been fully understood 
that the strength of an industry, like the power in me- 
chanics, is estimated by multiplying the mass by the 
rapidity. Rapid sale of merchandise means more, for 
it increases profils on a smaller capital investment. 


Riding the Salesman 


HE modern high-powered method of salesmanage- 

ment is to issue a sales letter each and every day 
full of pep, and strong on advice. Then once a week 
comes the “snapper.” In it it says, “You are only 59th 
on the list in sales the past week, dropping from 52d. 
Are you losing your pep, or do you imagine that you 
are on a vacation, etc., ad lib.” 

After a Sunday of studying that letter, the Lord help 
the merchant who is first tackled on Monday morning. 
All the arts of salesmanship are put to work to force a 
sale regardless. Many a salesman working under such 
instructions have frankly said that he didn’t care how 
much a retailer had, his job is to sell them some more 
and he was going to do it if he had to sand bag a 
customer. 

Just a friendly word of caution. The old theory of 
overloading a store (so that the merchant would then 
be forced to wake up and fight for his life), departed 
with advance ordering, a matter of six months ahead. 

The majority of merchants are doing all in their 
power to make business in retailing. They have got to. 
The eight weeks that have elapsed since the first of 
September have not been fruitful in profitable sales. 
The merchant has many shoes that must be moved in 
November and December. He will put all his selling 
experience, ideas, and advertising to the test thereof. 
The merchant is buying according to his needs. 

The first of November saw a decided change in the 
temperament of the public in shoe buying. Pretty 
nearly every community in the country reports that the 
past week has been better than any of the past eight. 
There has been a healthy ringing of the cash register. 
With profitable business in sight, the merchant is look- 
ing for salable numbers quickly. If you have them, 
give him the best of your selections. 


Factories are always yelling for more volume. Busi- 
ness is never satisfied with demand as it finds it, and 
often business is organized so that it can make a profit 
only by stimulating demand. A prominent authority 
has summed it up in these paragraphs: 

‘What does ‘stimulation’ of demand entail in the way 
of productive practice and distributive extravagance? 
Several things, such as: 

“Unwarranted volumes of new styles: 

“Extravagant ‘national advertising’ : 

“An endless array of sizes, colors, finishes, quantities. 
and brands: 

“Cancellations, dead stocks, increased expense for 
sales, traveling, and manufacturing, higher overhead 
all along the line and constant uncertainty.” 

The art of being a real salesmanager is to lead sales- 
men into fertile fields where orders grow. It may be a 
telegram or a letter about some particularly prosperous 
community that has made itself known in increased 
payrolls. Or, it may be ingenuity on the part of de- 
signers, salesmanagers, and factories in creating some- 
thing that makes two dollars come into the store where 
only one came in before. 

A word for the traveling man. Never has the sales- 
man on the road occupied a higher standing with his 
customers. Salesmanship today is a difficult science and 
the biggest part of the expense of learning it comes out 
of the salesman and his family. It costs money to travel 
and show goods, and it is usually the traveling man’s 
own money. How he can bob up smilingly after each 
turn down, is the miracle that optimism paints on the 
traveling man’s face. 

We sense a better outlook for him, particularly if he 
has the right line, at the right price, at the right time. 


The Cost of Distribution 


HEN a man contemplates going into the shoe 

business today he looks further than the shoe 
cases, a wrapping counter, and a cash drawer. It takes 
real money to start a shoe store, no matter what the 
price of the shoes might be at retail. 

One of the prime answers to the cost of distribution 
is the degree of service demanded by the public. There 
is no vestpocket guide that can subvert the workings of 
natural laws. “We are all consumers and as consumers 
we must pay the bill, no matter what cause it is that 
increases the cost of distribution.” 

Photographs have come to our hands recently from 
all sections of the country. They are of stores in all 
grades. They all indicate one thing, that is to render 
the final function of distribution of commodities, a 
store must be on a higher plane than is warranted by 
the price asked. 

Where shoes are sold from $10 up, nothing short of 
a drawing-room is called for. Nothing so plebian as 
a display of shoe cartons to irritate the eye. All must 
be concealed behind paneled walls, and the well- 

(Continued on page 58) 
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Hosiery display case in one of the newer Wetherby- Kayser stores in Los Angeles 
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In This Issue 


In which an ancient theory is exploded 
by some facts. 


Translating the Nation into Buying Units 
An Overload of Sizes................... 


Thirty-five Per cent Lower Prices; 25 Per- 
cent Smaller Inventory; Doubled Sales. . 


Too Much Leather Being Made; Too 
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Our Creed 


ETTING More Shoes Sold Right: 

not only “more” but “right”; 
sold for the right purpose, to the right - 
wearer, in the right fitting, for the right 
price, at the right profit. This is the 
great problem of the retail merchants. 
The chief purpose of the Boot and Shoe 
Recorder is to help solve it; for this is 
the basic problem upon which.depends 
the progress of the entire allied indus- 
tries relating to shoes and leather; 
their production and distribution. 
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““Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—And Other News 





Shoe Sales Gain 
New York, Nov. 1—Sales of 
shoes in department stores in 
this district during September, 
asJreported to the New York 
Federal Reserve Bank, were 
seven per,cent greater than in 
September of last year. Sales of 
shoes in chain stores were nine 
per cent greater than last year, 
due largely to the increase in 
the number of stores from 274 
in September, 1922, to 316 in 
September, 1923. 
NVholesale trade in shoes 
dropped four per cent below, 
that of Septe prabe ar, 1922. 


Month E - Sale 


Los Angeles, Nov. 1—The 
Ville de Paris, retail shoe store 
at Seventh and Olive Streets, 
held a month end sale on two 
days this week. Among the 
shoes on sale were smart-look- 
ing I. Miller footwear. A high 
cut one-strap slipper in patent 
leather with a Spanish heel 
was very striking. 


Pliable Elk 

Danvers, Nov. 1—Widen & 
Lord are producing a new line 
of pliable elk leather in 12 
colors to be used in making 
shoes for women, growing 
girls and misses and children. 
The leather is soft and mellow, 
and does not stretch. It fits to 
the last, and is comfortable to 
the foot. It has the long wear- 
ing quality that is characteris- 
tic of elk. 


Club House for Sales Force 

Almy, Bigelow & Washburn, 
Salem, Mass., 
chanis, gave a club house to 
their employees last week, the 
event being a part of the 65th 
anniversary. The employees 
have formed a club to conduct 
the club house. The house has a 
large-hall for general gatherings, 
a restaurant, and recreation 
rooms. 


retail shoe mer-. 


Russian Boots for Midget 

Boston, Nov. 1—Rice & 
Hutchins, Inc. has made a pair 
of Russian boots for Charles 
Royal, the midget, to wear on 
the stage. He is of the Royal 
troupe of midgets who ap- 
peared at the Boston Style 
Show last July. The last for the 
shoes, No. 8 in the childrea’s 
run of sizes, was designed by 
MeNichol, Taylor, Inc. of 
Lynn. The patierns were from 
the Quality Pattern Company 
of Lynn. The shoes are of red 
kid leather witb red suede calf 
collars, lightly stitched in sin- 
gle-thread lines. 

Machines for Cording 

Lynn, Noy. 1—Four hun- 
dred machines for French cord- 
ing shoes have been built here, 
and distributed among shoe 
factories of the country. For- 
merly French cording was 
done by hand. 

Concerning High Shoes 

Akron, Oct. 31—While the 
demand for high shoes is not 
large, there is some interest 
shown. Some of the shoe mer- 
chants who have high shoes on 
their shelves have found it a 
good idea to put a pair or two 
of these shoes in their windows. 
Suedes in the different shades 
of brown, some trimmed in the 
darker shades of calf or kid, 
are selling well. 
Wiechman Opens a New 

York Studio 

Cincinnati, Nov. 2—The 
Wiechman Pattern Company 
has announced the opening of 
its New York studio at 149-151 
Fifth Avenue. The company is 
also planning to open a branch 
in Roe hester, N. ¥ ., Soon. 

Sale Draws Crowds 


New York, Oct. 31—French, 
Shriner & Urner shoes at $5.85 











Women’s Styles at Football Games 


The last word in shoe styles is expressed by the smart- 
looking shoes worn by women at the college football games 
throughout the country on Saturday afternoons. It is com- 
mon to report more than 50,000 people attending a foot- 
ball struggle and women form a great part of the audiences. 

The best pair of shoes in the woman’s wardrobe, suited 
for the occasion, is not too good to be worn at the football 
game. Style radiates there with women wearing the latest 

creations in costume and footwear. Strap patterns in black 
ond brown suedes; cross straps in intricate designs and 
striking gore numbers have been most conspicuous at the 
big football contest in the East. 




















Lynn, Nov. 
has designed ‘ 


style shoe. 








Bamboo Last for 1924 Styles 


1—Edric Taylor of McNichol, Taylor, Inc., 
‘The Bamboo,” a new last for styles for 1924. 
It introduces the Chinese influence for it treads low and 
flat and carries a 418 heel. It has a toe better than the dol- 
lar toe in width. It is a development of the Hollywood 
sandal. It is a good free fitter, and makes up into a sandal 











a pair, proved a strong drawing 
card in one of the company’s 
stores here. The sales were 
conducted in the store at 365 
Broadway and consisted of dis- 
continued lines. The store was 
closed for two days in prepara- 
tion for the sale while the stock 
was put in and arranged. The 
sale drew large crowds of men 
shoppers, who despite the fact 
that the thermometer called 
for overcoats, were buying 
white buckskin and other sum- 
mer novelty footwear. 


Soles of Horse Hide 
Boston, Oct. 31—A leather 
merchant is selling white 
chrome sole leather made from 
horse hide shanks. It is used 
by makers of stitchdown shoes. 


Adding Orthopedic Lines 

Buffalo, Oct. 31—One of the 
outstanding features of the 
retail shoe business here is the 
steadily growing trend toward 
orthopedic footwear. Many 
stores have recently added 
orthopedic lines. It is not so 
long ago that few shoe stores 
specialized in corrective foot- 
wear. 


Weather Helps Trade 


Minneapolis, Oct. 31—A 
change from warm to cool 
weather stimulated business in 
the shoe stores this week. 
Strap patterns, particularly in 
black suedes and patents, are 
leading in women’s sales. 

Booming Convention 

Philadelphia, Nov. 1—The 
Pennsylvania Shoe Retailers’ 
Association is booming the con- 
vention of shoe merchants to 
be held here in January. Three 
pieces of advertising matter are 
issued to merchants through 
the mails monthly, featuring 
the convention plans. 


Cloth Tops Popular In 
Children’s Shaes 
Detroit, Nov. 1—As October 
closed the retail shoe trade here 
didn’t show any marked im- 


rovement. It has been slow. 
Misses’ and children’s shoes 
with cloth uppers sold fairly 
well during the week. Black 
with a gray upper and tans 
with fawn tops sold freely at 


the R. H. Fyfe & Co. : 





Interest in New I. Miller 
Styles 
New York, Nov. 1—Con- 


siderable interest has been 
stirred up in local shoe circles 
as well as among consumers by 
the announcement of reduced 
prices by the I. Miller & Sons 
retail organization. The reason 
given for the price reductions is 
that stocks must be cleared out 
to make room for a new style 
in slippers that will be launched 
in about a week. The public as 
well as the shoe trade is keealy 
interested in watching for the 
new style development. 
Selling Only Women’s Foot- 
wear 

Philade!phia, Oct. 31—Neid- 
erman’s, 930 Chestnut Street, 
has been refurnished and now 
sells only women’s footwear. 
For the past 30 years the store 
also sold men’s footwear. 


Spirit of Unconcern 
San Francisco, Nov. 2 
Weather continues warm and 
is causing a spirit of unconcern 
in the shoe business by the 
public. Brisker business is ex- 
pected with the advent of cold 

or wet. weather. 

Katschinski to Retire 

San Francisco, Nov. 2—B. 
Katschinski, pioneer retail shoe 
merchant, is planning to retire 
from active business. His son, 
Al Katschinski, recently re- 
signing as vice-president of the 
N. S. R. A., will assume the 
leadership of the business. 


Heels Are Narrow 
Philadelphia, Nov. 1—Hal- 
lahan’s stores are featuring 
slim heels on shoes. They are 
two widths narrower at the 
heel than at the ball. 
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Three Pairs per Person—Piffle! 


Statistics Have Committed Too Many Absurdities to Enable Us to 
Believe in Their Infallibility 


RUTH pierces the clouds of doubt. To have 
f right estimation of an industry’s standing 

is to place it on a higher basis of understand- 
ing and to make those who are in it proud of it and 
its accomplishments. It is common practise to say 
that “‘there is no worse business than ours’’ with- 
out proper knowledge of the facts. It is the easiest 
thing in the world today to pick up any census of 
production and divide it by an estimate of popula- 
tion per se. Production in 1922, 322,876,458 pairs 
divided by 110,000,000 population equals slightly 
less than three pairs per person. 


Parade of Wooden Soldiers 


Go back into the census figures of other years and 
try the same rough mathematics and you get approx- 
imately the same figures. Without much economic 
thinking, the rash man says, “There is no progress in 
the shoe industry. It is standing still or it is marking 
time like the Parade of the Wooden Soldiers.” 


What Is Not Accounted For 


But let us throw a few thought waves at statis- 


tics. They reveal some new and exciting high - 


lights. Significant is the paragraph which appear- 
ed with the first and subsequent monthly pro- 
duction figures from January 1922 to date. ‘“The 
revised figures for 1922 exclude rubber soled foot- 


wear with canvas and other textile fabric uppers 


which was classified in prior census years as rub- 
ber boots and shoes.”’ 


What Kids Wear in Summer 


Therefore, we have got to look to the figures under 
rubber boots and shoes for that immense amount of 
athletic type footwear worn by children and adults in 
the summer season when not so many years ago, 
leather soled footwear with 
leather uppers enjoyed the 
bigger part of the demand. 

We hop right: into a 
consideration of that 
topic because it adds to 
the general census statis- 
tics a material number of 
pairs of foot covering and 
we must not forget that 
foet coverings, whether 
made in shoe factories or 
in rubber factories, play 
an important part in 
arriving at any national 





We have found the nigger in the woodpile—his feet 

were sticking out, so we pulled him into daylight 

and discovered that in his bag of shoes there were 
more pairs than statistics showed. 


estimate of the number of pairs per person. 
Inasmuch as the government has no itemized figures 
on these products month by month and the rubber 
companies are only required by law to report biennially, 
we go back to the census of manufacturers of the year 
1921 when shoes of canvas with rubber soles to the 
number of 15,236,590 pairs were manufactured. 


Shoes Made in Rubber Factories 


Anyone conversant with selling at retail knows that 
the immense demand for that type of footwear termed 
“athletic cut or bicycle bal pattern’ can be led to 
believe that the production as estimated in and of the 
year 1923, at least 20,000,000 pairs and with the num- 
ber of new establishments that have gone into it some of 
which have a capacity of 30,000 pairs of canvas shoes a 
day, that the figures will be equivalent to 30,000,000 
pairs in 1922. 

There were only 24 reporting establishments in 1921 
and it is well over 30 by estimate today. We will say 
nothing about the production of rubber overshoes, or 
galoshes which as foot coverings in winter, have in- 
creased so tremendously in demand, and which have 
brought into the merchant relatively greater profit by 
many per cent than he ever got through the sale of the 
low-cut rubber. 

The census bureau cannot give an estimate on the 
output per day or month of the rubber companies. Be- 
cause of the limited number of factories in the field, the 
census groups them in grand totals, because to report 
them separately would make it an easy matter for com- 
petitors to obtain a line on the production and the 
census figures would show the actual output of these 
factories to any one who wished to pry thereinto. 


More Felt— Not Compiled Monthly 


ADDITION NUMBER TWO, as to foot coverings, 
might well take in the in- 
creased production of felt 
footwear. Not only the felt 
slipper of household wear, 
necessarily, but the firm and 
hard soled felt slipper that is 
worn in many communities 
by older women the bigger 
part of the day. So the pro- 

, duction has its effect upon fig- 
ures that could be used as an 
estimate of the real number 
of pairs per person per year. 

It is actually classified in 
the statistics of both 1914 
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and 1919 as felt or other fibre, and the number of pairs in 
1914 is 6,939,413 with more than double in 1919, 
13,320,725. In the 1919 census, fells and other fibre 
slippers were segregated, but this procedure was not 
followed in 1921. 


What Is “Establishment” 


Another important item to consider is the inter- 
pretation of the word “establishments.’’ The 
census bureau informs us that 1,504 establish- 
ments reported in the boot and shoe census of 
1921. The word “‘establishments”’ is interpreted by 
the census as meaning “‘unit companies”’ and we 
know that many of them operate more than one 
plant. For instance, John Doe may be reported as 
one establishment, whereas, he may operate six 
or seven shoe factories in various parts of the 
country. 

Manufacturers do not always tell the number of 
plants operated. It is possible that there are at least 
200 factories included under establishments which do 
not appear in the census returns. 

Who Does Not Report 
In the monthly reports of the census bureau, only 
statistics on the complete shoe .are gathered, thereby 
eliminating the manufacturers who may be engaged in 
some of the processes but not the completion of the 


shoe. 
The so-called buck-eye shops producing all types of 


footwear in smaller volume, those making theatrical 


shoes and those sending their upper work out in the 
country to be fitted while the bottoming is done in the 
small shops, are not included in the monthly report. 
Many of the little style shops, making shoes in 
kitchens and in homes, are not recorded, though the 
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aggregate of this production is greater today than ever 
before. 

These are all indications of the possibility of 
adding to the figures, millions of pairs of foot 
coverings which must be included if we are ever to 
get at a basis of figuring the number of pairs per 
person, provided such a knowledge is of any value 
anyway. 

The great census taken once in every ten years, the 
last of which was for the production of the year 1919, 
may be considered as about the only fixed set of figures 
suitable for comparison, and upon which is to be figured 
the number of pairs per person. 


No Fixed Reporting Total 


The number of reports upon which is based monthly 
production, varies. For example, in December 1922, 
1,120 manufacturers reported a production of 27,853.- 
268 pairs, whereas, in April 1923, 1,172 manufacturers 
reported 31, 632, 504 pairs. In June, 1923, 1,163 manu- 
facturers reported 28, 106,140 pairs and in August, 1923. 
1,144 manufacturers reported 29,853,373. 

If the monthly figures are to be of any comparative 
value, the base line must be constant. Such fluctuations in 
number of reports received may throw off the entire figures 
of the year. 


More Than 300 Missing Reports 


You will note that in each of these, the reports come 
from slightly over 1,100 establishments whereas, in 
1919, there were 1,449 establishments and in 1921. 
1,505 establishments and to those who visit market 
places and realize the increase in number of small 
shops, that the total might well reach still a higher 
mark of actual producers of shoes that should be class- 
ified monthly to get a closer pulse of production. 
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PRODUCTION OF BOOTS AND SHOES: 


Tabulated by Census Bureau for 1922, 1921, 1919 and 1914 


Boots and shoes, total - | 323,876,458 285,518,453 331,224,628 292,666,468 

High and low cut (leather), total 280,366,192 | 240,637,578 291,540,408 | 265,642,260 
Men's baad es chee sa hse Cae 89,984,065 69,357,535 95,017,356 98,031,144 
Boys’ and youths’ 21,631,905 18,462,032 26,503,432 | 22,895,719 
Se . 105,367,667 | 101,140,337 | 104,812,505 | 80,916,239 
Misses’ and children’s.....................-. 39,443,554 34,298,527 48,538,203 | 48,322,395 
BE soc iccaks tos eu edhedeesnddewd ante? 23,939,001 17,379,147 16,668,912 | 15,476,763 

Athletic and sporting (leather)................. 8,448,308 5,546,898 585,710 (1) 

Canvas and other textile fabrics (2)............. 6,739,339 8,601,582 11,056,363 (1) 

All other (slippers and miscellaneous footwear)... 28,322,619 30,732,395 28,042,147 27,024,208 


NUMBER OF PAIRS 


1922 1921 1919 1914 














(1) Not reported separately. 


(2) Excludes rubber-soled footwear with canvas and other textile fabric uppers. 





Ne 


6 & & &§ @& Ss ow 


to 
she 


les: 


the 


ma 
boc 
val 
cap 
act 


Zhe 











November 3, 1923 








Perhaps the error is that there is not enough 
power behind the arm of the census man to force 
true statistical data out of the industry. The law 
reads that it must be done, but the practice 
evidently is for a lot of concerns to evade the 
report. Allreportsare held absolutely confidential 
and no publication is made that will in any way 
disclose the name or operation of individual 
establishments. 

Isn’t it for the good of an industry that the act of 
Congress shoud be upheld? Now in the statements 
foregoing, isn’t it apparent to you that any rough 
estimate, that the people of this country wear slightly 
less than three pairs of shoes per person per year is a 
subject to correct upward? 

Granted that the only true census is the one taken 
every ten years and also granted that the figures as 
issued exclude rubber soled footwear with canvas and 
other textile fabric uppers is approximately a million 
pairs per day, 330 days in the year, what true light 
would be shown if statistics were compulsory and were 
inclusive of all footwear? 

Who has ever made a study of population (setting 
110,000,000 as a large total) how many million are 
infants in arms without shoes; how many paupers, 
insane and criminals outfitted by prison shops not 
recorded; how many are in backward communities 
where footwear is a scare article—these are the 
negative millions wearing much less than 3 pairs 
per person AND what about the great city wearers 
who average 6 pairs per woman and 4 pair per 
man. These market statistics are of greater value than 
a suppositional theory of 3 pair per person—so we 
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analyzelin a series of remarkable charts—the real and 
worth while quotas of purchasing power. Purchasing 
power therefore should be our real basis of statistical 
study. Read the charts carefully. 


What really prompts the cry “that 3 pairs per person” 
is too little 

The claim has been made also that “there are too 
many retailers.”” On this head it is to be noted that the 
Department of Domestic Distribution of the Chamber 
of Commerce of the United States has- pointed out in 
one of its bulletins that no one today in this country can 
state even approximately how many retailers there are 
in any particular line of business. Figures in this regard 
compiled by the Census Bureau are described as useless, 
since they relate only to the number of persons em- 
ployed and not to the number of establishments. 
Private investigations, the department declared, have 
not been sufficiently comprehensive to be trustworthy. 

Those who argue that there are too many retailers 
might just as well declare that there are too many 
manufacturers, too many factory operatives, too many 
office workers, too many coal miners, since at various 
times work and wages have been hard to obtain. 
Obviously, there are too many wheat farmers, since 
the surplus of this grain amounts yearly to some seven 
millions of bushels and those who raise wheat are 
clamoring for aid in solving the problem of overpro- 
duction. 

Those who argue that “‘there are too many retailers” 
fail to tell us, moreover, what means could be adopted 
for supporting the “superfluous” retailers and their 
imployees after they had been deprived of their 
livelihood. 





Production Officially Estimated 62.7 Per Cent of 
Possible Output 


The Shoe Industry Ranks Higher Than the Average 
Which Is 56.7 Per Cent 


Washington, Oct. 28—It will interest shoe merchants 
to know that calculations of the Bureau of the Census 
show actual production of boots and shoes in 1921 was 
less than two-thirds the possible maximum output. 
The figures are based upon returns of manufactures in 
the last census but never published by the Government. 

The Recorder is advised that the 1505 establishments 
manufacturing boots and shoes, not including rubber 
boots and shoes, the actual production in 1921 was 
valued at $867,475,896 while the estimated maximum 
capacity was valued at $1,382,879,954 showing that the 
actual production was 62.7 of the possible output. 


Value of Footwear Listed 


Under the classification of “boots and shoes, rubber” 
21 establishments produced articles valued at $94,032,- 


524 or 66.7 per cent of the possible output which would 
have been valued at $141,013,674. There were 226 
establishments listed under the classification “boot and 
shoe cut stocks, exclusive of that produced in boot and 
shoe factories” with 1921 actual production valued at 
$72,691,564, or 60.2 per cent of possible output esti- 
mated at $120,710,303. Boot and shoe findings, exclusive 
of those produced in boot and shoe factories, covered 
reports from 344 establishments with an actual output 
valued at $39,116,538 representing 58.1 per cent of 
capacity as the possible output could have reached 
$67,271,562. 

Hereafter, the census of manufactures conducted by 
the United States Bureau of the Census will contain the 
following question prepared by Secretary of Commerce 
Hoover: ““What is your estimate of the percentage of 
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your output compared with your possible output if 
you had had such demand as to require full running 
time?’’ This question was included in 1921 schedules 
but not made public in the official preliminary report 
of the Census Bureau. 

The genesis of the idea for the inclusion of some 
statement in census schedules which will show the 
relation of the actual production to the maximum pos- 
sible output was contained in the report of the Com- 
mittee on Census Schedules created at a conference of 
trade associations held in Washington, July 29, 1921, 
at the instance of the National Association of Manu- 
facturers. At its meeting on August 18, 1921, presided 
over by Nathan B. Williams, Chairman, it was, among 
other things, recommended: “It is the recommenda- 
tion of the committee that an additional heading be 
supplied entitled ‘Normal Capacity under Usual 
Working Conditions.’*’ One member ofthe committee 
dissented from this view. Census officials to whom these 
recommendations were made did not concur in this 
recommendation, but Secretary of Commerce Hoover 
directed the inclusion of the query quoted above. 


Average for all Industry of 56.7 per cent 


It is interesting to note that in a special table which 
will appear in the final report of the 1921 Census of 
Manufactures, that industry in the United States gen- 
erally operated at only 56.7 per cent maximum if the 
demand had occasioned increased production. 

The statistical study of 353 industries represented 
reports from 194,194 establishments reporting opera- 
tions in 1921. The total actual output of these manu- 
facturers amounted to $42,318,241,453, while the 
estimated possible output would have aggregated 
$74,123,930,736, making the actual production 56.8 
per cent of the possible output. 

The method of obtaining the possible output of each 
separate industry was as follows: The cards for the 
individual establishments were passed through the 
sorting machine and assorted into groups showing the 
same percentage of output. For instance, the cards for 
the establishments reporting an output of only 75 
per cent of their possible output were brought together 
and the value of products added, and from the total, 
the maximum output (or 100 per cent) for the group was 
computed. A similar computation was made for each of 
the per cent groups, and the amounts combined in 
order to arrive at the total possible output for the 
industry. Then by dividing the actual value of products 
reported by the total possible output as computed, the 
Census Bureau determined the activity of the industry 
for the cénsus year. 


Increase in Shoe Imports 
Washington, October 29—There has been an increase 
noted in the volume of boot and shoe imports. The Shoe 
and Leathers division of the Department of Commerce 
reports that 175,382 pairs were imported having a 
valuation of $191,110 during September. Of course, the 
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imports are not comparable to the volume of exports 
for the nine months’ shipments aggregated 5,609,428 
pairs of men’s, women’s and children’s leather boots 
and shoes. 

Customs data show the consignments comprised 
non-dutiable imports of 47,078 pairs of. leather boots 
and shoes, valued at $138,856, and 46,659 pairs of slip- 
pers, valued at $22,277; and 81,645 pairs of dutiable 
footwear, valued at $29,977. 





Increase In United States Exports of 
Leather Boots and Shoes. 


Arthur B. Butman, Chief of the Shoe and Leather 
Manufacturers’ Division, Bureau of Foreign and 
Domestic Commerce, states that during the first nine 
months of 1923, the United States exported 5,609,428 
pairs of men’s, women’s and children’s leather boots and 
shoes, as compared with 3,838,589 pairs exported the 
corresponding period of 1922. This large increase was 
due principally to the fact that almost double the 
quantity of men’s shoes were exported during the 1923 
period. The shipments of men’s shoes to Cuba increased 
from 419,742 pairs to 1,438,697 pairs; lesser increases 
were shown in the goods consigned to France, Russia in 
Europe, United Kingdom, Canada, Panama, New- 
foundland and Labrador, Dominican Republic, South 
America, and the Philippine Islands. 

The shipments of women’s shoes during the 1923 
nine months’ period showed an increase of over 100,000 
pairs, as compared with similar goods exported the 
first nine months of 1922. The principal countries 
requiring more pairs of women’s shoes were the United 
Kingdom, France, Panama, Other Central America, 
Mexico, Newfoundland and Labrador, Cuba, Domini- 
can Republic, and British South Africa. 

In children’s shoes Cuba showed an increase of 
500,000 pairs, while increased demands were noticed 
in Europe, Mexico, Newfoundland and Labrador and 
the Dominican Republic. 





Overstocked on Wrong Styles but 
Principally the Error of Size 


In a city of about 75,000 people a shoe store occupy- 
ing one of the best locations in the heart of the business 
district now has a stock of about $50,000 and did last 
year approximately $100,000 business. The salespeople 
in this store are dissatisfied with their salaries, but the 
owner maintains that his selling expense is now so high 
that he cannot further increase salaries. This undoubt- 
edly is true as the sales expense of this store, exclusive 
of the owner’s salary, is a fraction over 9 per cent. 

The salespeople maintain that it is impossible for 
them to increase their individual sales because of the 
time that is consumed in handling dead stock and on 
account of the lack of the real desirable merchandise 
the things that are actually demanded by the buying 
public. 
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The chart above indicates the divisions of annual income, which determines standards of et Pt regulates prices. In 1920, 41,614,248 


people were engaged in gainful occupations. Of these, according to income tar 
34, ,000 or less with which to satisfy their needs and wants during the year. Thus only 17.5 per cent of those en- 


54,304 people have only $1 


944 made more than $1,000 . Therefore, 


ures, only 7 


gaged in gainful occupations can afford to buy specialties, while 82.5 per cent must confine most of their purchases to the basic necessities. 


Translating the Nation into Buying Units 


HE Domestic Distribution Department of the 

Chamber of Commerce of the United States in a 

general sense, acts as a clearing house for all 
kinds of information. It works very closely with the 
Federal Departments which deals with prices, quanti- 
ties and trade practices. 

Its studies have led to definite conclusions as the 
general need for statistics on the facts of distribution as 
a preliminary—first to the stabilization of business, and 
second, to the elimination of waste. Its conclusions have 
been formulated under what are known as “The Seven 
Questions,” and you will recognize their fundamental 
character: 

Seven Needed Siatistics 


1. What are the stocks of certain commodities pro- 
duced in each month of the year, by quantity? 

2. What are the stocks in suspension at the end of 
each month, by quantity? 

3. What are the stocks which enter into consumption 
each month, by quantity? 

4. What is the average price received by the pro- 
ducer for each commodity each month? 

5. What is the average price paid by the retailer for 
each commodity each month? 


6. What is the average price paid by the consumer 
for each commodity each month? 

7. What is the ratio between expenses and profits in 
each spread each month? 

Each of these questions relates to each of seven com- 
modities, tentatively selected for their representative 
position in business. They are: Steel, copper, cotton, 
wool, leather, wheat and pork. 

Each of these are vital topics and if a knowledge of 
the entire seven were available to an industry, an ade- 
quate budgeting system could be established. 


To Budget Production 


As it is today, there is far too much waste in both 
production and distribution. Leather is made up but 
never should have been made up if a knowledge of the 
supply held in suspension were available. Shoes are 
made up in sizes that would necessitate 500,000,000 
peuple as a population in a country to get out the num- 
ber of feet needed to fit the odd and end sizes. 

Almost every large business today conducts some 
form of budget control as a means of translating ex- 
perience into purpose. The store must balance antici- 

(Continued on page 63) 
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Relative Markets for Style and 
Staple Merchandise 
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The above ratios between markets for staple and high-style mer- 
chandise are approzimate. However, it follows naturally that as in- 
comes decrease standards of living are lowered, and long service is 
more to be desired than variety and smartness. 

Executives, bankers, brokers, salesmen—high-salaried workers of 
all types, are gathered in the larger cities. So also, are the highly-paid 
mechanics wm various industries. Bul great masses of wage-earners 
with more limited incomes are scattered through the length and 
breadth of the land in thousands of towns and villages, as indicated 
by the largest rectangle shown, where staple or necessary merchandise 
is, by far, the most important. 


The topmost cut of the pyramid below, representing three cities— 
New York, Chicago and Philadelphia—obviously contains the rich- 
est sales opportunities; but, also obviously, competition here is keen- 
est. This chart presents a more detailed analysis of the relative lime 
portance of this and all the other community strata. Opposite each 
such section is shown its actual proportion of the country’s total popue 
lation, thus giving an accurate conceplion of the entire market's 
opportunities, divided by community sizes. 
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The Overload of Sizes! ! ! 


HAT is the matter with the shoe business?” 

Do you want to know? 4 

Something more fundamental than whims of 
women, abstract style, slow payments, etc.—for it’s a 
basic ailment that is slowly clogging up the arteries of 
trade—it’s the pernicious pestilence of sizes. 

Don’t fly off the handle and say “‘piffle’—but follow 
on. Al. A. Mead is responsible for the example given. 
Here it is—Let us take an unclothed savage from the 
South Sea Islands; let’s bring him down Main Street. 
To clothe him, let us start in the first men’s store. We 
can get him underwear out of four sizes; shirts, four 
sizes; collars, eight sizes; neckties, one size; hose, four 
sizes; garters, one size; suits, four sizes; handkerchiefs, 
one size; hats, four sizes; gloves, four sizes, but when he 
gets to shoes, wow! forty to seventy sizes are needed to 
fit correctly one customer. If you would ask him the 
simple question of which business he would like to 
enter, do you think he would pick shoes? 

We Dress Her Up 

Now let us take a “high-yellow’’ complexioned lady 
from the same South Sea Islands, where clothing is of no 
particular concern. On Main Street, she would first need 
a chemise of which there are four sizes; a corset, three 
sizes; a brassiere, four sizes; a princess slip, four sizes; 
bloomers, three sizes; stockings, four sizes; hats, one 
size: gloves, four sizes; handkerchiefs, one size; gowns, 
four sizes; but when you come to shoes, from forty to 
one hundred and twelve sizes; the latter in widths, 4 A 
to E, and 2% to 9. It took 35 sizes to dress a man 
outside of shoes—and only 32 for a woman, not includ- 
ing shoes. 

What: is your own answer to our question? Has 
service been refined to such a point that it has become 
a menace to not only profits, but the continuance of the 


old-fashioned system of sizes? The mathematics of foot 
area have become so complex, that only the extraordi- 
nary merchant can hope to serve. Make this more com- 
plex by varying style, and the answer is found in lessen- 
ing turnover. 


The Dead Size Burden 


We would like to see a national compilation made of 
the “odds and ends” of sizes which constitute the in- 
active stocks of shoe stores. The straight size sheet is 
responsible for a national rate of from 10 per cent to 40 
per cent dead sizes in all shoe stores, a positive loss, yet 
carried as live stock. 

The Chinese write from right to left, the English 
from left to right, but the shoe buyer should start his 
orders in the center of his selling sizs—not by size 
runs, 1—]—1-2—3-—1-1-1 for such order is actually dis- 
order. If,6% B is center, and is 18 per cent of your 
sales, you will find that size 3 on the left end is but 
half of one per cent, and size 10 on the other the same. 


Tell It to the Sphinz 


We purposely took the sphinx to illustrate the ques- 
tion and the mathematically perfect pyramid to indi- 
cate that there was a progression of percentages of de- 
mand up to the top. If a merchant bought from his 
center sizes instead of working from the ends, he would 
be taking the first step to correct his size complex. 

There never was 4 line of shoes returned to the fac- 
tory that the selling sizes were not sold out. It is usual, 
in starting a selling season for a store to have a full 
line-up of sizes, and in six weeks to find them so shot 
to pieces so that in mid-season customers get fits 
through misfits. 

If a merchant’s purchases aggregate a thousand pairs, 
his stock should not have more than five pairs of size 
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three therein, if he works on a pyramid similar to that 
facing the sphinx and on his size 6144 he would have 
180 pairs. 

Perhaps one of the lessons of the articles in this issue 
is in the rearrangement of store stocks, not by styles 
up and down or horizontally, but by grouping all sizes 
in the same compartment. It is a first step toward 
better sizing. 

Turnover and Sizes 


Less than a two-time turnover at retail is the greatest 
crime in merchandising—it can be cured by being size- 
right. 

This is the first issue of many, based on the 
fundamentals of sizes. Usually we find that some 
great and complex problem has at its root some 
simple answer. We believe that we have found it 
in sizes, after a study of many store stocks and 
many season-end accumulations of shoes in job- 
bing houses and factory stock departments. The 
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dress shoes from comfort shoes. Keep high shoes sepa- 
rate from low shoes. 

List shoes by “families”; that is, patents with Louis 
XV heels in one family, satins in another, etc., but 
have them so you can total up and down and crosswise, 
sub-totals and general total. 

When you get through you will know how many 
pairs of A’s and B’s and C’s you have in each family, 
and how many A’s and B’s and C’s you have alto- 
gether. 

You will know how many 3’s and 4’s and 5’s you 
have in each family and how many you have altogether. 


Check Against Sales 


If you have kept a record of sizes and widths sold 
during the week you know what you need to buy to 
balance up in each family and in sizes and widths. 

It is not a difficult matter to keep a record of sizes 
and widths sold. 
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Build Your Own Pyramids 
of Sizes from Soles 
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Draw a pyramid (as above). At the pinnacle write size 544— 
and 18 per cent. Then down the left-hand side of the pyramid—write 
the sizes from 5 down, and on the right-hand side of the pyramid, 
wrile the sizes from 6 up, so that size 5 is directly opposule size 6. 
Size 4% is directly opposite size 6%, ele. Alongside of size 5 write 
16 per cent, and the same figure alongside of size 6. Alongside of 4% 
and 61% write 11 per cent. Alongside of 4 and 7 write 6 per cent. 


Alongside of 34% and 71% write 4 per cent. Alongside of 3 and 8, 
write 2 per cent. Alongside of 2% and 8% write 1 per cent. Alongside 
of size 2 and 9 write 1% of 1 per cent. 

The total of all of these percentages, it will be noticed, makes just 
100. Bear in mind that this pyramid represents the experience in 
actual sales of a good many stores where records have been kept and 
is based upon C as the big selling width. 











overload of unsalable shoes is a pressing problem 
of the day. 
Buy Against Sales 


There is only one safe rule in buying sizes; 
that is, buy what you need. Buy against sales. 
The merchant who does not have before him by 
noon every Monday a complete size sheet of his 
entire stock is scarcely worthy to be called a 
merchant. 

\ sheet of wrapping paper will answer the purpose. 
Rule it off into a big size sheet. Make one for each 
department, women’s misses’, children’s. Keep felt 
slippers, rubbers, etc., on separate sheets. 

Separate men’s dress shoes from work shoes; womens’ 


An old counter book will answer the purpose. Rule 
off four pages into size sheets; one for men’s work 
shoes, one for men’s dress shoes, one for women’s com- 
fort shoes, one for women’s dress shoes. From sales 
slips make up this record daily. At night take the 
sales slips, segregate them into four piles correspond- 
ing to the above divisions. Take women’s dress shoes, 
for instance, by tally system. Put straight mark (1) 
for each pair of a given width, put diagonal mark for 
every fifth pair. Total them at the end of the week. 
Or if you think once a month is often enough to take 
a composite sizing, carry it through for a month. 
This is the safest and sanest method of knowing what 
styles and what sizes to buy. 
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A condition sheet of a sandal stock. 
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A condition sheet of an oxford stock. 


Would a composite size sheet of women’s shoes in your store—show this proportion of sizes? 


Ball Measure Most Important 


Put a tape around the foot of every woman customer 
who enters your store for a month, and you will un- 
doubtedly find that 8% inches will appear more fre- 
quently on the tabulated result of ball measurements 
than any other one figure. This is the ball measure- 
ment of a 514-C. Now bear in mind that the same 
ball measure applies in standard measurements to 514- 
C, 614-B, 7144-A, 8144-AA, 914-AAA. It also applies to 
114-D, 314-E, 2144-EE. 

If the average buyer would keep his mind centered 
on ball measure or width in place of constantly think- 
ing of length or size, there would be less accumulation 
of small sizes and narrow widths; less losses and more 
net profits. 

This should not be interpreted as condemning narrow 
widths. On the contrary more narrow widths could 
profitable be sold in many stores but there should be 
in the larger sizes. Right now the average store is 
short of 714, 8, 814, and 9 in AA and AAA in women’s 
dress footwear. 

Rapid Style Changes, Frequent Buying 

We are in an era of rapid style changes. About the 
only staple shoes in a store are those that are “strapped” 
to the shelves; the ones that nobody seems to want. 
Stabilizing styles is, at present, out of the question. 

Frequent buying is necessary and frequent buying 
for most stores means comparatively few pairs of a 
given style. 

In the average store the actual net profit on a given 
shoe is about 10 per cent of its cost. That is to say, 
if you buy a pair of shoes at $5 your actual net profit 
will be about 50 cents. 

If you buy 40 pairs in a lot and sell 30 of them at 
regular prices and the last 10 pairs at $1 a pair, your 
profit is pretty well gone. Better to miss a sale occa- 
sionally than take the loss in leftovers. You: don’t 
think much of missing a sale on 5 or 54% in women’s 
or 8 or 8% in men’s, but you will worry all day if you 
miss a sale on a 3A or 4AA in women’s or a 5144B or 
6AA in men’s. 

If you keep a record of sales missed you will find 
that very few sales, comparatively on the real extreme 
sizes are lost. Think it over. 

Better play safe. 


Size by the 100 Pairs—You Will Reduce Your End 
Sizes 
Here is the modern size schedule based on 100 pairs: 
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It is not to be presumed that every dealer will buy 
his shoes in 100 pair lots, but records should be kept 
so that no matter what the size of the order is, the 
proportion should be maintained. Compare the above 
schedule with that which has been for years in vogue 
in making up regular case runs by manufacturers and 
wholesalers. Here it is: 














In order to reduce these schedules to the same basis, 
let us multiply the old jobber’s schedule by 8. Then 
we have as follows: 





9 
2 


— 3$-— 4 
8 8 8 8 











A composite size sheet of the average store where 
selling records have not been kept, but where the buy- 
ing has been done in the usual haphazard way would 
undoubtedly show the stock to be in a condition nearly 
resembling this latter size schedule. If, indeed, the 
proportion of 5, 5- and 6’s is not considerably smaller 
and the proportion of 2- and 3- is not considerably 
larger than on this schedule. 

The only way of preventing the accumulation of 
odds and ends is to buy exactly on the same schedule 
upon which shoes are sold. Therefore, if this selling 
schedule is used as a buying schedule, the accumulation 
of end sizes will be abolished. 

It is possible that in your store this selling schedule 
might not absolutely hold good, although it is almost a 
safe bet that it is more accurate as a buying schedule 
than the’ one now in vogue, unless you actually keep 
account day by day of sizes and widths sold. 
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Unusual Features to Mark Next N.S. R. A. 


Convention in Chicago 


Color Scheme, Runway Show and Other Matters Taken Up 
by Directors at Meeting 


N. S. R. A. convention, to be held in Chicago, 

February 11 to 14. Important decisions were 
made and a still further impetus given by a meeting of 
directors held last week in the Windy City. 

President John Slater presided at the gathering and 

other directors present included: A. H. Geuting, Phila- 
delphia; James P. Orr, Cincinnati; Charles E. Williams, 
St. Louis; Cal. C. Mensch, Pittsburgh; Reuben E. 
Steifel, Memphis, Tenn.; Frank P. Meyer, Danville, 
Iil.; C. K. Chisolm, Cleveland; Victor 
E. Vaile, Kokomo, Ind.; Dick Rosen- 
bach, Chicago; Kenneth W. Watters, 
Buffalo; A. B. Caspari, Milwaukee; 
J. J. Sensenbrenner, St. Louis; Percy 
E. Hart, New York; F. E. Fosters, 
Chicago; John J. Baird, Columbus, 
Q.; Seaton Alexander, Wheeling, W. 
Va.; George M. Spangler, John 
O'Connor, and Otto H. Hassell, 
Chicago. 


Pres already are well advanced for the next 


To Be the Best Ever, Says Spangler 


Secretary Spangler reported that 
the 1924 convention promised to be 
the largest and most interesting from 
every point of view. All of the space 
in the Coliseum has been sold and 
there will be group exhibits from 
New England, Rochester, Brooklyn, 
Philadelphia, Cincinnati, Chicago 
and St. Louis. ° 

Never before has the trade dis- 
played more interest in the event and 
an enthusiastic spirit by manufacturers generally and 
by members of the National Boot and Shoe Manufac- 
turers’ Association, in particular, was stressed by Secre- 
tary Spangler. Spaces for exhibition purposes sold much 
earlier for the 1924 convention than in former years, 
another good indication emphasizing the keen interest 
being manifested. 

Plans which have been perfected for transforming the 
interior of the Coliseum to meet the exposition require- 
ments were outlined by Secretary Spangler. A new dec- 
orative scheme will be used for the entire interior and 
will be carried out in a way that will result in the con- 
cealment of the structural features of the immense hall. 
A background of light sky blue, the ceiling and walls to 
be treated in the Louis XV and Renaissance period, all 
ornamented in shades of old bronze, high lighted with 


CHESTER HEROLD 


San Jose merchant named N. S. R.A. 
director to take the place of A. Katschin- 


ski, resigned. 


fire green and pale old bronze, is called for in the color 


scheme. 
Bronze and Gold for Booths 


Display booths for all exhibitors will be uniform. The 
interior back and side panels will be tinted green and 
bronze and framed in a bright bronze tint. The shelving 
and counter covering will be of a yellow-gold shade of 
felt, while the drape of the front of the booth from the 
counter to the floor, will be in a green shade, to match 

the panelling. 

A reasonable latitude in elaborat- 
ing upon the standard trim of the 
booths will be granted to individual 
and group exhibitors, but any addi- 
tions or changes should first be sub- 
mitted to the N. S. R. A. head- 
quarters for consideration, Secretary 
Spangler reported. 

The convention sessions will be 
held on the ground floor of the Greer 
building and the educational exhibit 
of the Harvard School of Business 
Administration will be located in the 
upper hall of the Coliseum where the 
business meetings have been held in 
past years. 


New Runway Features Planned 


Many new and interesting features 
on the runway will be presented in 
connection with the Style Revue. 
Plans for the event are being devel- 
oped by Stage Manager Bech and 
Secretary Spangler. j 

A special entertainment for the members and visiting 
buyers to be held on one of the evenings of the four days 
seems likely. Mr. Spangler was authorized to provide 
the entertainment and the nature of it will no doubt 
make it a strong drawing card. 

The resignation of Al. Katschinski of San Francisco, 
second vice-president, was accepted with regret. Mr. 
Katschinski, because of increased business responsibili- 
ties devolved upon him as a consequence of the ill- 
health of his father, B. Katschinski, reported would not 
allow him to give the necessary time to the work which 
went with the position. 

Under the constitution, President Slater appointed 
Chester Herold of San Jose, Cal., to succeed Mr. Kats- 


(Continued on page 60) 
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35% Lower Prices; 25% Smaller Inventory; 
Doubled Sales—through Simplification 


By E. J. BLISS 
President, Regal Shoe Company 


Reprinted by special permission from System, the Magazine of Business 


T is extremely bad business to let a customer get 
away from you because you cannot suit him — no 
matter what you happen to be selling. You may find 
it good business to carry or to manufacture only one 
grade of goods. If you decide to carry only one grade 
you may go wrong—you may shoot over the heads of 


your public or you may 
shoot into the ground in 
front of them. It is the 
same with styles. The 
style appeal is emotional 
and is not governed by 
rules; meeting the style of 
the moment is largely an 
affair of judgment and 
experience. But if what 
you carry has the “fit” 
element in it, then I take 
it as an axiom that you 
ought to be able to fit any- 
one who comes in. 

Most retailers and man- 
ufacturers will agree with 
me, but if they know their 
costs they will agree sadly. 
They will say something 
like this: 

“Yes, I know that turn- 
ing a customer away be- 
cause you cannot fit him 
will start the news about 
that you cannot fit anyone 


ment. I am talking of men’s shoes; of course the same 
principles apply to women’s shoes. And, of course, these 
same principles apply to other lines. But here is the 
question: 
“Ts it worth while to carry all sizes if, at the end of the 
season, the profit vanishes in the ‘end sizes’ that are left 
on the shelves?” 

I once calculated that in 
the shoe trade alone about 
$100,000,000 a year is 
extra expense caused by 
“end sizes” —and that sum 
probably exceeds the net 
profit of the whole trade 
in a normal year. Fifteen 
years ago I said: 

“Out of every 100 men 
who start into the retail 
shoe business, 91 go broke, 
and out of the 91 who go 
broke more than half of 
them are busted on ‘end 
sizes.’ ‘End sizes’ are the 
black angel of the shoe 
business.” ‘ 

That is just as true to 
day as it was then. At the 
time I made the statement 
I had been trying to find 
out how to get rid of the 
““end-size”’ loss. All at once 
it occurred to me that the 
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and word-of-mouth ad- 
vertising goes fast. But 
after each season when ‘I 
hold a clearance sale to get 


“MASTER MACHINE” FOR CONTROLLING STOCK 


Washers representing pairs of shoes are placed on the rectangular 
projections of this “‘machine”’ to inform Mr. Bliss—shown here— 
of stock on hand. The height of the projections indicates the “ideal” 
condition for each size. Washers extending above a projection 


loss came not from carry- 
ingstocksextensiveenough 
to fit anyone but from car- 
rying stocks too extensive. 


rid of the odd sizes, I 
wonder if it is worth while 

for a good share of my season’s profits goes out in 
those sales.” 

My experience has been in the making and selling of 
shoes. But the size and style element in shoes differs 
from the size and style element in other commodities 
only in being more complex. There are 105 sizes in men’s 
shoes and a store which claims to be complete must 
carry everyone of them. It is bad enough for a customer 
to go away from a store because you did not have his 
size. It is still worse for him to go away with an uncom- 
fortable pair of shoes. The sale of one pair of ill-fitting 
shoes will just about counteract a full-page advertise- 


indicate an over-supply in that size; those not reaching the top 
show an inadequate stock. 


The odd sizes were left 
over not because the peo- 
ple with odd-sized feet did not happen to buy, but 
because provision was being made for more odd-sized 
feet than nature turned out. 

The ordinary shoe retailer has in stock from 25 per 
cent to 33 1-3 per cent of odd end sizes which from time 
to time must clear at a loss. He prides himself, and just- 
ly, on being able to fit any sort of foot within the nor- 
mal range. Does he lose money carrying a full line? Not 
at all; he loses money because his stock does not fit his 
market. Fitting the stock to the market has been my 
large concern ever since the normal flow of business was 
interrupted by the war and the boom and depression. 
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“YOU OUGHT TO BE ABLE TO FIT ANYONE WHOCOMES IN” 


To give customers exactly the size they need, a measuring device—at the left—was worked out. Of course, il is necessary to keep everyone of 
the 105 men’s and 90 women’s shoe sizes in stock. The sheels at the right—and the “‘machines’’ based on them, shown elsewhere—make ut 
possible to do this without losses in “end sizes. 


lt turned out to be a process of simplification— of 
having what the people would buy and not having 
what they would not buy—which is just the aim of all 
retailing and manufacturing. We are apt to look upon 
simplification merely as a cutting down of lines. Ap- 
proaching from that standpoint, one may simplify one’s 
business to the point of having no customers. I ap- 
proached from a different angle. We, like most people, 
after the boom were losing money because people did 
not buy. The problem of simplification with us was not 
merely cutting down; we wanted to have everything 
that was called for, but at the same time to have nothing 
that would not move off the shelves cf the factories as 
well as of the stores. The problem resolved itself into 
providing the styles and the sizes to cover our whole 
market at the prices the market would pay—and hav- 
ing nothing else. It was not in the least a question of 
forcing the public into taking what we decided to pro- 
vide for them—that is exceedingly dangerous. To my 
mind it is the wrong approach—unless one can make 
the price appeal irresistible, as in the Ford car. We had 
built our business on providing a grade of shoe between 
the cheap and the expensive. Therefore, resting exclu- 
sively on the price appeal would have changed the 
whole character of our business. We had tohave the right 
price in connection with our known quality and we had 
to be able to fit anyone. And we had to have a sufficient 
range of styles to meet any but a most unusual demand. 

Take the setting of our business. Changes in business 
procedure are apt to fail—no matter how well founded 
in theory—unless they fit the personality of the busi- 
ness. I started many years ago with the conviction that 
it would facilitate merchandising and attract customers 


to have all the shoes in the store at one price—a cus- 
tomer would know exactly what he was going to pay 
before he entered. The shoes themselves were designed 
after the high-priced models and made of first-class 
material. In those days shoes were divided into two 
classes—‘‘cheap shoes” and “‘expensive shoes,’’ and the 
two classes had nothing in common in appearance. We 
made shoes at $3, which looked as well as the expensive 
shoes—which at that time sold for $5, $6, and $7. Our 
price was in-between, for cheap shoes could be had at $2 
and $2.50. We started our business during a period 
when the dollar had a high purchasing power—precious 
few people had any dollars to spare. The period follow- 
ing the panic of 1893 was the hardest season in which to 
do business that the present generation of business men 
has known. The last depression was prosperity 4s com- 
pared with it. This was the period during which we 
made our way—made it without capital other than the 
original $1,500 put in. We sold only a few styles and our 
profit per pair of shoes was small. 

With the increases in prices that came through the 
1900’s we had to increase our base price to $3.50 and 
then from time to time we added two more prices. It 
was not that I had abandoned the one-price idea, but 
the changed conditions seemed to make necessary a 
widening of the scope of the business. 


How Changing Conditions A ffected Our “‘One-Price Line”’ 
Policy 


Then came the war years and the after-war boom 
and we had to give up all thought of keeping to a fixed 
price, for the changing costs of raw material and labor 
made fixing a price just a gamble against the market. 
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with all the odds in favor 
of the market. Our styles 
increased until in 1920 we 
had 2,500 styles and our 
average price was $10.46. 
And then came _ the 
depression and our cus- 
tomers went back to near- 
ly where they were when 
we started business. They ° 
went back to watching 
pennies. And so did we— 
but with years of exper- 
ience and investigation to 
guide us. We cut the price 
to $6.80 and made a flat 
price for every shoe we 
manufactured—the orig- 
inal idea. We cut the 
styles to around 100— 


without one out of a 
Srocx No... Srrns 
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to select their own shoes. 
In consequence I found 
that in France more men 
were being sent back from 
the front on account of 
foot trouble than for any 
other reason. Most of them 
had taken the sizes they 
had bought at home; of 
course they had made no 
provision for the addition- 
al weight of their equip- 
ment and also they had 
taken for granted that 
both of their feet were of 
the same size. In measur- 
ing thousands of soldiers I 
found that only in a few 
exceptional cases were the 
feet alike; the amount of 
the variation was astonish- 





thousand of our custom- 
ers knowing that the lines 
had been cut. We con- 
tinued to carry shoes 
enough in any store to fit 
any sort of foot—but by a 
careful analysis of sales and a device for keeping stocks 
in balance we have wholly cut out the loss on “end sizes.” 

The price of $6.80 was not high enough to cover our 
cost of production and selling at that time—not to 
speak of any profits—but I had the firm conviction 
that the economies of simplification together with the 
expected increase in volume of business would enable 
us to sell our shoes at this price. 

The most important of these economies has to do with 
the elimination of the end-size waste—which has been 
brought about on principles that are of general applica- 
tion. We started out to find an ideal schedule of sizes to 
insure an equal turnover in every size and thus protect 
against dead stock at the close of a season. Then I had 
to devise some method by which the exact condition of 
stocks would be kept always right in front of our eyes. 

This is what we did. We tabulated over a number of 
years the sizes sold in our stores—which stretch from 
coast to coast. I had an opportunity to check up the 
results with the shoes made for the army during the 
war. It has always been supposed that the average size 
of foot varied with the locality—that the Northwest 
took larger sizes than the Northeast. That I have not 
found to be the case. It is true that in some sections 
people refuse to wear shoes that fit; the tendency in 
Portland, Oregon, is to wear the shoes too long and the 
tendency in New York City is to wear them too short. 
One of the several difficulties of the shoe business is over- 
coming the customer’s conviction as to the size he ought 
to have. Shoe sizes are not standardized and one manu- 
facturer’s 1014 may be another’s 10 or 11. This became 
very various in thearmy; the menwere at first permitted 


like those in 


EACH STORE HAS A STANDARD STOCK 


The proportionate pin length of the “‘machines’’ in each store are 
in the “master machine,”’ but total lengths vary with 
the volume. Every time a sale is made a washer is taken off. 


ing—in 60 per cent the 
right foot was longer and 
in 40 per cent the left foot 
was longer. 

Sometimes the varia- 
tion was as much as two sizes. I devised a machine to 
determine the actual size of shoe required—for simply 
measuring the foot with the ordinary rule tells nothing 
at all about the size when the weight is on. The single 
group of privates during the war which varied from our 
retail standard measurements were the stevedores at 
Newport News. There we had to add a size 16 and we 
had one man requiring a size 18—I recommended that 
he be let go as too expensive to keep in shoes. Had I not 
actually compiled the figures I should never have be- 
lieved that the men at Camp Upton, many of whom 
were drawn from the lower east side of New York, 
would have taken exactly the same assortment of sizes 
as the men in the campsof the Northwest and the South. 

The result of the tabulation of men’s sizes sold for a 
number of years in our various stores showed that 62 
per cent of the sales were made in 16 sizes; 23 per cent 
of the sales were made in 18 sizes: and 15 per cent in the 
remaining 71 sizes. 

That is, 85 per cent of the business was done in 34 
out of the 105 sizes and only 15 per cent in the remain- 
ing 71 sizes. We carry women’s shoes in 90 sizes and 
there the sales tabulated even more strikingly—87.57 
per cent of the sales being made in 33 sizes and 12.43 
per cent in the remaining 57 sizes. The highest percent- 
age of business in men’s shoes is done in size 8, width 
C—that is 4.98 per cent; in women’s the highest per- 
centage is 4.89 per cent, which is done in 544C. 

I had charts drawn showing the exact percentage of 
business done in size. The 18 most popular sizes in 
men’s shoes, in which 62.26 per cent of the business is 
done, I put into a white field, for the stock in those 
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sizes is safe; it is bound to sell. The next best 17 sellers— 
making 23.09 per cent—l represented in yellow; that 
is the field of caution. The next 18 sizes—making 11.31 
per cent of the business—went into blue; that is the 
field of danger. And around these are grouped the 49 
sizes out of which only 3.34 per cent of the business is 
done; this I put in red. It is the T.N.T. field—if you get 
too many shoes there they will blow you up. 

I had another chart drawn from a different angle. 
Taking the best selling size—8C—as 100 per cent, 
this chart shows what all the other sizes are doing while 
this size makes a complete revolution. The difficulty 
was in getting some of the sizes into the chart at all for 
the 5144AA and 10% and 11EE each sell to the extent 
of only .002 per cent. 

There is no guessing in these figures; we know they 
tell the proportion in which properly fitted shoes sell 
in the United States. 
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in figures just how many sizes ought to be on hand for 
an ideal stock and quite another to keep the stock from 
day to day in accordance with those figures. My ex- 
perience has been that figures are not sufficiently im- 
pressive to force a store manager to know where he 
stands; the comparisons do not hit him in the eye the 
way they should. And’ in order that none of us could 
escape knowing where we were at every minute, I 
devised a control board to keep the condition of the 
stock right up in front. 

I had large boards divided into 105 squares repre- 
senting the 105 sizes carried in men’s shoes. These 
squares are painted white, yellow, blue, and red as in 
the diagram I described. Then I have a number of 
washers, each of which is taken to represent a pair of 
shoes or a number of pairs of shoes according to the size 
of the stock which is to be controlled. Up from the cen- 

ter of each square projects 
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a strong metal pin over 
which the washers may ke 
slipped. Each of our stores 
has a standard stock worked 
out according to the amount 
of business done; this stock 
is planned as to sizes by the 
percentages I have described. 
Each pin is exactly the 
height to take the number of 
pairs of shoes which ought to 
be in stock in that size— 
each pair being represented 
$35 by a washer. When a pair of 
ag shoes is sold the washer for 
om ouon mre anc ATH the size is taken off its size 
Ee ae pin. If the stock is perfect 
Coli Cheat. each pin will be exactly to 

/ the top with washers. If a 

bare portion of pin shows, 

then the quantity of that 
size is short. If the washers 
are piled up over the top of 
the pin, then that size is over. 
If a pin in the white field is 


Let us see what happens 
to the retailer who orders SHOES FORA PURPOSE he 
without the facts. Sixty pairs Anaiyets Spring Men's 1923 Line 

# ‘ December 15, 1922 
on a style is not an unusual Eee —— 
purchase for a fair-sized shoe Gut i2 Asa, 
store. His order will com- | Brown K 
monly follow the size range 
shown on page 036. This is a 
fairly representative order 
for a store selling medium- 
grade shoes. It shows one 
pair of 5C to three pairs of : 
8C. Let us assume that a re- 78iu” 
tailer buys 10 spring styles— Nf (1 
60 pairs each on the “regular t 
run.” This will give him 10 
pairs of 5C and 30 pairs of 
8C. But the results of our 
studies show that this is all 
wrong. He should have 110 i Gal. 3, Ruse. Call 
pairs of 8C (instead of 30) ; \\ a \, =~ 
to balance his ten 5C’s, or YY ent 
only 3 pairs of 5C (instead 
of 10) to balance his thirty 
8C’s. He is bound to have 





«1 Brown Kid 


Collis Chest. Brown 

Patent; Bdd.M. T. Cal 

Patent ¥ 

M. T. Bik. Calf 

Rio 

M. T. Bad. King Caif 

Collis Chest. Br 

Gal. 26 Rus. Calf 

Gen. Tan Sc. Grain 
na? © 


* s 
M. T. King Calf 


14 
14 


* Cf 


yor 
Smooth Tan Alaskan 


Rob Roy 
Gal. #4. Russia Calf 
M. T. Blk. Bdd. Calf 


M. T. King Calf 
Gal. .4. Russa Calf 


sizes left over. 

The Government during 
the war did exactly the same 
thing as the retailer is apt to 
do. It had 8,000,000 pairs of 
shoes in hand or on order, 
and among them had enough 
oB’s to balance a stock of 
24,000,000 pairs! It took me 
five months and eight days 
to prove that the order ought 
to be changed. We finally 





over we do not worry, if a 
pin in the yellow field is over 
we may look for trouble; if 
any of the pins in the blue or 
the red fields are over then 
that store is in danger of 
losing its profits. 

The stores keep their boards 
up from sale to sale; at the 
factory we have a “master” 
board showing the aggre- 
gate quantity of each size on 








were allowed to change the 
sizes on 6,000,000 pairs then 
in process. 

It is one thing to work out 


A CHART THAT MAKES SALES 


Here the styles carried are analyzed so that the salesmen can 
see, by a quick eramination, which will appeai to the different 
classes of customers. 


hand and on order regardless * 
of style and this we arrange 
every Monday; then we 
know what sizes to put 
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through the factory. For the size element is naturally 
quite as important at the factories as in the retail stores. 
The sizes in the blue and red fields are not only danger- 
ous to have in stock, but also they are expensive to 
make. Any shoe manufacturer can take you into his 
lasting room and show you bins full of “‘end size”’ lasts 
with hardly a tack hole in them, showing that only a 
pair or two of shoes have been made over them; while 
a middle size last, on the same style, has been used so 
often that the bottom looks more like a colander than 
a last. 

Only since the board scheme went into effect have we 
been able to have complete control of our stock. It is 
just as simple to manage as a counting machine. It 
brings home conditions in a way that figures cannot. | 
remember showing an experimental board to one of our 
best store managers. He said: 

“That is just what I have been looking for. Now I 
shall be able to keep enough 5D’s in stock.” 

“Check up your stock on it,” I told him, “and bring 
the board over to the office so that we can see how you 
stand.” ‘ 

A couple of hours later he brought over the board. He 
did not have much to say. For instead of being short on 
5D’s he had to have a boy along to hold the extra wash- 
ers on that square! 

In all of the above I have said nothing about styles. 
The size control has nothing to do with style. In the 
shoe business style is, of course, important—although we 
and most other manufacturers do our real business in 
staples. But the big losses come through stocking the 
wrong sizes. A mistake in style can be caught; it is 
possible by a price inducement to move a style on which 
you have erred. You may have to take a loss but more 
than likely you can get through with only a sacrifice 
of a part of your profit. But having the wrong sizes is 
having shoes for feet which do not exist and the only 
way to get rid of such shoes is by so marking them 
down that the customers who wear 9144AA’s will buy 
many times more shoes than they can have any possible 
use for—which means all but giving the shoes away. We 
make special style shoes only in the white field; that 
eliminates the size risk and we have then only to gamble 
on whether or not we have caught the taste of the pub- 
lic. We do not make heavily into a new style until it has 
proved itself—we like to keep our stock fresh and fluid, 
depending on frequent replacements. And so the style 
risk, while important, is not with us very serious. 


“What Has Been the Result of Our Changes?” 


What has been the result of our changes? Our business 
through every department has been simplified. We were 
forced, it is true, to discontinue selling to the large num- 
ber of retailers with whom we had established pleasant 
and profitable relations because a plan like ours de- 
mands more co-operation than can be expected from 
several independent store owners. But we have more 
than made up that loss of volume through the greater 
volume sold in our stores. Our business has just about 
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doubled in numbers of pairs of shoes sold—which is the 
only way in which I reckon business. The dollar figures 
are often deceiving. 

We are doing this doubled business on a one-quarter 
less inventory than before—again reckoning in pairs of 
shoes sold. We are doing it with fewer clerks than before 
because it takes less time to sell one grade of shoes ai 
one price than it does to sell three grades. Hence our 
sales costs are smaller. And we have cut out the whole 
loss of unbalanced stocks. 

On the manufacturing side the same economies have 
shown themselves. We have to buy for only one grade 
and we have to make for only one grade; that permits 
manufacturing in repetitive fashion in large quantities 
with all the savings of volume production. Our size 
boards control our production—we do not have to send 
through rush orders to make up sizes which are sud- 
denly found to be short. 

And on the new, low price of $6.80 per pair, which 
started as something of a challenge to ourselves we 
made a larger aggregate profit in 1922 than we did on 
the higher prices of the boom times! Then we reduced to 
$6.60. 





The Cost of Distribution 


(Continued from page 40) 


groomed store salesman, after much study of the book 
of etiquette, serves his customer on bended knee.” 

Stores selling shoes from $5 to $10 are a trifle more 
utilitarian. The window and interior, however, must 
have fittings in mahogany or fine woods, or harmonies 
of paint that have to be redone periodically. There is 
not so much swank in the selling, but there is a whole 
lot of “‘la-dee-da’”’ at that, particularly in the advertis- 
ing copy. 

Then in the stores below the $5 price, there is no 
such thing as factory cartons any more. It is a case of 
rounding out the picture and trying to “keep up with 
the Joneses” above. Even the bargain basement isn’t 
quite so strong on the “gas-pipe-racks”’ as it used to be. 

Great progress undoubtedly has been made in retail 
stores and greater progress is to come. A new crop of 
stores lead the way to more pleasing merchandising, but 
the public should never forget that all of these things 
are paid for by the consumers. 

“The retailer’s true function is that of serving as a 
purchasing agent for his community; as such he selects 
and carries a reserve supply of merchandise to meet the 
requirements of the individual consumer. 

“When the retailer enters business, he assumes the 
responsibility of performing a public function, that of 
providing commodities and services to his community, 
economically and conveniently, and maintaining such 
environment as is necessary and desirable to the con- 
sumers who support him. If he fails in his responsibility 
and performs only as a distributing agent for the manu- 
facturer, he ceases to be an economic factor in the 
community which he serves.” 
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Too Much Leather Being Made; Too 
Little Being Used 


Present-Day Patterns, High Overhead and Hand-to-Mouth Buying 
Responsible for Today’s Unsatisfactory Conditions 


From an address made by 
FRED STRESAU 
Of the Stresau-Becker Leather Company before meeting of Western Association 
of Shoe Manufacturers and Wholesalers 


HAT is wrong with the leather industry? Times 
W sition number have I been asked this ques- 

tion by investors, by bankers, by hide interests 
and by acquaintances. With the comparatively high 
retail selling prices on shoes and a healthy turnover, 
why is it that tanners both large and small, are strug- 
gling with a condition which has and is still netting 
them nothing short of starvation returns? The answer is 
simple. 

A most appreciable decrease in the 
consumption of both upper and sole 
leather, at the same time an unwar- 
ranted over-production of these prod- 


ucts. 


Let us review conditions that existed in our particu- 
lar industries ten years ago. Although exact figures are 
not available, I believe I am safe in stating that during 
1912 and 1913 this country was producing within 18 
per cent as many shoes as it is producing today. The 
increase can properly be attributed to the increase in 
population and the broader buying power of our people. 
This expansion is surely nothing unusual in comparison 
with other commodities. 


Shoes Used to Need More Leather 


Stop a moment, if you please, and picture the shoes 
that you built a decade ago. For the men you made ox- 
fords in summer and sturdy high shoes in winter. To 
wear an oxford in winter was to court the undertaker 
in those days. For the ladies you made oxfords and 
pumps in summer, mostly. of leather, and a substantial 
kid, calf or side leather boot in winter. For the country 
boy as well as the city youngster you made a dress shoe 
for Sunday wear and a play shoe of heavy cowhide 
laced and buckled, reaching half way up his calf. For 
the farmer in those days you manufactured heavily 
greased, water-resisting boots, which undoubtedly re- 
main fresh in your memory. 

What changes these ten years have brought about. A 
large percentage of our male population are wearing 
their oxfords the year round. The ladies, when they do 
wear leather, are wearing mere skeletons of the crea- 
tions of 1912 and 1913 with a great deal of open work 
framed and latticed and strapped with suggestions of 


leather. You have taught our boys to like something 
light and springy on their feet, also a shoe that will take 
a polish like Dad’s. The farmer, now that he has his 
automobile and tractor can do with less leather in his 
shoes and wear instead of bulky boots a semi-work shoe. 
Our 13,000,000 automobiles and taxicabs are conserving 
much shoe leather as well as making it possible for our 
people to get along with a much lighter type of footwear. 


Less Leather Used—More Made 


In the meantime our tanning equipment has been 
increased to an gppreciable extent. New tanneries have 
been built, large, modern and efficient plants. Other 
tanneries have been enlarged during the profitable war 
years. Tanners who ten years ago confined themselves 
entirely to the manufacture of vegetable-tanned upper 
leathers have converted their bark tanneries into 
chrome tanneries, thereby doubling their capacity. At 
the time this expansion in our equipment was quite 
warranted as our export during the war when the con- 
tinental tanneries were confined to making army leath- 
ers grew to unprecedented proportions. During 1919 
and early 1920, as you will recall, there was an absolute 
shortage of leather, not only in this country but over 
the ntire world. 


Export Trade Off, Also 


Ten years ago our tanners had a very healthy export 
trade. Both sole and upper stock left our shores in large 
quantities supplying many countries in Europe with 
our products. Due to our present high labor costs and 
the impoverished condition of Europe, also adverse 
exchange rates our export business in staple lines is 
almost negligible today. It is true that fair quantities 
of specialty leathers, such as patent, suede, buck and 
kid are exported for the simple reason that most other 
countries cannot make them, but not so in staples, 
which are the backbone of our industry. 

For three and one-half years the tanners of this coun- 
try have struggled along hoping against hope that the 
near future would correct the situation for them. Dur- 
ing this time we have seen distressed leather liquidated 
at less than half cost. Leather costs or replacement costs 
were no issue whatsoever. Hide prices would go up, 
leather prices would go down. It was strictly a buyer’s 
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market in every sense of the word. We have seen some 
of our largest leather interests, some of our oldest and 
best-established tanning concerns totter on their very 
foundations. We had no doctor who could properly 
diagnose our sickness or prescribe a cure. Our big worry 
was our overhead expense. We could not sell on a com- 
petitive basis unless we worked our plants to capacity 
and most efficiently. This general desire to decrease our 
costs to a minimum by a full production has been our 
sickness. Much cheaper to have taken our losses on 
overhead than later on merchandise. 


How the Shoe Industry Can Help 


Co-operation on your part is necessary and will prove 
helpful in the rehabilitation of our industry. Now please 
understand me plainly that I 
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You shoe men enjoy the unquestionable reputation of 
building the most comfortable, the best-wearing and 
most sytlish shoes in the world. Our tanners, I believe. 
are judged as the most efficient and the most versatile 
tanners that can be found anywhere and we, together 
with you, want to retain this reputation. 


Stick Together on Tariff 


Instead of working at cross purposes with the tan- 
ning industry when future tariff matters are at stake, it 
would be beneficial to both of us if you consulted with 
us in a frank and open manner at such a time. At the 
time of fixing the last tariff your industry acted in a 
most arbitrary manner towards the upper leather tan- 
ners when they, the upper leather tanners, attempted 

to receive a nominal tariff on 





am attaching no particular 


their product. I ask you in all 
fairness why should leather 
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blame on your industry for 
what has happened to the 
tanners. If the tanner tans 
more leather than he can sell 
judiciously that is his own 
look-out, but you can co- 
operate with us in many ways 
and if you will allow me I 
will use this opportunity to 
offer a few suggestions. 
Anticipate your future re- 
quirements. Abolish the prac- 
tice of over-night buying. It 
takes us an average of four 
weeks to obtain our raw ma- 
terial and another seven 
weeks to convert same into 


What’s the Matter with the 
Leather Trade and What to Do 


Shoes are uniformly lighter in weight and 
consume less leather than they did a decade 


ago. 


It used to be low shoes in summer and high 
shoes in winter. Now it’s low shoes the year 
around. 


Tanners are still carrying their war-time 
prodyction overhead, and export trade has 
fallen off badly. 


To help the tanner, the manufacturer 
should strive to do away with the practice of 
hand-to-mouth buying. 


Styles should be stabilized—a premium 
should be placed on quality—all branches of 
the industry should stick together on the tariff 
allowing prices to be controlled by the keen 
competition within the United States and do- 
ing away with the likelihood of this country 
being used as a dumping ground by Canadian 


have been discriminated 
against in formulating our 
tariff schedule when most 
other manufactured articles 
received ample protection 
for their high priced work- 


" men. 


There are 700 tanners in 
this country with an invested 
capital of approximately 
$700,000,000 so that the 
competition amongst us is 
surely keen enough to insure 
yourselves protection against 
any possible profiteering. As 
the matter stands today we 


leather. This, I can assure 
you, will give us the oppor- 





and Continental tanners. 


are in continual danger of be- 
ing used as a dumping ground 








tunity of serving you better 

and will stabilize hide and leather prices which are cer- 
tainly to your interest. Present methods of buying’are 
too speculative and a manufacturer has_no right to 
speculate. 


Style Stabilization Important 


Stabilize your styles. The fickle styles of today and 
yesterday can only serve to add hardships to yourselves, 
the retailer and the tanner. If you must have spring and 
fall novelties do not wait until the eleventh hour with 
them. Have your Style Shows in November and May 
instead of January and July, giving the tanner and your 
own establishments time enough to react in a practical 
and efficient manner. 

Place a premium on quality. The country is prosper- 
ous and wants good looking, substantial shoes. Such 
shoes cannot be made from certain leathers which are 
now being imported in quantity. I have reference to the 
semi-chrome India kip. This leather has neither the 
appearance nor the wearing quality of our domestic 
full-chromed leathers. However, when cleverly camou- 
flaged, it will temporarily fool the inexperienced public. 


by Canadian and Continen- 
tal tanners for the surplus of their products made by 
labor which is being paid immeasurably less than our 
own. 


Unusual Features to Mark Next N. S. 
R. A. Convention in Chicago. 
(Continued from page 53) 
chinski as director. Mr. Katschinski was commended 
for his splendid work in territory west of Denver which 
he applied in promoting the N. S. R. A., particularly in 

California by President Slater and the members. 

Mr. Herold is one of the most prominent of the 
younger shoe merchants of California. He has been 
president of the California Association and has always 
been active and interested in the N. S. R. A. 

A meeting of the association’s executive committee 
with a similar committee of the manufacturers’ associa- 
tion was authorized by the directors for November 13. 
It will be held before or after the meeting of the joint 
styles committee. The advisability of both national 
associations creating a trade publicity bureau will be 
considered. 
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IN THE CONGRESSIONAL LIBRARY, WASHING TON,D. C. 


AN 


OUTLINE OF LEATHER 


NINTH OF A SERIES 
By FRANK R. SPALDING 
(Sole Leather Continued) 


ROPER seasoning consists in drumming leather 
in strong hot extracts, mixed with sulphonated 
animal oils, the result being to give additional 

weight and substance. This process has been at times 
abused by the use of hygroscopic chemicals such as 
barium which swells the leather, but will wash out as 
soon as it is exposed to water. 


Bleaching 


The use of strong extracts, not only saturates and 
gives substance to the leather, but gives it a dark brown 
shade which is not popular with the trade, so it is neces- 
sary to bleach it; which process not only lightens the 
color but removes any superfluous seasoning matter. 
But bleaching must not be carried too far for fear of 
injuring the fibers. 

The leather is now hung over wooden bars to dry for 
several days in a dry loft and when sufficiently dry is 
taken down and oiled on the grain side with a swob. 
Cod oil is more commonly used. After oiling, it may be 
put in the dry loft again or passed to the setting-out 
machine. 


Setting Oul 


As the leather at this stage contains a good deal of 
moisture, it is put through a setting-out machine which 
passes it between two pairs of metal rollers. This 
squeezes out the scum formed by the surplus oils and 
grease. This “scud’”’ is then scraped off and the next 
operation is rolling. 


Rolling 


This was formerly done by pulling a heavily-weighted 
roller (like a roller for a tennis court) over the leather, 
but of late years, machines are everywhere in use. 
Aftert he first rolling, it is allowed to dry until it con- 
tains very little moisture. . : 

It is then sized with a weak coloring matter and 
rolled again. After this it is run under a sticking-out 
machine which exerts extreme pressure on certain 
rough parts of the skin to smooth the grain and take 
out the wrinkles in the neck. 

The grain is then polished by hand or machine buffer 
and is ready for sale. The finish of the different parts of 
the hide depends on what is to be made from it. 
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Finisher 

The bends might be furnished from high-grade sole 
leather, the bellies for light chrome sole and the heads 
for heel stock. 

Chrome sole leather is extensively used for sport and 
waterproof shoes. The leather produced is thinner, but 
has wonderful wearing qualities. It does not take as 
handsome an edge finish as vegetable tanned sole 
leather. People have been educated and accustomed to 
the thickness and general attractive appearance of the 
oak sole leather which is unquestionably the standard 
and no matter if the chrome sole should outwear it, 
there is little danger of its replacing the old tannage for 
years to come. It is easier to sell people something they 
want. 

Splitting 

Cow or horse hides are too thick for ordinary shoe 
upper leather and are split into two thicknesses. The 
machine that does this is called a belt knife machine. 
The edge of the hide is presented to a sharp revolving 
band or belt knife which passes through it parallel to its 
surface, splitting the hide very neatly and quickly into 
two thicknesses. 

The machine consists of a steel belt about two inches 
wide, running rapidly in tension over two pulleys 
through a horizontal grooved guide, and kept sharp on 
one side by an emery wheel. Against this edge the hide 
is forced by passing between brass rollers, the upper of 
which is straight and perfectly rigid while the under one 
is in sections resting on a lower roller of India rubber 
and can thus give to the inequalities of the hide. 


Thickness of Split Regulated 
The thickness of the split is regulated by raising or 
lowering these rollers and an upper split can be taken 


almost as thin as paper if required, and quite uniform. 
The inequalities: remain in the lower split, which is 
often leveled by splitting a second time. 

From some of the beautiful Great Fugerifigo hides 
spreading 60 or more feet used largely for coverings of 
automobile seats, a grain is split so thin that you can 
almost see through it and this is used for book coverings. 


Splits 


All thicknesses of hides, excepting the grain, are 
called splits and are made into different kinds of cheaper 
leathers. Some are re-tanned in chrome liquor, buffed 
on an emery wheel, dyed and finished to make cheap 
gloves or shoe tongues. Wax splits are bark tanned, 
colored black and waxed, finished on the flesh or split 
side for use in cheap shoes. The greater portion of this 
finish is exported to England and is used largely 
throughout France and cut for uppers of shoes for the 
peasants. Many of them have a wooden sole; flexible 
splits are bark tanned made firm, rolled flat for use as 
inner soles. 


Davis to Speak at Providence 


Providence, R. 1., October 31—Sam Davis, Field 
Secretary of the National Shoe Retailers’ Association, 
will be the guest of honor at the next meeting of the 
Rhode Island Shoe Retailers’ Association, to be held 
here November 6 at the Hotel Dreyfus. Fred S. Fenner, 
president of the state association, announces that this 
is to be the banner meetingof the year and that, follow- 
ing Mr. Davis’ address, every member will be given an 
opportunity to ask questions regarding the conduct of 
his business. 

The address will be preceded by a dinner. 


-~ 








Photo by Charles J. Belden, Z. T. Ranch, Pitchfork, Wyo. 


A long, long trail a-winding. A lone cowboy bringing in a herd of cattle from a snow-covered range. 
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Pennsylvania Shoemen Hold Convention 
in January 


Philadelphia, October 31—To the Pennsylvania 
Shoe Retailers’ Association goes the honor of being the 
first to hold its 1924 convention. The meeting will be 
held in the big Lulu Temple, Broad Street and Spring 
Garden Avenue, in this city, January 21, 22, and 23. 
Meetings of the delegates who, it is expected, will come 
from all parts of Pennsylvania, New Jersey, Maryland 
and Delaware and even from as far away as Washington 
and New York, will be held in the convention hall on 
the second floor. The first floor will be given over to 
footwear exhibits, educational exhibits and a well 
planned style revue in the evenings. 

The general convention committee is headed this year 
by A. H. Geuting, a director of the N. S. R. A. Other 
committees and their chairman are as follows: 

Display—B. W. Shaub, Lancaster; Publicity—H. S. 
Fredericks, Soudertown; Style Review, B. W. Shaub; 
Membership—Roy Walters, Wilkes Barre; Entertain- 
ment—C. S. Goodman, Allentown; Badge and Regis- 
tration—F’. E. Bader, Phoenixville; Program and Speak- 
ers—Albert J. Schmidt, Pittsburgh. Co-operating with 
these committees is a committee of Philadelphia whole- 
salers headed by E. M. Scattergood; and a committee of 
shoe travelers headed by James Scanlon. The Executive 
committee of the state association is composed of Lee 
Reineberg, Martin F. Murray, Albert Forster, C. J. 
Mensch, George M. Garman, A. H. Geuting, B. W. 
Shaub and H. S. Fredericks. 





Wholesalers’ Association Meeting 


The New England Shoe Wholesalers’ Association 
held its first meeting of the fall season at Young’s 
Hotel, Boston. President E. Walter Smith of Wor- 
cester presided and there was a good attendance. 
Charles Wilkinson of the Direct Rubber Company, 
Providence was present as a guest. 

The after-luncheon discussion dealt largely with 
general conditions in the wholesale shoe trade and the 
activities of the National and regional organizations. 

It is planned to hold other meetings of the association 
in November and December. 





Translating the Nation into Buying 
Units 
(Continued from page 48) 
pated earnings against anticipated expenditures or go 
out of business. n 


More Efficient Figuring 


There is undoubtedly a lot of unconscious budgeting 
being done, but it is of an approximate character. The 
budget of an entire industry is quite as important as 
that of a small store. There should be a more rigid study 
of facts and less guess work. Efficient statistics would 
bring this about. 
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Charles Whittemore, Polish Manu- 
facturer, Dead 

Boston, October 30—Charles Whittemore, president 
of the Whittemore Bros. Shoe Polish Corporation, 
Cambridge, died Friday, October 26, at his resident, 73 
Summit Street, Newton. Mr. Whittemore had been in 
failing health for some time. He was born in Bridge- 
water May 3, 1850, the son of David and UraniaWhitte- 
more, and was educated at the Waltham New Church 
School, and Worcester Military Academy. His father, 
David Whittemore started the manufacture of shoe 
polishes in North Bridgewater (now Brockton) in 1853. 
This business afterwards passed into the hands of his 
two sons, John and Charles, the former of the two 
brothers having died four years ago. Charles Whitte- 
more was the factory expert of the firm. He was the 
inventor of “Superb Patent Leather Paste,” and the 
trade is familiar with his ““New Era’ Paste and “Gilt 
Edge.”’ The two brothers, John and Charles, increased 
the business to large proportions in both the domestic 
and export field. 

He was twice married. His first wife was Miss Ella 
Holmes of North Bridgewater by whom he had two 
sons, the late David L. Whittemore and Cari T. 
Whittemore, who survives him. His second wife, who 
survives him,was Miss Annie M. Ransom of Wakefield. — 
A sister, Mrs. S. C. McLaughlin of Newtonville, and a 
brother, E. B. Whittemore of Natick also survive. 


Lawrence B. Cahill Dead 

Cincinnati, October 30—Lawrence B. Cahill, presi- 
dent of The Cahill Shoe Company, died at his home in 
this city on Friday morning, October 26, following an 
illness of several months’ duration. 

Mr. Cahill was one of the pioneers in the shoe busi- 
ness of the central West. Born near Cincinnati 64 years 
ago, Mr. Cahill passed his boyhood days at Mt. Airy, 
Ohio, near Cincinnati. In 1876 he went into business 
with his father, the late John Cahill, in the boot and 
shoe game. Later he managed stores in Hamilton, Mid- 
dletown and Dayton. 

In 1895 he returned to Cincinnati and organized the 
Cahill Shoe Company of which he was the active head 
until he was compelled to retire because of illness. He 
was a prominent member of the Cincinnati Business 
Men’s Club of which he was one of the first members. 
He is survived by his widow and seven children. They are 
William, Thomas, Harry, Lawrence, Jr., and Robert, 
Mrs. L. F. Ratterman and Mrs. L. M. Moore. Lawrence 
B. Cahill, Jr., has been active in the management of 
The Cahill Shoe Company. 








Dayton Wholesaler Dies 
Dayton, O., October 28—John E. Thomas, 62, former 
resident of Dayton, died October 22 at Wichita, Kan., 
where he had been visiting. Mr. Thomas had been in 
the wholesale shoe business in Toledo for 45 years. His 
death was due to apoplexy. 
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Have You Seen These Numbers? 


You will admire their stylishness, their beauty of 





No. B843.... 





No. B624... 


strap and side cut-outs, Genuine 
Cuban heel, B to D, code “Esther” 


B623—As above except with 15-8 Full Spanish 
$3.85 


heel, A to D, code “Inez” 


B265—As above, e xcept Patent Leather, 15-8 Full 
$4.10 


Spanish heel, code “Bernice 


You received your copy of the 
Hannahsons News, of course. 
We hope that it will be of real 
value to you. Won’t you be good 
enough to write us and tell us 
what you think of it? We wel- 
come any suggestions you may 
have in regard to this as well as 
any other of the advance style 
information that we mail you. 
Hannahsons is always at your 
service. 


HAVERHILL 


ealer Influence is secured thru 


$3.25 


B843—Black Satin Two Strap, suede trimmed, 
side cut-outs, Imitation Turn, 14-8 Spanish oe 
code “Queen” $3. 
B844—As above except with 12-8 Cuban het 
code. ** Princess" $3. 


. $3.60 


B624—Black Satin One Strap, suede trimmed, 
12-8 
"$3.60 


Every quality of these 
fashionable numbers 
makes for quick sales, 
satisfied customers and 
extra profits. Order 
now from our in-stock 
department for quick 
delivery. 








ANNAHSON 


SHOE CO. 


design, their daintiness 





No. B627... . $3.85 


B627—Black Satin Doris Front Strap, suede 
trimmed, front cut-outs, Genuine Turn, 15-8 Full 
Spanish heel, A to D, code “Hannah” . $3.85 
B628—As above, except with 12-8 Cuban heel, 
B to D, code “Harriett” $3.60 





No. B221....$3.50 


B221—Patent Leather One Strap, suede trimmed, 
open work front strap, Imitation Tarn, 15-8 Full 
Spanish heel, B to D, code “Bueno”... .... . . $3.50 
B222— As above, except 12-8 Cuban heel, > aoee 


E Gh.dddlpekenssei denice geese nanees 


B868—As above except Black Satin, suede otal, 
15-8 Full Spanish hee!, code “*Floss”’.. . . . . $3. 


B869— As above ) oa 12-8 Cuban heel, ror 
$3.2 


“Nina” : 25 


No. B885. .. . $3.60 


B885—Black Satin One Strap, Sou- 
tache Braid Trimmed, Pearl Button, 
Genuine Turn, 15 }4-8 Full Louis heel, 
A to D, code “Elaine”’......... $3.60 
B855—As above except Imitation 
Turn, 14-8 Junior Louis heel, B to D 

$3.10 
B856—As above, except with 12-8 
Cuban heel .. $3.10 


MASSACHUSETTS 


TOLL eM e@L ellen iiieniiiieliiiiieniiiiieniiiuiiniueliiiiiieniiii emi 
advertising in the Boot and Shoe Recorder. 
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This is the hunt scene by C. F. Peters forming the background of the mid-winter window 


HE Crawford Shoe is 

on a four season basis. 
Crawford retailers will have 
special models to get the 
mid-winter business. No 
thousand and one styles to 
puzzle and confuse. Justa 
few models specially adapted 
to the season’s needs. 


And then there’s our win- 
dow trim service. Special 
shoe windows set up by 
leaders in their field—win- 
dows showing how best to 
feature these special styles. 


Featuring the Mid-winter Shoe Styles 


Simple effective windows, 
requiring little, if any, special 
equipment. 

Photographs of these trims 
are sent to Crawford retailers 
to give ideas for new, con- 
vincing windows. A descrip- 
tion with each picture tells 
exactly how to secure the 
effect, materials needed, etc. 


This expert, individual ser- 
vice is worth investigating! 
Better drop us a line and let 
us go into full detail about the 
whole Crawford proposition. 


(The (rawford Shoe 
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Since 1873 Tanmers Exclusively 





of High Grade (Calf Leathers 





SAFER BUYING 






OS 


Gere big problem of the shoe re- 
tailer today is to meet all the 


color demandsand still limit his stock. 


50% of right styling is in choosing 
the right colors. 
example of the Leaders who pick 
these three shades as meeting the 


Fashion and Making the Mode. 


*“Sunset”’ Calf 


THE most popular 
of the lighter tans, 
yet not too light— 
has that beautiful 
sunset undertone. 
It meets fashion’s 
latest demand. 


‘Victoria 


Brown” Calf 


A darker 
brown,thor- 
oughly in 
vogue. A 
leather with 
lifeandtone. 


Follow the 


“an Ruba” Calf 


THAT rich, red, 
ruby shade—much 
copied in cherry, 
mahogany, etc., but 
the original thatstill 
maintains a nation 
wide popularity. 





These three“ Little Falls Leathers” can be safely depended 
on. The live merchant will appreciate their “‘saleability.” 





Barnet Leather Co., dur. 


360 MADISON AVENUE, NEW YORK CITY 


Tanneries 


LITTLE FALLS 








3H 





Boston Distributors 


/ 
@) 
» he 


98-100 South Street 


BARNET LEATHER CO., Inc. 
of MASS, 
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A Walking Advertisement 


When a customer walks out of your store with his first 
pair of shoes, you want him to walk back for his next pair. 


Whether or not he comes back to you depends on how he 
likes the first pair of shoes you sell him. This depends on the 
performance of each part of the shoe. 


A pair of shoes that yields satisfaction to the buyer day 
after day is in truth a good walking advertisement for you. 


An Armstrong Circle A Heel makes walking easier, quieter. 
Because it gives more spring in the step, it adds greater 
comfort to shoes. 


For that reason, specify Armstrong Circle A Heels on all 
the shoes you carry. And send for a sample pair of these heels 
for your own shoes so that you can test them out for yourself. On your letterhead or on 0 pest card, draw 
Then you will understand why a pair of good heels can a diagram of your heel and send it to us 


easily help bring customers back to your store for more shoes. stating color. We will mail you a pair of 
Armstrong Circle A Heels free of charge so 


that you can test them yoursel, 
ARMSTRONG CorK COMPANY eee 


Shoe Products Division - oo Lancaster, Pa. 


Armstrong 





Circle gy Heels 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Beaded Moccasins 
Delight the Hearts of 
All the Folks 


Popular Prices 
Bring 
Quick Turnovers 


Here’s the Moccasin to Add to Your Line 





APACHE BEADED MOCCASIN 


A HOUSE SLIPPER which combines comfort, durability and 
+% attractiveness. Made of Tan Ooze Sheepskin. A displayj will 
brighten your window and the sales will surprise you. 


1923 PRICES OF APACHE MOCCASINS 


Babies’ Sizes, 1, 2, 3, 4, 5........ .....Per pair, $.50 
Child's Sizes, 6, 7, 8, 9, 10 P. i 65 
Misses’ Sizes, 11, 12, 13, 1, 2 
Ladies’ Sizes, 3, 4, 5, 6 
Men's Sizes, 7, 8, 9, 10, 11 


ccoccee am, d 
.....Per pair, .85 
..... Per pair, 1.05 

hdacaate Per pair, 1.10 


Terms 2%—10 days; Net 30 days 
Send trade references with your order 


Request our catalogue showing nine different styles, or sam- 
ples of Apache and several other popular priced Moccasins 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N. Y.C. 












Celeste 








Ready 

to Ship 

1450 All black ooze calf, one strap, 16/8 Spanish 
i Sa ae erreerreriee. 

1449 All patent leather, same A-C............. 5.25 


1447 Black satin, same, black ooze calf trim, A-C. 5.25 
1448 Cocoa brown satin, same, brown ooze calf 
MTEL. Cette dac ev ontate ness watbns 5.25 


| Geo. J. Bertman Shoe Co. 
24 So. Wells St. 


Chicago, Iil. 
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Sell Your Customers on 


Comfort As Well As Style 


Tell your men and women cus- 
tomers that they can forget their 
feet, by wearing Dr. Case Royal 
Worcester Arch Spring Shoes 
which are a positive relief from 
falling arches. 


Dr. Case 
Royal Worcester 
Arch Spring Shoes 


Write us for samples and see for 
yourself what beauty of 
pattern, excellence of 
materials and high grade 
workmanship these shoes 
represent. 










IN STOCK 
i Women’s, AA-EE 


to 
Men’s B to EE 
Sto 12 


FREDERICK S. PECK 


40 Thomas Street 


WORCESTER MASS. 











A hotel that advertises makes 
known to the traveller what he can 
expect in service before he gets it. 


The fact that he is not kept in 
doubt is assuring of the good 
intentions of the management. The 
Essex has an advertising record that 
dates back for years. 


The Essex Hotel Co. 


J, J. McCarthy, Pres. T.A.McCarthy, Treas. 








x 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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VULCO-UNIT END BOX 


“THE PERFECT BOX FOR SOFT TOE SHOES” 


Stylish toes are the chief requisite of soft toe dress shoes. The VULCO-UNIT 
END BOX assures style at the toe of the shoe and, by providing just the . 
necessary support, permanently retains that style 





THE GENUINE VULCO-UNIT BOXTOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


argest Man Ufacturers of Box Toes tn the World 
111 SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. (KS MB) GEO.ASPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. } my St Louis 


OAS L ES EES 
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‘*Lawrence Leathers 
are 


Reliable Leathers”’ 
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Those real qualities of beauty and wear 
which are NUBUCK traits did not 


come about accidentally. 


They are planned results; part of a sys- 
tematic program to make a suede leather 
so thoroughly competent as a style and 
service material that NUBUCK will 


mean “the best in their class.” 


Retailers who are regular buyers of shoes 


made from the genuine NUBUCK (reg. 
U.S. Pat. Off.) tell us that it already has 


come to mean that tothem and their public. 




















210 South St, - 
Chicago 


egg 5 pe I IIIS CIGAR ICICI CIC 6 IG IC IC IC GAS SOIC IC ICICI ICI IG IC ICI CIC ICI IG IC IC ICICI IGIGIS 
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‘*Lawrence Leathers 
are 


Reliable Leathers’’ 


Number 236 
Black NUBUCK, an intense, full-bodied color 
which is the answer to “How black can suede 
leather be made?” 

Number 237 


Fog NUBUCK, a middle color gray, : suggest- 
ing the haze of autumn atmosphere, a practical 
style tone for the present vogue. 


Number 238 
Tan Bark NUBUCK, a leather well described 


by its name, being a neutral nut brown of em- 
phatic character. 


NUBUCK distinction reaches its apex in these 
additions to the line. We have sample cuttings 
for the retailer. 


Leather Co. 


- - Boston, Mass. 
Rochester Cincinnati Philadelphia 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





74 BOOT AND SHOE RECORDER November 3, 1923 Ne 








, ‘Nothing inthe shoe 
SQ but the Foot” 
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“In-Built” Comfort ™ 

and Protection “i 

sty 

| From the viewpoint of shoe specialists, thi 

‘| shoes built with Crawford Arch Sup- pla 

ports are scientifically correct. From sell 

the viewpoint of your customers, they for 

are unusually desirable because they , 

correct fallen arches in a pleasant, natu- ney 

ral way. in | 
yz, The Crawford Arch Supporting Shank 
sour is built right into the shoe—fitted be- 
RIVET J R= 2 tween the insole and outsole and locked 
comune Sea te to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


Show your customers shoes with 


Crawford Arch Supporting 


Shanks. They'll buy! 
r, 
Fe 
































On the head of the rivet which locks the 
@ shank to the insole, and which is flush : Fe 
with the insele, you will find this trade SS : 
mark. Look for the trade mark. It is NX BS 
; your protection, SS 1 
wit! 
+ © e pat! 
United Shoe Machinery Corporation wt 
xal 
Boston, Mass. nea 
usec 
gori 
com 
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Che Great National Shoe Ukeehly 






ESTABLISHED APRIL I, 1882 


LED lll 


CHICAGO 


More Conservative Styles 


One Shoe Merchant Attributes Good Business in Women’s 
Shoes to This Reason 


LL reports on the retail shoe business 

in Chicago indicate that business has 
not been very good for the months of 
September and October,” says Carl Burg- 
stahler, manager of F. E. Foster & Com- 
pany’s Wabash avenue store, “but that 
has not been the case in our stores. In fact, 
the contrary is true, and we can say that 
we have done more business during these 
two months than any months of Septem- 
ber and October since our stores have been 
in existence. 

“That women are tired of fancy shoes 
and are turning to the more conservative 
styles, is the only way we can account for 
this, as our volume has been done on 
plainer shoes. Colonials are our very best 
sellers, and we can’t keep enough in stock 
for the demands of our customers.” 

The Foster store is showing something 
new and attractive in footwear of this type 
in their Victorian pump. 





The Foster Victorian pump shown by F. E. 

Foster Company, Chicago. Perforations add 

distinctiveness to this pattern. It is an ideal walk- 
ing shoe made of tan calf. 


This is a broad toe, close edge welt shoe 
with a medium low box wood heel. The 
pattern gives the appearance of fastening 
with a buckle and strap, but on close 
examination a small piece of elastic under- 
neath the strap appears, and the strap is 
used as an ornament and covering for the 
goring. This pattern has been popular and 
comes in black and tan calf. 





Walking Shoes Selling 


The past few weeks in Chicago have 
shown how quickly weather conditions re- 
act for or against certain types of footwear. 

Indian summer days with pleasant skies 
and nippy air have brought abigdemand 
for the outdoor or walking types of foot- 
wear, to the disadvantage of the more 
dainty or delicate patterns. The oxford is 
a popular type, and strap patterns and 
Colonial effects are seen in abundance. 


New Hosiery Selling Well 


Many new designs in hosiery have made 
their appearance and will be worn with 
walking and semi-sport shoes. Miss 
O’Brien, hosiery buyer for Alfred J. Ruby, 
Inc., has on display French lisle in two- 
tone stripe effects, that give the appear- 
ance of small checks. These come in differ- 
ent shades of tan and brown, and black 
and gray, to be worn with brownand black 
shoes, and are unusually good sellers. 


Silk and wool have also found favor in 
the heather and oxford gray; some knit 
in plain designs and others knit in ribs. 
The heather is worn chiefly with brown or 
tan walking shoes and the oxford gray 
with black shoes. Something different and 
new is shown by Miss Martha Panzer, 
buyer of hosiery for Hanan & Son. These 
are heavy wool hose made in Saxony in 
conspicuous Scotch plaids and Jacquard 
checks. These are strictly sport hose. 


Less Variety in Patterns 


R. Mann, buyer of women’s shoes for 
the Palmer House Boot Shop, is a believer 
in buying fewer patterns and playing the 
few big: The Palmer House Boot Shop 
has on display a one-strap pattern, made 
of suede with numerous cut-outs in the 
vamp and quarter, underlaid with satin of 
the same color. 

An unusual and distinctive evening slip- 
per is being shown by Martin & Martin in 




















Getting More Shoes Sold Right 








Zs) 





The Palmer House Boot Shop Chicago, carries 

this smart-looking suede one-strap number in 

several suede colors with underlays of satin to 
match the suede in color. 


their Michigan Avenue store. This is of 
black velvet with gold kid trimming. 





A black velvet evening slipper, trimmed with 

gold kid and featuring a gold kid heel is one of 

the latest shoe creations shownby Martin § 

Martin at their Michigan Avenue store. The shoe 
is neatly perforated. 


New Foster Store 

F. E. Foster & Company are preparing 
to open a new store in Evanston, IIl., at 
Church Street and Orrington Avenue, 
specializing in children’s shoes. 

The building the company is to occupy 
is nearing completion and the Foster 
Company expects to open shortly after 
Jan. 1, 1924. 


New Chicago Representatives 


Louis Morris and Otto H. Bloom have 
taken over the Chicago office of the Foot- 
Schulze Company located in the Security 
Building, and will cover Chicago and the 
territory surrounding the metropolis with 
the Foot-Schulze line of men’s, women’s 
and children’s shoes. 
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ST. LOUIS 


Oxfords Show Marked Gain 


Tendency Toward More Conservatism in Novelty Patterns 
—Black Satin in Straps Very Strong 


HERE was not much change in the 
business situation as it concerns the 
retail shoe trade during the week ending 
October 27. From all indications the month 
of October will show a nice gain over the 
same period a year ago. Some stores will 
show larger increases, while others will 
match the figures of last year. One large 
department store stated that it beat every 
week of the same month last year and the 
one just past was the largest of the month. 
One noticeable trend throughout the 
trade is the increasing demand for semi- 
staple shoes. Reports are that oxfords and 
the more substantial patterns are being 
asked for more frequently than they were a 
month or more ago. Oxfords are showing 
well in the day’s sales and it is anticipated 
that with the advent of stormy weather 
additional increases will be shown. 


Conservatism in Patterns 


The call is being heard for more con- 
servative shoes in novelty patterns. It 
appears that the cut-out lace work pat- 
terns are slipping and that the trend is for 
more straps with less trimmings. Two and 
three-strap patterns are receiving greater 
prestige each week and many patterns are 
being shown throughout the retail district. 
The front strap effects, however, seemed 
to have lost none of their popularity as the 
new shoes all include many of this variety. 

The pump idea has not shown any 
great activity so far. Slippers with ankle 
straps are also being shown. Anklets have 
not sold very rapidly. Some fancy oxfords 
are being shown and many carry the 
Scotch tongue in various effects. Heels on 
these shoes are very low, some as low as 
10-8. Suede is being used for novelties in 
this type of footwear with pleasing effect. 


Black Satin Favorite 


Black satin is still without a doubt the 
best selling number in the retail shoe 
trade. From all indications there will be 
nothing that will replace this material 
this season. Between black suede and 
patent it is an even break. In some 
stores suede is the better while others find 
patent ahead in sales. The tendency seems 
to be towards black suede and some slight 
drop in the patent. This situation may 
change, however, when the snow and rain 
comes. 

Colored suede in the darker brown shade 
still sells and no doubt will for the rest of 
the season. This does not mean that the 
demand is large but those stores that have 
colored shoes of the right character report 
a demand for them. 


New Officers for S. E. A. 


New officers have been elected for the 
Swope Employees Association and inter- 
organization of the Swope Shoe Company. 
Paul Allen Ebbs, advertising manager was 
elected president and Miss Marie Black, 
secretary. An executive committee com- 
posed of one member from each depart- 
ment was elected. In the October issue of 
the Shoe Horn, house organ of the com- 
pany a reprint from an article appearing 
recently in the Boot and Shoe Recorder was 
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used. The article had to do with the urging 
of salesmen to sell an extra pair to each 
customer. 


Important French Sandals 


Stix, Baer and Fuller are showing in 
their shoe department an imported sandal 
which is termed the Deauville sandal. It is 
made of braided calf skin of red and white, 
also brown and white. There is a side ankle 
strap and a small tongue attached to the 
strap. A low heel is carried on the shoe. 


Show New Pattern 


The Shoe Mart is showing a new pump 
in patent leather with an imitation three 
front lace effect. An underlay of black 
suede is used around the collar. A Spanish 
16-8 covered heel is carried on the shoe. 





CINCINNATI 
Shoe Business Is Steadier 


Fall Footwear Patterns Selling Better to Women—Blacks in 
Strap Models Lead 


HE retail shoe business is showing 

definite signs of a recovery from the 
quiet condition which has prevailed due to 
the warm weather. While sales during the 
week ending October 27 have not been 
startling in volume they have been much 
brisker than they were during the pre- 
vious week and it is believed that Cin- 
cinnati women have started in earnest to 
buy their fall footwear. 

The weather has been responsible for 
setting the retail shoe merchant back 
many weeks in the sale of fall merchandise, 
but the approach of November has brought 
to the women the realization that winter is 
near and, consequently, she is taking ad- 
vantage of the opportunity to buy her fall 
shoes at the same time that she is buying 
her other wearing apparel. 


Blacks Are Very Strong 


A survey of the retail stores shows that 
approximately 60 per cent of the shoes 
now being sold are blacks. The open-work 
strap effects are going over in a big way. 
Satins are finding high favor with the 
feminine trade and are being sold in nice 
quantities. Black has been so strongly 
played up, however, that merchants in 
several instances have been depleting 
their stocks heavily in order to fill the 
demands. 

Browns are going over well, but retail 
merchants are now putting more effort into 
selling browns in all shades. The demand 
for brown has not been so heavy as the 
merchants anticipated and they are mak- 
ing strenuous efforts to unload the quanti- 
ties of browns which they now have on 
their hands. Gray kid and gray suede are 
both meeting with favor. 


Evening slippers, particularly those of 
the highest quality and the best work- 
manship are having good sales. Several 
high class merchants are selling well. 


Why Blacks Are Selling 


That retail merchants are placing too 
much emphasis on selling black shoes and 
that they push the sales of blacks too 
strongly in their window displays and in 
their advertising, is the opinion of one of 
Cincinnati's most prominent retail shoe 
merchants. 

The merchant said: “Retail shoe men are 
foolish to direct so much of their energy 
and time to selling black shoes. Why? 
Because women will always buy a certain 
proportion of black shoes without any ad- 
vertising to prod them on. Black is a 
standard color which will never be re- 
placed and there are certain occasions on 
which no other kind of shoe than a black 
shoe is appropriate. If women tend to con- 
fine most of their buying to black the con- 
sumption of footwear will be reduced to a 
great extent, because all black shoes look a 
great deal alike and the black shoe can be 
worn longer than any other kind of shoe. 


“What is néeded today is the concen- 
tration of the retail shoe man on the sell- 
ing of colored shoes, meaning by ‘colored 
shoes’ any kind of a shoe except a black 
shoe. When women purchase colored shoes 
they instinctively buy more pairs of shoes 
than when they favor black. Even when 
colored shoes are bought there will always 
be a healthy number of blacks sold also 
and the volume of consumption of blacks 
will be automatically kept up to a good 
figure.” 
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MILWAUKEE 


Much Activity in Shoe Stores 


All Lines Show Marked Improvement Following a Change 
from Warm to Brisk Weather 


EVERAL days of crisp fall weather 


played an important part in bringing 


new life and activity into the retail shoe 
trade. While business for the past few 
weeks had been weak, or spotty at the 
most, people have been actively buying 
shoes here during the past week, all lines 
going good. While the first run on school 
children’s footwear attendant upon the 
opening of the schools is well over with, 
mothers have started buying winter shoes 
for the children now. A rather unusual 
tendency that has developed in this line of 
business is the practice of buying two 
pairs at one time. 

Several leading children’s departments 
report that they have been selling quite a 
few combinations of a cheaper pair to- 
gether with a medium high-grade pair at 
the same time. The idea seems to be to get 
low-priced shoes for school and every-day 
wear and to get better footwear for special 
occasions. Another unlooked for feature is 
the popularity of button shoes for both 
boys and girls of all ages. 


Women Prefer Betier Grades 


With the fall trade opening up in earnest 
shoe merchants are better in a position t 
define the public taste in shoes. Women 
show a marked preference for the better 
grades of shoes, low price apparently 
being less of a drawing card than it was 
last year. 

Black shoes, particularly with a strap 
effect, are in good demand. Suedes in 
brown and black are moving rapidly. 
Satin and to some extent bronze, are the 
most popular for dress wear, while gore 
strap effects and black kid predominate 
for semi-dress. Covered Cuban and Span- 
ish heels greatly outnumber all others. 
For street wear the dixie ties have been 
the most popular in downtown stores, 
with trouser creased slippers and oxfords 
running a very close second. Piping in dif- 
ferent colors than the body of the shoe are 
very popular. There is a considerable ten- 
dency toward matching footwear to hos- 
iery and dresses, rather than vice versa, 
for street wear, but the demand for colors 
has about subsided. 

High Shoes Selling Freely 

The outstanding characteristic in regard 
to men’s shoes is the rise in favor of high 
shoes which are running neck and neck 
with oxfords this season. Patent leather 
oxfords are still very popular. Most of the 
men favor square toe models, with black 
and tan the prevailing colors. Light tans 
have just started moving, but can hardly 
be classed with the better sellers as yet. 


Ten dollars seems to be the average price 
being paid for men’s shoes in the local 
stores. 


Co-operate in Sales Events 


Uptown shoe stores have been prom- 
inently identified with the various projects 
for stimulating fall trade along various 
community business thoroughfares, which 
were held during the past week. Among 
the biggest events of this kind were the 
celebrations put on under the auspices of 
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business men’s advancement associations 
of Upper Third Street, Green Bay Avenue, 
North Avenue and the Bay View district, 
all of which were attended with great 
success. 

The various business streets were gaily 
decorated with banners and flags, while 
the store windows featured attractive dis- 
plays. Brass bands and other entertain- 
ment producers were on hand at most of 
the celebrations. Street dancing and other 
events calculated to engender a commun- 
ity spirit were in the order of the week. 
With the evenings devoted to amusement 
and entertainment, the merchants staged 
any number of bargain events, some of 
them novel in their nature, during theday- 
time. Coupon days, dollar days, guessing 
contests, and advertising parades were 
prevalent in all parts of the city. 





DETROIT 


Steady Tone Is Lacking 


Black Suede and Patent in Straps Going Well—Buying Has 
Been Spotty 


UE to the fact that unseasonable 
weather has prevailed during most 
of October, retail shoe merchants at the 
end of the week of October 22, found a 
steady trend to the trade still lacking. 
Buying in the shoe stores has been spotty 
during the entire month, but merchants 
are confident that with the advent of cool 
weather the buying will boom and result 
in a steady demand for the latest patterns 
in fall footwear. 


Little Change in Styles 

There is little change to report in the 
style trend. Blacks in suedes, patents and 
satins continue to lead, with browns of the 
darker shades going fairly well in women’s 
lines. There is also a distinct tendency 
towards black in men’s shoes and as the 
season advances towards high shoes. 

Robert F. Roberts of the Carl E. 
Schmidt Company, Inc., tanners, sees a 
great demand for pastel shades for spring, 
with platinum gray and tusk ivory among 
the leaders. 

Ross D. Filion, manager of the women’s 
department of the R. H. Fyfe & Co., re- 
ports there is much interest in horse riding 
here and as a result says there is a good 
call for riding boots. 


An Impressive Window 


The Fyfe Company recently had a very 
striking hunting window display. There 
was a setting representing the woods. The 
floor was covered with imitation grass, 
and strewn with dead leaves. Here and 
there a skin of some small animal was 
shown, tanned with the hair on. A gun, 
shells and hunter’s accessories completed 
the illusion of a happy hunting dream, 








Good Start on Christmas 
Plans 

Indications that the Christmas 
selling campaign will be started 
early are plentiful. Christmas post- 
ers of the “Buy Early”’ type have 
already appeared in some of the 
down-town store windows. Display 
men have orders to be ready with 
their Christmas trims at an early 
date in November. Usually these 
do not appear until the Thanks- 
giving sales are over, but it is prob- 
able that the Christmas sales will 
ante-date these. 











Alters Shoe Store 


Geo. A. Wilkinson, Windsor, Ontario, 
just across the river from Detroit, has 
made extensive alterations to his estab- 
lishment. A sporting goods department 
has been opened on the fourth floor which 
will give this line more space for display 
and allow the shoe department on the 
main floor to be further developed. 


A. Fineberg, manager of the Detroit 
Regal store, has applied for a patent on a 
shoe that will automatically adjust itself 
to three widths. This is accomplished by 
the use of a rubber insert at the ball, under 
the inner sole, joined to the upper where 
it is lasted over the insole. The shoe has 
also a removable outer sole, making it 
possible to resole the shoe without the aid 
of a shoemaker. 

The shoe is not to be offered to the con- 
sumer until it has been thoroughly tested. 
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DES MOINES 


Better Complexion to Business 


Strap Numbers in Black Suedes the Best Seller—Good 
Prospects in View 


HE trading in the retail shoe stores 

has shown a decided improvement 
here during the latter part of the week 
ending October 27, but the early part of 
the week and the week prior were dull. 
The weather, taken as a whole, has not 
been conducive to buying. 

Black suedes and patents are selling 
freely. The strap model is the leading pat- 
tern and is being sold in both street 
pumps and for dress wear. The prospects 
for a good volume of business this winter 
in the smaller Iowa towns are excellent. 
With the farmers receiving good prices for 
their corn and other farm crops it looks as 
if business will continue to improve. 


Panor’s to Move 


The Kirkwood Hotel Building at 408 
Walnut Street will house the Panor Shoe 
Company on January 1. The new location 
has a frontage of 44 feet. The present 
location is at 417 Walnut Street. 


Slade Company to Move 


The Slade Shoe Company, now located 
at 320 Seventh Street, one of the oldest 
shoe stores dealing in high-grade shoes, 
will move soon. The company will occupy 
a greatly enlarged floor space in the New 
Utical Clothing Building. 





DENVER 


Business on 


Good Basis 


Successful Farm Crops Stimulate Buying in All Retail 
Lines 


retail shoe stores in this city. Good 
farm crops are now being placed on the 
market and since higher prices are being 
paid this year, than during the past two 
years, more money is being placed in cir- 
culation and all lines of business are 
prospering. 

Shoe merchants in the smaller cities and 
towns of the state, where business is prac- 
tically dependant on the farming industry, 
are doing very well. Mining is also show- 
ing improvement in Colorado which is 
another reason why business is showing 
a better tone. 


B USINESS continues to be good in the 


Men are Buying Spats 


Because of the increased use of men’s 
oxfords, the demand for spats is increas- 
ing. The lighter shades of fawn, tan, pearl 
and beige are favored for dress occasions, 
and dark grays, browns and blacks for 
very day wear. 

Men’s blucher styles are finding better 
reponse than heretofore. While there is a 
class of young fellows who dote on style, 
even if the footwear is ill fitting, there is a 
greater following each year who turn to 
comfort as the deciding factor in the pur- 
chase of footwear. 


Two-Price System 


Carson’s Shoe Store, 525 Sixteenth 
Street is again open for business after 
having been closed for some little time. 
The building has been re-modeled and all 
business houses in the building had to 





suspend activities temporarily. The store 
has adopted a new policy and will here- 
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after sell shoes at two prices only—those 
prices at present are $5.86 and $7.85. 


New Douglas Store 


The W. L. Douglas Shoe Company, 
Brockton, Mass., opened another branch 
store in Denver at 1531 Curtis Street. The 
firm has another store here at 717-719 
Sixteenth Street. The new store will carry 
a complete line of the W. L. Douglas shoes 
for men and boys. 


Report Good Business 


Robert H. Johnston of the Johnston 
Shoe Company reports business is good. 
He says sale of women’s footwear in black 
and brown continues to lead. 


Hosiery Firm Incorporates 


Articles of incorporation for the Redin 
Hosiery Company with a capital of 
$1,000,000 have been filed. John Gaffy, 
Denver; William Colby of Mason City, 
Iowa, and J. C. McCarthy, Rockford, IIl., 
are the incorporators. 





In Business 75 Years 


Akron, October 30—The shoe de- 
partment of the J. Koch Company carry- 
ing a broad line of men’s and women’s 
shoes, is one of the most complete in the 
city. 





CLEVELAND 


Improvement in Shoe Business 


Steady Call for High Shoes 


Noted as Weather Becomes 


More Seasonable 


LIGHTLY cooler weather in this city 

brought a fairly good increase in the 
volume of sales in retail shoe stores during 
the week that ended October 27. Shoe 
merchants report they experienced a bet- 
ter trade, particularly in the models that 
were made for street wear. 

Merchants in other retail lines also re- 
ported they felt the same rise in volume of 
trading. 

Traveling shoe salesmen who came into 
the city, and local agents of shoe manu- 
facturers, reported their sales picked up 
during the same period. 

The week ending October 27 was only 
slightly colder than the temperatures that 
prevailed during the previous weeks of the 
month, but the experience has led mer- 
chants to believe that the great volume of 
sales will set in as soon as the weather 
becomes seasonable. 


Good Run on High Shoes 


One of the unexpected developments of 
the trade in recent days has been the 
demand for high shoes. With every one 
predicting that low shoes would be worn 


almost exclusively in Cleveland this fall 
and winter, merchants and salesmen agree 
that the volume of sales of boots is far 
greater than was expected. 

The sale has been particularly good in 
shoes for boys and girls of the school age. 


Kelley Shop Closes 


One of the oldest shoe stores concluded 
a long career Saturday evening, October 
27, when the Kelley Boot Shop was closed. 
For 18 years this store has catered to a 
large clientele in Cleveland. It was for 
many years under the direct management 
of Jerry Brennan, who left some time ago 
to conduct his own store in Lakewood, 
which is a suburb of Cleveland. 


Lustig Store Opens 


The opening of the Lustig Shoe Store 
at Youngstown, near here, on Monday 
attracted considerable attention. The new 
establishment has been pronounced one 
of the best equipped shoe stores in the 
state. 
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UNITED FAST COLOR EYELET COMPANY 


ALBANY BUILDING 


205 Lincoln Street, Boston,» Mass. 


From United Fast Color Eyelet Co., 
205 Lincoln Street, 


September 27, 1923. 


Probably no article of wearing apparel has greater mysteries for the 
sity consumer than the shoe 


How many of your customers understand the manufacturing processes of the 
shoes they wear! How many are familiar with the materials of which their 


And still there are surprisingly few people who fail to 


_ Fecognize the quality shoe on sight. 
; Sd " ’ Bhode Like people are 





DIAMOND 





R : fegularly judged on first impressions. With the. 
a possible exception of fit, therefore, it is the visible features of the 
ne shoe that decide its sale. 


A Proof 
of Quality 


Visible Eyelets are outstanding “visible 
features" and gan be turned into a 
strong argument for the sale of the 
shoe. : 


Then you show shoes with Diamond 
Brand Fast Color Eyelets you 
offer a most attractive selling 
feature. The Diasond Brand 


Eyelet identifies quality, style. 


and fit = it is significant of 
the finished shoe of sterling 


; , on apy e . 
Try out the “Visible Byslet || 
 salet 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ERE are three Dr. Scholl products which no up-to- ait 

date store can afford not to keep in stock. They ad\ 

are strong sellers, show an excellent margin of ma 

profit and make friends. — 
Dr. Scholl’s Walk-Strate Heel Pads will immediately bot 
correct run-over heels by equalizing the body’s weight, Bot 
preserve the shape of the shoe, cut down complaints and oe 
make walking a pleasure. 50% of the people who enter = 

your store are Walk-Strate prospects. Retail 35¢ per pair; 
wholesale $2.75 per dozen. P 
Dr. Scholl’s Heel Cushions. Thousands are wearing mor 
these cushions for tender heels. New shoes always aggra- abk 
vated this trouble. Suggest Dr. Scholl’s Heel Cushions ~ 
and a sale is made. Made extra long, extending into shank yr 
of shoe. Better than rubber heels—exceptionally valuable din 
in changing from high to low heels. Sizes for men, women the 
and misses. Retail 35¢ per pair; wholesale $2.75 per dozen. spri 
Dr. Scholl’s Easy Feet Heel Cushions. There is a a 
strong demand for a popular priced heel cushion and lear 
“Easy Feet” fills every requirement. They are made of B 
excellent material and are greatly superior to many of the om 
moderate priced heel cushions now on the a 
market. Retail 25¢ per pair; wholesale = sue scuott mrG.co. poit 
$2.00 per dozen. aE 1nd Se New Yost Gey | Ma ser oes tte 
Mail the coupon today for a stock of these  § Gentlemen: Please ship the following order: i 
three big sellers. Compare them with any other $  -eeseeeees Dozen Dr. Scholl’s Walk Strate Heel Pads / 
brand and note the superior quality of Dr. fo www... Dozen Dr. Scholl’s Heel Cushions ot 
Scholl’s Heel Cushions and Pads. Our esesenseeees Dozen Dr. Scholl’s Easy Feet Heel Cushions B 
advertising has already created a wide- ° ey 
spread demand for these items. PR TED shen cvddeecccvccsscccscaseseccccsesscccoccnctscccoes: coscavceoees i. 
Seveet and Number........ceccccccsccccccccccccsccccccccccccscscecescccseeess the 
Ceccccccccccccccocecccsoccccecccccccccocccccce Seate...ccccceccccecccscees 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NEW YORK 


Shoe Trade Still Spotty 


Style and Quality Being Stressed in Advertising—Black and 


Brown Velvet Pumps Selling 


HE shoe business continues decidedly 

spotty with most retail merchants 
continuing to assert that the fall trade is 
developing more slowly than normal. 
Colder and brisker weather, it is believed, 
is needed to give the necessary stimulus to 
the consumer’s desire for new footwear. 
Shoes are not suffering any more than 
other lines of apparel, however, it is evi- 
dent from the many sections of the retail 
trade. 

In view of the comparative dullness that 
has prevailed for the past month or so, 
some retail merchants have broken prices 
in an effort to stimulate public buying. 
Three sales of women’s shoes were staged 
last week by local department stores and 
one notable sale of men’s shoes also was 
held. All these sales showed price reduc- 
tions averaging about $2 a pair, as near as 
can be figured and all of them drew fairly 
good business. 

Stressing Quality and Style 

The regular shoe stores are maintaining 
prices well, except in isolated cases, and 
although they are increasing their use of 
advertising space, they are putting the 
main force of their advertising on style and 
quality. In the advertising of the higher 
grade shops velvet pumps are stressed, 
both in the plain and cut-out models. 
Both brown and black velvet is gaining 
ground, it is reported with some of the 
higher shades going into consumption for 
evening wear. 


Concerning Bright Colors 

Although the winter season has not 
more than fairly begun, there is consider- 
able speculation about coming spring 
styles. There is much talk of the revival of 
colored leathers next year, but in the 
main, the New York merchants are in- 
clined to think there is no chance to revive 
the bright blue, green and red shoes of last 
spring and summer. If colors come in 
again, it is felt here, they will incline more 
toward the pastel shades with a strong 
leaning toward the lighter brown tones. 

Basic style changes also are being dis- 
cussed. The slightly longer vamp already 
is being shown in the more exclusive types 
of stores. Along with them go the more 
Pointed toe and the higher heel. While 
the Cuban heel appears to be in the lead at 
present, the Fifth Avenue shoe merchants 
assert that the Spanish heel is far from 
dead and may grow stronger with the 
spring. 
’ Black is the prevailing color demanded 
m women’s shoes at present, although 
brown is coming into stronger favor with 
the development of the season. 
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Increasing its Member- 
ship 
The Retail Shoe Dealers’ Associa- 
tion of New York is conducting an 
intensive membership campaign 
and prospects appear bright for a 
doubling of the membership roster 
within the next month. The associa- 
tion’s quarterly dinner will take 
place on Tuesday, November 20, at 
7 P.M. at the Cafe Boulevard, cor- 
ner of Broadway and 41st Street. 
Sam Davis, field secretary of the 
_ National Shoe Retailers’ Associa- 
tion, will be one of the principal 
speakers. Others are to be an- 
nounced later. An elaborate musical 
and entertainment program also is 
being arranged. An open forum dis- 
cussion will be a feature of the 
dinner. 











A Merchandising Section 


Retail shoe merchants are much en- 
couraged at the establishment of a mer- 
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chandising section of the Better Business 
Bureau here. Plans for the establishment 
of this section have been in process for 
several months under the chairmanship of 
Michael Friedsam, head of B. Altman & 
Co. The local retail shoe merchants’ asso- 
ciation is not entering the bureau as a 
body, but a large number of the individual 
merchants are ready to work with it 
individually. 


Shoe Trade Raises Quota 


At a meeting last week of the general 
committee in charge of the movement to 
bring the national Democratic convention 
to New York next year, John Slater, chair- 
man of the shoe division, reported the 
subscription quota from his section has 
been raised. The shoe trade was one of 
the first to complete its subscription list 
and turn the money into the general fund. 


Error Corrected 


Through an unfortunate circumstance, 
the cuts of B. Friedman and L. B. Schind- 
ler Shoe Company of New York city be- 
came confused on the “‘New York Market 
for Novelty Footwear” page, which ap- 
peared in the issue of October 13. The 
shoe which appeared in Schindler’s adver- 
tisement should have been in Friedman’s 
and vice versa. Fortunately the error was 
discovered before all the copies were run 
off the press, and corrected. 





BOSTON 


Shoe Trade Shows Increase 
Both Men and Women Buy Freely—Children’s Business 


Reaches High Peak 


EVERAL days of steady rainfall dur- 
ing the week ending October 27 was 
followed by a good period of business in 
the retail shoe stores here. During the early 
part of the week the rain seriously affected 
sales in all lines of shoes, particularly 
women’s patterns. However, light rubbers 
sold very freely during the rainy spell and 
the rain had much to do with stimulating 
the trade later in the week. 

Some of the merchants reported that 
the men’s trade showed a marked im- 
provement on Thursday, the first fair day 
of the week, and attributed this result in 
part due to the fact that the rain had its 
effect on both the wearing qualities and 
appearances of footwear. 


Black Suede Leads 


Women are still expressing a preference 
for black suede in strap patterns in the 
high-grade and medium-priced shoe stores. 
Black satin and patent is also selling well 
im strap numbers. Dark brown suede is 
going good in straps and also in gores. 





in Volume of Sales 


Some merchants report a good demand for 
women’s welt oxfords. 

From many sources an expression of 
satisfaction was noticed when the subject 
of whether or not the rain of the early part 
of the week would directly stimulate the 
shoe trade. Many merchants feel that the 
rain if followed by brisk fall weather, 
would have a tendency to influence women 
to discard the extremely low cut sandal 
type of footwear and buy some of the new 
fall models. 

Men’s oxfords sold better. Heavy grain 
leathers in tans and blacks in conservative 
patterns seem to be most popular at the 
present. High shoes are selling, but at this 
time are exceeded in volume of sales by 
oxfords. However, some men’s stores re- 
port high shoes and oxfords are about 
even in sales and also say black and tan 
are measuring equally in popularity. 

Some of the most exclusive stores are 
showing velvet footwear for women for 
afternoon and evening wear. The patterns 
for the velvet shoes are in most cases in 
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Where to Buy 
Women’s Shoes ; 

















Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Easex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn sli and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mase. 








J.W. BARNARD & SON 


Andover - - « Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


SLEPCKR ES 
LIne LIVE. W 
ryv iat us 














velties Traveling 
; Slippers 
cea = VERY FINESOFTLEATHER 


$18.00 per dozen pairs 
Terms 2% 10, Net 30 days 

F. O. B. New York. 

Write for Catalog. 
-. THE H, L. HYMES CO. 
52 W. 15th St., New York City 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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straps the center strap being used exten- 
sively. 

Brown satin is selling well in several 
high-grade stores where there is demand 
for evening wear numbers. Small rhine- 
stone ornaments, fastening to the side add 
a smart appearance to the brown satin 
numbers. 


Good Children’s Trade 
There was a tang to the air on Friday 
and Saturday and many stores enjoyed a 
splendid business, resulting in a spirit of 
optimism prevailing concerning the future 
of the fall season. At the Thayer, McNeil 


November 3, 1923 


the hosiery sections in all departments of 
the store are showing some smart patterns. 


Retail Salesmen to Meet 
November 5 


The Boston Retail Shoe Salesmen’s 
Association, Inc., has arranged, through 
the Chairman of its Educational Com- 
mittee, P. E. Thayer, a most interesting 
program for its November and December 
meetings. On Monday evening, next, 
November 5, the speakers will be: Roscoe 
C. Hill, State Expert on finger prints, who 
will give a stereopticon lecture on “Crim- 





... Whittemore’s Shoe Polish Chart ... 
A Guide to Shoe Dealers Wishing to Know the Whittemore Shoe 
ich is Best Adapted to Any Leather or Fabric Shoe . . 
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It 1s me more practical to make a shoe 
of mather—than it ia for a manufacturer to 





SHOE MANUFACTURERS HAVEN'T MADE A SHOE WHITTEMORE COULDNT CLEAN 


which will taifill the purpose of caring for all kinds 
one tied of mather serve for all ts ade of footwear 


A so-called shoe polish chart, such as the one shown above, compiled 
by Whittemore Bros. of Cambridge, Mass., is a good thing for store 
managers and owners to compile and place where it can be scanned 
and learned by the entire salesforce. The illustration shows in minia- 
ture just what a handy thing a shoe polish chart can be. As devised by 
Whittemore, one can see at a glance the best polish to supply a cus- 
tomer for the shoes to be dressed. The doubt which may have existed in 
the dealer’s mind as to just what polish should be offered the customer 
to assure satisfaction is by this chart eliminated. The selling vA shoe 
polish is simplified. The business of merchandising shoe polish is 
thus placed on a safer basis. The finder and shoe merchant is afforded 
a reliable means of calculating his requirements. Guess work in buy- 
ing is eliminated. Altogether a chart of this kind is destined to prove 
a very valuable aid. 








Company store on Temple place on Fri- 
day there was a splendid call for children’s 
shoes; also for men’s and women’s foot- 
wear. There was a teachers’ convention in 
Boston on Friday and this is attributed 
for the great boom in the children’s busi- 
ness. The children had a holiday and their 
parents took advantage of the occasion 
and had many of them fitted to shoes. 


Enlarges Hosiery Department 

The Thayer McNeil Company has en- 
larged its hosiery department in its chil- 
dern’s section. Business has been good and 


inology,” showing actual finger prints 
and telling about some of the different 
cases which come under the study of 
Massachusetts’ Bureau of Correction; G. 
W. Everberg, Senator from Middlesex 
County, will give a talk on “The Coal 
Situation and the Need of Association 
Work.” There will be several vocal and 
instrumental numbers. There will be a 
reception at 6 P.M. at Louis’, Fayette 
Court, near Avery Street, followed by 
dinner at 6.15 P.M. The stereopticon 
lecture will commence at 7.30 P.M. and 
the meeting will conclude at 9 P.M. so as 
to give out-of-town folks an opportunity 
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to catch trains and arrive home at a 
seasonable hour. 

All retail shoe salesmen, whether or not 
they are members of the association, retail 
shoe merchants and other members of the 
trade, are cordially invited to attend. 

The speaker for the December 3 meet- 
ing will be Frank P. Speare, President of 
Northeastern University, who will speak 
on “Education—One is Never Too Old to 
Learn.” 
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Home from New York 


C. W. Pollock, store manager of Thayer 
McNeil Company’s Temple Place and 
West Street store and Joseph Beauregard, 
buyer for the men’s shoe department were 
in New York last week “looking ‘em over” 
as to snappy styles for immediate and 
future delivery. They are now back at tlie 
store with some brand new ideas on lasts 
and patterns for both men and women. 





PHILADELPHIA 
Busy on Fill-in Orders 


Manufacturers Report Most of Present Business Is on Black 
Suedes, Patents and Satins 


HILE salesmen are out in their terri- 

tories, shoe manufacturers report 
they have not been able to develop much 
future business. Present business consists 
chiefly of fill-in orders on suede, patents, 
and satins, with black predominating. 

Shoe manufacturers here do not place 
much confidence in the predictions made 
by some glazed kid dealers, a few retail 
merchants and wholesalers, and some 
fashion authorities that reds, greens, and 
blues will be in strong demand in women’s 
footwear in spring. It is conceded that 
there may be some demand for them in 
children’s shoes and in the cheaper grades 
of ladies’ footwear, but the manufacturing 
trade here is making no preparations for 
active trade along these lines. The consen- 
sus is that these brilliant colors were 
merely a fad during the past spring and 
summer and that fads do not stage annual 
comebacks. 

Basic prices remain unchanged, though, 
due to the stiffening in the cotton market, 
one manufacturer has advanced several of 
his numbers on which there is an unusual 
amount of stitching. 


Black Suede Best Seller 


Black suede is more in demand at the 
present time than anything else, according 
to Samuel Horwitz, who for the past 12 
years has been doing business at 7th and 
Poplar streets. He reports also that there 
is fairly good call for satins and for combi- 
nations of patent and suede. Side gores are 
in moderate demand, but there is scarcely 
any call for front gores. There is a slight 
demand for opera pumps. Some grays and 
some browns are also being asked for. 


Tendency Toward Black in Men’s 


Frank L. Krause of the Krause Shoe 
Company, well-known Girard Avenue 
retail store, says that men’s Scotch grain 
oxfords are selling well in both tan and 
black. Black has become increasingly 
popular in the past few weeks.. There is 
very little call for perforations. Six rows 
of stitching are very popular. 


Fancy patterns in black suede lead the 
demand in women’s footwear. This store 
sold some gores but found demand for 
them rather sluggish. The only call for 
ladies’ high shoes is in orthopedic lines. 


Glazed Kid Trade 


While a little more activity is reported 
by the glazed kid trade, manufacturers are 
living in hopes that conditions will im- 





Group Advertisements 


On several recent occasions a 
number of Educator shoe merchants 
grouped their advertisements in the 
daily newspapers. In one corner of 
the page was a good-sized advertise- 
ment featuring the comfort and 
proper fit of Educator shoes. Ar- 
ranged around this were the smaller 
advertisements of merchants in 
widely scattered parts of town. 
There was Kaplan’s on North 8th 
Street, Christian’s in Frankford, 
Brooks’ in West Philadelphia, Flit- 
craft’s on Ridge Avenue, Cleres’ on 
Columbia Avenue, Cherry’s in Ger- 
mantown, Reiszner’s three stores, 
and a number of others. This ar- 
rangement enabled merchants to 
get good display in the advertising 
columns. 











prove. Domestic buying is very quiet, and 
while export business is said to be as good 
as could be expected under the adverse 
exchange conditions, its volume is not 
very great. One firm is selling quite a few 
boots to the people who always wear them 
no matter what styles may come and go. 
Black is the only thing for which there is 
a comparatively strong demand, though 
browns are expected to come in a little 
later. 

Field mouse is predicted for spring as 
are the reds, greens, and blues. One New 
York firm is said-to have sold 2,000'dozen 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S. A. 


MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications te the 
Factery at 


BROCKTON, MASS. 
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Where to Buy 


Men’s Shoes 





HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
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reds, greens, and blues. Patents and suedes 
are still very active and there is good call 
for calfskin and low-grade kid. 


Women’s French Footwear 
Featured 


Snellenburg’s Department Store is mak- 
ing a special feature of a variety of models 
in women’s shoes which it had especially 
made in France. The manufacture and 
purchase of these shoes were arranged by 
William Ickler, shoe buyer for this store, 
while on a trip to France and other 
European countries in the middle of the 
summer. Mr. Ickler will again sail for a 
six weeks’ trip abroad on the Majestic on 
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November 3. He will be accompanied by 
Mrs. Ickler. He will visit France, Switzer- 
land, Austria, Germany, and England, and 
will buy a variety of new models for spring. 


Wholesale Trade Quiet 


Wholesale merchants, like the manu- 
facturers, are busy only with fill-in orders, 
They are looking for a considerable im- 
provement in November. A slight tend- 
ency toward a rise in prices is reported. 
Grays are coming into the market a little 
more actively than heretofore. Gores are 
still comparatively inactive. Combinations 
are in fair demand, especially patent 
leather and field mouse. 





LYNN 


Stock Shoes Selling 


Orders for Welt Oxfords Continue to Show Steady Increase— 
Velvets and Suedes Popular 


ORE Mah Jong shoes have ap- 
peared in Lynn shops. Also, more 
orders for welt oxfords. Velvet strap 
pumps are being made for the big city 
trade. Some of these pumps show com- 
binations of velvet and patent leather. 
Black suede shoes continue popular in 
strap pump patterns. And the same is true 
of patent leather. Several firms report a 
gain on black kid shoes, both in oxford and 
strap pump patterns. 

More grain and boarded calf leather in 
blacks and browns is being cut. That is 
because of the larger demand for welted 
oxfords. One feature is the use of alligator, 
lizard or like leather, either real or imi- 
tation, for trimming shoes. 

Boots are selling, especially black kid 
boots. But a larger boot business would be 
welcome. Lasts show a continuation of 
brogue effects for oxfords, and of the 
round toe, short vamp last for pumps. 

Heels, on sport and walking shoes, range 
from 6-8 to 8-8, and on dress shoes from 
12-8 to 17-8. Prices are a subject of much 
discussion. 


Two Views on Prices 


That it is time to start another grade- 
up movement is the opinion expressed by 
a leader in the Lynn shoe industry. He 
makes better grade shoes. Another firm, 
making popular grade shoes, is preparing 
to produce a cheaper line for 1924. 

These two views, one opposing the 
other, show the conflict of opinion about 
prices that is going on in the trade to which 
Lynn sells its shoes. 

The first manufacturer, who has talked 
with his customers, is quite convinced that 
large groups of women will buy even better 
grades of shoes than they are now wearing, 
providing that merchants will impress 
upon them the value of good shoes. 


The other manufacturer frankly takes 
the position that a host of young women 
buy shoes as novelties, wear them a few 
weeks, and then buy new pairs as novelties. 
He contends they buy shoes often, and 
wear them but a few weeks and therefore 
chose shoes that are low in price. 


New Firm for Lynn 


The Genstil Shoe Company recently in- 
corporated, has taken the Hooper-Law- 
rence Company. factory, 74 Brookline St. 
Lynn, and is going to make women’s, 
smart novelty shoes, with wood heels by 
the McKay process. 

Solly Genstil, manager of the new firm, 
was until recently with the Tuttle-Genstil 
Company, Everett, Mass., makers of 
women’s McKay shoes, A new sample 
line will be ready in early November. 


Williams, Clark Shoes 


Boots are shipped every day from the 
stock department of Williams, Clark 
Company. The volume of business in them 
isconsidered good, comparatively speaking. 
Also, many black kid oxfords are selling 
from stock. These boots and oxfords are 
selling in Rest Cure, and regular lines. 

Orders for next spring and summer shoes 
are coming in from salesmen on the road. 
Some of them are dated ahead to next 
March. They call for strap patterns and 
oxfords, patent, kid, and suedes in blacks, 
browns and grays. Log cabin suede shoes 
keep on selling. 

Mr. Colton, manager of the stock shoe 
department, repeats the familiar advice 
that “It is better to send to the factory to 
get a size that fits perfectly than to sell the 
customer a shoe that almost fits.” 

Four lasts there are in this Rest Cure 
line—the York, Copley, Strand and Arge. 
Patterns provide for boots, oxfords and 
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straps, and styles for patent kid, calf and 
suede. A quite complete assortment! 


Making Wilson Sewed Shoes 


The Hennessey, Maxwell & Hennessey 
Shoe Company of Lynn, hitherto manu- 
facturers of women’s welts exclusively, 
have installed the Wilson process and are 
now manufacturing Wilson Sewed shoes 
in high style patterns to supplement its 
well-known line of welts. 

One interesting development when the 
H. M. & H. salesmen went out with the 
new samples was that, while they found a 
ready market in some of the finest stores 
in the country for their Wilson Sewed, 
they were able to increase the factory’s 
business in their regular welt numbers 
because they were offering a balanced line 
all the way from high style to sturdiness. 


Watson’s Welts 


The Watson Shoe Company is making 
a variety of welt oxfords and strap pumps 
for fall and winter, and is planning styles 
for 1924. According to Albert N. Blake, 
president of the company, variety will 
continue to spice of the women’s.shoe 
trade in 1924. And the Watson Company 
will make for sport, street and dress wear 
the smartest variety of shoes ever. 

The company is making fine style welts, 
light and dainty in appearance, that look 
like turns. They are made with uppers of 
fine leathers, or fabrics, according to the 
prevailing fashions, and the patterns are of 
the smartest in the dress shoe lines. 
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“Fetherwelts” are regular welts, made 
by the Goodyear process, refined in the 
Watson factory, to get lines, weight and 
looks like those of turn, or flexible McKay 
shoes. 


Lynn Notes 


E. C. Hyde of the Watson Shoe Com- 
pany is back at the factory, after a month’s 
trip on the road. 

John R. Donovan Company is making 
many black shoes. 

A gain in sales of full grain and boarded 
calf leather is reported by Peabody 
tanners. 

Mah Jong boots for misses and children 
are being made by Strout & Stritter. They 
have patent vamps, black or colored tops 
and patent leather collars on the tops. The 
collars, which are quite wide, are perforated 
in the Mah Jong style. 

New pom-poms, for Christmas slippers, 
are being made by the Lynn Ornament 
Company. 

A hundred different styles in wood heels 
are now being used, according to the Grey 
Wood Heel Company. 

Fisher’s staples are selling steadily from 
stock. 

Chinese colors, reds, greens and blues, 
loom up here and there in factories that 
are making samples for next year. 

Quite a run on black shoes is reported 
by the R. H. Mitchell Company. Velvets, 
as well as patents, suedes and kids are all 
selling well. 





BROCKTON 


Meeting of Advertising Club 


Problems of Shoe Industry Discussed at First Get Together 
of Season 


HE Old Colony Advertising Club, 

composed of men identified with 
South Shore shoe trade publicity, held its 
first meeting of the season October 25 at 
Castle Inn, Abington, Mass. There was an 
excellent attendance from Boston, Brock- 
ton and the South Shore district. Presi- 
dent Burton L. Wales, advertising mana- 
ger of M. N. Arnold Shoe Company, pre- 
sided. The speaker of the evening was 
Charles G. Coe of Hare & Chase, Inc., 
commercial bankers. His topic was, ““The 
Dollar and the Automobile.” It was an 
interesting story of the important part 
which the automobile plays in modern 
life and its financial supremacy over any 
other industry. 

A special guest was Hon. John S. Kent, 
treasurer of M. A. Packard Company, 
Brockton, who spoke briefly regarding 
problems associated with the shoe manu- 
facturing industry, with special reference 
to the keenness of competition not only 


in home, but from shoe manufacturing 
concerns in foreign countries. Mr. Kent 
paid a tribute to the work performed by 
the men connected with the advertising 
club and stressed the fact that advertising 
is playing a greater part in the develop- 
ment of the shoe manufacturing business 
than at any previous time. 

In addition to Messrs. Coe and Kent as 
special guests of the Old Colony Adver- 
tising Club, the following advertising men 
were present: F. W. Spollett, and George 
W.R. Hill, Bootand Shoe Recorder; George 
M.Rand, Andrew Fishand George B. Hol- 
land, Tolman Print, Inc., Brockton; F. R. 
Houx, Edwin Clapp & Son Inc., East 
Weymouth; Burton L. Wales, M. N 
Arnold Shoe Company, North Abington, 
who had as a guest, Simeon Wales; George 
R. Forney, C. B. Slater Company, South 
Braintree; Leo F. McCarthy, E. T. 
Wright & Co. Inc., Rockland; Joseph 
Estes, Emerson Shoe Company, Rockland; 
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Men’s and Women’s Slippers 
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SEST-EVER SLIPPER CO., inc., BROOKLYN, N.Y. 








SKINNER SATIN 
D’Orsays $3.50 
Mules $2.50 


| Combination Colors 


Wm. Sumner Smith Co. 
326 W. Monroe St., Chicago 








PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 











Where to Buy 


Ballet Slippers 





BALLET SLIPPERS 


FERGUSON BROS. CO. 
2121 Washingten St. Boston, Mass. |; 








BALLET SLIPPERS in Stock | 


ee Dancers 
Benc ! 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 

Sizes 6 child’s to 7 women's 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 











IN-STOCK 
BLACK BALLET 8LIPPERS— 
Childs $1.30 
Bises 7 to il 
imses 1.38 
Bises 116 to 3 


‘Seay tos 


BLOG Lad FINDING Ce INC. 
Duane St., New York, N 





Where to Buy 


Men’s and Women’s Slippers 











Felt Satin and Leather 
Soft Sole Slippers 
For the entire family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 
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Children’s Shoes 
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or POSNER’. 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
FACTORY DR.A.POSNER SHOES INC. 


BROOKIANN. NY. '40 W. BROADWAY NEW YORK 

















Soft Soles and Moccasins 


Ask your Jobber for our 
- We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 








“ce ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 

















INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ——- so that he whe 
vamp Spoons through these pages may read 
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L. R. Leving and C. W. Leving, B. K. 
Hughes Company, Boston; John Lines 
and Louis P. Hayden, The Shoe Retailer; 
William Rodgers, C. A. Eaton Company, 
Brockton; Arthur J. Chase and Theodore 
Davis, George E. Keith Company, Brock- 
ton; Walter Dennison, Boston; Major 
Charles T. Cahill, United Shoe Machinery 
Company, Boston; George McPhillips, 
Seaman, Cobb Company, Boston; Troland 
Cleare, Field & Flint Company; John 
Feeley, M. A. Packard Company; William 
Marshall, Conrad Shoe Company, Brock- 
ton. 


Pioneer in Shoe Publicity 


Field & Flint Company, identified with 
the production of “‘anatomik”’ and other 
special lines of men’s high-grade footwear, 
are successors to one of Brockton’s oldest 
shoe manufacturing concerns. Bart & 
Packard the original title of this concern 
was a pioneer in advertising its product. 
The words “Korrect Shape’’ used as a 
trade-mark by this concern for many years 
became known all over the world as a 
result of the publicity conducted by Burt 
& Packard. 

In a recent issue of Korrect Shape News 

a publication issued monthly by Field & 
Flint Company it was said: “On the walls 
of the various offices in the factory are 
framed specimens of old-time ads dating 
back to the days of the Civil War. We re- 
cently ran across a page ad in colors which 
appeared in the Boot and Shoe Recorder's 
issue of December 3, 1913, ten years ago. 
The things said then, being truthful, will 
bear repetition, for the truth never 
changes. 
» The heading of the advertisement men- 
tioned was, “This One Thing We Do,”’ fol- 
lowing which was a statement concerning 
the care taken in the manufacture of ‘‘Kor- 
rect Shape’’ shoes and their desirability as 
men’s high-grade merchandise. Field & 
Flint Company is continuing the ome of 
its old time predecessor. 


A Practical Course in Shoe- 
Making 

A young man who is a comparatively 

new member of one of the South Shore 

district’s oldest shoe manufacturing con- 
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Largest Corporation Tax 
Payer 

George E. Keith Company, man- 
ufacturing the famous Walk-Over 
shoes for men and women, enjoys 
the distinction of paying the largest 
corporation tax in the city of 
Brockton. This concern recently 
paid to the city treasurer its 1923 
tax amounting to $58,680. George 
E. Keith Company is always one of 
the first in the city to pay its taxes. 











cerns, has qualified as a practical manu- 
facturer. Following several months’ close 
observation of the various processes by 
which high-grade shoes are made, he put 
into operation a plan which was nothing 
more nor less than producing a case of 
shoes, every process representing his own 
handiwork. The young manufacturer cut 
the uppers, and from that point proceeded 
single handed through the various processes 
of lasting, stitching welts and soles, rough- 
rounding, edge setting, etc. This required 
considerable time and care. 

When the case was completed it was 
brought before the older members of the 
concern for inspection and criticism. The 
point to be emphasized in this young 
manufacturer's practical demonstration of 
his ability is that he is better qualified 
than before to judge as to the merits of the 
work done by the factory employees and 
to say with some authority, whether for 
instance, a welt is properly sewed or a shoe 
lasted as it should be. 


Credit Man for 25 Years 


George J. Smith, for many years asso- 
ciated with the Brockton shoe trade and 
for the past 23 yearscredit manager for M. 
A. PackardCompany, recently observed his 
76th birthday. Many congratulations by 
card and in person were received by Mr. 
Smith. The day’s observance was topped 
by a birthday cake, a gift from the em- 
ployees of the M. A. Packard Company. 
Mr. Smith enjoys excellent health and is 
considered one of the most experienced, 
as well as efficient men in his line in the 
South Shore district. 





HAVERHILL 


Good Advance Business 


Indications Point to Steady Period of Buying in Shoe 
Factories 


ESPITE the present hand-to-mouth 

buying on the part of many shoe 
merchants, there is, nevertheless, a con- 
siderable amount of advance business 
being received by Haverhill shoe mer- 
chants. Appointments with buyers during 
the month of November had been made 


by local manufacturers with the plan of 
taking orders for deliveres early the com- 
ing year. Thus there is an assurance of a 
forward business for Haverhill which will 
go far to insure continued prosperity for 
local shoe manufacturing plants. 

The changing of the dates of the 
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National Shoe Retailers’ Association con- 
vention from January to February is an 
important factor in the taking of orders 
to be delivered early in 1924. Haverhill 
manufacturers are already anticipating this 
important event and are making prepara- 
tions to be represented at the Chicago 
show. 


Advocates Publicity in 
Haverhill 


Taking up a topic which frequently has 
been referred to in this column, John E. 
Maguire of this city writing in the Haver- 
hill Sunday Record says: 


“Ts enough being done to advertise 
our city and its manufacturers 
throughout the country?Why couldn’t 
we learn a lesson from some of the 
great Western and Northwestern sec- 
tions which advertise the fruits and 
other products of their section in a 
wholesale way, not by individual but 
by united bodies who appreciate the 
benefits of widespread advertising? 

“Witness the results of the adver- 
tising of California, Oregon and other 
sections which’ are adopting these 
methods. Only the past week we no- 
ticed a half page ad in one of the 
Boston dailies telling of the great 
merits of the ‘Weehatchen’ apple 
grown in a section of the State of 
Washington. We'd never heard of 
‘Weehatchen’ before, but the first 
time we see an apple from Weehatch- 
en on a fruit dealer’s stand we’ll be 
tempted to try one. 

“Haverhill makes the best shoe of 
its kind in the country; then why not 
tell the world about it? Perhaps 
there may be some people who may 
be as ignorant of the Haverhill shoe 
as we are of the Weehatchen apple.” 


The foregoing is of timely importance 
in connection with the production of 
Haverhill-made shoes and the position 
which the city occupies in the trade 
throughout the world. There is no ques- 
tion that Haverhill would benefit by 
community advertising and the spread 
throughout the United States of general 
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knowledge regarding the excellence of 
Haverhill-made footwear. 

Local manufacturers, however, have 
preferred in the past, and continue to 
manifest a preference for advertising their 
products individually. 

Haverhill manufacturers have many 
times been approached and campaigns 
have been submitted for advertising 
Haverhill as a whole, not only to the shoe 
manufacturing trade but to the general 
public. Each Haverhill concern which 
advertises, and there are more in this line 
than ever before, prefers to spend its own 
money in its own way and is not respon- 
sive to the idea of linking up its fortunes 
with other concerns. 


New Publicity Plan 


The Rickard Shoe Company and 
Claremont Shoe Company, respectively 
manufacturing women’s high-grade welts 
and turns, have adopted a new plan of 
advertising. The services of a famous 
artist, Charles Sheldon, have been secured 
and a series of drawings will be produced 
exclusively for the Rickard and Clare- 
mont Companies. These portriats which 
depict in color, a graceful girl in an at- 
tractive pose, represent the best work of a 
high class artist. Originality in art work and 
development in color printing is one of the 
outstanding features of shoe trade pub- 
licity at present. 


Kimball on Executive 


President Joseph C. Kimball of the 
Haverhill Shoe Manufacturers’ Associa- 
tion, also treasurer of Kimball & Sherman 
Company, manufacturers of women’s turn 
shoes, has been nominated as a member of 
the executive board of the Associated 
Industries of Massachusetts. The eighth 
annual meeting of this organization, re- 
cently held in Boston, was attended by 
several hundred manufacturers in various 
lines. Addresses were made on industrial 
and transportation problems. The nomi- 
nation of Mr. Kimball as an executive 
of this association is an appropriate recog- 
nition of the important position which he 
occupies in the shoe manufacturing indus- 
try and the trade in general. 





ROCHESTER 


More Activity in Stores 


Men and Women Buy Freely of Oxfords and High Shoes as 
October Closes 


HE advent of more seasonable 

weather, combined with the fact that 
some retail shoe merchants granted con- 
cessions in the way of special offerings to 
the public, resulted in a marked improve- 
ment in the shoe business in the stores. 
The latter part of October proved to be 
satisfactory to most of the shoe merchants 


and present conditions point to a good 
season from now on. 


Two Plants Merge 


Williams, Hoyt & Co., and the Lakeside 
Shoe Company of this city have effected a 
merger of the two plants and will here- 
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CREESE & COOK CO. 
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THOMPSON-FIELD COMPANY, 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St 

















T.W. -Gopees, a —— 
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FANCY COLORS 
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96 SOUTH ST. BOSTON, MASS. 
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Shoe Ornaments 








Fashions Latest Decree 

NEW SHOE ORNAMENT FOR 
GORING MODE 

Made in all fabrics 
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after operate under the name of Williams, 
Hoyt & Company. Williams, Hoyt & Com- 
pany is one of the oldest manufacturers 
of children’s footwear in the city and 
manufacture the Pla-Mate line of chil- 
dren’s welt footwear. The Lakeside Shoe 
Company, which was one of the newer 
factories of the city, manufactured high- 
grade children’s turn footwear. Under the 
new arrangement, the two lines will be 
combined in the Williams, Hoyt factory, 
and the Pla-Mate line will be made larger 
and stronger and in addition, the turn line 
will also be manufactured. 

The officers of Williams, Hoyt & Com- 
pany are: President, L. B. Abbott; vice- 
president, L. Marx; secretary and trea- 
surer, T. H. Eisenhuth. 


Kalb Employees Dance 


Employees of the Kalb Shoe Manu- 
facturing Company celebrated Hallowe’en 
on October 24 with an employees’ dance at 
the factory. 


Size Cards Helpful 


William Pidgeon, Jr., has a reference 
card and re-order system that is proving 
to be a real factor in increasing sales and 
influencing customers to return to the 
store for the second pair of shoes. 

The Pidgeon store specializes in ortho- 
pedic footwear and Mr. Pidgeon is very 
particular that every customer is properly 
fitted before he or she leaves the store. 
When a customer expresses satisfaction 
over the fit of a pair of shoes that is being 
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tried on, Mr. Pidgeon has instructed his 
clerks to say: “That is a 614-B shoe, Mrs 
Smith, which is the size that you should 
wear.’’ Then the reference card is brought 
into use and the salesman writes on the 
card which bears his name, the Pidgeon 
store, the size, style, and price of the shoe 
and the customer is told that in buying 
future shoes, it will not be necessary to call 
at the store and have them tried on, but 
that future purchases can be made by 
mail or phone if she will order from the 
reference card. 

To get new customers, the cards are in 
two pieces, perforated in the center, and 
the second part can be used by a satisfied 
customer to introduce a friend to the 
Pidgeon store. 

This system which has been in practice 
in the Pidgeon store for about two years 
has helped materially to hold old cus- 
tomers, and Mr. Pidgeon states that it is 
not an unusual thing for a customer to 
come in with a reference card that is a 
year old and purchase shoes. 

The introduction feature is also well 
liked by satisfied customers and Mr. 
Pidgeon finds that this feature is daily 
bringing new customers to his store. 


Sales Help Business 


More seasonable weather during the past 
week combined with special offerings in 
footwear, served as a good stimulus to 
local shoe business and local merchants 
report a fair business to end the month of 
October. 





PROVIDENCE 


Weather Retards Shoe Business 


Need of Brisk Weather to Stimulate Buying in All Lines in 
Shoe Stores ; 


HE shoe business here and in all sec- 

tions of Rhode Island was very 
erratic during October. Extremely warm 
weather retarded buying in both men’s 
and women’s lines. 

This dullness of business was felt all 
through the wholesale district as well as 
the retail, so it seems the weather is the 
only cause to which this condition can be 
attributed, as ordinarily at this time of the 
year business is good. 

Merchants are still selling shoes, how- 
ever, and a fairly good trade is being done 
for boys and misses who are in school. 
Women are also preparing for the social 
season. Strap effects reign supreme with 
blacks leading. Oxfords are the choice for 


men. 


Merchants Meet November 6 


The next meeting of the Rhode Island 
Shoe Retail Dealers’ Association will be 


held Tuesday evening, November 6, at 
Hotel Dreyfus. Time, 6:30 P.M. 


New Store Opens 


The Dr. Kahler Shoe Store, in the new 
Biltmore Hotel, is one of the latest addi- 
tions to the retail establishments of the 
city. The manager, J. F. Lubey, was for 
many years with P. L. Casey in Pawtucket. 


About the Salesmen 


“Jim’’ McKenna, for many years with 
the Outlet Company men’s shoe depart- 
ment, is now assistant to J. F. Wilcox at 
the Boston store. 

“Bob” Lauder, formerly with the 
Walk-Over store, has taken charge of the 
new Douglas shoe store on Weybosset 
Street. 

W. Kenney is with P. L. Casey, Paw- 
tucket. 
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New Junior Associate 


F. E. Ballou Company recently an- 
nounced the affiliation of Harold F. Bal- 
lou as the junior associate of this high- 
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grade shoe store. At Thomas F. Pierce 
and Son, announcement was made of 
George E. Pierce, Jr., becoming a mem- 
ber of this oldest Providence Shoe Store. 
He represents the sixth generation. 





SYRACUSE 


Enforcing New Ordinances 


Retail Merchants Force Itinerants to Live Up to New Laws 
Concerning Selling Merchandise 


HAT Syracuse retail shoe merchants 

intend to see that the terms of the 
recently enacted city ordinance regulating 
itinerant merchants are rigidly enforced is 
shown in their recent action in halting a 
proposed sale of misses’ and children’s foot- 
wear by a New York merchant here. The 
shoe merchant was one of three itinerant 
merchants who failed to pull off an ad- 
vertised sale as scheduled. 

A few weeks ago a jeweler came to town, 
bought the stock in a South Salina Street 
store and started a series of auctions. 
After the sales had been going for some 
time, the Retail Merchants Division of the 
Chamber of Commerce complained to the 
city officials that the man was bringing in 
additional merchandise for the auctions. 
The Mayor revoked his auctioneer’s 
license, after which followed a prolonged 
legal battle. The itinerant merchant lost 
and appealed, lost and appealed, lost and 
appealed, finally carrying the matter to 
the Federal courts. 


New Ordinance in Effect 

Then the retail merchants secured the 
adoption of a new city ordinance govern- 
ing this type of merchants. The main 
provisions of the ordinance are: 

1. The visiting merchant must have his 
merchandise inventoried before he starts a 
sale. 

2. He must pay a tax on the total vol- 
ume of sales; this tax being graded accord- 
ing to the amount of sales, as shown by 
another inventory after the sale. 

3. He must post a bond to guarantee his 
fulfillment of the provisions of the ordi- 
nance. 

Not long after the enactment of this 
ordinance three representatives of out-of- 
town shoe and clothing houses came to 
town, leased spaces and advertised sales. 
One man handled misses’ and children’s 
shoes; another dealt in women’s ready-to- 
wear and shoes, and a third in women’s 
clothing. They were informed of the terms 
of the ordinance, but went ahead with 
preparations for their sale. One of the 
merchants had secured show places in the 
largest hotel and the other two accommo- 
dations near Syracuse University with the 
idea of selling to the co-eds. 

Complaint was lodged with the city 
officials and on a warrant sworn out by a 
patrolman one of the men was arrested 


and is out on bail, pending a hearing. The 
other two announced they intended to go 
on with their sales, but when a patrolman 
visited the places where they were sche- 
duled to sell merchandise, they had dis- 
appeared taking their goods with them. 


Advertised Against Itinerants 


In the meantime the local retail mer- 
chants were not idle. Using parts of their 
regular advertising space in the daily news- 
papers, they opened an active campaign 
against the itinerant merchants. 

The local merchants pointed out that 
the itinerant merchants bought their mer- 
chandise from the same places as the local 
stores and paid practically the same prices 
for them. The travelers could not sell the 
same merchandise any cheaper than the 
local stores after the tax was paid the city, 
the Syracuse merchants declared. 

One store flung a challenge at the itin- 
erants to match their goods value and 
price, and declared that the store could 
sell any article of a known value at a price 
just as low as the itinerant dealer. 

The advertiser then explained to the 
public that money spent with these mer- 
chants went out of the city for good. It 
was not kept here to pay for rent or for 
the maintenance of any city institutions, 
but was taken out of the city for all time. 





Opens Nettleton Branch 


Boston, October 30—The Nettleton 
department is a new feature of the Brown- 
ing, King & Co. establishment at 407 
Washington Street. The same line of foot- 
wear, which is on sale at the Nettleton 
Shoe Shop at 14 Milk Street, is carried in 
the new Nettleton department. The two 
shops will now be known as the Boston- 
Nettleton Company and will be under the 
management of W. D. Hanly. He has been 
in charge of the Milk Street store for six 
years. 





Visits from Cuba 

Senor F. Doll, representative of the 
Craddock-Terry company in Cuba, paid 
the Lynchburg offices a short visit re- 
cently. He was on a trip through the 
Eastern part of the United States. Senor 
Doll came here from Key West, Fla., and 
then went to St. Louis, where he visited 
plants. 
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Gray—for Early Spring 








“Gray has become as staple for Easter 
and early Spring, as White for Summer.” 


Recent statement by a careful observer of shoe style. 
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This Depariment is conducted by Helen M. Hi ney, / ssociate Editcr 


N.S. T. A. Working Against Skyrocketing of Hotel Rates 


George A. Lovely Is Chairman of Hotel Committee 





Scrip 


Coupon Ticket Case Advanced to January 7 


HE National Shoe Travelers’ Asso- 
hotel com- 
Chair- 


ciation, through its 

mittee, George J. 
man, is formulating plans to secure more 
favorable treatment in the way of rates 
and sample rooms. 


Lovely, 


There has been much editorial com- 
ment in some of the hotel magazines 
setting forth the hotel man’s side of the 
case and accusing the traveling men of 
indulging in unreasonable grumbling. The 
contention of the hotel folks as to con- 
ventions is that they are business boom- 
ers for any city. And to this the National 
Shoe Travelers agree, but what the hotel 
people do not speak about, and this is 
the point to which the traveling men 
take exceptions, is the skyrocketing of 
prices to their regular customers, the 
travelers, when conventions are on—and 
this without any prior advice. 


Traveling Men Good Customers 


The statement was made by a prom- 
inent hotel man before a traveling men’s 
association last July that a hotel man 
would be both a fool and a failure if he did 
not cater to the limit to the traveling 
man, just as he does to any other class of 
regular patrons; that the hotel man is 
for conventions, not because he is looking 
for a chance to disappoint or displease the 
traveling man, but because conventions 
give the hotel man advance orders for 
large quantities of perishable goods (or 
unlet rooms) that he has to have on hand, 
and which he can only regard as scrap if 
it’s unsold. 


Travelers Should be Advised of Conventions 


This argument the shoe travelers say is 
very cleverly worded, but it does not tell 
all of the facts nor give the travelers’ side 
of the case. Shoe travelers are in favor of 
conventions, or any other movement 


which will be of benefit to a city, but as 
conventions are “‘booked”’ in advance, as 
this leading hotel man openly admits, that 
is all the more reason why regular cus- 
tomers, such as the travelers, should be 





given notice that a certain hotel or hotels 
are to take care of the convention folks on 
such and such a date. The shoe travelers 
object to having conventions “‘sprung”’ on 
them. They object to arriving at a hotel 
only to be told “A big convention is here— 
every room taken, we could let you have 
one, but at an advanced rate over what 








GEORGE J. LOVELY 
Who travels New England and Canada for the 


Dalton Company. Mr. Lovely is Chairman of 
the N.S. T. A. Hotel Committee 





you have been paying, as all of our lower 
priced rooms are taken.”’ 


Hotels Should Post Rates 


The fact is, say the boys, that the hotel 
folks get all they can out of the conven- 
tion people in the way of.rates, putting 
sometimes, three or four, or five people in 
a room and charging each one at the 
single room rate. As a rule, convention 
people do not eat their meals at the hotels 
where they have rooms, with the ex- 


ception, perhaps, of one banquet at the 
end of the session. On the contrary, 
travelers, ususally eat at the hotel where 
they are staying, for convenience and 
economy of time; they also bring many of 
their customers to the hotel and treat 
them to dinners and cigars. 


Conventions Always “‘Booked’’ in Advance 


The hotel committee of the N.S. T. A. 
state that their efforts are based on the 
arguments that any advance in rates is 
always announced in advance in any line 
of business therefore, that the hotel 
business should not be an exception; that 
conventions are arranged for in advance, as 
has been publicly stated— therefore, there 
is ample time for posting notices as to 
rates, and advising regular patrons in 
advance. 


Sample Rooms Not Losses to Hotels 


The hotel committee believes that all 
hotels should plainly post their rates. They 
do not agree with the position taken by 
many of the hotels that sample rooms are 
a loss to the hotels. They state that sample 
rooms bring to the hotels a large number of 
buyers, who, in turn, spend their money, 
and have money spent upon them by the 
travelers, at that particular hotel; that 
the fact that so many business men come 
to a hotel is a splendid move for a hotel, as 
if they are pleased with the hotel, they 
will come again and refer others there for 
accommodations. 


To sum up the whole case, the boys feel 
that their case is a very just one, and 
headed by Chairman Lovely of the 
N. S. T. A. Hotel Committee, they are 
out en masse to bring about remedial 
measures—hotel-wise. 


In Re Scrip Coupon Ticket Case 


The scrip coupon ticket case, which was 
to be argued in December, has been ad- 
vanced by the Supreme Court, who has 
assigned it for argument on January 7, 
1924, after the cases already assigned for 
that day have been heard. 
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For speedy, positive actiton-- 


the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 









Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 
UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


Fo ee MOMs OT Te Os Te OT eT eT eT Te Te 
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R. J. CLAUSSEN 


Who will cover Ni part 


ebraska, Minnesota and 
of Iowa for The Churchill g Alden Co. 





**Al”’ Minshall a Benedict 


A. J. (known to every one as “Al” 
Minshall, who travels Massachusetts, 
Connecticut, and Rhode Island for Ault- 
Williamson Shoe Company, was married 
September 29, last, to Miss Madeleine 
Reed, daughter of Mr. and Mrs. Burton F. 
Reed of Brookline, Mass. Mrs. Minshall 
had been very active in social affairs in 
Brookline and the big event was given 
much prominence in the society columns 
of the local papers. 

While “‘Al’’ was born in Northwich, 
down in Cheshire, England, and spent his 
early life in Liverpool, he is now an Ameri- 
can citizen. As he says, “I have made my 
home for so many years in the good old 
United States that I feel just as much of a 
Yankee as if I had first seen the light of 
day in America. He and his bride are now 
residing at 1607 Commonwealth Avenue, 
Brighton. 


Business Is “Spotty” 


“Al” was interviewed at the Boston 
office of the Ault-Williamson Shoe Com- 
pany, 139 Lincoln Street, just after he had 
completed a little trip for his house. He 
reports that business in general is spotty; 
that he secured some very fine orders in 
Boston and cities throughout Connecticut, 
but in the mill towns of Rhode Island that 
he did not find business so encouraging. 

“AI” is anticipating taking many orders 
for the coming months, as he predicts that 
November and December will be big ones 
for the retail shoe trade. 


Bass and Gillespie on Trips 


Two Watson Shoe Company men left 
this week for their respective territories. 
Donald T. Bass will make his headquar- 
ters at Chicago, from which point he will 
cover the Western trade. Here he will be in 
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constant touch with his customers, for to- 
day’s selling conditions require frequent 
Visits. 

Donald J. Gillespie covers Pennsyl- 
vania, West Virginia, Delaware and Mary- 
land. Mr. Gillespie left Boston this week 
for a five to six weeks’ trip. Said Mr. 
Gillespie just before leaving the Hub, 
“Watson Fetherwelts are selling briskly 
and meet with the approval of the high- 
class trade who handle them. For a fact, 
their close-trimmed edges and light shanks 
so resemble a turn that only a seasoned 
shoeman can tell the difference. But, boys! 
they stand up well and merchants who 
handle them find customers highly satis- 
fied with their sturdy qualities. Watson 
style never was questioned,” added Don- 
ald, “‘and this line certainly does present 
an “eyeful’”’ of beautiful shoes.” 


Claussen and Rushing with 
Ralston 


The Churchill & Alden Company has 
added two new names to the roster of 
Ralston salesmen leaving for their terri- 
tories this fall. 

R. J. Claussen, will cover Nebraska, 
Minnesota and a part of Iowa, and Duke 
Rushing will devote a greater part of his 
time to customers in Oklahoma. 

Both young men are very popular and 
carry with them the good wishes of many 
friends for a very successful trip with 
their new line of snappy Ralston samples. 


“Al” Puffer Busy on 1924 
N. S. T. A. Meet 


A. L. Puffer, President of the Boston 
Shoe Travelers Association, who travels 
the larger cities of the East and Middle 
West for Smaltz, Goodwin Company, 
made a visit to Boston the past week. Here 
he called on the trade and incidentally 
worked on the furthering of plans for the 
entertainment of visitors to the annual 
convention of the National Shoe Travelers 
Association, which will be held in Boston 
the week of January 7, 1924. 

President Puffer as head of the Boston 
boys who are hosts to out-of-town visitors 
has perfected some very splendid arrange- 
ments for the entertainment of guests and 
is anticipating the largest attendance at 
any convention held under the auspices of 
the N. S. T. A. “A straw which shows 
which way the wind is blowing”’ is seen in 
the large number of reservations which 
have already been made at the various 
Boston hotels for convention days. 


Heiser Showing English-Made 
Shoes 

W. E. B. Heiser, sales director of P. 
Haldinstein and Sons of Norwich, Eng- 
land, is making a circle of American cities 
showing fine feminine footwear. 

He has already covered New York, 
Boston, Cleveland and Chicago and is on 








DUKE RUSHING 
Who will cover Oklahoma 7 na The Churchill ¢ 
Alden 





his way to St. Louis, Cincinnati and 
Philadelphia. 

He carries a line of turn shoes and a 
special turn style process having a damp 
proof bottom, the later process being one 
utilizing a cement or gum as a bottoming 
medium. 


Nugent with O’Donnell 


John C. Nugent, for some years with 
the Menihan Shoe Company, Rochester 
and recently with the C & E Shoe Com- 
pany, Columbus, has signed up with the 
O’Donnell Shoe Company, St. Paul, Minn. 
Mr. Nugent is well known in the Middle 
West and is considered a salesman of ex- 
ceptional ability. 


Philadelphia Travelers Hold 
Meeting 


The first of the quarterly business meet- 
ings of the Philadelphia Shoe Travelers’ 
Association was beld on Friday night, 
October 26, in the Adelphia Hotel. It con- 
sisted of a short business session followed 
by a smoker and entertainment. 

At the business session the decision of 
the directors to hold quarterly meetings 
was ratified by the association. The asso- 
ciation also gave the directors authority 
to elect new members and went on record 
as being in thorough co-operation with the 
State retail organization in planning for 
the convention to be held here in January. 
A resolution was passed on the death of 
Fred Coleman, a former member of the 
association. 

After the business session the travelers 
listened to a talk by William Rocap, sports 
editor of the Philadelphia Public Ledger. 

The next meeting will be held in the 
week between Christmas and New Year’s 
Day. It will take the form of the annual 
banquet of the association. Officers will be 
elected. 
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SALESMEN vs WHOLESALE 





Colors Strong in Children’s Shoes for Spring 


ANY of the salesmen who sell chil- 

dren’s footwear to the wholesale 
trade are predicting that colors will be big 
favorites in the footwear of little folks the 
coming seasons. This they say is logical, 
as the question of color looms up so largely 
in its relation to women’s styles. And shoes 
for children follow patterns for mother and 
big sister, so why should they not follow 
along in regard to the question of predomi- 
nance of colors? 


Leatherbury Home from Western Trip 

E. E. Leatherbury, who sells the product 
of the Century Shoe Company to the job- 
bing trade, is one of the firm believers in 
the reign of brilliant shades in kiddies’ 
shoes for next spring and summer. He 
states that mothers are selecting pretty 
shoes for their children, in just the same 
way as they select pretty hats—that 
bright colored shoes will be good “chums” 
for the brilliant hues in the knitted gar- 
ments which dame fashion is predicting. 

Mr. Leatherbury returned last week 
from a trip through the West to as far as 
St. Paul. He reports a very good business. 
He will start out again to cover the West- 
ern trade some time about the middle of 
this month. 

He states that quite a few buyers have 
been in the Boston market during the last 
couple of weeks, but the big influx is ex- 
pected in January. 


E..L. Stephens Visits Boston 

Mr. Leatherbury was “aided and 
abetted”’ in his statement in regard to 
colors predominating in children’s shoes 
for next spring and summer by E. L. 
Stephens, Secretary of the Greenberg- 
Miller Company, who make a line of 
stitchdowns and welts for the jobbing 
trade, with factory in Allentown. Mr. 
Stephens and Mr. Leatherbury are very 
good friends, so the former had dropped 
in to say ““Howdy.”’ Mr. Stephens stayed 
in Boston only a couple of days, calling on 
the jobbers in this market. 


Marks on Southern Trip 


Julian Marks of the L. V. Marks Com- 
pany is on a Southern trip selling the line 
of novelty shoes being manufactured by 
his concern. 

He reports that the L. V. Marks Com- 
pany’s plants at Augusta and Vanerburg, 
Kentucky, and Ripley, Ohio, are running 
on a normal schedule for this time of the 


year. 





Platz Salesmanager for T. J. 


Kiely & Co. 


Henry I. Platz, salesmanager for T. J. 
Kiely & Co., left the East on a short trip 
for his house today, November 3. He sells 
to the jobbing trade. Mr. Platz really 
needs no introduction to the shoe world. 
While he is only.39 years old, he has been 
in the shoe business for 22 years; during 
which time he has manufactured, jobbed, 
and sold shoes in the retail store. At one 
time, he owned three stores and a mail- 
order house. He is a good style man, and 
knows how to figure shoes, so as to make 
a good profit for the jobber, as well as for 
the retail shoe merchant. 


Light Welts for Next Spring 


Henry came with the T. J. Kiely & Co. 
folks last February. This concern had 
manufactured for a long period misses’ 
and children’s shoes. He has turned the 
entire factory into women’s novelties and 
is doing a splendid business thereon. He 
believes that for next spring light welts 
are going to be in big demand, on account 
of being such good fitters and giving such 
good wear. He believes that in the past 
welts may have become unpopular because 
they were made heavier than the demand. 
“Nowadays,” said Mr. Platz, “buyers 
have to look at my shoes twice to see 
whether they are welts or turns. There- 
fore, ‘But, yes, we have no bananas today, 
but we have some nice welt shoes.’ ”’ 


Harry Is a Quick Worker 


Henry goes out on the road about every 
two weeks, and brings back four to five 
weeks’ work. His factory makes only 25 
cases a day, but gets them out quickly 
and gets in new business all the time. He 
says that quick action is what counts in 
these days and that he does not believe 
in loading up the jobber with a great 
many shoes. To his mind, that is an un- 
healthy state of affairs. 

His plan of action is to sell a little and 
more often, as styles change too rapidly. 

Henry says that on this trip on which 
he starts today, he is out to “bring home 
the bacon,” and the only bacon in which 
he indulges is a lot of orders. 


Off for Kansas City Today 


Mr. Platz’s first stop is New York and 
from there, his objective is Kansas City. 
He will return home the first of December 
after a four weeks’ trip. 






HENRY I. PLATZ 
Salesmanager for T. J. Kiely § Co. 





Norridgewock Principals Visit 
Boston 


L. R. Folsom, president of the Norridge- 
wock Shoe Company and Dr. H. W. 
Smith, one of the principal owners and 
directors of the Norridgewock Shoe Com- 
pany, came down to Boston last week 
to attend the Harvard-Dartmouth foot- 
ball game on October 27. While in Boston, 
they took the opportunity to visit their 
sales office at 139 Lincoln Street, in charge 
of their very efficient salesman, W. C. 
Hartford. 

Mr. Hartford, by the way, returned to 
Boston about two weeks ago from a trip 
as far West as Chicago and reports a very 
satisfactory business on immediately 
wanted merchandise. 


Pedro Fullana Visits Cuetara 
Brothers 


Pedro Fullana, a member of the firm 
and also buyer for Sucs. de Homar, Colom 
& Co., of Ponce, Porto Rico, one of the big 
jobbing houses of that city, has been in 
Boston for the past two weeks, making a 
great many large purchases of shoes. 
While in Boston, he made his headquarters 
at the office of Cuetara Bros., Room 208, 
113 Lincoln Street. Senor Fullana left for 
Ponce today. 

Ralph Mears Takes on 
Norway Line 

Ralph Mears of 139 Lincoln Street, 
Boston, is away on a Western and South- 
ern trip. Among bis other lines, he is now 
carrying that of the Norway Shoe Com- 
pany. 


Inspiration plus perspiration is an un- 
beatable combination.—Sam Davis. 
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Foot Comfort 


Cretebwebi tet yet 


to Your Trade, at 


50% or"J22 « foot 
without the use of arch supports 


\ 


“Follies” irr 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 








FD 


- 


Retail 50° a foot 
» 
A Smart Evening Slipper 
For The Elite | F 
, ‘Dep- STEP COMBINED 
IN STOCK i Retail $100 a foot 


4208—Imported Silver Brocade one strap 
with cut-out silver kid collar. Cut-out on “Foot Comfort at 50c or $1.00 per foot” without 


quarter French corded. 16-8 Spanish Louis the use of arch supports. 
$7.00 Live dealers will find a large increase in their shoe 


by featuring an ad like that. 

4209—Ditto as above on 13-8 Baby Spanish Your own and your competitors’ customers will 
$7.00 appreciate such a service. 

It will bring foot sufferérs to your store. You can’t 

4210—Imported Gold Brocade as 4208. sell shoes on the street. 

16-8 Spanish Louis heel Pop-Stepe FS you a nice profit with practically 


4211—LDitto as 4210 on 13-8 Baby ene They r_ereainae—aeht—ee ena They fit any shoe, 
$7.00 ailments: They we shove oe ” bantepcenntial 


Widths—AA... oe — 
ass 
# 
a A thirty-day money y back guasantes with each oe pair. Could any 
; offer be fairer? 
Orthopedic Authorities endorse our method. 


A trial order of 4% doz. each style, men’s and women’s best 
selling sizes will be sent on request. 


S. W. FELDSTEIN & CO. Redcsasmmatesh ateeeds mamas” 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 
127 Duane Street 


lp 
New York j; : PEP-STEP 


318 W. Division St., Chicago, Ill 











Pep-Step. 318 W. Division Street, Chicago, Ill. 
Pr Please send Trial Order to 
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WALTER W. NICHOLS 
In ir a of New York o at room 651. 
Marbridge Building. The New York —~ will 
take charge of Greater New York, New Jersey, 
Pennsylvania and Delaware. 





(Salesmen Who Sell Wholesale—Continued) 


C. A. Grosvenor Increases 
Selling force 

Chris S. Briel, well known among the 
large shoe trade of the South, has re- 
cently joined the salesforce of the C. A. 
Grosvenor Shoe Company with factories 
at Worcester and Oxford, Mass. Mr. Briel 
will cover Southern territory, including 
Texas, where he has traveled for many 
years. Mr. “Chris”’ is a native of Missis- 
sippi and so the folks in this State, as well 
as the rest of the neighboring States, re- 
gard him as an old friend. 


Harron Covers West of Denver 
West of Denver and the Pacific Coast 
will continue to be covered by George D. 
Harron, who has represented the concern 
for some time out there. C. A. Grosvenor 
also makes trips through the West to the 
Pacific coast. 


Nichols in Charge of New York Office 

This company has recently opened 
offices at Room 651, Marbridge Building, 
New York, which will be in charge of 
Walter W. Nichols. From this office will 
be covered greater New York, New Jer- 
sey, Pennsylvania and Delaware. 


Keniiey in Charge of Boston Office 

The Boston office will continue as here- 
tofore at 139 Lincoln Street, under the 
direction of Arthur L. Kenney. Mr. Ken- 
ney will also cover New England, up- 
State New York and Ohio. 

And thus do recent developments at 
the C. A. Grosvenor Shoe Company mean 
a larger output and a much broader selling 
organization. The company makes a 
general line of high-grade turn felt slip- 
pers. 
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ARTHUR L. KENNEY 


7 = chases 7) y Bote ofoe of SH 139 a Saat. 
r. Ke cover 
New York und Ohio’ satis 





About a year ago this company in- 
creased its capacity by taking on what 
was formerly known as the Joslin factory 
at Oxford, Mass., which practically 
doubled its capacity. It now plans for 
increasing the output of the latter plant. 
Another movement of the company in the 
past year has been the engaging of C. W. 
Russell as general factory manager; Mr. 
Russell has been prominent in the Wor- 
cester felt slipper manufacturing trade 
for many years. 

A box factory has just started in Oxford 
which will soon be turning out in large 
numbers a very high-grade cartoon. The 
Grosvenor folks will thus be enabled to 
supply customers with a much better box 
than was possible before this new feature 
uf their business was installed. 


Cuetara Brothers Sell West 
Indies Trade 


Cuetara Bros. Corporation, manufac- 
turers’ representatives to the export trade, 
especially to the West Indies, moved to 
Boston October 1, after a twelve years’ 
location in New York, and are now doing 
business at Room 208, 113 Lincoln Street. 

Salvador Cuetara, President and Amado 
Cuetara, Vice-President and Treasurer, 
take trips every few weeks to the West 
Indies, including Cuba and Porto Rico. 
They sell there a general line of men’s, 
women’s, and children’s shoes; everything 
down to infants’. Frank Paulson is the 
Secretary of the company. 


Porto Rico Business Good 


Both Senors Cuetara state that business 
in Porto Rico is now very good on account 
of the good sugar crops, but in Cuba, on 
account of the political situation, it is not 
so good. One of the brothers always plans 


CHRIS S. BRIEL 


Who will cover Soi territory including 


uthern 
Texas, for the C. A. Grosvenor Shoe Company. 





to be at home to receive the visiting buy- 
ers, who come here—some once and others. 
twice a year. 


West Indies Folks Like U.S. Shoes 

The trade in the West Indies, they state,,. 
like just the same kind of footwear as. 
United States folks like—there is no differ- 
ence—the men like snappy Goodyear- 
welts and the ladies like all of the fancy 
patterns with cut-outs and straps. The- 
men and women of the West Indies read 
all of the American fashion magazines and 
the shoe trade read the fashion magazines. 
and trade papers very closely. 


Salvador Cuetara Takes Trip in December 

Sr. Salvador Cuetara will go out about. 
December to cover Porto Rico and Cuba.. 
He will probably be away for about six 
weeks. 


Manuel Cuetara Visits Boston 


Manuel Cuetara, member of the firm 
and buyer for Cuetara Hermanos, San. 
Juan, Porto Rico, was a visitor to the- 
Boston market during the past few weeks. 
While here, he made his headquarters at 
the office of Cuetara Bros., 113 Lincoln 
Street. Senor Cuetara bought heavily on 
men’s, women’s, and children’s shoes for- 
his big jobbing house at San Juan. He 
sailed for Porto Rico, November 3. 


Guy Smith Takes Western 
Trip 

Guy Smith, known to the boys at 139 
Lincoln Street, Boston, as “Handsome 
Guy” has been taking a two weeks’ trip 
covering the trade by automobile. His. 
route is through the West. One of the 
“wags” at 139 Lincoln Street recently 
volunteered the information that Guy’s- 
car can actually climb apple trees. 
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Trade-Mark Reg. U.'S. Pat. Off. 


‘Nothing Takes the Place of Leather’ 


We are distributors of highest quality sole 
leather. We know that good leather can not 
be equalled by any fabricated material. We 
have faith in the great future of our industry 
and are helping to support the national adver- 
tising campaign of the American Sole and 
Belting Leather Tanners. 


Our large organization is ever alert to see that 
the known high quality of our special tannages 
is maintained and that the needs of the trade 
are promptly and properly met. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘Gelting More Hosiery Sold Right” 





DAWN OF A NEW 
STOCKING AND A 
NEW OPPORTUNITY 
A shaped to fit guaranteed run 
proof, spring needle x x cracked 
silk stocking for women. All the 
beauty, grace rnd shapeliness of 
a full-fashioned stocking with 
knitting texture evenly distrib- 
uted throughout the leg and per- 
fect narrowing at the ankle. 
$10.50 doz. 
To Retail At $1.25 
RA Y-MOND HOSIERY CO. 
138 Fifth Ave. 
New York 





Ready for delivery at once. Notwithstand- : 
ing silk shortage and market instability, All leading shades for 
price guaranteed up until February. street or evening wear. 
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“Minnehaha” combines beauty 
and moderate price— 


including Misses’ sizes at no greater cost! 


This is one of the most beautiful artificial 
silk stockings you've ever sold—and the 
price can’t be beaten! 


An astonishing feature of “Minnehaha” is 
the fact that you can sell all Misses’ sizes 
at the same price. Obviously this means 
that you can create a large sale of “Minne- 
haha” for Misses. 

Arrowhead Ankle-Clinging Hosiery is skill- 
fully woven to provide a stitch which is 
elastic enough to stretch—and yet con- 
tract so that the stocking clings to the 
ankle. This means a beautiful ankle— 
graceful, neat and trim. National adver- 
tising tells your customers of this feature. 
No wonder “Minnehaha” sells rapidly! 
Our immense stock which is maintained for 
your convenience includes the whole Arrow- 
head line, embracing pure silk, artificial 
silk, mercerized, worsted and cotton stock- 
ings for Men,Women and Children. 


Mail orders promptly filled. 

Extra fine gauge, 240 needle, heavy weight, 
artificial silk and pure Japan silk mixture, 
20-inch boot, elastic mercerized top, double 
sole and high-spliced heel.{Black, White, 

Cordovan, Gray, Beige, Fog, Log Cabin, 
- yore i ‘ Coating and Congo. Sizes: 7% to 10%. 
— — — = a Three pairs to box. 


\, ital se 


STEM an 








Ricumonp Hosiery Mixts, Ine. 
Established 1896 
CHATTANOOGA TENNESSEE 


Arrow! 


Ankle-Clinging 


HOSIERY 


For all the Family 
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FE 
WO OLE 


HE retained shapeliness of 
Franklin wool hosiery for 
women is due to fineness of 
yarns and to firmness and elasticity 
of knitting. The clocking is as 
exquisite as hand embroidery. But 
the hosiery retails at easy-to-sell 
prices. 
The Complete Franklin Line 


Women's stockings and men’s half hose in 
Wool and Silk-and-Wool; seamless and full 
fashioned ; in solid colors, fancy and heather 
mixtures, with and without clocks 
Men's Wool and Silk-and-Wool Golf 
Hose. 
Boys’ and Girls’ Wool Golf Hose. 
Children’s Wool Hose in black and 
heathers. 
Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 


Franklin New Hampshire 
E. M. TOWNSEND &°CO., Sole Agents. 
345 Broadway. New York 
Boston Philadelphia Chicago 
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Hosiery 
Department 
Zellner Shoe 
Company, 
Memphis, 
Tennessee 


Zellner's Hosiery Department in Action! 


OU can see how busy Zellner’s 
Hosiery Department is. Mr. Jordan, 
proprietor, tells you why. 

“One of the factors which enter into 
the large growth of Zellner’s Hosiery 
Department is the beauty of McCallum 
Hosiery,” wrote Mr. Jordan. “The colors 
are exquisite; the workmanship is A-t. 


“In addition to this, with the wide 
variety manufactured we can fit the 
needs of every woman, be she tall, 


Hosiery 
Philadelphia 


McCa.titum 
New York 


“You Just Know 


Company, 


short or medium; stout, slim or normal.” 


Notice that Mr. Jordan mentions 
“the wide variety manufactured.” 


McCallum presents a complete line ot 
silk stockings, commencing at two dol- 
lars, and ending only with the very 
finest and most exquisite made. Success- 
ful shoe stores like Zellner’s, that push 
the $3 to $5 McCallum styles, find it 
easy to develop a big, active and profit 
able hosiery business. 


Mass. 
Chicago 


NorTHAMPTON, 
Boston 


She W ears Them” 


McCallum 


SILK HOSIERY 
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Miss Martha Mans- 
field, motion picture 
star, as she appears in 
Pathe’s current feature, 
“The Silent Command.” 
She is one of the many 
stars who are pleased 
with Corticelli Silk Ho- 
stery. She says, “never 
have I seen hosiery so 
perfect.” 


No Advance 
in 


Corticelli’s 
Prices 


numbers in August and to protect its dealers has held them 
at this lower level ever since, even in the face of uncertain 
conditions, a rising raw silk market, and price advances by other 
manufacturers 
Corticelli Style 347, a recent addition to theline, is a beautiful 
fine gauge stocking to retail at two dollars. It is to be had in all 
the stylish colors including Mandalay, Log Cabin, Paris Cinna- 
mon, Deer, etc. This popular priced stocking, backed by the 
Corticelli name and quality, is a fast seller and money maker 
for any store. 
Other popular Corticelli styles to be had in all the season's 
colors are: 307 and 308, very sheer; 309 and 310, medium sheer; 
302 and 304, lightweight ; 320, 321 and 324, medium weight. 


Cnn -ELLI reduced the prices of its leading silk hosiery 


Corticel li 
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An agency for Corticelli Silk Hosiery is a real opportunity for 
you to make money because it has every element necessary for 
big sales—quality coupled with a. complete range of colors, styles 
and prices to suit every woman, powerful sales and advertising 
help and the backing of Corticelli’s high reputation as makers of 
fine silks., Write to our office nearest to you for details or for our 
salesman to call on you the next time he comes around. 

The Corticelli Silk Company: Sales Offices: 136 Ma dison Ave., 
New York City; 373 West Adams St., Chicago; 1314 Washington 
Ave., St. Louis; 6th & Sycamore Sts., Cincinnati; 68 Essex St., 
Boston; 4th & Jackson Sts., St. Paul. Mills: Florence, Mass.; 
New London, Conn.; Leeds, Mass.; Norwich, Conn.; Hayden- 
ville, Mass. 


SILK HOSIERY 
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Unexpected Receipt of Raw Silk From Japan 
Causes Slump in Price 


RADICAL change in the 
A raw silk situation is by all 

odds the most important de- 
velopment affecting the silk hosiery 
market during the last month. It 
will be remembered that the out- 
look which faced the trade around 
October 1 was one of acute scarcity. 
A month had passed after the earth- 
quake in Japan, and no shipments of 
silk from that country had yet been 
made. Under the circumstances the 
opinion of manufacturers and deal- 
ers was that normal shipments of 
silk to this market could not be re- 
sumed for several months, and that 
in the meantime a serious shortage 
would develop. 

It appears now that the situation 
was misjudged. Shipments of raw 
silk from Japan during the month 
of October, it is figured, amounts to 
about 20,000 bales, which is about 
two-thirds of the normal monthly 
requirements of American mills. 


HIS is at least twice as much 

as anybody in the trade ex- 
pected, and it seems to mean that 
shipments on a normal scale may be 
resumed by the end of November. 
In the meantime production by 
the silk manufacturing industry has 
been so severely curtailed that there 
has been little demand for raw silk, 
and the expected scarcity conse- 


quently has not developed. As a re- 
sult, prices have dropped from the 
high point of $11.50 to $12 a pound 
for double extra cracks, reached 
immediately after the earthquake, 
to less than $9 a pound. 


T is unfortunate that the leaders 

of the trade should have mis- 
judged the situation, because it 
seems to strengthen the case of those 
skeptical people who have main- 
tained that the Japanese disaster 
was being used merely as an excuse 
for profiteering. In reality the out- 
look was judged solely on the basis 
of the little information obtainable. 
Conditions in Japan were so chaotic 
during the month following the 
earthquake that reelers and ex- 
perters in that country could not 
say themselves when they could 
make deliveries nor in what amount. 
Naturally importers and manufac- 
turers on this side could obtain no 
more accurate information. They 
simply reasoned that if a month had 
passed without a bale of raw silk 
being shipped, several months must 
pass before normal shipments could 
be made, and that as supplies in the 
meantime would not suffice to meet 
the normal requirements of Ameri- 
can mills, there would be scarcity 
and very high prices for quite some 
time. 


Nobody imagined that raw silk 
shipments would jump suddenly 
from nothing in one month to 20,000 
bales in the next. And even with this 
rapid recovery there would still be a 
scarcity if there had not been a very 
decided curtailment of production 
by the silk manufacturing industry. 
American silk mills use normally 
over 30,000 bales of Japanese silk a 
month. If consumption had been 
normal during the last couple of 
months the existing stocks of raw 
silk on this side would have been 
completely exhausted before now 
and incoming supplies, no matter 
how large, would be insufficient to 
make good the deficit for some 
months to come. 


S it is, the crisis has been tided 

over, but this doesn’t neces- 
sarily mean that prices will return 
to the level obtained before the 
earthquake. It is known that mill 
stocks of raw silk were low at the 
time of the disaster, because the 
mills had been keeping out of the 
market as far as possible all sum- 
mer. They have been keeping out of 
the market since the disaster, be- 
cause they could see no prospect of 
selling goods at prices based on the 
prevailing cost of raw silk. All this 
has meant a reduction in mill stocks 
of raw silk and a reduction in the 
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Here are some suggestions for artistic displays of ; Center—Negligee of crepe and chiffon, Dawn 1 
hosiery in corners of your windows. Shown through hosiery with mules of gold and fawn; Left—Tan I 
the courtesy of the McCallum Hosiery Co., of and brown sport skirt with almond hosiery; Right— ( 
New York Silver evening frock with moonlight hosiery Man 

waiti 
adva: 

stocks of silk goods held by mills to see how the situation would work _ in the immediate future is more apt maki 
and distributors. out. Advances were made by a _ to favor higher hosiery prices than busin 
But sooner or later, stocks of raw number of manufacturers on some _ it has done in the recent past, not : th 
silk and manufactured goods must be of their lines, where the raw ma-_ only because manufacturers’ stocks i 
replenished, and deferred production terial situation made such ad- of raw silk are very much lighter io 
made up. This recovery will start vances necessary; but generally than they have been, but because — 
when the trade generally feels assured prices remained unchanged. About _ stocks of finished goods also have he 
that raw silk prices are about at rock the only effect a lower raw silk mar- been much reduced. Furthermore, one 
bottom. And it seems bound to be fol- ket can have, therefore, is to restore the peak of consumer purchasing in safe 
lowed by another rise in the raw silk previous prices on lines which have _ silk hosiery lines will be reached —_e 
market. been advanced during the last during the next couple of months. “hildh 
It may be recalled that raw silk month or so. It has been estimated that 17 per — 
dropped from a high point of about A firm or higher raw silk market cent of the year’s hosiery business is es | 
$10 a pound to a low point of done in one month during the ld 
about $8 during the sum- holiday season. This ought f fh, 
mer, because manufacturers to clean up existing stocks an 
stayed out of the market. pretty thoroughly and leave 1 z 
In other words the level of the market facing the new we e 
$8 prevailing before the Jap- year in a very strong position. nog 
anese earthquake was a rela- So that, taking everything friend 
tively low level brought into consideration, it seems ke 
about by prolonged dullness safest to count upon a firm = 7 
of demand. Probably a re- or higher hosiery market for — 
vival of demand would mean some months to come. / 
a higher market even if the bh 
disaster had not occurred. It friend 
is all the more likely to mean House-to- House oe 
a higher market now that the limit 
disaster has reduced avail- Canvassers Exposed which 
able supplies for some time to om 
oume. Claiming that house-to- die 
It is possible, of course, that house canvassers, calling ew 
the market may go lower. But themselves salesmen of Phoe- Pa 
it must go considerably lower nix hosiery, have been rob- ve ie 
before it can mean any weaken- bing people in various parts at 
ing of silk hosiery prices. of the country, the Phoenix bo } 
Hosiery Company has taken a. 
. ° : ( 
T the time of the earth- space in some of the large they h 
quake most hosiery national publications to ac- role 
manufacturers were still try- quaint the public with the And it 
ing to work their prices up real facts. beginr 
to the basis of $8 silk. After ms “Sometimes,” the adver- a. 
the earthquake they did not Se ies tisment says, “they show mas. t 
take advantage of the Very Smart silk stocking, self-clocked, from the line of the Ipswich alleged credentials - which to sug 
high raw silk market to push Mill, Ipswich, Mass. Shown with velvet shoes trimmed in the word ‘Phoenix’ is prom: Gra 
up prices further, but waited patent. inently displayed.” ahead 
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_— making preparations now for 
ght— Christmas hosiery _ business. 
Many stores make the mistake of 
waiting until a couple of weeks in 
advance of the holiday before 
apt making any special drive for the 
business of Christmas gift seekers. 


Dawn if is none too early to begin 


HOSIERY SECTION 


Christmas stocks it remains only 
for him to go after the extra Christ- 
mas business. For this extra busi- 
ness will come only to the merchant 
who goes after it in time. One 
obvious way to do this is to begin 
drawing the attention of shoe cus- 
tomers to special values in gift 
hosiery for Christmas and to the 


Telling Points You Can Make in Pushing 
Hosiery at Christmas Time 


one Too Early to Suggest Gift Purchasing; Many Women 
Plan Their Purchases Far in -—Advance 


We don’t suggest that these words 
be used exactly. But they convey 
the general idea. And salespeople 
can usually find an opportunity of 
getting the same message home to 
the customers to whom they are 
selling shoes. If the customer is at 
all conversational, as most custom- 
ers are inclined to be, the salesman 

might make some remark 











about the approach of the 
Christmas season, mention 


pen In this way they lose a lot of sales 
wa that might have been gained 
won by starting earlier. It should ff 
be remembered that the mak- 
use gy 
alee ing of Christmas gifts is a 
ane, rather serious matter to the 
wie majority of people—espe- 
hed cially women. The average 


ie woman with a family of four 
et | children, for example, is faced 
P with the problem of selecting 


There’s Real Danger in Delay 


It is assumed, of course, that every merchant 


| has already made provision for his Christmas 
| hosiery supplies. Merchants who defer their 
| purchases until a few weeks before the holidays 


are likely to find themselves in difficulties. It 
has been pointed out elsewhere in this issue 


the difficulty of choosing the 
right Christmas presents for 
everybody, and then suggest 
casually that if the customer 
is thinking of Christmas 
presents he (or she) might 
take a look at the hosiery sec- 
tion on the way out, as it 
offers some especially attrac- 
tive values in the way of gift 
hosiery. If the customer 
seems receptive the salesman 
might go on to expatiate a bit 
on the desirability of silk 
hosiery as a Christmas gift. 
It should be remembered 
always that the selection of 
Christmas presents is a con- 








siderable problem to most 























people. For the average 





one gifts for her husband and | that 17 per cent of the year’s hosiery business 
the children, perhaps for her |} ‘5 done in one month during the holiday season. 
ght father anil mother as well: | This means that stocks are low and pressure 
cks and in addition she is likely || for deliveries is at its height during the month 
_ to have brothers and sisters, || Preceding Christmas: so that a merchant who 
_ uncles and aunts, and other puts off his purchasing until the last moment 
_ near relatives and intimate || ay 4e unable to get timely delivery of wanted 
ang friends to whom she wants to lines. It means also that a merchant should do 
-_ make presents at Christmas about 17 per cent of his year’s hosiery business 
irm time. Furthermore, she is || 4@ring the month preceding Christmas, and 
for quite apt to be delegated the that his stocks during this month should be 
job of selecting gifts for proportionately larger than usual. 
her husband’s relatives and . 
friends as well. 
Se And since she usually has a_ desirability of hosiery as a Christ- 
d limited amount of money with mas gift. This can be done tactfully 
€ which to purchase all these gifts itis by the salespeople when they are 
‘ie, necessary for her to plan her pur- selling shoes and it can also be done 
~s chasing well ahead. Some women by means of window display cards. 
on begin buyingChristmas gifts months 
i. ahead. The majority are not so fore- HE cards might bear some such 
iia handed. But probably the majority 7 message as the following: 
‘die begin to think about their Christ- Christmas will soon be here, and 
a mas shopping at least a month or _ this is a good time to choose the gifts 
“a six weeks ahead, especially when you will make to your loved ones. 
po they have many gifts to buy orhave What more suitable and attractive 


the to mail gifts to people at a distance. 
And it is at this time, when they are 
beginning to think of what they are 
going to get everybody for Christ- 
mas, that they are most responsive 
to suggestions. 

Granted that the merchant has 
already made provision for his 


gift could you choose than dainty, 
lustrous silk hosiery? To induce 
early shopping we are offering spe- 
cial values in silk hosiery put up in 
beautiful gift boxes. Come in and 
take a look at our assortment before 
you make up your list of Christmas 
presents.” 


woman, as already men- 
tioned, it is a problem because she 
has to buy gifts for so many people 
and has a limited amount of money 
to buy them with. For the average 
man it is aproblem, because he never 
knows what to get for his women 
folks, and he cannot or will not take 
the time and trouble to go shopping 
around through the storesinorder to 
select suitable things. Both are apt 
to welcome any suggestion that will 
make the problem easier for them. 


HIS is particularly true of men 
—and this is why the fly-by- 
night peddlers of hosiery, perfumes 
and other gift articles do such a 
thriving business among men around 
Christmas time. 
(Continued on page 121) 
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At Scratch 

Here we stand at scratch—user and seller alike. During the week 
of Christmas there will be plenty of material made for New Year’s 

resolves—and a year’s wait to put them to work. 
During that time business is being done, not created. Half the value of 
advertising is due to merchandising sense, the advertising being merely 
the vehicle. It’s like the sale of coal in Winter and 

ice in Summer by your dealer. 

No one needs to be told the season in which the 
sale of one or the other is good—it’s too obvious so it 
may be dismissed as settled. Coal in Winter, of course. 
Ice in summer by the same functioning of logic. 


Fockeying for Place 

Yes, but. Selling is concerned just as much with 
arithmetic as logic. 

So many customers, so many merchants, so many 
articles of merchandise, so much money and so much 
demand. 

That’s the arithmetical part of it. One store special- 
izes, another generalizes. One store is for this class, 
another for that class of trade. One store gives credit, 
another is strictly cash. ; 

So how can it be just a case of coal in Winter and ice 
in Summer with so many divisions of demand? 

The only element that each merchant possesses an 
equal amount of is TIME. The first of the month 
to one is the first of the month to the other and to all. 
The basis on which business is built is TIME. 

Putting everything else aside the proper utilization 
of time is he thing. During the month there will be a 
constant “jockeying for place.” During December the 
buying public will have settled into their old buying 
habits if one lets them think—coal in Winter and ice 
in Summer logic. 

As usual it is advertising’s place to mould thought 
and to create it. 

As an inter-family gift hosiery is almost without 
equal. 

As for the making it such a gift-possibility all 
merchants are “at scratch jockeying for place.” 

Hosiery as a gift will be accepted in proportion 
to the amount of enthusiasm which is injected into 
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the presentation of it. It requires more thought in giving than the 
ordinary gift, but that doesn’t prevent its being a natural choice. 

The gift certificate, Christmas wrappings, boxed combinations, etc., 
are part of the selling but the advertising must be given to the 
development of the thought. 

Christmas ads on hosiery have a peculiarity all 
their own. Men readers are interested in women’s 
hosiery, women are interested in men’s hosiery. At 
least the reader of each ad at this time is inclined to 


look at the matter from an impersonal point of view. 
Copy for Ads Illustrated. 


For Women’s Hose—The Modern Gift 


"Member howthe wool stockings grandmother used to knit kept out the 
Christmas weather? 

Our ribbed lisle sport hose for women or silk and wool sox for men are 
what modern grandmothers are giving the family for Christmas. 

Say Merry Christmas with a gift of stylish hosiery. 

Special Christmas Combinations now on display. You must see them 
to form an opinion of their desirability for gifts. 
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PurcHasE Now WHEN Stocks ARE CoMPLETE 


For Women’s Hose—The Christmas Stocking 


The Christmas stocking has been the symbol which thrilled the hearts 
of children from time immemorial. Childhood’s memories linger. The gift 
of quality hosiery is received with enthusiasm. 

What woman can resist the charm and beauty of our silk hosiery, the 
comfort of our silk and wool mixture, the smartness of our ribbed sport 
hose? 

From among your acquaintances it will be easy to pick those whom you 
know will appreciate your thoughtfulness by such selections. 

You are not limited, either. Log Cabin browns, nude, taupe, field 
mouse, autumn, cinnamon, thrush, all colors that appeal to your friends. 

Before the rush is the time to select such rare gifts. 


For Men’s Hose—A Good Way 

Make it hosiery. It’s one gift that you can take care of right now with- 
out any trouble. 

Bring in your list today, and we'll go over it together. It’s surprising 
the number you can take care of with a gift that’s distinctly different. 

W hen it comes to beauty, quality, style and utility there are few things 
that offer so much. 

Had you thought of it that way? Then, come in. We'll help you before 


it’s too late. 
For Men’s Hose 
Cheer up! Christmas is a time of joy. Don’t worry over that 
SRMEMET 8 shopping list. Step in! 
Our hosiery department will furnish you with just the gift you 
want for everybody. 
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Full-fashioned chiffon in one of the new shades from the Artcraft 


Silk Hosiery Mills 
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Another full-fashioned chiffon in a new pastel shade from the 


Propper Silk Hosiery Mills 


New Nude Shades Appear in High Styles 


BOUT the only change in 
A the style trend during the 
past month, as far as silk 
hosiery is concerned, is a growing 
emphasis on the vogue for nude in all 
its variations. It has got so now that 
smart women are wearing practically 
no other color in hosiery, and the 
shops catering exclusively to the 
smartest trade are having no call 
for the more staple colors. 

The nude shades in vogue vary 
all the way from a light flesh to a 
deep beige or light tan. The newest 
colors have for the most part a pink- 
ish tinge, which intensifies the flesh 
effect when they are worn on the leg 
—for these colors are favored alto- 
gether in sheer hosiery. This domi- 
nating vogue for nude effects is in- 
dicated by the names of the newest 
shades, which include such terms as 
rose saumon (salmon pink), beige 
Regnault (beige with a pinkish 
tinge), sunburn, rougeur, blush, 
dawn, peach and freckles. 

It must not be inferred that the 
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staple colors are not selling. On the 
contrary the big volume of sales is still 
being done in black, dark brown and 
medium gray. But these darker colors 
are not being favored just now by ultra 
smart women. And as the dominant 
style in fashion centres today is likely 
to become the accepted popular style of 
tomorrow, it is not at all improbable 
that demand for the nude and light 
tan shades will spread rapidly during 
the next few months. 


AS it is, there is much disappoint- 
ment being felt by those who 
counted upon black and dark brown 
—especially the former—being un- 
precedentedly big this season. Black 
is always a leader, of course, but it is 
not as strongly in the forefront from 
a style point of view as it was ex- 
pected to be. This, notwithstanding 
the fact that black and white in 
combination are very much the 
vogue for costumes. But with these 
costumes smart women wear nude 
or near-nude stockings—particu- 


larly in the pinkish tan shades al- 
ready mentioned. 


LL this goes chiefly for sheer 

hose, which smart women wear 
most exclusively. When it comes to 
the medium-weights, black and 
brown are in the lead, with gray also 
well represented. The medium- 
weight silks, principally with cotton 
tops and feet, are the big sellers from 
a volume standpoint. But it must be 
emphasized that they cut little ice 
from a style standpoint. 

This difference was brought out 
very strikingly in the course of a 
visit paid by the writer last week to 
two prominent New York shoe 
stores, one of which caters to an 
exclusive trade and the other to a 
popular-priced trade. In the former 
it was stated they are getting no call 
for black or medium-weights, while 
in the latter it was stated that black 
in medium weights is their big 
seller. 

(Continued on page 123) 
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Announcing a NEW ADVERTISING 
AGENCY for 


GOTHAM 


INVISIBLES 


ratenvtea Nov. 7, 1922 








N or about November Ist, the firm of J. 
Frost and Boreas will play an important 
part in the advertising of Gotham Invisibles. 


These two gentlemen are proprietors of 
what is probably the most persuasive system 
i of merchandising known. Their method is to 
lurk on street corners, or to come boldly out 





into the avenue and seizing ladies, young or 
old, by the legs, they run them right into 
b your store to buy Gotham Invisibles. 





All you need to do is have the Invisibles. 
Gotham Invisibles will be advertised in news- 
papers and elsewhere, but we are placing a 
of good deal of confidence in the activities of 
. 1 Mr. Frost and Mr. Boreas. 


Gotham Invisibles, you know, are the new 





ft a flesh colored, knee to ankle spats which are 
: —h a worn beneath silk stockings. They are made 
4 ( A of finest worsted and keep legs warm in the 


coldest weather. 


° 


Write to us now for your supply. The re- 
tail price is $1.00 per pair, and the wholesale 
$8.00 per dozen. Terms net 30 days. 


oo - 8S 


ad 


GOTHAM SILK HOSIERY CO., Inc. 


Sole Distributors 
516 Fifth Avenue, New York 


= BP Fe Oo CO BR 


GOTHAM 


GOLD S1 RIPE, 


REG.U.S.PAT. OFF. 
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The style illustrated is 
a work of art in the 
making of hosiery. 
The open-work clock- 
ing is hand done—a 
beautiful design in 
Italian drawn work. 
To order an assort- 
ment of sizes ask for 
style Number 2550. 





J Me Selection Of a Hostery Line 


is one of the most pressing problems of the shoe merchant today. 


The first consideration is Quality. The second is Uniformity. On these points 
consider ROLLINS HOSIERY. It has a quality reputation second to none—a 
reputation sustained and steadily increased over the period of thirty years 
that this dependable line has been on the market. 


There is an advantage to you in dealing with the makers direct—and an 
assurance of unvarying quality in featuring the product of one mill. 


ROLLINS national ads appearing in such mediums as the Saturday Evening 
Post, Pictorial Review, Good Housekeeping, McCalls and American Legion 
Weekly, as well as ROLLINS dealer helps, are all live salesmen for you—yet 
they are on our payroll. 


If you are thinking of putting in an initial stock of hosiery, write 
us for particularsof ROLLINS SHOE STORE ASSORTMENTS 
at $346.50 and up. 


ROLLINS HOSIERY MILLS 
: DES MOINES, IOWA 


ROLLINS 
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He Knew Nothing About Hosiery—But 
Sold $2000 in “IT'en Months 


ecAnd This Was Done in a Town of 8000 with Seven or 


ET’Ssuppose that your store is 

in a comparatively small place 

that you cannot afford to pay 

the salary of an expert to install and 

run your hosiery department and 

that, although you feel you could 

sell hosiery, yet you know next to 
nothing about it, then 

How are you going to decide what 
to buy? 

How much to buy? 

How frequently to buy? 

These were the questions con- 
fronting H. E. Coates, manager of 
the retail store conducted by Dun- 
ham Brothers Company in Brattle- 
boro, Vt., when, in March, 1922, he 
concluded that he must fall in with 
the trend of the times and put in ho- 
siery. During the first ten months, 
or until January of 1923, his total 
sales were considerably in excess of 
$2,000 and he turned his stock about 
three times. Brattleboro, remember, 
has a population of about 8,000 and 
there are seven or eight other stores 
in town handling hosiery. 


5 gee I have a single track 
mind,” says Mr. Coates, “but 
it seemed to me obvious, among 
other things, that people to whom I 
could reasonably expect to sell ho- 
siery were the same people to v hom 
I could reasonably expect to sell 
shoes—that if they liked staple 
shoes, for instance, it wasn’t likely 
they would take kindly to extreme 
hosiery styles—or that if they were 
in the habit of paying no more than 
$5 for a pair of shoes, they would 
look with favor on $4 chiffons. Any- 
way, right or wrong, that was where 
I started and it established the first 
principle I’ve been working by: 

“It is not enough that shoes and 
hosiery should harmonize on the foot. 
There must also be a harmony of grade 
or quality in the store. 

“That’s how I decided what to 
buy and it remained only to connect 
with a firm which could give me 
what I thought I wanted and make 


Eight Competitors 


quick deliveries because, like every- 
one else these days, I’m not buying 
any more than I actually need for a 
few weeks ahead. 

“I put in a line of full-fashioned 
silks in a range of colors which the 
salesman told me were being worn 
with the shoes I had. I found out 


H. E., COATES 


Who, as a manager of Dunham Brothers’ 

store in the small city of Brattleboro, Vt., 

evoloed the practical theory that hosiery 

and shoes should harmonize in grade as 
well as in color and pattern. 


from him what hosiery sizes went 
with my best selling shoe sizes and I 
bought a few more of those sizes 
than I did of the end sizes. Just like 
the shoe game—see? Then I bought 
some plain lisles for the women to 
wear with their comfort shoes 
around the house and some ribbed 
lisle moderate sport effects for the 
young girls and for such of the sum- 
mer tourists who might happen to 
come up here without any. My total 
initial investment was in the neigh- 
borhood of $200. 

“That established my second 
principle—start small, don’t buy 
high styles. (I’m talking about the 


small-town merchant now), until 
you have learned the game; and see 
that you don’t accumulate a lot of 
end sizes right off the bat. 


eo problem of how fre- 
quently to buy settled itself 
automatically. At the end of every 
ten days, I took inventory of my ho- 
siery stock and re-ordered on the 
good-selling numbers in a quantity 
sufficient to bring my stock up to 
its original level. Slow-moving num- 
bers I forgot about for another week 
and then, if they still moved slowly, 
I marked them down and sold them.” 
There’s one thing Mr. Coates and 
his head salesman, Alvin T. Bow- 
man insist on and that is that their 
men sell shoes first and hosiery 
second. “Don’t talk hosiery until 
the shoe sale is completed,” he says. 
“Hosiery is a profit-maker, to be 
sure, but it’s not the whole show. 
Anyway, it’s easier to sell that way, 
because no woman or man either, 
can be sold hosiery by suggestion 
until his or her shoe wants are satis- 
fied. Of course, people sometimes 
drop in for hosiery at times when 
they don’t want shoes and such 
sales are pure velvet, but the chances 
are ten to one that they knew about 
our hosiery because they came in at 
some time or other to buy shoes.” 
Mr. Coates’s hosiery stock record 
is the same as hundreds of others— 
simple and efficient. There’s a sheet 
ruled just as it is for his shoe stock 
record system. Sizes of hosiery are 
listed in a horizontal line just as the 
shoe sizes are listed. In the vertical 
column at the left of the sheet, the 
column ordinarily devoted to widths 
of shoes, however, is listed the stock 
number of the hosiery. Thus one 
sheet can accommodate quite a lotof 
hosiery numbers because no widths 
have to be entered. Entries are made 
daily from sales slips on the stock 
record and this is verified by the in- 
ventory taken at ten-day intervals 
just before re-orders are placed. 
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HOSIERY 


A\ SALE OF GORDON HOSIERY insures a satis- 
fied customer—one who will come back to 
you for further purchases, and not buy just 
any kind of stockings from anyone who hap- 
pens to be in the hosiery business. 
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Gordon builds confidence in the store that 
handles it by its excellence in style and long 
wearing qualities. 


This excellence of Gordon Hosiery is made 
possible only by the Brown Durrell Com- 
pany’s manufacturing ideals, their selection 
of best quality raw materials, Gordon speci- 
fications and rigid inspections. 
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BUYING 
DIRECT 


Every number of Gordon Hosiery is made 
in one or more of the mills which are affili- 
ated with the Brown Durrell Company. For 
instance, the Gordon H300 mill makes this 
famous number exclusively, and the ideal 
conditions in this mill are not duplicated 
in any other mill in the world. 
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When you buy Gordon Hosiery you buy 
direct from many mills which are especially 
adapted to meet the rigid Gordon specifica- 
tions. When you carry Gordon Hosiery it 
is not necessary to overstock, for the Brown 
Durrell Company’s unequalled service to 
merchants means that we carry reserve 
stocks larger than any single mill can afford. 


—s 





BROWN DURRELL COMPANY | 
~ —— Forest Mills ears” 
ew ior oston 


11 West 19th Street 104 Kingston Street 








Issue of November 3, 1923 

















fy DOE 
s sith HOSE 


c= | apes | 
Log Cabin 


Sell Sohntex by the Box! 


J. Ooze This is the time for shoe merchants to plan for the 
F = Mouse Christmas Season. 
Coramel 
ara 
Af. Brown Let us show you a unique plan which will give you a 
— big volume of profits this holiday season. 
1 
Indian Skin Retail shoe merchants everywhere find SOHNTEX 


Cordovan 


Bronze SILK STOCKINGS giving excellent satisfaction to custom- 
— Brown ers, and a steady profit to themselves. 
ya 


Ci 
_— No. 222—A full fashioned pure dye dipped chiffon, 


Hazel eight-inch lisle top, silk foot. Per dozen $15.50 

— also — 
Fr. Silver No. 1100—Fine all silk guaranteed pure dye in- 
F Ses grain, full fashioned chiffon stocking. Top edge with 
— BLUE. Colors to match or contrast with your 


Peach 
‘Silver shoes. . Per dozen $24.00 


Gold 
Dawn 
7. 4. We will gladly submit samples upon request. 
Gun Metal 
Thrush 
Beige 
Mooresque - 
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SOHN HOSIERY CoO. 


1140 BROADWAY 


te, NEW YORK CITY 


Quality MILLS BELLEVILLE NEW JERSEY 
Economy 


Durability 
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What Percentage of Total Store Expense 
Is Chargeable to Hosiery? 


GOOD method of determin- 
A ing mark-up on hosiery is one 

of the problems confronting 
every shoe store which maintains a 
hosiery section. The difficulty lies in 
apportioning the expense of main- 
taining the section. Practically every 
hosiery section in a shoe store has 
been introduced as a sort of after- 
thought. As a rule it has added little 
to the overhead of the store as a 
whole. Consequently it is practically 
impossible to determine what pro- 
portion of the store’s fixed overhead 
should be charged against the 
hosiery section. Furthermore, shoe 
stores carry hosiery not only for the 
sake of the extra profits to be made 
therefrom, but also as an additional 
convenience which is likely to stimu- 
late the business of the store as a 
whole. This makes it additionally 
dificult to determine what pro- 
portion of the total store expense 
should be borne by the hosiery 
section. And as a matter of fact most 
stores make no attempt to figure it 
out. 

In many stores doing a 
business of say, $125,000, 
where possibly 10% of that 
amount is done in hosiery, 
only a comparatively small 
amount of the entire main- 
tenance of the store is 
charged against this de- 
partment. It is almost im- 
possible to determine how 
much additional expense, if 
any, is incurred because of 
the hosiery section. A fixed 
charge, usually a nominal 
sum, is made against it for 
overhead, rather than an 
actual proportion of the 
rent, light, porters, sales- 
men, delivery, advertising 
and all the other items that 
enter into the running of 
the store. 

On a recent investigation 
tour of a number of retail 
shoe stores in this class by a 
representative of the Boot 
and Shoe Recorder, it was 
found that in nearly all 
Instances the hosiery de- 


Per Cent Profit 


on Cost Price 


partment is confined to about eight- 
een or twenty feet of counter space 
at the right or left of the entrance. 
This space ordinarily would not be 
used for the sale of shoes, the loca- 
tion being unsuited to fitting chairs, 
since it is too near the entrance, and 
for these reasons does not take any 
appreciable space or profit from the 
shoe section. This was given almost 
universally as the explanation for 
the failure to charge a fixed pro- 
portion of the rent and other ex- 
penses against hosiery. 


HE basis for determining mark- 

up, of course, varies greatly 
with different establishments. In one 
case, instead of a nominal fixed over- 
head, all the expenses are charged 
pro rata with the exception of rent 
and advertising. Rent is not in- 
cluded, since the space allotted the 
hosiery counter is not readily avail- 
able for any other use. The advertis- 
ing space devoted to the section is 
not considered, because of the com- 


Handy Table to Make Figuring 


Mark-ups Easy 


Per Cent Profit 
on Selling Price 
Per Cent Profit 
on Cost Price 
Per Cent Profit 
on Selling Price 
Per Cent Profit 


on Cost Price 
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Per Cent Profit 


paratively small amount used and 
the difficulty of determining the 
value of the advertising as distinct 
from the advertising of the store as a 
whole. The expenses which are pro- 
rated include such items as light, 
salespeople, delivery and so forth. 
Several representative stores 
charge approximately 20% on retail 
as the hosiery department’s over- 
head, and figure on a net profit 
of about 8% as a fair return on their 
investment. This comparatively 
small profit is worth while, since it is 
the object of the department mana- 
gers to insure a rapid turnover. 
Rapid turnover is necessary, not 
only in order to keep down the profit 
percentage, but also to provide fresh 
stocks frequently. There is the con- 
sideration of keeping abreast of the 
styles, particularly in this day when 
colors are constantly changing. The 
present season has brought out 265 
distinct shades, exclusive of black, 
twenty-five of which are selling in 
quantity. A good wide-awake man- 
ager will not allow his 
stocks to become stale. 


eee gradesof stockings 


were found to comprise 
the bulk of sales with most 
houses, averaging as much 
as 70% of the total in many 
instances. These grades, as 
most merchants know, are 
the medium and sheer all- 
silk stocking and the me- 
dium and sheer silk with 
lisle top and toe. In view of 
the large turnover in these 
lines, merchants are satis- 
fied with a gross mark-up of 
about 31-32%. Figuring a 
nominal charge of 20% for 
overhead, and making al- 
lowance for returns, mark- 
downs and stock depre- 
ciation, this is found to work 
out at an average net profit 
of about 8%. Fancies, 
naturally, call for a slightly 
larger margin of profit, since 
turnover is notso great. The 
average mark-up on these 
specialties is 33 to 35%. 
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"How to handle 
unfair competition 


N recent years the hosiery peddler business has grown by leaps 
and bounds. Unfortunately there has grown up with it the prac- 
tice of selling as full fashioned hosiery which is not full fashioned. 


Peddling in itself may be perfectly legitimate. Any woman has 
a right to buy her stockings from a peddler if she wants to. Any 
storekeeper has a right to sell whatever kind of hosiery he wishes. 
Such competition is often healthy and stimulating. 


But it is manifestly unfair to pass off imitation full fashioned 
hosiery upon a public which believes it is getting true full fashioned 
hosiery. It is right at this point that the retailer is at a disadvantage 
for most such unscrupulous selling is peddler trade. 


Obviously such a condition could not exist if the public was 
educated to know the difference between full fashioned stockings 
and other types. It is due to the indifference or ignorance of the 
purchaser that the retailer has to face this unfair competition. 


The only way to overcome the evil is to educate women to buy 
with discrimination. 

Full fashioned stockings have certain features which make them 
fit and look better than other kinds. They are actually shaped in 
the knitting to conform to the natural curve of the leg, heel and 
toe. This shaping is permanent and will last as long as the stockings 
last. It won’t wash out or stretch out with wearing. 


There is one very easy way to distinguish full fashioned stockings 
i. e. the one infallible test illustrated on the opposite page. 


Fight unfair competition with the one infallible test. 


It is so simple that women can easily be taught to make it. Have 
your clerks learn it and have them show it to their customers. 


This educational work is one important step towards increasing 
your hosiery department through larger volume on higher priced 
goods, and through satisfied, established customers. 

A durable, practical, good looking chart illustrating the one in- 
fallible test—to hang up in your hosiery department—can be ob- 
tained from the Full Fashioned Hosiery Guild, Inc. Consumer 
folders telling the same story are also at your disposal. Both are 
free. If you have not already received them write at once for they 
are sO expensive to prepare that the number is limited. 


Jail Jshione Hosiery Guild: Ine 


OF AMERICAN MANUFACTURERS 
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Teach your clerks to show 
your customers The One 


Infallible Test 
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Another fashion feature 
~~ the toe 
Look for the diamond 


point. All full fashion- 
ed stockings have this. 


) Spetowe fashioned hose are shaped in the 
knitting to conform tothe natural curve 
of the leg. Part of the threads are dropped 
or bound off to narrow the hose at the ankle. 
Always look for this narrowing and the 
fashion marks which are evidence that the 
number of threads have actually been re- 
duced to accomplish the desired shaping. 
Full fashioned shaping will not wash out. 
This shaping is the one infallible test of 
full fashioned hose. 


119 


also the heel 


Full round box heel 
found always in full 
fashioned hose. The 
only comfortable heel. 
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Lace Clocks 


Chiffons 


Novelties 


Heavy Silks 


Samples gladly 
furnished 
on request. 
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At Chrstmos 
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The RIGH T -Merchandise 
—at the RIGH T Price 
—at the RIGH T Time 





The Christmas season offers a great opportunity to retail shoe merchants to 
profit in a large way on their hosiery stock. We are now offering the right 
merchandise at the right price for the Christmas trade. The following numbers 
make excellent gift stockings: 


Paris Lace (locks 


A Large assortment of patterns all over silk full fashioned, at 
$24.00 per dozen 
Same with lisle top, at $21.50 per dozen 


We are also prepared to make prompt deliveries on a LACE CLOCK 
CHIFFON in popular shades in two beautiful patterns. 


Chiffons 


We have just added a new number to our line—904. This is positively 
an extremely high class pure dyed chiffon as fine as can be produced. 
All silk in all the smart fall shades. Price $21.00 per dozen 


Our No. 1207 Chiffon—8 inch mercerized top with a silk foot needs no 
introduction; the finest on the market at the price. All leading Colors. 


Price $16.50 per dozen 


Heavy Silks 


No. 712—A genuine 12 strand all silk stocking in all ~¥y s hades, at 


al $22.50 per dozen 
No. 526—Also a genuine 12 strand silk stocking but with a lisle top 
and foot, in all popular fall colors, at $16.50 per dozen 


We have newspaper matrix of advertising cuts for our Nos. 918 and 925 chiffon 
clocks, which we will gladly furnish if you are disposed to use them in advertising 
infyour own local newspaper. 
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Apparently the fixing of a nominal 
charge of 20% for overhead against 
the hosiery section, allowing three or 
four per cent for losses, and basing 
the mark-up on this estimate is 
about the most convenient method 
for the average store. At least it has 
been found to be an easy and prac- 
tical way of determining the mark-up 
by those stores which have tried it. 
A charge of 20% for overhead may 
be a bit high; but if the department 
proves a money maker on this basis, 
so much the better. 


Or COURSE, whoever runs the 
hosiery section may complain 
about having an arbitrary charge 
made against it, particularly if the 
charge seems high. In this case the 
only thing to do is to take the dif- 
ferent items of store expense and 
pro-rate them. If the hosiery section, 
for example, occupies 10% of the 
store space, it may be charged with 
10% of the rent. Similarly the store 
management might decide that 10% 
of the window display and advertis- 
ing space shall be devoted to hosiery, 
and charge the hosiery department 
accordingly. It would be more diffi- 
cult to apportion the right charge for 
such items as light, delivery, insur- 
ance, taxes, etc., andthecharge would 
have to be more or less arbitrary. 
The actual cost of delivery could, 
of course, be figured out, but it is 
hard to see how the hosiery depart- 
ment’s proper share of such things 
as light, heat, insurance and taxes 
could be determined. It could be 
figured on the percentage of gross 
turnover. For example, if the entire 
store does a business of $125,000 a 
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the right is of lisle with jacquard pattern in spun silk, 


/ 
‘ 
' 
\ 
Sport hose for winter, both North and South. The one to 
from the line of the Krueger Tobin Co., New York. 
' 


year, and 10% of this is done in 
hosiery, the hosiery department 
might be charged with 10% of the 
total expense of the items men- 
tioned. But even this would be 
arbitrary, because the turnover of 
the hosiery section might be pro- 
portionately much greater or much 
smaller on the stock investment 
than the turnover of the store as a 
whole. 

The actual selling expense of 
the hosiery section can, of course, be 
determined quite easily, since as a 
rule the hosiery is sold by one or 
two people who sell nothing else. On 
the other hand the shoe salespeople 
may—and certainly should—con- 
tribute to the sales of the hosiery de- 
partment, so that in strict justice, 
part of their salaries should be 
charged to the selling expense of this 
department. 

On the whole it seems impossible 
to arrive at a scientific ratio of ex- 
pense for the hosiery section of a 
shoe store. And under the circum- 
stances it is probably best to follow 
the example of the stores referred to 
above, and fix an arbitrary charge 
of 20% on retail as the expense of 
the department. Allowing three or 
four per cent for losses, this will give 
a fair, practical basis for mark-up. 


OR the benefit of those who may 

be in the habit of figuring their 
mark-up on cost and not on retail 
selling price, we give here, through 
the courtesy of the Dry Goods 
Economist, a table showing how to 
convert percentages on cost into 
percentages on retail, and vice 
versa. 
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Telling Points You Can Make 
in Pushing Hosiery at 
Christmas Time 
(Continued from page 107) 


When the average man thinks of a 
present for his wife or sweetheart or 
sister or daughter he thinks of 
jewelry or fur coats or something 
equally extravagant. But he can’t 
afford such extravagances, and con- 
sequently he is stumped. Perfume 
and candy suggest themselves, but 
he feels that he should get some- 
thing less trifling and more per- 
manent. Silk hosiery fits his case 
perfectly. It is pretty, it is always 
welcome, it does not look cheap and 
still it is not too expensive. And 
consequently the shoe salesman 
who suggests silk hosiery as a 
Christmas gift to his men customers 
will probably find that he has 
aroused a responsive and grateful 
chord in a considerable proportion 
of them. 


i is particularly desirable that silk 
hosiery for gift purposes should 
be put up in attractive Christmas 
boxes, because the outward appear- 
ance of a gift means almost as much 
as its intrinsic value. If a man 
brings home a pair or a half dozen 
pairs of silk hosiery in an envelope 
or a paper wrapper it doesn’t make 
the same impression as if it is done 
up in a pretty box—it does not seem 
so valuable, so much like a gift. 
And a merchant will certainly find 
that he can sell much more hosiery 
for Christmas if he will put it up in 
pretty boxes. 
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ote Mg because they are beauti- 


f ful! And again because their beauty 

is a source of everlasting satisfac- 

tion. Not even time can rob P HIL- 

No. 315 ADELPHIA GOLD SEAL Silk 

sonal sik Perks ta Stockings of their rich lustrous 
je pe od “ superb value. In beauty!” 


all color 


\\ JE want you to know the 
quality that, for 34 years, 


has made PHILADELPHIA Qua : , 

GOLD SEAL Silk Stockings lity first SUMe 1889 
first choice among America's 
finest merchants. 














We want you to study the 
smooth even texture,—to see 
and feel the rich lustrous 
finish. 


If your customers will pay 
two to seven fifty the pair for 
fine silk hosiery,—there is an 
opportunity for bigger busi- 
ness and better business in 
PHILADELPHIA GOLD 
SEAL Silk Stockings. 


You be the judge of value 
PHILADELPHIA 


GOLD SEAL 
Silk. Stockings 


Philadelphia Knitting Mills Company 
Sixteenth St. and Indiana Ave 
Philadelphia 
New York Office: 1270 Brcadway 
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All-wool golf stockings made in this country. Patterns shew a wide variety—with distinctive 


New Nude Shades Ap- 
pear in High Styles 


(Continued from page 110) 


peng eee up the demand for 
silk hosiery generally, it seems 
that the leading styles in the order 
of volume sales are medium-weights 
with cotton tops and feet, chiffons 
with cotton tops and feet, all-silk 
chiffons and_ ll-silk, medium- 
weights. We do not mean that this 
is the experience of individual stores, 
for there is a considerable variation 
in the experience of different stores. 
But this appears to be about the 
average experience. 











tops. From the line of the Sulloway Mills. 


In the medium weights, as al- 
ready noted, black and dark brown 
are the leading colors, while in the 
chiffon weights the whole call is for 
the nude and light tan shades. Nov- 
elties are in little demand, with the 
exception of lace clocks, which are 
quite big. These are wanted chiefly 
in black hosiery, but they are also 
seen to a considerable extent in the 
lighter shades. 


ULL-FASHIONED silks seem 
to be having the advantage over 
the mock-seam types, and the cam- 
paign being conducted by the Full- 
Fashioned Hosiery Guild appears to 
be having the effect of bringing them 





more prominently into notice. When 
it comes to the more popular-priced 
lines, however, the mock-seam 
grades show up strong. This is par- 
ticularly true of artificial silk and 
thread silk mixtures which can be 
retailed profitably at about $1 a 
pair. There is a good market for this 
grade of hosiery, and it is said to be 
selling in large volume. 

Wool and wool-mixed hosiery has 
surprised the trade by showing up 
much stronger than was expected 
some time ago. There is now a con- 
siderable demand for this type of 
goods, particularly silk and wool- 
mixtures in sports effects. 


4 horizontally banded lace pattern an unusual lace front stocking, and an elaborately designed clock on a stocking knitted in a lace net effect from 


the line of Onyx Hosiery, Inc. 
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Your Customers Will Know 
and Re-Order Hollywood Hose 


By a special process all Hollywood Hose 
is indelibly stamped inside the hem. 
This inconspicuous stamp will last for the 
life of the stocking. 


This means that the women who are sure 
to be pleased will return to your store for 
similar hose. 


For the Jobber: Stock on hand. 
For the Retailer: Quick turnover. 
lors: For the Consumer: 
Co Wear, style and perfect fit. 
Black, white, gun 


metal, cordovan, 
seal, nude, fawn, 


cinnamon, silver : 
grey, beige, mode, OL I @® 
otter, pearl grey, 
medium grey and S 


log cabin. 
REG, U.S, PAT. OFF, 
GUARANTEED FULL-FASHIONED 


“* Your Jobber Can Give You Service’’ 





Harrington & Waring 
New York City 
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An Ideal Gift 





Gold Striped 


design 


Gift Package 


A special Christmas assortment in each box— 











Silk Hosiery makes an ideal gift, especially to children. It is 
appreciated by the giver who feels that the gift will serve a useful 
purpose. 

It is appreciated by the receiver of the gift and the parents 
who recognize the thoughtfulness of such a practical present. 

We will pack two pairs, according to your choice, of any of the 
following numbers in any two colors in our gift box illustrated 
above. 


Style No. 10—Infants’ Silk Twisted 1 x 1 rib, 4 to6%.................. 

Style No. 11—Infants’ Silk Plaited 1x 1 rib, 4 to6%................... 

Style No. 12—Infants’ Silk Plaited 5x1 rib, NS oa, 6p me heen eee 

Style.No. 15—Infants’ Silk Twisted 5 x 1 rib, 4 to 6%. . parahecuis aeka 
White, Pink, Sky, Champagne, Black 


Misses’ 702—Misses’ Silk Twisted 6 x 3 rib, 6 to 10 we eeeees+-«. $10.50 dozen 

Misses’ 703—Misses’ Silk Twisted 1 x 1 rib, 6 to 10..... eres ss 

Misses’ 704—Misses’ Silk Plaited 1 x 1 rib, 6 to 10.. OEP T TEE Tee 

Misses’ 705—Misses’ <— Plaited 6x1 rib, 6 to 10.. a 
White, Black, Gray, Beige, Champagne 


This new gift packing is good not only at Christmas, but at all 
times during the year, for OSN and holidays. 


orP OSNE R's 
H 0S | ERY Each pair 


Specialists packed sep- 


in Children’s Our hosiery is built to uphold ; 
Footwear two reputations, yours and ours. arately in 


for 38 years ‘DR. A. POSNER SHOES, Inc. a glassine 


envelope 





Executive Office 


140-142 WEST BROADWAY 
NEW YORK CITY 


Factory — Roebling and Hope Sts., Brooklyn 


The only house specializing in children’s shoes exclusively 
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Colors: 


Gunmetal 
Silver 
Rembrandt 
Autumn Brown 
Blond Tortoise 
Pearl 

Rose Gray 
Golden Rod 
Poppy 
Geranium 
Cinnamon 
Moresque 
Albino 

French Nude 
Mandalay 
Black 

Sand 

Medium Gray 
Log Cabin 
French _Gray 
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of silk “Hose — 


Beautiful Chiffon hosiery—made of 
the finest silks, full-fashioned, sheer, 
with a sparkling lustre, stockings that 
every woman will admire, and want, 
that's— 


DUBBELIFE 


In addition to its appearance, “DUBBELIFE” 
has another virtue in its wearing qualities. All this 
hosiery is specially treated with Keepit to give 
extra wear. 


Through an actual test conducted by the United 
States Testing Company, it was proven that all 
hosiery treated with Keepit wore from two to four 
times longer than untreated sheer hose. 


On the basis of this test we have named our entire 
line “-DUBBELIFE” and can safely guarantee that 
the life of our hosiery will be twice that of the 
ordinary chiffon stocking. 


No. 269 “Dubbelife’’ Chiffon Stocking is a five- 
thread, dip-dyed full-fashioned all silk stocking and 
is available’in the colors listed. 


LANSDALE SILK HOSIERY CO. 
Lansdale, Penna. 


A. L. ULLMAN, Sole Selling Agent 
267 Fifth Avenue New York City 





‘| ough ened jor Wear 
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™ NEW IMPROVED No. 699 


Progressive Hosiery manufacturing methods call for occasional changes, that the needs of your 
customers may be cared for more efficiently. 


Such a change has just been made in No. 699, so that today finds this IRON CLAD style for men 
QO, produced on entirely new machines. 


This improvement gives you the same Reliable No. 699, At your request the IRON CLAD salesman in your 
only produced in a more beautiful fabric, and made on territory will call and show you dozens of interesting 
finer gauge machines. One big feature your customers will hosiery styles, —including No. 699, which is made of 
appreciate in the Improved No. 699 is the clean-cut seam, pure silk, with a mercerized lisle ribbed top, a high 
City which leaves no loose ends where the silk is joined to the spliced heel, double sole and extended toe. Priced at 
smooth seamless double sole. $6.50 a dozen. 





No. 699 HG Hunter Green. .. . $6.50 
No. 699 AB African Brown.... 6.50 
No. 699 CB Cordovan Brown.. 6.50 
No. 699 N Navy 


COOPER, WELLS & CO. 


250 Broad St. St. Joseph, Mich. 


No. 699 B Black 

No. 699 W White 

No. 699 PB Palm Beach 
A No. 699 G Gray 
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S-T-R-E-T-C-H-I-N-G 


profits across the 
winter months 


Style No. 1922B 
Silk and Wool Ribbed Top 


A sensible and profitable silk and wool stocking to 
meet all requirements. Fashioned leg. 
Top stretches to aj28 inch circumference if required. 


Solid Colors: Black, cordovan, Russia calf, navy 
blue. Mixtures: Black and white, black and cordovan; 
beige and white, camel and white, royal blue and white. 


Price: $16.50 Per Dozen 


Terms: 1/10 Net 30 Days, f.o.b. New York 
Sample Shipments on Request 








FREUND & BRICKMAN 


SOLE DISTRIBUTORS 


HOSIERY 
212 Fifth Avenue New York City 














CHRISTMAS 


LENOX HOSIERY SOLVES YOUR 
CHRISTMAS SELLING PROBLEMS! 


We are now offering a variety of 
exquisite lace clock patterns for 
the holiday trade. 


These are exceptionally fine all 
silk full fashioned stockings, 
ORIGINALLY MADE TO 
SELL AT A HIGHER PRICE. 
Colors: Black, White, Brown, Cor- 
dovan, Beige, Silver and Grey. — 
at $24.00 per dozen. 


Samples gladly furnished on request 


LENOX HOSIERY CO. 
1123 BROADWAY 


NEW YORK, N. Y. 


| ‘Lenox Brand”’—fast growing in popularity | 


X-RAY 
Silk Hosiery 


The National Hosiery X-Ray Machine is your 
Emblem of a Perfect Hosiery Department 











The National Hosiery X-Ray Machine practically exam- 
ines, scientifically inspects and completely X-Rays one 
pair of silk stockings at one operation in 30 seconds. A 
customer wearing rings requires an average of 4 minutes. 


Shows all drop-stitches, knots, holés, or other defects instantly. 
Tests the strength of the full fashioning or the mock seam. 
Insures every customer a perfect pair of hose. 


Eliminates the customer's “‘finger ring’ examination and oft times 
the consequent thread catch. 


Protects you from paying full price for irregulat hosiery, which if 
-Rayed, can be returned for credit. 


Defective hosiery loses many customers and when returned fo the 
dealer is a total loss to the store. 


The National Hosiery X-Ray Machine will save you its cost price 
nearly every day. Positively every week. 

Costs nothing to operate, cannot break, always ready for use. 

X-Ray silk hosiery for your customer's benefit and satisfaction and 
you will eliminate entirely refunds on defective hosiery returns 


The National X-Ray occupies one square foot of counter case 


Price $18 NéGMS Lasts 18 Years 


AGreat Advertising Feature for Every Hosiery Department 


NATIONAL HOSIERY X-RAY CO., Ine. 
P. O. Box 879 Tulsa, Okla. 


Patents and Trade Marks protected in U.S. A.. Canada and Europe 











Issue of November 3, 1923 








lovember 3, 1923 


BOOT AND SHOE RECORDER 











Calf, suede, top grade 


Side leather, black, top grade 
Genuine buck 


Elk, heavy side 

Elk, for sport shoes 

Elk. colors, best fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medi 

Kid, medium, black 

Kid, cheap 

Chrome, patent sides and kip 
Patent kid 


No. 1 oak bends, finders’ use 


No. 1 


lye for upper leather 
. A. hides for sole leather 








Calf, smooth colored, top grade 
Calf, smooth, black, top grade 
Side leathers, colors, top grade 


No. 1 oak bends, shoe mfrs.’ use 


Native steers, as used in scle leather, 


Heavy Texas steers, for sole leather 
Light native cows, for side u per leather 
Branded cows, for light sole leather 

No. 1 buffs for. heavy upper and side lea. 
Chicago City calfskins for fine 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


White buck, top grade (side leather). . 


Sole Leather Price Per Pound) 
$0.32 @$0.33 $0.56 @$0.58 $0.34 
..@ .36 2@ .. 46 
92@ .95 


98@ 1.05 
1.15@ 1.25 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 

% =: $0.52. @$0.55 

18 ..@ .50 

..@ 62 

-.@ .50 

45@ .50 

.80@ 1.02% 

80 


.65@ 
A2@ .26 
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Anticipate Upward Trend in Leather Values 


meeting of the Tanners’ Council in 

Chicago last week that leather values 
had reached their lowest point, and any 
further developments in the market would 
be likely to show an upward trend. While 
it was admitted that trading was far from 
what it should be, there were favorable 
indications of improvement in business. 
Trading is improving slowly but steadily 
in the shoe and leather industries, and 
there is also a better feeling in the foreign 
markets which should react favorably 
here. 

The raw material market fails to gain 
any strength, which ought to help the 
leather situation. Packer hides are well 
sold up with prices unchanged and coun- 
try hides are weaker. Hide and skin prices 
are from 10 per cent to 40 per cent lower 
than a year ago and they are also a con- 
siderable percentage lower than in 1913. 
This is fortunate for tanners in that they 
could not sell leather at present prices if 
hides were on the same basis as a year ago. 

On the whole, there is not much change 
in the leather market in the past few weeks. 
Shoe manufacturers are buying closely to 
their needs and large contracts for far off 
delivery are very rare these days. 


Sole Leather 
The sole leather situation is practically 
on the samé baSts asforrecent weeks. Cut-— 


ters of union sole are using Jarger lots than 


|: was the consensus of opinion at the 


for several months. The sole cutting 
strikes are either being settled gradually 
or new help is being put on and tanners 
are thereby disposing of more sole leather. 
Heavy packer hide steer union backs 
bring 46c to 48c per pound; light and 
medium, 44c to 45c.; cow backs, light 
weight 39c to 42c. There is a fairly wide 
range of asking prices for oak sole. Packer 
hide bends bring 53c to 60c per pound for 
some tannages and others are quoted 
lower. Sole leather is at the bottom price 
and lower than it has been for some years. 


Calf Leathers 


The upper leather market shows but 
very little change from previous weeks. 
There is a fair aggregate of business and 
the leading tannages of upper leather are 
being held firmly to quotations. The bulk 
of the demand for calf leather is for the 
smooth finishes of the plumper weights. 
The best tannages in colors are quoted at 
45c, 40c and 35c per foot for the first three 
selections. The light weight spready skins 
usually bring 5c per foot less. There is a 
fair call for suede leathers in colors with 
the top selections bringing from 60c to 70c. 


Side Upper Leathers 
In side upper leathers the price range is 
wide and there are many varieties to trade 


“Seed “colors is offered at. 26c to. 30c"; per 
foot. Medium_ grades bring from 22c to 


25c. There is plenty of cheaper grade 
leather available at below 20c. The fancy 
finishes of side are quoted above 20c. Buck 
leathers of the better selections bring 
from 40c to 50c for colors and the better 
selections of white buck bring from 36c to 
42c. Medium grades are quoted at around 
30c to 35c. There is a fair call for the heav- 
ier grades of side leather and boarded 
leathers at prices ranging from 24c to 32c 
per foot. The better grades of elk and veal 
are quoted at 35c to 44c per foot. 


Patent Leather 


Tanners of patent leather are fairly 
busy on old orders but the volume for the 
fall has not been as large as was expected. 
The leading tannages of chrome patent 
sides which are quoted from 45c down to 
35c are not moving as fast as would be 
desired. 

Glazed Kid 

More improvement is reported in the 
glazed kid market, although business is 
far from normal. There is no change in 
prices quoted over the past few weeks with 
the top grades of colors quoted at 65c to 
80c per foot. 

The newer shades of brown are most 
popular in the better grades and the new 
shades of gray are also in better demand. 

Some fancy kid skins were seen by the 
writer the past week with a beautiful sur- 
face finish of pure gold leaf. This process 
was formerly done abroad. 
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the greatest line of |—& 

Oo basketball shoes ~ 

cs. jn the country "hi 
> 4 a 
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=a for the 

tion t 

3 shorté 

ies cae eanmpunaall | he q wae 
for basketball. | AS > . to be 
€ , Car 

wome 

EFORE the first whistle - : oe 

blows, ushering in the new - Y ail —— Inasn 

season, you will need a a sh onan 
complete stock of basketball shoes. A strong, featherweight Co for g} 
Your customers will demand the — &. om er 
utmost in material, workmanship, <> . aR. aa 
comfort and endurance. Kes. ¥ heen 


These four Keds represent the 
country’s finest shoes for indoor 
sports wear. They have been built 
to stand the severest strain of gym- 
nasium and court. A shoe extensively used 
Two of these styles are for wo- — 
men. Don’t overlook the women’s 
business. Order your Keds now for 


prompt delivery. 


United States Rubber Company 


A rugged shoe for women, 
recommended for both out- 
door and indoor wear. 
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Rubber Footwear Advertising 


Sales of Canvas Rubber Soled Shoes and Overshoes 
Stimulated by Attractive Displays 


UBBER footwear lines in many is an ideal shoe for gymnasium wear, so 
cases have moved much more the same features used in advertising the 
rapidly in retail shoe stores as a article for tennis may be incorporated into 

direct result of good advertising. Some an ad stressing the reason why the shoe is 

merchants have applied much care in_ ideal for gymnasium wear. 

arranging their advertisements featuring 

rubber products at various times in the 

year and attribute this fact as reponsible 

for much of the good response. 

Already some shoe stores have com- 

menced to advertise four-buckle gaiters 

for the coming winter season, calling atten- 

tion to the fact that there was an extreme 

shortage of those foot coverings last year, 


and the alert person will buy now in order 3 " 
to be sure to get gaiters. There are several commanding objects in the 

: Keds ad. The word Keds at the top is used 
Canvas rubber-soled footwear for men, advantageously in stressing qualities; the car- 


women and children was very capably toon attracts and the four types of shoes at the 
featured in all sections of the country by right exe wall ploved. 
advertising during the summer season. 

Inasmuch as the indoor athletic season is 

on and calls for a good, sturdy canvas shoe 

for gymnasium wear, it is interesting to 

analyze some of the advertisements some 

merchants used in emphasizing the wear- 

ing qualities and comfort in rubber-soled 

footwear. The same type of canvas shoe 

worn on tennis courts during the summer 





se CoO. AE 


= 








The Radio Boot advertisement above is well 
arranged. The cul in the center of the ad is very 
conspicuous, because of the generous amount of 
while space surrounding il and the copy is concise, 
stressing smartness, comfort and wearing qualities. 


The quality of materials used in making Converse 

rubber shoes, for outdoor and athletic wear is Long wear, comfort, quality of materials and 

clearly shown by the “Big Nine” salient points workmanship are emphasized in the rubber- 

idea. This shoe is used for indoor athletics as well soled canvas shoes made by Firestone, Apsley 
as outdoor sports Rubber Company, Hudson, Mass. 
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The much sought formula to a suc- 
cessful and practical combination of 
style and right fitting is now demon- 
strated in our Arch Supporter Shoe. 





The Steinbrecker shank feature ren- 





ders all to be desired in the way of ARCH SUPPORTER 
. ° No. 229—Built with the famous 
perfect fit and fashionable appear- Steinbrecker steel shank, carries 


rubber heel. 





Se eT eT eNTelniiiieniiiiiiiive) 


ance. If the wholesome growth of 


your business is of prime importance, 
: : John Ebberts Shoe Co., Inc. 


write us for further particulars and , 
Exclusive Manufacturers 


samples. 
samples Buffalo a ° New York 
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iS Builders 
Ss For You 
RQ Now In Stock 











2 These 3 W’s Lenox Shoes for 
Children, Growing Girls and 
Misses are quick sellers and as 


e2 quickly obtained from us for 


e replacement. 

) Do not forget your high shoe 

2 business. Nor that we carry in pay. Chrome, Field Mouse Pet. Cheeme. Field Meuse iS 
. . 








2 stock growing girls’ high shoes in Top, White Rubber Weltin 
&> 
9 and 12/8 heel in all leathers Pat. Chrome, Collar McKay Top, 3 Bar Collar, Rubber e) 
. , Heel, McKay 
2) and C-D widths, at $2.85 to $3.30. 45s—misees, 114 to 2, D & E, rubber heel . . $2.90 e) 
456—Child's 8}4 to 11, D & E, rubber heel .. 2.65 330—11% to2, pen rubber heel......... $3. 00 
457—Child's 8% to 11, D $ E spring heel .. 2.65 331—8% to 11, D & E, rubber ig ecccccce 75 
332854 SD ys pesescace 378 
234—4 to 8 © E. spring hee A heel... 2.05 ee 
re] patra in Tan Calf, Smoked Elk Top i) 
8510—Grow. Girls’ 24 to7,C & D, rubber *$i.75 a 
° ° - 345—Misses, 1134 to 2, D & E, rubber heel. . 3.00 
346—Child's, 844 to 11, D & E, rubber heel.. 2.75 
Weimer, Wright & Watkin Co. HI ouan ey uD SE tore bea 378 GD 
e 39 S. Second Street, Philadelphia 237d’ 4's, e's, wedge Wie asia 8 ED 
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See er : An Ideal 


Last Factory 
The EMPIRE LAST WORKS 


Our Rochester Service Unit 








OCHESTER shoemakers de- E consider this to be an ideal 
mand and deserve the best last factory permitting, as it 
service we can afford them. The as- does, the most rapid and uninter- 


sembled experience of all our 
branches is rene “rN for the rupted progress of orders thru and 


plans on which our Rochester fac- . Out of the plant with a maximum 
tory of the Empire Last Works of care in manufacturing, and a 
was built. minimum of delay. 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 


TEN FACTORIES SEVEN SHOW ROOMS 


BOSTON 
BROCKTON ROCHESTER 212 Essex St. 
NEWARK HAVERHILL NEW YORK 
1402 Bush Terminal Bldg. 


LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bidg., Rm. 303 
Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


CHICAGO 
Peoples Life Bldg., Room 301 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 

























Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 















-EVANGELINE 


(REG. U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 






















No. 5634 










Brown Boarded Lotus Calf 


Black Calf Oxford 


yy” Oxford 100 ogee 
100 Last 9-8 Heel 9-8 Wingfoot Heel 
Price $4.25 Price $3.75 











STRAPS 


FOR WOMEN 








No. 5658 










No. 5644 


Black Suede 1 Strap Black Kid 1 Stra 
Pp 


AQAOCSn Z=— 

















Black Calf Trim 
99 Last Black Calf Collar 
14-8 Junior Louis Heel 13-8 Wingfoot Heel 
Price $4.85 Price $4.25 
MADE BY 
A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Heel Huggers— 


A Line of Fashionable Footwear 
That Is Nationally Advertised 


Heel Hugger shoes are made over 


B 0688 H $6.75 ; 
Net 30 Days exclusive Heel Hugger lasts, from 
toes kid exiles end ciewgn, toe-apren Rereeiteurtch, special measurement Heel Hugger 
HH 630 last, welt, 134 inch Cuban heel with rubber 

top lift. AAA 5 to 8; BAA 5 109: A436 to 9; B 4 to8; patterns. 


They are made in such a manner 
that they positively cannot slip 
at the heel nor bulge at the sides. 





The two styles illustrated are 
carried in stock. 


we Send for Heel Hugger cata- 
Women's black ooze calf 6 canes, Dasten extent logue showing” other Heel 


trimmed with Star Royal kid, HH 640 wy welt, 
1 eel with rubber - 
AAAS to Br ANS 199, Ati to BY dey $031 Hugger In-Stock styles. 





Dealer Influence is secured thru advertising in the Boot end Shoe Recorder. 
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OVER-SIZES 


675—Black Kid Fat 
Ankle Boot...... $5.00 


| 670—Brown Kid Fat 
| Ankle Boot...... $5.75 


650—Black Kid Full 
Ankle Boot...... $4.75 


660—Brown Kid Full 
| Ankle Boot...... $5.50 


600—Black Kid Over- 
| Size Oxford... . . $4.00 


605— Brown Kid Over- 
Size Oxford..... $4.25 


3%-10 C-EEE 


CRAWFORD ARCH SUPPORTING SHANK "a 
aoe ‘ 
f BACK SOLEs— a 


KID QUARTER 
LINING 


IN STOCK 





LINING 











BOSTON OFFICE—186 Lincoln St. 
373 Washington St. 








Why the Style-Full line is 










FLEXIBLE ALL-LEATHER 
INNERSOLE 






ANDERSON OWENS SHOE CO. 


LYNN, MASS. 


Good! 


DEMI-SIZES 


690—Black Kid Boot 
(Comb. Last) .. .$5.25 
E-EEE 





604—Black Kid Ox- 
ford (Comb. Last), 
C-EEE $4.25 | 


634—Patent Leather | 

Cross-strap (Comb. 

Last)...........94.95 | 
C-EEE 
Sizes—3 4-10 


Note—On.all shoes, to | 
sizes 8% and 9 add 
25 cents;9% and 10 add 

50 cents 


SEND FOR CATALOG 















Style -Full 
Denis 





























Enasigphd 
Registered U. S. Patent Office 


Order Your Slippers At Once for the 
Holiday Trade 


IN STOCK AND READY 
TO SHIP 


Wise merchants keep their stocks 
sized up continually This is an im- 
portant step in a retail shoe business. 
These fast-selling numbers are ready 
for you now. 


Send for Catalog of other In Stock 
Slippers and Price List 


Prices subject to change without notice 


ABBOTT SHOE CO. 


Manufacturers 
North Reading, Mass. 


Pacific Coast Representative, Harold Meyers 
Hayward Hotel, Los Angeles, California 


BOSTON OFFICE 
207 Essex Street 


CHICAGO OFFICE 


No. 13—Havana Brown Kid Opera, Full 
Leather Lined, Tan Kid Ornament No. 
1343. Last 307. M.-F.-FF. Price $2.85 


mm 


No. 122—Tan Kid Everett, Full Leather 
Lined. Last 125. M.-F.-FF. Price $2.85 





NEW YORK OFFICE 





“Their Sale Knows No Season” i. 


No. 1302—Havana Brown Kid ra, 
Full Leather Lined, L ast 307. F-FF. 
Price $2.50 


yas 


No. 152—Havana Brown Kid Faust, 
Full Leather Lined, Last 307. M.-F.-FF. 
Price $3.75 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Tackless 


for Style, Comfort 
and Stamina 










WILCON mark 
TRADE WEWED 


Stampt on the Sole 








OR STYLE—the Wilson Sewed 

type of shoe offers lightness, 
daintiness and flexibility in an end- 
less variety of patterns. They sell 
easily because they adorn the foot 
and stay stylish in service. Note the 
airy lightness ef the shanks. 


FOR COMFORT—the Wilson 
Sewed shoe is not only tackless and 
smooth beneath the foot, but flex- 
ible, damp-resisting and able to give 
ample protection at all seasons. 


FOR STAMINA—Wilson Sewed 


To All "os 
i etiniiiainins shoes will give your customers the 
; mek i benefits of dependable leather in- 
Investigate the simplified soles plus finely sewed outsoles. 
Wilson Sewed and our . 

: They never rip, spread, or break 
royalty-license contract. . “ 
Make better style-shoes down at the toes. With Wilson 
on your regular lasts with Sewed you can build new business 
standard welt-McKay founded on welt-stamina, turn- 

equipment. style, attractive prices and satisfied 
customers. 


Let Us Mail You a List of 
Licensed Manufacturers 


- 





Address all Inquiries 
Wilson Process Incorporated 


Canadian Pacific Building 
City of New York 

















Sore Sumenes 


Germany may let her currency 
smash to smithereens—but German 
manufacturers still have the same 
old knack of knowing how to make 
money with improved manufactur- 
ing methods. 


A pair of women’s shoes costs bil- 
lions of marks in Cologne today. 
But if you-should ask one of the 
principal manufacturers in that 
shoemaking city why he went to 
England to obtain a license to make 
Wilson Sewed, he'd tell you that it 
is easier, even in Germany, to get 
billions for the style-comfort-and- 
stamina values in tackless Wilson 
Sewed shoes than it is to sell ordi- 
nary shoes made by the older meth- 
ods. They are better merchandise for 
any retailer. 


The revolt against tacks in good foot- 
wear is world-wide. In a recent issue 
“American Shoemaking”’ says, “One 
Middle West manufacturer has been 
quoted recently as saying that the 
manufacturer of anything above the 
‘bat’ grade will find himself in dif- 
ficulties by 1925 if he hasn’t devised 
or adopted some practical method of 
making tackless, straight-lasted style 
shoes before then.” 


e ; 
Wilson Sewed, beg to state modestly 
though proudly, is the oldest and 
most widely distributed type of 
tackless, straight-lasted, close- 
trimmed shoe with a flexible sewed 
sole.A well-known manufacturer told 
me not long ago that he considers the 
Wilson Process the greatest economic 
advance and fundamental improve- 
ment in shoemaking since the intro- 
duction of the Goodyear welt in 
1877. Why? 


Well, the Wilson Process not only 
makes it possible to make straight- 
lasted shoes economically and ef- 
ficiently without clinched tacks and 
without welling—but it allows manu- 
facturers to make them on their regu- 
lar lasts using standard shoemaking 
machinery and familiar operations. 
There’s a saving for the trade and the 
public there, as well as better footwear. 
+ 
Moreover—with the tacks removed 
the sole may be sewed with short, 
flexible stitches by a smaller needle, 
and sewed more rapidly and firmly. 
Uppers and linings are pulled more 
closely to the wood and doubly 
fastened. That’s why they never 
spread, rip, nor cause complaints. 
—H. L. A. 
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Ly GHI-ART 
~WELTS 


—— oe Dee J ~ ~ _ - 
Trade Mark 
Welt Sturdiness—Turn Lightness 


HERE IT IS - - - - A NEW ONE 
A Novel Cross Strap Arrangement 
That Is Most Appealing 








Black ooze quarter and vamp. Black dull kid 
collar and loophole strap. 14-8Zcovered military 


$4.50 


A 48; B 4-8; C 3-8; D 3-9. Less than 6 pair 
orders, 25c per extra. 


TERMS: 5%—15 DAYS 
In stock by the time you read ‘this ad. 


HELEN, 
, $3.25 


heel 





No. 1001—Patent leather vamp and quarter; dull 
kid collar and straps. 13-8 leather heel, with rub- 
ber top-lift. 
No. 1002 Patent leather, black ooze collar and 
straps. 
No. 71003 —All patent leather. 
The price is $3.25 
Sold 36%pairs to a case to a width, only. 
Terms: 5 per cent—15 days 
In Stock Now 
Sizes aa 7 
-7 
‘ 3144-7 ;C and D 
3 | 
314-8 


ROBERTS SHOE CO. 
** Much Better Shoes”’ 
270 Broad Street - - - LYNN, MASS. 
Se 0 OUMHOMMOWMHOMMOMMEMMNNTE 
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BROOKLYN QUALITY. fi} | 
BROOKLYN STYLE 


“LAURETTE™ 











IN STOCK 


Havana Brown Kid with Cinnamon Ooze 
collar and strap 
14/8 Spanish heel 
47 last 
also on 32 last 
AAA to C widths 


PRICE $8.25 


WOLNICAR SHOE CO, 


BROOKLYN NEW YORK | 














48 pair cases 









































CREPE RUBBER 
FULL SOLES. SOLE & HEEL. HALF SOLES. 
Priced Right 


HEELS. 





SPECIAL PROCESS BACKING makes attachment easy, quick and per- 
manent to any shoe, new or old, rubber or leather. The shoe and repair trade 
and also specialty and side-line salesmen are invited to write promptly to 


AUBURN RUBBER CO. ‘53° Auburn, Ind. 


Dep't 














November 3, 1923 
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Shoe Thread for At 
Once Shipment 


Don’t worry if your 





ders sent to us get 
immediate atten- 
. All kinds of 


the shoe trade are 
carried in stock 
ready for at once 
shipment. Use 
Meyer’s thread and 
have the}best. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S. A. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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styles. 


Customers know its wonderful qualities— 
the durability of its re-tanned chrome 
leather, the extra strength of its outside 
counter-pocket and stay—the wear in its 
heavy-weight full double sole—and the 
ease in its box-less soft toe. 


And when they come back regularly for 
No. 68—they pay you a profit per sale 
that makes this famous shoe a “‘bread- 
winner” all-year round. 
You’ve probably noticed No. 68 adver- 
tised in Saturday Evening Post and 
other magazines. The way to benefit by 


this advertising is to order No. 68 for 
immediate shipment FROM STOCK. 


Write for Big Dealers’ Catalog. 


JOSEPH M. HERMAN SHOE COMPANY 


BOSTON and MILLIS MASSACHUSETTS 


Makers of more than 4,000,000 pairs of: Shoes 
for the United States Government 


U.S.Army Shoe 
eA 20 Year Favorite 


NE thing’s sure about 
HERMAN’S Shoes. You're 
never stuck with “obsolete” 


Take No. 68 for ex- 
ample. Year after 
year—it’s been a 
prime favorite with 
active men from 
Portland, Oregon 
to Portland, Maine. 
Because it’s a regular 


U. S. Army Garrison 
Shoe—the style stays. 
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BLUCHER 
OXFORD 





B-332—All Black Kaffor Kid Blucher Oxford, 
Panel Stitching on Quarter, Natural Finish on 
Edge and on 8/8 Leather Heel with a 
Top Lift, Welt $4.7 





B-322—Autumn’' Brown 
Pump, Trimmed with Brown 
Spanish Covered Heel, Turn. . 
B-321—Same in Black Ooze, Trimmed with 
Black Kaffor Kid...... $6.35 


Ooze Two-Strap 
Kid, 15/8 
$6.50 





Latest Designs 


Autumn Brown and Black 


IN STOCK 





B-323—A Patent Colt Two-Strap Pump, 
Trimmed with Black Kaffor Kid Around 
Straps, Collar, and Throat, 12/8 Grae 
WE SE. DOs Cewedoctedscccuses’ $5.7 


B-324—Same in Black Satin Trimmed with 
Black Ooze Calf $5.95 





SIZES AND WIDTHS 


is 666 vc0nd6stvueweaskaensd 4% to8 
Ricctcctccencdesesavessaokee 3 w8 
es Gs SE i connececesenad 2%t08 








TERMS: Net 30 Days 


JOY, CLARK & NIER, Inc. 


NEW YORK OFFICE, 127 DUANE STREET, MURRAY KLEIN 






TROUSER 
CREASED 


B-338—Autumn Brown Boarded Calf Oxford, 


8/8 aye Hest with Wingfoot Rubber Top Lift, 
— Stitched Natural Rolled Edges Sole, 
Creased Vamp, Welt........... $4.75 

er coe im Sunect Calf........... $4.75 





5-90t— Aste, Bro Ooze Three-Strap, 
Trimmed with Brown “Kid, Cut-Out on Sides 


B-325—Same in All Patent Colt, Trimmed with 
Black Kaffor Kid $4.85 

B-326—Same in Black Ooze, Trimmed with 
ee TED WI, on daccddevgedeeccecss $5.35 


Rochester, N. Y. 








They Speak for Themselves 





Fairy 3132 
Tan Calf—Pony Polish 
6/8 Rubber Heel—Goodyear Welt 


Fairy 2132—G. Girls’, 8/8 Rubber Heel 
B-D 2%-8 $3. 


pl — — Children’s 
C-D 811 


These seasonable styles of 


oes 


Tell their own story— 


Strong — Stylish 
Serviceable 


and 


In Stoch—NOW 


Seek. hed 


Grieb Shoe Mfg. Co. 


309 Arch Street 


Philadelphia, Pa. 








Fairy 2134 


Tan Russia 
Calf Lace 
Oxford 
8/8 Rubber Heel 
Goodyear Welt 


F 2134—.G. Girl’s, 8 /8 Rubber Heel, B-D 


PO secs 6/8 Rubber Heel, B-D 





Fairy 2135 






196 Last, Wing Tip, 
4-5 Rubber Heel, Goodyear Welt 


Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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Wisconsin News Notes 


Opinion on Purchase Prizes 


Wisconsin shoe merchants, who believe 
in stimulating trade by means of special 
prize inducements are interested in the 
decision of W. W. Gilman, assistant attor- 
mey géneral of Wisconsin in which he 
stated that the giving of prizes to those 
buying most goods at’@ store during a cer- 
tain period of time, is not a violation of the 
Wisconsin lottery or trading stamps laws. 
However, in Mr. Gilman’s opinion, the 
giving of coupons, from which one is later 
drawn as a lucky number for which prizes 
are awarded upon the payment of a small 
sum, as well as the giving of purchase 
slips to customers with one bearing a lucky 
date on which the holder can get supplies 
free, are clearly violations of the law. 


Add Hosiery Department 


Announcement has been made by the 
Jos. A. Schumacher shoe store, 117 Grand 
Avenue, Milwaukee, of the addition of a 
hosiery department to the lines of foot- 
wear carried by the establishment. The 
new department is the result of frequent 
requests for its installation by the women 
customers of the store. It is pointed out 
by members of the firm that a line of 
hosiery enables the creation of more 
effective window displays. 


Addition Will Double Output 


Construction of a factory addition that 
will practically double the Green Bay 
plant of the Allen A Company, hosiery 
manufacturers with headquarters at Keno- 
sha, Wis., has been begun. The new struc- 
ture is to be two stories high on a 60 by 66- 
foot base. At the present time the output 
is 12,000 pairs a day, or 1,000 dozen pairs. 
The output is.confined to men’s silk, mer- 
cerized cotton, one cotton number in 
heather finish and one boys’ number. The 
knitting is done at the Green Gay plant, 
while all dying is done at the home plant 
at Kenosha. 


Mayville Gets Shoe Factory 


Thirty machines have been installed in 
the Mayville, Wis. city hall by the Harsh 
& Chapline Shoe Company, the North- 
western department of the Craddock- 
Terry Company, pending the completion 
of the new branch factory being erected 
for them by the Mayville Business Men’s 
Association. Thirty girls are employed at 
the temporary plant in the city hall, and 
about 150 will be employed in the new 
building after it is finished and operating 
full blast. 


Veteran Shoe Merchant Dead 


Louis Venne; pioneer shoe merchant of 
Fond du Lac, Wis., one of the last of the 
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city’s early shoemakers, died at his home 
at the age of 86 years. Mr. Venne was born 
in Canada in 1837, coming to the United 
States at the age of 23, and settling in 
Fond du Lac, after a short habitation in 
the East. He was engaged in the retail 
shoe business for 38 years, retiring about 
23 years ago. 





Shoemen Fish at Boot 
Lake 


What could be more appropriate 
for shoemen than to go to Boot Lake 
to fish? 

It was Boot Lake, near Eagle 
River, Wis., in the wonderful north- 
ern Wisconsin lake and forest re- 
gion, that was chosen as the objec- 
tive of this year’s annual piscatorial 
excursion of Charles A. Helmbacher, 
manager of the Walk-Over Boot 
Shop of Milwaukee, and Walter 
Newbauer, widely known shoe trav- 
eler, representing the Ideal Shoe 
Mfg. Co., of Milwaukee. 

In a single morning’s fishing, they 
hauled in exactly 36—three dozen— 
beauties of the finny tribe, consist- 
ing of pickerel, pike and bass. The 
string was exactly ten feet long and 
there were no undue gaps between 
the fish as they were strung up for 
the camera. 

As Mr. Helmbacher says, “When 
shoemen go fishing, it’s tough on 
the fish!” 











Shoe Factory Enjoys Rapid 
Growth 


Material increases in the output of the 
Mason Shoe Company of Chippewa Falls, 
Wis., during the past few months are re- 
ported by officials of the concern. Under 
the direction of Paulding Smith and G. A. 
Porter, the 1923 business bids fair to be 


the best in the history of the company 
according to B. A. Mason, head of the 
firm, who states that the plant is consid- 
erably behind on orders at the present 
time. 





Lynchburg Notes 


John W. Craddock, Jr., superintendent 
of the Jefferson factory of the Craddock- 
Terry Company, has recovered from an 
illness of several weeks and recently rep- 
resented the Lynchburg Kiwanis club 
at a district convention in Baltimore, Md. 


Transports by Truck 

Driving a truck from Pickens, S. C. to 
Lynchburg, a distance of more than 300 
miles, a shoe merchant of the South 
Carolina town purchased a $500 order from 
the Craddock-Terry company here, and 
transported the shoes to Pickens in the 
truck. The trip was hailed by local offi- 
cials as a new era in shoe deliveries in this 
section, and with the continuance of road 
construction, the traffic may increase. 


Basketball Yearbook Out 


The Converse Basketball Yearbook, 
published annually by the Converse 
Rubber Shoe Company of Malden, Mass., 
has been issued for 1923 and is interesting 
and instructive to those interested in 
basketball. In the issue there are articles 
written by experts pertaining to basket- 
ball and many photographs of college, high 
school and other teams. The Converse 
Company manufactures basketball shoes. 


George A. Byrd Dead 


Greenwood, S. C., Oct. 24—George A. 
Byrd, of the G. A. Byrd Shoe Company, 
recently passed away. The company is 
now doing business under the manage- 
ment of Mr. Byrd’s son, George A. Byrd, 
Jr., who possesses wide experience in the 
retail shoe business. 
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‘Serres: a Sox8 
35 Styles 


constantly 


IN-STOCK 





Samples 
or Catalog No. 2011. KID STOCK TIP WIDE AN- 


No. 463. KID BAL, commonsense toe, gladly sent KLE OXFORD, grey leather quarter and 
er $2.45 sock lining, 12/8 rubber heel, EEE only . $2.70 


Dependable materials, careful oe ni and superior fitting 
qualities feature all Gardiner Comforts. 
evidenced by the fact that our customers are re-ordering much 


| nearer to the date of last shipment than ever before. 
i 


hat the line sells is 


For Clean Profits Sell Gardiner’s 


ENON SOT H. K. GARDINER COMPANY 


Gardiner's, PITTSFIELD, NEW HAMPSHIRE 
ta conn ors Boston Sample Room 134 Lincoln Street 


SS) 








ee pr ig a 2X G R E E | ¥ EY 
chal Sf enbienhen, ‘BOUDOIRS 


; 50; . $35 
Complete $3.50; per doz. $ Are just what you need 


for the Holiday trade. 
Our FALL CATALOG No. 32 Suggest them for Christ- 


with illustrations in colors of _ oo Rg practi- 


Artificial Flowers, Plants, as Something 
useful and always satis- 


Vines, Trees, etc., mailed factory. Write today while 
FREE FOR THE ASKING. In Black or the matter is before you 


Colored 
36 pair lots for samples and prices. 
FRANK NETSCHERT Ine. 


61 Barclay St. New York. N.Y. If your Jobber Cannot Supply You, Write Us. 


ya A- W. GREELEY, Haverhill, Mass. 5a 




















° APPROVED BY 
Fine Calf Leathers MEDICAL MEN 


As a sturdy support for the ankles of 

Manufacturers of Sten Ghia ent on 6 fally venti- 

ated shoe, the Burkley Ventilated Foot 

Velvetta Calf— Developer is unexcelled. Well known 

surgeons recommend its use. 

. aoe your . stosk of 

children’s shoes 

Tuscan Calf— WENTILATIONS- complete by sending 
~ PATENTEO our order loday. 

hone Brockton 2133 


Russia Calf— 7) ~~ for immediate action. 
Strictly Fine Full-grain Calf Leather ne oe et. 
HUNT-RANKIN LEATHER CoO. a 1156 No. Main Street 
106 Beach St., Boston, Mass., U. S. A. Brockton, Mass. 
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Leather Trade 


Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 





BUSINESS REVERSES 


Cherokee, Ala.—J. R. Davis, general merchandise, 
reported petitioned or petitioner in bankruptcy. 
England, Ark.—Page Mercantile Co., general mer- 
chandise, reported petitioned or petitioner in 

a ptcy. 

Hanford, Cal. —kKings County Supply Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Pueblo, pe any Rozick, boots wy Fey etc., 
report ering to ——_ at 

Bridgeport, Conn.—Senate Shoe Co., a a and 

offering to compromise at 22% 
per cont. Payable 12}4 per cent cash and 5 per 
cent in two months and 5 per cent in three 
months. 

Bridgeport, Conn.—Senate Shoe Co., retail and 
mail order boots and shoes, reported petitioned 
or petitioner in bankruptcy and receiver ap- 
pointed. 

Camillo Venezia, New Way Shoe Co. (720 E. 
Main street and 2481 Main street), boots and 
~~ and repairing, reported offering to com- 


Bristol, "Conn. — D, late. | boots and shoes, re- 
ported assigned to vage. 

New Haven, Conn.—William Goodman _ (108 
a street), boots and shoes, reported offering 

to compromise at 33 1-3 per cent. 

Jacksonville, Fla.—L. Richardson & Son, bouts and 
shoes, etc., —- petitioned or petitioner in 
bankruptc 

Jay, Fla. POR eit Campbell & Sons, general mer- 
chandise, reported petitioned or petitioner in 


bankruptcy. 

Largo, Fie. —S. S. Perkins, boots and shoes, etc., 
+ petiiened ox or petitioner in bankruptcy. 

St. Petersburg, Fla.—Sol C. Rice, boots and shoes, 
srgerted pe petitioned or petitioner in bankruptcy. 

Dublin, Ga.—John Shenan, boots and shoes, etc., 

petitioned or petitioner in bankru ptey. 

Fitzgerald, _ 7 —Georgia Shoe Co., boots and 

shoes, reported petitioned or petitioner in bank- 
ruptcy. 

Metter, Ga.—Turner & Fordham, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Whigham, Ga.—A. L. Harrell, general merchan- 
—_ reported petitioned or petitioner in bank- 


ptcy 

Cc Nog ‘Ill._—Chicago Bargain House (Salomon & 
Edelstein em g 126 West Chicago 
Avenue) (351 E. treet) (5407 Halsted 
Street), boots li bh, etc., reported petitioned 
or petitioner in bankruptcy. 

Indianapolis, Ind. —Beckman Leather Co. (108 So. 
Meridian Street), leather and findings, reported 
receiver appointed. 

a. Ind.—Carlson’s Footwear Shop, boots and 

reported asking general extension. 

Costa, Kan.—C. B. Snyder, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Salina, Kan.—Carlson’s Foo twear Shop, boots and 
shoes, reported assigned 

Salina, ‘Kan.—Carlson’s Footwear Shop, reported 
asking —— extension. 

Boston, —Jacob Fleishman, boots and shoes, 
reported naps or petitioner in bankruptcy. 

Boston, Mass.—D ohen & Son (13 Dock 
square), boots and yh reported assigned. 

Franklin P. Winston Co., boots and shoes, 


re} assigned. 

Brockton, Mass. x—Theed & Jones, ——_ reported 
petitioned or petitioner in bankru 

Haverhill, Mass.—Baker Wood Heel "be. wood 
peal manufacturers, reported assigned to Wm. P. 
Moore 

United Eagle Shoe Co., shoe manufacturers, 
reported petitioned or arr in ae 

Haverhill, Mass.—Simonds & Adams Co., depart- 
ment store, re receiver appointed. 

—— ee pee! 1 Leather & Shoe wastage 

eather an ings, reported assign 

Lynn, Mass.—Hooper Lawrence Co., shoe manu- 
facturers, reported assigned. 

Rockland, Mass.—A. Lelyveld, boots and shoes, 
reported meeting of itors called. 

Ellsworth, Me.—Thomas G. Kane (Ideal Shoe 
Shop), boots and shoes, reported petitioned or 
petitioner in bankru 

Waterville, Me.—Otto 4.4 Larsen & Co., shoes, 
clothing, etc., pen oe petitioner i in 


bankru and receiver ai 

Paynesville inn. we ky H. Gelting, general 

merchandise, reported petitioned or petitioner in 
Portageville Mo.—C. S. Morrison, boots and shoes, 


etc., reported petitioned or petitioner in bank- 
ruptey. 


Kansas City, Mo.—Max Cooper (Cooper's Cloth- 
ing Co.) 2321 East 12th street), boots and shoes, 
etc., petitioned or petitioner in bank- 
ruptcy and receiver appoined. 

Kearney, N. J. pe Goldstein (257 Kearney 
Avenue), boots and shoes, reported meeting of 
creditors called. 


Trenton, N. J.—J. Gallavan Estate (19 No. 
Broad Street), oat and shoes, T apaen peti- 
tioned or petitioner in bankruptc 

York City—Abrahams_ & » (316 West 

25th street), ows — shoes, Sepenten peti- 
denies 
Columbia Corporation (193 Mercer street), 
wholesale leather, reported petitioned or peti- 
tioner in bankruptcy. Percival Wilde appointed 
receiv: ‘er. 
G & S Shoe Co. (104 Read street), wholesale 
boots and shoes reported petitioned or petitioner 


in pamnrepter. 
ther Goods Co. (Louis Liebergall, 
proprietor) (427 West Broadway), leather goods, 
reported offering to compromise at 25 per cent 


Philip a (3566 Broadway), shoes, re- 


ported assi 
New ay tack t City—Chie Shoe Co. Inc. a )~ E. 93rd 
Street), shoe ‘manufacturers, ed petitioned 
or petitioner in bankrup' 
es Inc. (564 Pri th Avenue), boots and 
peteane 4 or petitioner in bank- 
ru tey "and receiver appoin 
pire Distributing Co. Inc. (80 Wall Street), 
general rip bankrupi > petitioned a 
pees in bankruptcy and receiver appoin 
William B Feurth,b boots and shoes, reported 
petitioned or Petit in bankruptcy. 
gt M. Klar (69 9 Stanton Street), boots and 
shoes, reported petitioned or petitioner in bank- 


Tu 
Took Philips (1955 Second Avenue), boots and 
shoes, reported peas a | arrameel in bank- 
le he and rece: ver ee 
Estig (45 Vesey Tice. general mer- 
cent, reported petitioned or petitioner in 
bankruptc 
Kesner Shoe Co., wholesale boots and shoes, 
menting ¢ f creditors called. 
Link (1569 Third Avenue) (1526 First 
boots and shoes, reported petitioned or 
petitioner in bankruptcy and receiver appointed. 
Mrs. Fannie Michaleson (74 Hester Street), 
boots and shoes, reported meeting of creditors 
called. 
M. Steinberg Manufacturing Co. Inc. (109-111 
Spring Street), manufacturers of slippers, re- 
* ported petitioned or per in bankruptcy 
and receiver E sopeeet 
Thelma Boot Shop, Inc. (1332 St. Nicholas 
Avenue), boots and s oes, reported petitioned or 
petitioner in bankruptcy and receiver appointed. 
Brooklyn, N. Y.—Maxine Shoe Co. (not incor- 
—— (184 Siegel street), shoe yn ny 
ma uy titioned or petitioner in ban 
Bie Tey onsen Rabber Co, (1169 Liberty 
wo (369 Enfield Street), rubber goods, re- 
ported petitioned or petitioner in bankruptcy. 
Barnet Rosenber; Ben ~ raed Avenue), boots 
and shoes, repor' ‘ax 
Troy, N. Y.—Josep! h Golden, proprietor 
Golden's Boot Shop) (318 River street), boots 
gaa oom. report titioned or petitioner in 


dune tm —Candor Shoe Mfg. Co. Inc., shoe 
manufacturers, reported petitioned or petitioner 
in —~ ws © and receiver appoin 

——- N. Y.—A. Levinson (90 Williams 
— . boots ane Shoes, etc., reported petitioned 


A tL. 3 


Rocko Bex Beach, N N.Y: x Beajamin Cassell (76-16 
reported 


ae vard), Dg ‘and shoes, meeting of 

Chadbourne, N. C.—Chadbourne Bargain House, 
boots and shoes, etc., reported offering to com- 

ise at 20 cent. 

a =e N. D.—Engleville Co-operative Mer- 
cantile Co., general merchandise, reported re- 
ceiver appoin 

N. D.—Nelson Mercantile Co., 


merchandise, reported assigned. 
Bowdoin, N. i. D.—-Remboldt Bros., general mer- 
chandise, porque, 
kron, O.—Akron Leather Store (Harry Klein, 
pooprister) £ (7 og Street), leather and findings, 


for ome = xtension. 
Cleveland, ‘On fiome’ Shoe Co. (2577. E. S5ih 
treet), boots and ~~ petitioned or 
petitioner in bankruptcy and receiver appointed. 
Toronto, Ont.—Beal Bros. Ltd., lea ji 
offering to compromise at 50 per cent. 


general 


Dustin, Okla.—S. M. Thomas, boots and shoes, 
—_—  weaaaage petitioned or petitioner in bank- 


Obendiaen, Okla.—Frank Freun, general gui- 
ee a petitioned or petitioner in ok- 
ruptcy 

Philadelphia, Penn. —Isadore Belinsky (100% So. 
Ninth Street), general merchandise, — 
petitioned or petitioner in bankruptcy 

Reading, Penn.—Al Mar Shoe Toate (Allen Lavin, 
proprietor), boots and shoes, reported d petitioned 
or petitioner in bankruptcy. 

Somerset, Penn.—George H. Stern, boots and 

, etc., reported offering to compromise at 
30 per cent. 

Providence, R. I.—Ideal Shoe Store (A. D. Dem- 

ber, proprietor) (575 Westminster street), boots 
d , reported petitioned or petitioner in 
bankruptc 

Guosnellin C—P, ¥. Cunningham & Brother, 
general merchandise, ameene offering to com- 
promise at 15 per 

Fort Mills, 8. C. ne Sno Dry Goods Store, boots 

and » etc., reported offering to compromise 
at 20 per cent. 

San Antonio, Texas—Wolfson Saul Dry Goods 
Company, boots and Shoes, etc., reported offer- 
ing to compromise at 40 per cent cash. 

Blossom, Texas—J. M. Criss, general merchandise, 

reported titioned or oatitlener t in bankruptcy, 

Hemphill, ‘exas—Robert Lee Kirk, mer- 
chand a —_— petitioned or petitioner in 

Rhinelander Wis. —C Bar, 
inelander, Wis. hicago a dn 5 
berg .. Feldman), boots eal doen 


Two Rives, W Wis.—F. W. Kern, boots and shoes, 
reported petitioned or petitioner in bankruptcy 


BUSINESS CHANGES 


Los Angeles, Cal.—Pacific States Shoe Co., manu- 
facturers of shoes, etc., incorporated $25, 000. 
Ventura, Cal.—The Wineman a general mer- 

chandise, incorporated $500. 

Eaton, Col.—Hartsock-Hale Elgroanciio Co., gen- 
eral merchandise, incorporated $15,000. 

Aurora, Ill.—N. T. Millar (Chicago Department 
store), boots and shoes, etc., gooartes succeeded 
at Jose; ing: “7 Kennis and 

il.—Zislis & Silfen (3257 aw on 63rd Suet, 
“rea i shoes, etc., reported succeeded by 


See (The Service Shoe 
sta (1014 s. Sten Street), boots and shoes, 
reported sold store at 3419 W. 16th Street to 
; Aaron Katz. 
=~ Victor Pasquini (3504 Kee'er Avene). Game 
and repairing, reported sold closed out 
business. 
Virden, Ill.—J. H. Summers, boots and shoes, re- 
ported moved to Bg wt Til. 
Worery, Ili.—J. H. Summers, boots and shoes, 
Sod cating a here. 
egan, I olonia Shoe Co (not inc.), shoes 
Ped —% amy reported removed to North 
Chicago, Ill. 
Pyrmont, Ind.—Metz; Bros., general merchan- 
dise, r recently commenced business. 
Indiana arbor, Ind.—Marcus Dubin (Dubin 
Sepeneaess Store), boots and shoes, etc., re- 
ported shcceeded by Isadore Given. 
Spencer, Iowa Bootery, ~~ and shoes, 
reported succeeded by G. E. Farm: 
Boston, Mass.—Boston Novelty Shoe Co., shoe 
manufacturers, recently commenced business. 
a — o., shoe manufacturers, 
imcorpora 
Hartmann-Bill Inc., hides and skins; E. H. 
_ retired. Name changed to Arnold Hartmann, 


Bronkline, Mass.—James Thompson, boots and 
shoes, reported sold or closed out business. 

Haverhill, ass.—Holtz-O’Connell Shoe Co., , Shoe 
manufacturers, recently 


Co., 
increased Fm ig to $50,000. 
“"“\dewoehes Co., shoe manufacturers, increased 
capital to $100,000 
—— Mass.—Boilard & Waldron, toplifts & 


. Ss Se, a by 
Vogue Slipper Co., slipper manufacturers, 
commenced 


recentl: 
Revere, Mass.—Revere Shoe Co., manufac- 


shoe 
turers, name changed to Fisher "Shoe Co. 
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This Style in a High Shoe 


517- P & V 104 Tan Calf .......... $5.00 
507- Black Velvet Calf.............$5.00 
DETAILS AS BELOW 





No. 516X P. & V. 104 TAN CALF OX. 


Cambridge (117) Last; Soft Toe 
Crimped and Corded; Brass Eyelets $4.75 
Heavy Single Sole; Goodyear Rubber 


Heels, B, C, D, 5% to 10. 
No. 506X BLACK CALF OX. 
$4.75 


Details and Sizes as Above. 


No. 452 PATENT COLT 


As above except with Single Sole and Blind $5.00 
Eyelets. 


IF YOU WANT THE TRUTH— 
PLAIN TOES ARE STILL THE 
SEASON’S HITS 


GIGANTIC STOCK BUSINESS LIKE OURS KNOWS THE BEST 
SELLERS DAILY. WE SAY PLAIN TOES FOR MEN AND WOMEN 


WILL OUTSELL THE FIELD. 


THESE AND OTHER LEADERS ARE NOW IN STOCK. LOOK TO OUR 
CATALOG FOR TIMELY IDEAS. LOOK TO US FOR RESULTS. WE 
WILL GET YOU BUSINESS WITH THE RIGHT STYLES, ATTRAC- 


TIVELY PRICED. 


Diamond Shoe: 


196 Church St. - - - New York 
Two Factories: Brockton, Mass. 


Pl en eee ae 


Dealer Influence is secured thru advertising in the Boot end Shoe Recorder. 
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Sew. 


a shoe lace that outwears 
by months ordinary laces 
stays tied and never looks shabby 


THE CORDO-HYDE PROCESS 


is exclusive and it is impossible to make a lace its equal without 
the ‘““Cordo-Hyde” material and method of manufacture. 





The counterfeits can resemble “‘ Cordo-Hyde’’ somewhat in 
appearance—but not in service, and as proof of this we ask 
that you make the test in your own shoes. 


The shoes you sell will be better shoes if they are equipped with ‘‘Cordo- 
Hyde”’ Laces. 


The majority of manufacturers are willing to put ‘““Cordo-Hyde”’ Laces 
in the shoes you order if you ask for them. 


Lace Division 


O. A. Miller Treeing Machine Company 


Brockton Massachusetts 


LC 
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Orange, Mass.—Orange Shoe Co., shoe manu- 
facturers, incorporated $10,000 and recently 
commenced business. 

Worcester, Mass.—Bemis & Co., In 
shoes, incorporated $25,000. 


c., boots and 
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Belle Fourche, S. D.—Lindsay & hat, general 
woccenee reported succeeded by "Lindsay- 
Webb & ¢ 

Riceville, Seu. —Moody Miller, general merchan- 
dise, recently 

I Tenn.—U. S. Army Store, general mer- 








Lewiston, Me.—I. L. C. Co. (1. L. Cole, 
boots and shoes, etc., reported offering to com- 
promise at 20 per cent. 

Lewiston, Me.—I. Meltzer (374 Lisbon Street), 
gent’s furnishings, shoes, etc., recently com- 
menced business. 

Berrien Springs, Mich.—A. M. Hendleman, gen- 
eral merchandise, reported succeeded by J. Rock- 
stein. 

Ulby, Mich.—E. Mourer, onl 5 merchandise, 
reported sold or closed out busin 

Kansas City, Mo.—Jacob (Jake) Cohn (612 Main 
street), boots and shoes, etc., reported succeeded 
by Baum & Cohn. 

Minneapolis, Minn.—Chapsky Bros. Shoe Co., 
wholesale boots and shoes, reported succeeded by 
Chapman Bros. Shoe Co. 

St. Louis, Mo.—Huette-Bourquin Shoe Co. (611 
No. Jefferson avenue), manufacturers of shoes, 
increased ee to $100,000. 

White Rock, Mo.—Frank Lybarger, general mer- 
chandise, a commenced business. 

Roundup, Mont.—William Sweeney, boots and 
shoes, etc., reported succeeded by Ross Brown- 
field & Roy C = 

Winston-Salem, N. C. >. Wright & Co., boots 
and qhoss,  Sepersed sold . Twiford Shoe Store. 

Ray, N. H. Burnet, general merchandise, 
Lt, clon out business 

Farmington, N fi: —Haskell Brown & Bradbury, 
shoe manufacturers, W. F. Haskell retired. 

Chappell, Neb.—M. L. Tobias (““The Bostonian”) 
boots and shoes, w- , reported selling or sold out. 

West New York, ‘J.—Jacob Goldsmith, (462 
Bergenline yee reported sold or closed out 
business. 

Harrison, N. J.—West Hudson Co-operative As- 
sociation, boots and shoes, etc., reported suc- 
ceeded by Harrison Dry Goods & Shoe Store. 

Newark, N. J.—Reuben M. Willner (62 Market 
Street), boots and shoes, etc., reported suc- 
ceeded 'by wie Inc. 

Passaic, N. J.—W. I. Kovin ce boots and shoes, 
reported selling ‘or sold ou 

New York City—David A. Bloom (63 Park row), 
boots and shoes, reported sold to Mandell 
Shoes Inc. 

Ventilated Waterproof Shoes Corp., manu- 
facturers of ion and rubber products incor- 
porated $50 

Joseph La Penta (143 West street), boots and 
shoes, reported removed to Corona, N. Y. 

New York City—Wise Shoes, manufacturers of 
shoes, incorporated $200,000. 

Brooklyn, N. Y.—Henry Alagia (603 92nd street), 
shoes and repairing, reported sold out to Ralph 


Rega. 

Samuel R. Kabat (Beverly Shoe Shop) (131 
Church avenue), boots and shoes, reported sell- 
ing or sold out. 

Henry Rosenbush (2641 Atlantic avenue), 
boots and shoes, reported sold or closed out 
business. 

Brooklyn, N. Y.—Nelson Shoe Co. (1257 Fulton 
street), reported sold or closed out business. 

Glen Falls, N. Y.—Samuel Black, general mer- 
chandise, recently commenced business. 

Suffern, N. Y.—Israel Jacobs, boots and shoes, 
etc., reported succeeded by Joseph Levine. 

Rockaway Beach (Seas Side), N. Y.—Joseph Gott- 
lieb, general merchandise, reported sold out to I. 
Simon Co. 

Brooklyn, N. Y.—Mazda Shoe Manufacturing Co., 
incorporated $20,000. 

Splendid Shoe Manufacturing Co., incorpora- 
ted $15,000. 

Corning, N. Y.—C sorning Sporting Goods Co. Inc., 
changed name ee —— Inc. 

Center Village, N. M. Mosher, general mer- 
chandise, LAR oh business to Ray King. 

New Rochelle, N. Y¥.—John Cioffari, boots and 
ae. and repairing, reported sold out to Frank 

iffari. 

Lincolntown, N. -Robinson Cromwell Co., 
boots and shoes, = succeeded by Robinson Co. 

Cincinnati, O.—Emil Ehrlich Estate (206 E. Lib- 
erty Street), boots and shoes, reported succeeded 
by Ehrlich Bros. 

Cleveland, O.—Charles Sipan (5746 Broadway) 
boots and shoes, reported sold or closed out 
business. 

Columbus, O.—Miller-Lerch Shoe Mfg. Co., manu- 
facturers of shoes, etc., incorporated $1,000,000. 

Jacksonville, O.—Balderson & Angle Supply Co., 
general merchandise, incorporated $10,000. 

Drumwright, Okla.—Shaded Bros. (New York 
Bargain Store), boots and shoes, reported suc- 
ceeded by — + Shaded. 

Philadelphia, Penn.—Arbaham Rosenberg (3409 
Kensington avenue), boots and shoes, reported 
moved away 

Wilkes Barre, "Pe »nn.—T. Sullum, boots and shoes, 
etc., reported sold or closed out business at 
Nanticoke, Penn. 

Wellsville, ean. —Wellsville Shoe Co., boots and 
shoes, incorporated capital $15,000. 

Jonesville, 8. C. obinson, general merchan- 
dise, recently commenced business. 

Huron, 8S. D.—Electric Shoe Shop, boots and shoes, 
Wahine reported succeeded by MerrillA. 

a en 

Fairfax, 8 8. D. eee Sicko, general merchandise, 
recently cc 








chandise, recently 

Mexia, Temata McElroy, general merchan- 
dise, recent! in branch 
store at Coolidge, Texas. 

El Paso, Texas—M. V. Starnes Boot & Shoe Co., 
Inc., increased capital to $50,000. 

Marfa, Texas—Livingston-Mabry Co., boots and 
shoes, etc., reported succeeded by Livingston- 
Rybiski Co. 

Woodstock, Vt.—Mitchell & Miller, boots and 
shoes, etc., reported partnership dissolved and 
succeeded by Mitchell. 

Richmond, Va.—Frank Horwitz (Frank’s Shoe 
Store), boots and shoes, reported succeeded by 
H. I. Horwitz. 

Peach Creek, W. Va. oe & Co., general 
merchandise, incorpora 

Milwaukee, Wis.—John S. eee i, boots and 
shoes, reported succeeded by Leon Lemanski. 








Horicon May Get Factory 


Prospects for the establishment of a 
shoe factory at Horicon, Wis., in accord- 
ance with rumors recently circulated, 
seemed brighter when representatives of 
the proposed concern began taking names 
of persons who would work in the new 
plant. Plans are being made to install ma- 
chinery soon in the factory building lo- 
cated near the Van Brunt memorial. 





Store is Enlarged 


Springfield, Mo., October 8—The Cut- 
Price Shoe Store recently opened its en- 
larged store in the Land Bank building 
here. 





MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 
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N t t, h and mosi 
convenient fitting ol on the market. 


Finished Golden Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ect. %, THE CHICAGO 
wt P* WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 








“ae made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
ving full 
description 
and 


67 Randolph St. 
Chicago, 





WANTED TO PURCHASE 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 

or Sw setceRs’ 

WILL S$ FOR 

Bargains in phn always on 4 for special 
es and bargain basements 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge a that he who runs through these 
pages may read—and learn. 





WANTED TO PURCHASE 

















I PAY SPOT CASH 


For entire Shoe Stocks, us Shoe Stocks and 
Slow Moving numbers. Any quantity. Will 
give you immediate reply. 

S. CLEARFIELD 
116 W.32nd Street New York 
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advertisements, seven cents per w each insertion. Mini- 

26 times 52 times mum amount accepted, $1.25. Ads under this h heading will be received 

up to noon on Tuesday of week of publication date. When advertisers 
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OSITIONS WANTED—Four cents per 
Minimum amount accepted, seventy-five cs cents. For other “Want” 


word for each insertion. 




















SALESMEN WANTED 








SALESMEN WANTED 












making same grade. 
Write my ae my Address K-564, care Boot 





ALESMAN—Experienced high-grade 

Brooklyn turns. Established « 

Middle West. Past ongerense must be with nn — toe 
ld pay to make change. 


- 
South 





and Shoe der, 127 Duane St., New York. 








= 


ols 



























































Salesmen Wanted 


To carry a side line of 
women’s light and airy 
novelty welts made in Mil- 
waukee. The line includes 
16 samples of live numbers 
to retail at $5 and $6. A 
straight commission of 6% 
will be paid. The following 
territories are open: 


Oregon Kentucky 
Washington Alabama 
California Florida 


Idaho Georgia 
Nevada No. Carolina 
Utah So. Carolina 
Arizona New Jersey 
New Mexico Delaware 
Colorado Connecticut 
Wyoming Massachusetts 
Montana New York 


No. Dakota New Hampshire 


So. Dakota Vermont 

Kansas Rhode Island 

Oklahoma Maine 

Texas Mississippi 

Arkansas Louisiana 

Missouri Maryland 
Tennessee 





Kindly give us the follow- 
ing information. All such 
information strictly confi- 
dential. 


Name? Address? Age? 
Married or Single? Terri- 
tory Covered? What Line 
Do You Carry Now ? When 
Could You Start? How 
Often Do You Cover Terri- 
tory ? Address E-376, Care 
Boot and Shoe Recorder, 
207 South St., Boston, Mass. 






















WANTED~—Salesmen covering Southern terri- 
to carry as side line Rochester made 
women’s novelty turns and welts. Large stock 
department. Address E-374, care Boot and Shoe 
Recorder, 623 Powers Bldg., Rochester, N. Y. 





EVERAL rich territories open to high grade shoe 

salesmen for a line of a. ladies’ full 
fashioned silk hosiery to be carried as a side line on 
commission. Colors match or contrast with shoes 
you now sell. This line of hosiery is extensively 
advertised in the leading trade papers. Write for 
full particulars giving past history to K-570, care 
Boot and Shoe Recorder, 127 Duane St., New York. 





GALESMAN for line of fine turns for the state of 
Pennsylvania. References required. Address 
E-372, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


ALESMAN WANTED—One well acquainted 

with case lot buyers on Pacific Coast. We 
manufacture an exceptiofially fine line of Women’s 
McKays to retail at four to five dollars. Have some 
qetenteped business and line is favorably known. 

L. Shaw will be at Hotel Palace, San Francisco, 
as 16, 17 and 18, and at Biltmore Hotel, 





WANTED—COMMISSION SALESMEN 


A Manufacturer making a nationally known specialty line of children’s 
and misses’ shoes has a few desirable territories still open. Will consider 
side line proposition with non-conflicting line. Address E-377, care Boot 
and Shoe Recorder, 207 South Street, Boston, Massachusetts. 

















ANTED salesman for Chicago and vicinity 
who is known in that territory, to carry line of 
about 40 —- men’s welts $4 to $6 on com- 


May be ey — another line. 


mission basis. 
hoe Recorder, 207 


Address E-371, care Boot and 
South Street, Boston, Mass. 


GALESMEN WANTED for the following states to 
carry as side line for the retail trade a well made 
line of stitchdowns. Give full Particulars and 
reference also territory being covered: States of 
Kansas and Missouri; States of Nebraska, Iowa; 
Sate of Oklahoma; States of me Tennessee, 





ississippi and Louisiana; States of New Mexico 
and Arizona. Address, S. Rauh & = “510 Sixth 
Ave., New York. N. Y, 


ALESMEN ATTENTION—To those salesmem 

calling on well-rated accounts, we are prepared 
to give our in-stock line of 1-5 mock-heel turns, 
3-5 and 4-8 spring-heel turns and 5-2 stitchdowns. 
Sixty styles in-stock and medium-priced. We pay & 
high rate of commission and will cooperate financi- 
ally with those men furnishing A-1 references. Cam 
be carried with any non-conflicting line. Following 
terri open: New England states, New York, 
Ohio, Missouri, Nebraska and Northwestern states. 
Give all details in application. . Milow Shoe- 
Co., Inc., Rochester, Ke 








Angeles, Nov. 21, 22 and 23, to interview app ts 
This is a real opportunity for a live wire. 


ANTED to carry a line of 

children’s and misses’ welt shoes, moccasins 
and sandels. All the flexible and smooth features of 
a stitchdown and better qualities of a welt. Big 
seller. New York and Pennsylvania and few other 
good territories open. Address E-373, care Boot 
a ee Recorder, 623 Powers Bldg., Rochester, 


iN. 





Sia.) 1 








WANTED — Salesmen for side line women’s 
turns and welts. Rochester stock novelties. West 
of Mississippi. Address E-357, care Boot and Shoe- 
Recorder, 623 Powers Bldg., Rochester, N. Y. 





ANTED—Salesmen for side-line women’s turns. 

and welts. Rochester stock novelties. Illinois 
including Chicago, Wisconsin, and Minnesota. 
Address E-356, care Boot and Shoe Recorder, 623 
Powers Bldg., Rochester, N. Y. 








SALESMEN SHOES—Men with experience 
and ery following for various territories, 
Good line boys’ and children’s welts, turns and 
py Commission basis with Ry 
nt ie- 
ment store folowing, in Ph Philadephia, 
timore, Washington. Buffalo, 
Cleveland, Cincinnati, pores and Toledo. 

Give references and pas perience 
Post omee ‘Box PSe7, City ‘Fall 

Station, New York. 





Manufacturer of —- pf ew a 8, 
Misses’, and s’ Turn 
Shoes, high and yo Sy grade at 


attractive prices, desires additional 
salesmen. in fue kindly give 
territory other 





necessary information. Address E-378, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 

















SALESMEN WANTED 

Eastern turer erry 
line of a girls’, a and chil- 
dren's Esod oodyear Welts has opening for 
resident salesmen in Iowa, Missouri, 
Illinois, Indiana and Michigan on com- 
mission basis. Give full details of your 
experience. No objections to line being 
carried with a children's turn line. Address 
with references, E-296, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








MILWAUKEE DRESS SHOES. Excel- 
lent opportunity for salesmen with 
established trade to get volume busi- 
ness with our dress welts to retail at 
$5, $6 and $7. No objection to non- 
conflicting lines. Address , care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 




















WANTED—Sal to 
manufacturer making a general line of 
guaranteed not to Gip Higgs per hoes, in the 
following states: est Virginia, 
Alabama, Georgia, Missouri, 
lished trade. First letter give amount of 
tion, terri- 
tory covered in detail, etc. E. , 4 Ram- 
sey & Co., 347 Rider Ave., Bronx, N.Y. 











WANTED—Experienced salesman to 
sell a line of medium grade Children’s 
Turn shoes on commission basis. This 
is an old established firm that ma 
expanding and offers a splendid op 

tunity to the right man to grow wit it. ; 
Address 75, care Boot and Shoe f 


Recorder, 207 South Street, Boston, 
Mass. 
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SALESMEN WANTED 


POSITION WANTED 





LINE WANTED 








ALESMEN WANTED—For Southern and 


—— - L Sales Mar 


mail order 
New York Mfr. Address E-389. 
Shoe Recorder, 207 South Street, Boston, Mass. 





wo SALESMEN—We have a few terri- 
tories open for 12 cylinder salesmen with 


nat 





WANTED—Experienced salesmen to 
carry general work shoe line in New 
England States, also Oklahoma, Texas, 
Kansas and Missouri on a straight 
commission basis. Address E-381, care 
Boot and Shoe Recorder, 189 W. Madi- 
son St., Chicago, Ill. 


WANTED—Experienced salesman with 
successful record to carry our general 
work shoe line in an established terri- 
tory, covering New York State. Address 
E-380, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, II. 








NEW ENGLAND STATES 


With established business. Eastern 
factory line with in stock department 
making Growing CGirls’, Misses’ and 
Children’s. Territory open January Ist 
Must be thoroughly acquainted with 
best New England accounts and cap- 
able of good earning capacity. To 
travel with car during open season. 
Married man between thirty and forty 
years of age. Liberal salary, expenses 
and ission to sal i 





ERMAN, 28, several years i 
position in one of the > 
goods, ang 


tories in my; leather shoes, slippers, 
= 4 ther neitie ++ 45 dames 
or o position in wit ts 
of advancement. Moderate . Fairly conver- 
sant with English. Address K-569, care t 
Recorder, 127 Duane St., New York 





BUYER AND MANAGER DESIROUS MAK- 
peat en CHANGE—15 ears’ experience men’s 


2 ne ene. ddress 
and Shoe Recorder, 801 Leather 
rades Bidg., St. Louis, Mo. 





MANAGER WANTED 








MANAGER—Men’s h-grade shoe 
store. New York res t preferred. 

Not over 40 years of age. Must have lots 
of experience hand large volume of 
business. Capable of earning $5,000 

















oy year. unity for advancement 
? managership. Write Box 
eare Boot and S Recorder, 
Kséa Duane St., New York. 
LINE WANTED 
YOUNG man with ten rm, oer experi- 
A "ence travelling Virginia, South 


to connect ‘ith a ry or shoe 
= cov. above territory, can —_ 
references. n E-388, care Boot and 
Recorder, 207 LJ South Sire Boston, Mass. 








ANTED Line of medium priced ladies or 

Ey ne ye 

young ae fe retail experience, fine ity, 
neat a best education, and ‘A-t ref 





EXPERIENCED salesman having 

acquaintance in Spat | ree: and PMaae 
west, and a desires a sales 
connection with a ta, 3 tains high 


style women’s shoes of high grade. Trade 
ance is confined to big retail distributors who 
would only consider a first class tion. 
Address R-200, care Boot and Shoe R , 1420 
Widener Bidg., Fiindsighta, Penna. 





BUSINESS OPPORTUNITY 


MEMBER of firm retiring from rom business. W. — 
young saan with 05,090 to 016,080 to Duy 

his interest and take active part. Exclusi ich 
= SS ee K. fornia, 290,000 
ri 
Bank, Fresno, Calif. “6 








a} factory, fully equipped for ladies 
ae and McKays. One partner , half 
op whan eames Excellent opportunity. A: 
E-349, care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 





TO LET 


Loe OR PART TO Ly pres flight up, 

and airy, in heart of shoe Dis all 

ped LN space for show case in street. Rent 
Press, 97 








FOR RENT 


R RENT—New Building 20x110 feet, best 

location on Main Street, hoawad 15,000 with 

50,000 people within a trading radius. New modern 

—— for shoes. Only one high grade 

y ory store in the city. Ri rent. 
m J. Madigan, Marinette, Wisconsin. 





7 
i 





FOR SALE 
ELL established shoe store in fast i 
ee SS Se & eae 
tgeive oes Coe. 


Kot -& a opportuni i, or Siet fie porty. Adtran 27 Duane 


., New York. 











South Street, Boston, Mass. 











ng Address E-387 Recorder, 
our requi ts. All correspond 207 South St., Boston, M Mass. 
strictly confidential. Address E-382, A grade, experienced shoe nan 
care Boot and Shoe Recorder, 207 Wrrents to represent a line of eh pad chews 


ee vicinity. Address 
E364 care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








POSITION WANTED 


Se a = - yy ul Salesman who 

is getting married to settle down in 

es E. or N. Y. State om yt wishes to manage 

possibly invest in it. Address E-391, care 

Boot t ‘ond Shoe Recorder, 207 South Street, Boston, 
ass. 


ITION WANTED—Credit Man, Office 
Manager and Bookkeeper now available. 38 
years old, Christian. Ten years e in whole- 
hoe makes him a valuable man. 
Address E-390, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 











HELP WANTED 





MAR wACt saat LINES WANTED © to sell 


mor i. oats Be ew Fon 

a company 

porated to represent manufacturers. Address Addvos Easi, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





| pay SHOE STORE FOR SALE—Only 
shoe store in a owe s community of 7,000 
inhabitants. $2,500 cash and _ balance reasonable 
terms. Kanouse, 229 a. Ave., Hi 
land Park, New encetah, . Phone 508- 
M=ss ¥ Women's and children’s shoe stock fi 
run about to $6,500.00. ‘Address 
E 383, gy F*, AL 207 South- 
Street, Boston, Mass. 








Fin SALE—Shoe store, long established. Excel 
t suburban location. Lease available. Retir 
B. Falkenstein, 4007 Hamilton Ave., Cincin- 

nati, Ohio. 





HELP WANTED 








Window dresser, Card writer Salesman 
(Combination man preferred) good 
— for right p 

mow or formerly employed, 


quan @ expected, 
SSonties, Address E386, care ove ont and 
Recorder, 207 South Street, 





| Mass. 














10 SIDE LINE SALESMEN 


to sell short line men’s a work shoes at 
ari wom Loony > 4 8 at popular 
Mario arion, 


















Company, 









GHOE cae ae gan line of —_ 


pf... = Will sell I stock ot t 
8 jan’ 
separately. Abs Apply 1802 Purchase St., New ‘ord, 





HERE’S A GOOD 
SHOE STORE 


Established twenty-five years, 
popular priced family trade, 
own lease at low sontal. Well 
paying business in Yorkville 
section of New York City. 
Average thrity-five to forty- 
five thousand yearly. Owner 
retiring from retail. Will sell 
lease and fixtures. Address E-385, 
care of Boot and Shoe Reserder, 
207 South Street, Boston, Mass. 

















aneate se | | 


in cain | 


ter 


oro vtu=> 
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sive 
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FOR SALE 


a= DEPARTMENT FOR SALE—Annual 
about 000 on ten per cent com- 
gums. * Three year lease with option of another 





five y' Department store situated on main 
thoroughfare in in og York. 7s opportunity. 
Owner goi Address K-572, care Boot and 


Shoe R er, cot Duane St., New York. 


FOR SALE—Stock—Shoes, Findings, Hosiery, 
Fixtures, Shoe Repair Machinery. Good 
county seat town. Trade 15 to 25 aie Job Lot 
buyers don’t write. Quick sale; owner has other 
business. Address E-384, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








FOR SALE—FIVE HUNDRED PAIR OF 
WOMEN’S HIGH L BOOTS. CON- 
SISTING OF BLACK AND BROWN 
ti. BLACK AND BROWN — 


Oo 
CHANTS SHOE CO., 110 SUMMER 
STREET, BOSTON, MASS. 








FOR SALE 
Lease and fixtures with small stock of 
exclusive ee novelty shoe shop for 
sale. Located in it section of New 


reasonable to cash buyer. Wonderful 


pgeeuniy , & — a one. Address 
Recorder, 
127 Duane r—4 New acl City. 














WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or us stocks of 








shoes or other m y quantity. 
Prompt attention given. 
KIRSCH-BLACHER CO.., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 








We buy y highest cash price 
fr rota tp wholenal scocks of shoes of ny 
——— 
“aan 
iek aul nano saliened 


BROOKLYN PURCHASING SYNDICATE 
FRANK W 


WALKER 
610 Broadway, Becokive 
Phone Stagg 1757 








CASH PAID 


ter cee ctesee or cuapian stocks of chose os 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
stock of shoes. 


HF ae - yt to run taken over. 
25 years. 
I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST CASH PRICES PAID 


fap eg 

hands. Correspondence - 

Nene Wigs o phone ox, = 
MAX GLA 

52 Lispenard 

We also purchase 


LAUBERC York Ci 
ew ty 
, hats, furnish- 








ing goods, etc. 
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and upward 
is one reason for the aogty 
Ereyins ~ ~——pimiead the 


consistent 
economy of the entire 


lishment. Here ma 
a Club Breakfast at toe cow 


Affiliated with Hotel UM pin 
Broadway-32"40 33" Sus 


. NEW 
AESingleton; Manager. 
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Weber Bros. Shoe Co., No. Adams, Mass... . 
Weimer, Wright & Watkins Co., Philadelphia, 


Whitman & Keith, Brockton, Mass 
Wolnicar Shoe Co., New York City 
Wright, E. T., & Co., Inc., Rockland, Mass .36-37 


HOSIERY 


Arteraft Silk Hosiery Mills., Phil., Pa 


Beaton. J. R., Co., Inc., New York City... .. 
Brown-Durrell Co., Boston and New York 114-115 


Cooper, Wells & Co., St. Joseph, Mich 
Corticelli Silk Company, The, Florence, 


Freund & Brickman, New York City 
Full Fashion Hosiery Guild, Inc., New York 
118-119 


Harrington & Waring, New York City. .124,89 


Lansdale Silk Hosiery Co., New York City. . 126 
Lenox Hosiery Co., New York City 


McCallum Silk Hosiery, New York City... .103 
Metropole Hosiery Mills, Inc., New York 


National Hosiery X-Ray Co., Inc., New 
York City 


a 
Onyx Hosiery, Inc., New York City 


Philadelphia Knitting Mills Co., Philadel- 


phia, Pa... 
Posner Dr., A., Shoes, Inc., New York City.125 


Raymond Hosiery Co., New York City 
Richmond Hosiery Mills, Inc., Chattanooga, 
Rollins Hosiery Mills, Des Moine’,Iowa... . 
Rosenhain Co., Inc., New York City 


Sohn Hosiery Co., New York City 
Sulloway Mills, Franklin,N-H 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
Bicycle Step Ladder Co., Chicago 


Chicago Wire Chair Co., Chicago 
Coultas Co., D. W., Providence, R. I 


Ellis, W. E., Co., Haverhill, Mass 
Hymes, H. L., Co., New York City 


Kahn, Edw. E. & Co., Brooklyn, N. Y 
Kahn & Buick, Inc., Brooklyn, N. Y 


Lyons, Hugh, & Co., Lansing, Mich 
Mayhew, James N., Co., Inc., Minneapolis, 


Milbradt Mfg. Co., St. Louis, Mo 
Miller, O. A., Treeing Mach. Co., Brockton, 





Onken, Oscar Co., Cincinnati, Ohio 
Pep-Step, Chicago, Ill 

Scholl Mfg., Co., Chicago, Ill 

Vanity Novelty Works, Brooklyn, N. Y 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Phil- 
adelphia, Pa 

Armstrong Cork Co., Lancaster, Pa 

Ashland Leather Co., Boston 

Auburn Rubber Co., Auburn, Ind 


Barnet Leather Co., Boston and New York. . 
Barnet, J. S., & Sons, Inc., Boston 

Beebe, Lucius, & Sons, Boston 

Beggs & Cobb Co., Boston 


Chamberlain, B. F., Boston 
Creese & Cook Co., Boston 


Foerderer, Robert H., Inc., Phil. Pa.... 
Hunt, Rankin Leather Co., Boston 

Jones, F. E., Boston 

Lawrence, A. C., Leather Co., Boston. = 
Levor. G., & Co., Inc., New York City 
Lorraine Tanning Co., Peabody, Mass 

New Castle Leather Co., Boston 

Pfister & Vogel Leather Co., Milwaukee, Wis. 12 


Republic Rubber Co., Youngstown, O 
Reopine: Fred, Leather Co., Fond du Lac, 





Schmidt, Carl E., & Co., Inc., Detroit, Mich 
65-66 


Standard Kid Co., Boston 
Surpass Leather Co., Boston 


Thomas, Lake & Whiton, Inc., Boston 
Thompson-Field Co., Inc., Brockton, Mass. 87 
Tolman, Dow & Co., Boston 90 


— States Leather Co., Boston and New es 


MACHINERY- LASTS, MFG’S. SUPPLIES 
DRESSINGS, ETC. 


Beckwith Mfg., Boston 

Dunbar Pattern Co., Brockton, Mass 

Meyer, John C., Thread Co., Lowell, Mass. .140 
Tubular Rivet & Stud Co., Boston 

United Fast Color Eyelet Co., Boston 

United Last Co., Boston 35 
United Shoe Machinery Corp., Boston. .74,92 


Wilson Process Inc., New York City 


MISCELLANEOUS 


Atlantic Printing Co., Boston 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston 


Clearfield, S., New York Cit: 
Glauberg, Max, New York Ci 


Hotel Essex, Bos 


Hotel Martinique, ag tt York Cit 
Howard Print, Inc., Brockton, 


Kalter Cerf. Co., Max, New York City 
Kirsch-Blacher Co., New York City 


New York Ex 
a New York Ci 


Tolman Print, Brockton, Mass 





University Electrotype Foundry 
Waskow Co., Inc., Chicago, Ill 
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RILEY’S 
ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


WHEN you havetotaledup your 
sales slips for yesterday’s 

business—and know just about 

what your net profit is,—does it 

ever occur to you that there 

may have been a good bet that 

you have overlooked? One that 

will increase the number of sales 

slips and consequently add to 

your profit? 





You will find in Arch Relief shoes, an added 
source of profit. A quick selling line of shoes, 
that has increased both sales and profits, for 
scores of merchants, who are strong for 
Arch Relief shoes, because they know from 
experience, that these shoes are real money 
makers for them. 


There is an unlimited field for Arch Relief 
shoes—will you be the dealer who develops 
this field in your city? 


No. 6011—Black Kid $4.60 
No. 6010—Brown Kid....... 





You’ll be convinced when you see these 
shoes. It will be worth your while to let us 
tell you about it. 


No. 6728—Black Kid No. 6011—In Stock, No. 
Arch Relief Two-Strap Black Kid Arch Relief 
Goodyear Welt, 13-8 Oxford, Goodyear Welt, 
Rubber Heel, Combin- 12-8 Rubber Heel, 
tion Last. No. 131. Combination Last. No. 
Price..........+.-94%75 118. Price $4.00 


No. 6727—Same as No. 
above, Brown Kid. above, 
i S650 . Price....:... 


6005—In Stock, 
Black Kid Arch Relief 
Oxford, Goodyear Welt 
13-8 Rubber Heel, 
Combination Last. No. 
Bots PUNE. sccccee $4.60 


6010—Same as No. 6004—Same as 
Brown Kid. above, Brown Kid. 
2 + 05.35 $ 


No. 6005—Black Kid 
No. 6004—Brown_Kid 


THE RILEY SHOE MEG. CoO. 
COLUMBUS, OHIO 
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The practical value of shoe lacing hooks is only 
one more reason for their increasing use on foot- 
wear of distinctive quality. ~fhey are a common 
sense evidence that the shoes were made for the 
wearer Ss convenience. 
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Grover Dealers Are Welcoming This 
New Two-Strap With Open Arms 


From North, East, South, West—wherever there are Grover dealers 
words of praise and orders a-plenty come rolling in. 


And no wonder. It’s a wonderfully fine fitting shoe and a beauty to 
look at with the proverbial Grover quality and workmanship evident 
in every line. 


Black kid on No. 202 last, plain medium toe, turn sole carrying a 134 
inch heel with rubber top. 


In Stock AA-A, 4 to 9; B, 314 to 9; C-D-E, 3 to 9. . . $4.85 


Get a few pairs now and try them on some of your high grade trade. 





| J. J. GROVER’S SONS CO. -- Lynn, Mass. 


**Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE * 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. Corner Madison 





Vol. 84, No. 8. Published every week by the Boot and Shoe Recorder Publishing Com y, 207 South St., Boston, Mass. Entered as second class mat- 
April 15, 1922, at the Post Office at Boston, Mass.,.under the act of Congress of March 3, 1879. Subscription price, $5.00 a year. Printed in U.S.A. 
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BLACK VELOUR CALF 
DULL CALF TCP 


15 
CHERRY CALF 











IN STOCK 
B-C-D Widths 


Boots Are Selling In Volume 
BROWNS, 60% BLACKS, 40% 


Orders received to date for these 2 big selling styles have been ex- 
actly 58.1% Brown, 41.9% Black. These figures come from our 
stock dupertmnent on orders received from all over the United 
States. Gauge your percentage of Browns to Blacks mainly by 
your own local conditions, then mail your sizes on 14 and 15 today. 
Large reorders from many successful stores, prove these 2 style 
leaders money makers. 


MARION SHOE CO. 
MARION, INDIANA 
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[WESTERN QUALITY AND EASTERN STYLE. 
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] Ff 
on the seasons. 


Whether Instinct or Reason They are Right 


Every fall they go south 
Every spring they return 


As surely as their return, as surely as spring’s coming, that time 
brings a heavy white leather shoe demand. Remember that, and 
the moral is 


“Buy Whites When the Geese Fly South”’ 


Preferably 


Sh, tobter tole. 








White Levor Grain Kid White Levor Grain Goat 


(Cabretta) (Chevrettes) 


Sha, 100. Kecese of auerina 


NEW YORK GLOVERSVILLE BOSTON 


DISTRIBUTING FORCE 
ARTHUR S. PATTEN LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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Beauly Brown 


Ge fashion experts tell us this 

des origination is just the 
new brown shade they have been 
hoping for. 











|| 





Only your own hands and eyes can 
give you a just appreciation of 


BEAUTY BROWN. 


It has all that warmth of color, deli- 
cacy of texture and richness of tone 
that critical shoe men expect from 


Scherer’s Kid. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Ni wae? ie 





The Latest (olors of Absolute Fashion Authority 





EGYPTIAN RED SAHARA SEAL BROWN 


BEAUTY BROWN 
No. 5 No. 36 > No. 10 


EMINENCE 
No. 15 


CHERRY 
No. 19 


CHR YSANTHEMUM 
No. 30 


MOTH 
No. 23 


IVORY 
No, 41 


NORMANDY 
No. 21 


PECAN 
No. 12 


RAPALLO 


BEACH 


STEEL GREY 


CHESTNUT BROWN 
No. 8 

CORSICAN 
No. 38 


PARRAKEET 
No, 13 


CONGO 
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fi mere RSS ~ 


NATIONAL PARK 


) HIKING BOOTS~eOXFORDS|F 
YEAR ROUND WEAR : J 


DELIVERY 
FROM STOCK—NOVEMBER 25TH 


PRICE $4.00 


WIDTHS A-D—2%-8 
TERMS 2% 10 DAYS 






































Stockep as Fo_tows 


NO. F-7523— PATENT LEATHER, BACK- 
STAY AND FANCY SADDLE OF BLACK 
CALF. 


NO. G-4523~— PUEBLO HAZEL BUCK, 
BACKSTAY AND FANCY SADDLE OF 
MAHOGANY BOARDED CALF. 


NO. F-3523—LIGHT TAN CALF, BACK- 
STAY AND FANCY SADDLE OF SALMON 
BUCK. 

NATIONAL PARK FREE ADVERTISING 


INCLUDED WITH EVERY INITIAL ORDER. 
STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE, MO. MANUFACTURERS 
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You have heard 
your physician state 
how necessary it is for 
your body to breathe--- 
how the pores of your 
skin should be open and 
give off the impurities 
of the body with the 
moisture that carries 


them thru the skin. 


o ¢ ¢ 


It is just as essential 
to have your hands 
and feet breathe by 
having the pores open, 
and is necessary for 
health, especially for 
growing children. 
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Our WILO SPORT 
ELK LEATHER is 
made by a tannage that 
allows the leather 
to breathe—making 
it exceptionally easy 
for the feet. 
© @®@ 
Especially does it 
help the proper 
growth of chil- 
dren’s feet, by per- 
mitting freedom of mo- 
tion thru softness, and 
health, by permitting 
circulation of air, so 
that the pores of the 
children’s feet can 


breathe. 
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Wherever you sell 
a pair of shoes 


made of WILO ELK#® 
LEATHER in any off a) 
the 13 colorr-— 


Red, White, Blue, 
Green, Log Cabin, 
Light Smoke, 
Coffee, Chocolate, 
Beige, Silver Gray, 
Dark Gray, Dark 


Smoke, Cocoa— 


you will give serv- 
ice and comfort 
which will mean to you 
continuous demand for 
your shoes. 


© © 


Sell some shoes mace 


of WILO SPORT 
ELK and prove its 
value by your own 
customers. 





WILO SPORT ELK 


Reg. U.S.A. 





C. D. Kepner Leather Co. 


Sole Selling Agents We i i @) of Wilo Leathers 


139 SOUTH STREET, BOSTON, MASS. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 
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i 
The Strap Desten 


Ve “ALICIA” 
rk | (Orginated by 
_ Fd William Lipp) 








Shown in brown ooze 


de Sal with brown calf trim 
{ 

ts Bima Notwithstanding efforts to 

vn BY) supplant it— the strap re- 


mains the high note of style 
in feminine footwear. 


The “Alicia” is a striking 
strap model that we know 
will make a strong appeal. 


Makers of 
WOMEN’S BEST TURN FOOTWEAR 


FACTORY / DISPLAY SHOW ROOM 
133-143 FLOYD STREET CREATES 607 MARBRIDGE BLDG. 
BROOKLYN, N. Y. SALES NEW YORK CITY 
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“Tb DEGEN-LIPP, Inc. 
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- Oxfords and Straps 


Made to sell at popular prices. Good 
reliable merchandise that will prove 
**business-building’’ for any dealer. 
Send for complete Oxford Line for 
winter wear. 


’ No. 786—Van Ruba Russia Oxford, Log 
s Cabin Buck slashed top, 8-8 Heel, 127 
No. 792—Brown Suede One Strap, Russia Last. 
Calf Trim, Spanish Louis Heel, 129 Last. 


ee 


No. 731—Black Satin One Strap, Spanish No. 703—Patent Cross Strap, Half Louis 
Louis Heel, 125 Last. Heel, 129 Last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


———— 
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No. 385 
Black Ooze Calf 
“Onnolee™ 
Kaffor Kid Front 
Flexible Sewed 13-8 Box Heel 
Widths A-D 
Price $5.35 


OO TT 


Please order by stock number 
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“Follow The (reighton Line” 


CREIGHTON SERVICE 


Our service makes it possible for the 
progressive retailer to carry only the 
proper numbers at the proper time. 
Styles that meet the approval of the 
consumer can be sized up quickly from 
our stock department. 


A. M. CREIGHTON, Lynn, Mass. 
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VULCO-UNIT END BOX 


“THE PERFECT BOX FOR SOFT TOE SHOES” 


Stylish toes are the chief requisite of soft toe dress shoes. The VULCO-UNIT 
END BOX assures style at the toe of the shoe and, by providing just the 
necessary support, permanently retains that style 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MEFG, CO. 


argest Man Ufacturers of Box Toes in the World 
111 SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. ‘( s B}) GEO.A.SPRINGMEIER CO. Cincinnati 
“ 
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When Purchasing Stylish Shoes 
Don’t Overlook That Most 


Important Feature— 


UALITY 


Utz & Dunn Shoes are 
Honest Throughout 


B S87W $6.50 B 519E $6.50 
Net 30 Days Net 30 Day< 
Women’s Autumn brown Suede quarter and vamp, Women’s Patent cip quarter and vamp, Berville 
Berville cross-strap sandal, Autumn brown suede cross-strap sanda!, black ooze collar and strzps, 
collar and straps, Savery last, turn sole, 1% inch Savery last, turn sole, 1% inch patent covered 
suede covered Spanish Louis heel. Cuban heel. 
AAA 5% to8 AAAS% 08 


Fett IN STOCK AAS to8 


4% to 
4 to B4 
3% to C3%to8 




















B4I9P $4.65 B 489L note $5.75 
" vet ays 
Net 30 Days Women’s Log Cabin ooze calf quarter and vamp, 
Women’s Patent quarter and vamp, black suede Otter brown kid straps, pre 4 Coma sandal, 
straps, two-strap Coma sandal, Savery last. McKay Savery last, McKay sole, 1% inch suede covered 
sole, 134-inch patent covered Cuban heel. Cuban heel. 





AA 
72 


IN STOCK | #*2! 











Send for New Stock Catalog 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


les Bidg*, Denver, Colo. Bush Terminal Sales Building 709F orrester Bldg., LosAngeles, Cal. 
3 130-132 West 42nd St., Room 1521 G. C. McATEE, Representative 


218 on 
S. A. McOMBER, Representative 


GER & McNUTT 
Representatives 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





REG.U.S. PAT. OFF. 
SHOES FOR MEN AND WOMEN 


{h SN INNOVATION IN 
: ORTHOPEDIC 


FOOTWEAR 


Made in New England 








1 
Sek 
& 
: ». 
Nd 
se 
3 
5 
Z 
4 
; 
: oe 
xe 
Lz 
| 
‘fe 
is 
‘ 


| 
| 


~ 
wee 
- 
— 
—e 
~ 
—— 
- 
— 
- 
we 
med 
7 
a 
a. 
cual 
Ss 
Pe 
le 
ae 
— a 
> ean 
~. i 
— 
——— 
——— = 
nes 
Te 
—— 
eae 
—— 
a 
me 
ace 
ieee eee 
ne 
a 
ae 
| 
a. 
a 
| GT 
ine 
- 
= 
ee ae 
hmmm 
ee 
ee 
a 
a 
eta ok 
Sm | 
— 
4 
——— 
— 
ee 
—s 
ae 
Nee 
tee oe 
—. 
neem 
meee, 
a 
———_— 
ee 
Ne 
ae es 
——— 
—— 
—- 
° 
rE 
Wwe 


Proven 
Profitable 


Footwear 


In tock with a 
widespread number 
of leading 


WHOLESALERS 


Laolovies Brockton, New Bedford ANeashuaNAKe , 
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Corrective Footwear for Women 


Carried in Stock in Many Styles---All Ready for 
Immediate Shipment 


You should feature 
this line in your 
stock for a steady 

and continuous 
trade builder — 


No. 470—Price, $4.00 


Black Kid Arch Support Oxford, Kid Tip, 
Welt, 13-8 Rubber heel. Tremont last. 


AAA to E 
Sizes up to 10 


ne 


Let us il on on No. 467—Price, $4.00 
re a Black Kid Melba, One Strap Arch 


of our new  illus- Support, Imitation Tip—Welt, 13-8 Rub- 
ber Heel, Newport last. 


trated catalogs AA toD 


iit THOMSON-CROOKER SHOE CO. 


18-26 Station Street Boston, Mass. 


ay ney 
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Co-operation 


**The association of a number of 
persons for their common benefit.”’ 


Over twenty-five years ago the firm of A. F. Gallun & 
Sons, Milwaukee, originated and named 


“Norwegian Veals and Calf” 


During the past quarter century there has been perfect 
co-operation between manufacturers of the highest grade 
shoes, the merchants selling them and the A. F. Gallun 
& Sons Co. The demand for leathers of unimpeachable 
quality has been steadily fulfilled for the common bene- 
fit of the industry. 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to theeye. Offered in the 
Fashionable shades. 


Available in black and five colors. A smooth 


Viking Calf finished leather of superior merit. 





A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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THE PARKWAY—In Stock 


Style S-48—Tony Red Willow Calf bal, “Parkway” 
last, stitched roll tip, 10 iron single sole, half rubber heel. 


Width AA, 8 to 11. A,6 to 11. B,C, D,5 to 11. 
Less than three pairs of a style from stock, 20c per pair extra. Stock goods net. 


Most styles retail at Ten Dollars 
Book of stock styles mailed on request 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
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F+BE&C White Glazed Kid 
in. shoes from the 
Fifth Ave. Shop of Miller & Sons. 
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Will You Look Back a 


hew Years With Us? 


be Ve 


FEW years ago, when F. B. & C. 
White Glazed Kid was first in- 
troduced, there was no white leather 
that lent itself so naturally to dainty 
white costumes of summer. 


F. B. & C. White Glazed Kid opened 
a whole new chapter in sales oppor- 
tunity to the shoe merchants of 
America. 

Its pure white, glistening surface was just 


“made” for the light, airy effects that women 
were being offered for the first time. 


And, praises be, it didn’t require powdering 
or painting. Its highly glazed surface actually 
shed the dirt. 


Women immediately began to buy white shoes 
in a different frame of mind and, best of all— 
much oftener. 


Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th St., Philadelphia, Penn. 


Factories: Wilmington, Del. 


Do not be unprepared for the 
certain demand your custom- 
ers will make for F.B. & C. 
White Glazed Kid Shoes next 


season. 


Here, at least, is one shoe 
vogue of which you can be 
sure. 


Last summer’s experience 
proved, to the dismay of many 
who delayed their orders for 
F. B. & C. Kid Shoes, that 
early anticipation 1s the safest 
course. 


Unless you are willing to ac- 
cept a substitute (and there 


‘is no real substitute for F. B. 


& C. White Glazed Kid)! act 
— early — NOW. 
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EVANGELIN 


(REG, U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 





No. 5634 


Brown Boarded Lotus Calf Black Calf Oxford 
Blucher Oxford 100 Last 
Cord Crease 9-8 Wingfoot Heel 


100 Last 9-8 Heel 
Price $3.75 


Price $4.25 











STRAPS. 


FOR WOMEN 





No. 5644 No. 5658 


Black Suede 1 Strap 


Black Calf Trim Black Kid 1 Strap 


Black Calf Collar 


99 Last 
13-8 Wingfoot Heel 


14-8 Junior Louis Heel 


Price $4.85 Price $4.25 














MADE BY 


A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 5057 — Burgundy Side Leather. Shoe. 
8 1/2 Iron Full Grain Outersole, Natural 
Bottom. Full Grain Innersole. Full Lea- 
thor Lifts, and 1/2 Rubber Heel. In Stock 
6 to 11 in C and D Widths ......... $3.50 


PRICE 2% 30 DAYS NET 30 DAYS 


Here is a shoe that will absolutely satisfy the demand 
for a high-grade, low-priced dependable dress shoe. Built 
over our glove-fitting, one-width combination “Stagg” 
last. The uppers are cut from the best selection obtain- 
able from the world’s leading tanner of side leathers. 





teas SHOE COMPANY - MILWAUKEE 








-Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 























SKIN OF SNOW 

















There is nothing more richly beautiful in 
shoe leather than a skin of glistening white 


glazed kid. 


And there’s nothing more diffi- 
cult to produce in a uniformly 
pure white. 


Our tannage, we think, has 
accomplished much in bring- 
ing about perfection of color 
and grain. 


In CUIR DE NEIGE you 
will find a white glazed kid 
that speaks more forcefully 
for itself than any words of 
ours. 


—a leather that makes wh'te 
shoes of apparent distinction 
and rare beauty. 


In no type of shoe is con- 
stancy in run of color more 
important than in white. 


If you standardize on CUIR 
DE NEIGE, your white kid 
shoes will give your customers 
the sameness of satisfaction 
that will help to keep them 
loyal to your store. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centers) 














te 





‘a 


tandardize on 


Evans Brands 
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How about those sizing-in orders? 


Don’t get caught short when the demand comes. Look 
over your stock of Goodrich Rubber Footwear NOW. 
Tell us what , 


HI-PRESS and 
STRAIGHT-LINE 


numbers you lack. SAME DAY DELIVERIES—quick 
service is our specialty. Goodrich Rubber Footwear is 
getting more popular every year—get your share of this 
very desirable business. 


THE B. F. GOODRICH RUBBER COMPANY 


Akron Boston New York Chicago Minneapolis Denver Kansas City Seattle 


Makers of the famous SILVERTOWN Cord Tire 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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- speaking of Good Shoes | 
—there’s nothing like settling down to one better-class line thatfyou know to 
be uniformly good—perpetually good—and featuring that line by name. Some 
dealers have featured the CERTIFIED Shoe for twenty years and more. It 
is noteworthy that they have enjoyed a growth of sales and prestige in far 
greater measure than have competitors who frequently “switch” from one line 
to another. 


Rapid IN-STOCK Service 
Write for Catalog F. 


IN-STOCK 


Black Calf Oxford, Radio Last, 
Brown Leather binding on top 
and tip, White Quarter Lining 
Sloop edge and heel seat, rubber 
heel $5.50 


Pattern, 14 iron sole with sloo) 
edge, Rubber Heel $6.00 


Ask to see the effective sales helps furnished gratis to CERTIFIED dealers. 


STONEFIELD-EVANS SHOE CO. 


Rockford, Illinois 


Chicago Sales Office Kansas City, Mo., Sales Office 
410 Security Bldg., J. Wurmser 444 Sheidley Bldg., R. W. Martin 
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STETSON SHOES 


os 





THE ARCADE 


Two more styles have been 


added to Dept. 5. 


Style 25 — Men's Oxford, 
Aurora Calf. 


Style 26 — Men's Oxford, 
Gun Metal Calf. 


Both of these models are.the 
very latest thought in square toe 
styles for youn’, men, being, built 
over a brand new medium narrow 
square toe last. 


A Supplement to Stock Book 33 
showin, styles 25 and 26 is just 
off the press. 


Write for a copy. 


Dept. 5 
The Stetson Shoe Co. 


Incorporated 


South Weymouth, 90, Mass. 


BOSTON NEW YORK CHICAGO 

















HERE IT IS - - - - A NEW ONE 


270 Broad Street - - - 
Menieniiiiiieniiiiiueniiiiiienniii et iiiu 


November 10, 1923 





Trade Mark 
Welt Sturdiness—Turn Lightness 


A Novel Cross Strap Arrangement 
That Is Most Appealing 


IRENE 
$4.50 






Black ooze quarter and vamp. Black dull kid 
collar and loophole strap. 14-8 covered military 
SE inc naaelitnns+4ccuvcecaweweae $4.50 
A 48; B 4-8; C 3-8; D 3-9. Less than 6 pair 
orders, 25c per pair extra. 

Remember—Roberts Shoe Co. never put in the works 
an In Stock number marked a I has been 


shown the style by a widespread number of merchants 
who have ed. it. We are SURE the style is good. 


HEXEN 
$3.25 





No. 1001—Patent leather vamp and quarter; dull 
kid collar and straps. 13-8 leather heel, with rub- 
ber top-lift. 

No. 1002—Patent leather, black ooze collar and 
straps. 

No. 1003—All patent leather. 


The price is $3.25 
Sold 36 pairs to a case to a width, only. 
Terms: 5 per cent—15 days 
“Trene” and “Helen” are In Stock 


Sizes 2144-7 
3 -7 
34%4-7;7C and D 
3 -8 
: 3%-8 
ROBERTS SHOE CoO. 
“* Much Better Shoes” 


Sate SL enn tet ttetth 


a 


cS 


*. 
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WHEN a man buys 


shoes, he wants com- 
fort and style — he wants 
to feel comfortable and to 
know that he is inconspicu- 
ously well-shod. 


The shoe that satisfies 
these two prime demands 
will build up a permanent 
clientele of enthusiastic cus- 
tomers — men who recom- 
mend your store and the 
shoes you sell. 


Such a shoe is the Eaton. 


It is built to fit the foot 
— not to mould it. It is the 
closest approach to the in- 
dividual custom-made shoe 
that has been achieved by 


any manufacturer. 


An elastic-gripping sad- 


yee 
The BATON Shoc 


A NEW SHOE 
COMFORTABLE FROM THE FIRST STEP 


dle inner sole snugly clasps 
the instep of the foot and 
holds the foot comfortably 
back in place in the shoe— 
no slipping about or rub- 
bing. No part of the foot is 
cramped or forced out of 
proper position in the Eaton 
Shoe. 


The Eaton Shoe makes 
permanent customers of 
trial purchasers. Every 
purchaser of a pair of 
Eatons becomes a perma- 
nent asset for your store — 
a booster for the Eaton 
Shoe. 


You can feature the 
Eaton Shoe as ‘“‘comfort- 
able from the first step” 
— and as a leader of style 
among fine shoes. 











BROCKTON 











Made under the A. E. Litile patents 


CHARLES A EATON (@) SHOE INDUSTRIES 


MASS., U.S.A. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recerder. 
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The Sole of the Better Sport Shoes 


SATISFIED CUSTOMERS TALK 


One crepe insert sale means another because 
they do satisfy. 


Armor-tred Crepe insert soled shoes will bring 
new faces to your store and make regular cus- 
tomers of them. 


rmor-tred 
Crepe Insert Sole 


made by Quabaug Rubber Company, North Brookfield, Mass. 


Dealer Influence is secured thru advertising in the Boot.and Shoe Recerder. 
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No. 1808 
“The Boulevard” 


Black Calf, Flat Black Eyelets 
Rolled Tip, Single Sole 
Rubber Heel 


Price, $5.60 


In Stock —- Tg, Ball Fashioned 


Ato D Run 
“ Needs No Breaking In” 








Ordinary 
shoe after THs model is a distinctive creation in 


smooth, black calf. Unique pattern 
and stitchings emphasize its graceful 
lines and make it an outstanding num- 
ber in our big variety of men’s shoes. 





Numri-Bish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
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OODYEAR Wingfoot Heels are popular— 
tremendously popular. There are many reasons 
why they should be in such great favor, but they all 
come down finally to the one good reason—gquality. 


We make them, first, to be a better wearing heel. 
And with that longer wear we combine the advan- 
tages of style and fit. There is no substitute for 
Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


ENGFOOT |: 


Dealer Influence is secured thru advertising in the Beot and Shoe Recorder. 
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CHARLES A EATON 





The seven magazines whose 
covers are pictured above will 
carry the story of the Crawford 
Shoe to more than 15,000,000 
people every month— 


Creating a demand all over 
the country for the Crawford 
Shoe — the shoe that won’t run 
over — the shoe that holds its 
shape from first to last. 


Consider the list of national 
magazines that carry our ad- 
vertising: 
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Broadcasting Crawford Quality and Value 


American Elks Magazine 

Munsey’s Short Stories 

Vanity Fair Adventure 
Everybody’s 


Pretty good combination, 
that —reaches practically every 
man who wears $8 shoes. 

Get ready for your share in 
this nation-wide shoe business, 
write to us today so we can 
tell you all about the new pro- 
duction and marketing plan 
that doubles turnovers and 
profits to shoe dealers. 















SHOE INDUSTRIES 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Famous 


Weber 


Shoe fe Men 


No. 96. Blucher Oxford —Brown Norse Veal 
Rex Last, Red Fittings and Gable Edge. 


Ask Any Dealer 


who buys this line. 


His answer will be that he is sat- 
ished. When our customers see them 
this season, those nice mellow Calf 
Skin shoes to retail at $6.00 and 
$7.00 at a profit, their joy will be 
complete. 


We haven't forgotten the fellow who 
wants a good shoe from you at $5.00. 
Our salesmen are doing fine. Come 
along and join the satisfied dealers. 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, 
Marbridge Building. 


I. F. Staps, 735 Boston Block, 
Minneapolis, Minn. 


C. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; youns men hetween the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall. making a total of 
475 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our organizaticn. Under our experienced managers 
you are trained to me a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


“xperience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. at we need 
are young, healthy, and capable esmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition— tested and proven over a 
period of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
ou are sold a one-third interest in a new store and 
me its 4 You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
ou by the J. C. Penney Company, and you repay it 
hon subsequent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
rs’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J.C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 
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JUST the LACE for HIKING and WINTER SPORTS 


WITHSTANDS HARD USAGE OF 


RAIN —— SNOW —— ICE 
“HUBTIP” «“NO-METAL-TIP” SHOE LACE 


(Trade-mark Registered U. S. Pat. Off.) 


STRONG — DURABLE — FAST COLOR 





NO,TIN TAGS TO COME OFF AT THE WRONG TIME 
Lace made of the BRAID itself from TIP to TIP 
APPROACHING SEASONS REQUIRE SUCH A LACE—DISPLAY A CABINET 


27 in. per gro. Laces “ - in. per gro. Laces $2.50 45 in. per gro. Laces $2.90 63 in. per gro. Laces $3.70 
30 “ee “ “ 2.20 “ee “ oe “ » A 70 54 “ “ “e “ a 30 72 itd “é ee 4, 10 


BLACK, one RUSSET ASSORTED CABINETS SUPPLIED 
ORDER TODAY AND SUPPLY THE DEMAND 


Manufacturers 


FRANK W. WHITCHER.CO., BOSTON and CHICAGO, U.S.A. 
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“Ozark Ripley,” author of “Just Hunting,” 
and a sportsman of national fame, wore a pair 
of rubber-soled, canvas-topped shoes behind a 
dog sledge in the frozen north— 

—through the waste lands of northeast 
Georgia—in the underbrush of the Missouri 
Ozark Mountains—wading the trout streams in 
Tennessee—through the rough lands and bad 
lands of the country— 

These shoes are still in excellent condition! 

Why? 

They are Converse Shoes with a Korxole 
Innersole—a tough, pliable, waterproof inner- 


ARMSTRONG CORK COMPANY, 





sole that preserves the shape of the shoe and 
protects the foot. 

A Korxole Innersole will not become water- 
logged even after a long immersion in water. 
Consequently it will not crack. 

It stands to reason because cork—used in 
shoes for centuries—is waterproof, light and 
elastic. 

If the shoes you sell have Korxole Innersoles 
you will be giving your customers far more shoe 
satisfaction. 

If you would like to have a sample of Korxole 
to test its qualities of resilience, toughness and 
pliability, drop a card today. 


Shoe Products Division *” .. LANCASTER, PA. 





“THE FLEXIBLE CORK INNERSOLE”. 








Dealer Influence 1s secured thru advertising in the Boot and Shoe Recorder. 
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Have you 
the Facts? 


AVE you a first-hand knowledge om 
of what is put into Field’s Unit 
° ° . TRADE-MARK 
shoes? Of how it is put in? The reason us Eo ore 
for their astonishingly low prices? Have re 
you seen the shoes themselves, and a“‘split-chicken” 
showing their construction ? 


If not, you are not making all the money that you can make 
in your men’s shoe business. 


Field’s Unit shoes are made the new way—Field’s Unit 
method—that cuts costs. 


Each style is made one way—in unit lots, each operator 
specializing on one process, doing one thing one way—the 
way autos are made. Suppose each auto dealer should specify 
a different color of paint, different size tires, different axles, 
a difference in construction here and there, do you think 
they could sell the quality cars they do for so little money? 


The auto manufacturer has brought down the price to where 
most of us ride, because he makes his cars all one way with 
no variations, and he produces them in volume. 


The application of thissame principle to the making of Field’s 
Unit shoes is the secret of the big value and low price. 
How big the value is you can only know from actual, personal exami- 
nation of the shoes themselves. Send a trial order for specimen pairs 
of styles illustrated and learn the facts. 


ree ee & S & PD, 














FIELD & FLINT CO. 


Montello Station 


BROCKTON, MASS. 

















Style 545 


IN STOCK ao 
$5.00 | --—— ee “WILD MAN” 


“Stata ana 











Style 546. Same 
in Black Calf $5.00 


















i aray ly of Oxfords 4 







Sevle BAS Tan le 542 Tan 
or Stvle 546 Black “ Style 543 Black 
“e & » 
¥ : a | 
Se \ Cn , . *® —_ 
» } = 
y Nes ee ’ _ ’ [a i. 
\ » 5105S R¢ Style 529 Shiny R 
’ le 530 Black 
> 
* ? ~ ~*~ ™ es 
- 
- ~~ y ~ , 
“tin tm 
Ro I — i \ en Pte... a 
Siadi- 534 


Style 





535 Ob arelae 


Style 534 Blucher; 535 Oxford. Black Style 529 Shiny Red; 530 Black. Culf- 





Style 545 Tan; 546 Black. Smooth Calf- 
skin Plain Toe Blucher Oxford, with Scotch 
grain panel. Calfskin lined quarters, 13- 
iron edge single soles. Goodyear Wingfoot 


Rubber Heels. Sizes 5 to 11. 
Widths B-C-D. Price, . : $5 00 


Style $10 Shiny Red. Smooth Calfskin 
Bal. Combination last; 13-iron edge single 
soles. Goodyear Wingfoot Rubber Heels. 
Sizes 5% to 11. Widths AA to E. - $5. 00 


Price, 


Solid leather construction. Top-grade chrome-tanned calfskin and kidskin; best 
sele@ed oak-tanned outersoles and innersoles; sole leather box toes and count- 
ers; all the style, “‘meat’’ and merit that can be put in the highest priced shoes 


by Brockton’s best shoemakers. 


and get the facts. 


Prove it! 


Kidskin. Made on the best fitting last in the 
country. 13-iron edge single soles. Good- 
year Wingfoot Rubber Heels. Sizes 5 to 11. 


Widths A to E. 

High shoe, $5.85. Oxford . $5.50 
Style 542 Tan; 543 Black. Smooth Calf- 
skin Oxford on the new “Wild Man” last. 


A winner. Calfskin lined quarters, 15-iron 
edge 7 soles. Goodyear Wingtoot Rub- 


ber Heels. Sizes 5 to 11. Widths 
AtoD. Price, . » $5. 00 


Get specimen pairs in your hands 


skin Oxford. Six rows ‘of stitching on back- 
quarter, vamp and tip; calfskin lined quar’ 
ters; 13-iron edge single sole. 
Wingfoot Rubber Heels. Sizes $4 85 
5toll. Widths AtoD. Price, ¢ 


Style 506 Black; 505 Red. Smooth Calf 
skin Bal, on an extremely smart, modified 
French last. 13-iron edge single soles. Good 
year Wingfoot Rubber Heels. Sizes 5 to ll. 

Widths AA to D. Price, $5. 0 


Field 4 


Makers of “Korrect Shaye” 
Montello Stat 


QW 








n 


537 








—=I 


— 


537 Brown Kid 


Style 528 Black 
Style 533 Tan 


N ~ 


¢ nty of High Shoes ‘o 


Style 503 Tan 
Style 504 Black 





ie a Saute 538 Black 
iagic 539 Tar 
Vi . 


et 


tlhe! 
4' 


Style 537. Brown Kid Oxford on the best 
last brown kid shoes were ever made over. 
l-iron edge single soles; kidskin lined quar- 
a Wingfoot —— Heels. 
toll. Widths A to D. 
a. ee. ae 
Style 547. Patent Colt Oxford. A real, 
live, young man’s style. Wanted now— 
that’s why we have it. Gray sheepskin 
quarters; 13-iron edge single soles. 
Goodyear Wingfoot Rubber Heels. Sizes 


5 i -C- 
— = ” ° tual $5.00 


ice, 


lint Co. 


Anatomik” shoes for Men. 
ockton, Mass. 


NZ 





Style 528 Black; 533 Tan. Heavy Calf- 
skin Blucher— Police— Motor -Mail - Fire 
Shoe. Extra Heavy Outersoles; full rub- 
ber slip soles; weatherproof reverse welt. 
Sizes 6 to 12. Widths C to EE. $5 65 


Price, 


Style 503 Tan; 504 Black. Boarded 
Calfskin Semi-Brogue Oxford. On the 
smartest brogue last. Perforated and pinked; 
scroll tip; 15-iron edge extra heavy single 
—_ Goodyear bay ry Rubber Heels. 
izes 55toll. Widths AA to E. 
Price, .- -. «ee $5.00 
Style 501 Tan; 502 Black (high shoes) 
same as above. Price, $5.35. 


Style 544. Tony Tan Bal. Last minute 
city style. 13-iron edge single soles. Good- 
year Wingfoot Rubber Heels. Sizes 5 to 
11. Widths B-C-D. Price, ; $5 50 


Style 536 Oxford. Same as above. Sizes 
5to 11. Widths AA to D. Price, $5.25. 


Style 538 Black; 539 Tan. Calf Blucher, 
on a smart combination last. 13-iron edge 
single soles. Goodyear Wingfoot Rubber 
Heels. Sizes 5 to 11. Widths B $5 00 


to E. Price, , 


Sure the pictures look good, but any old shoe can look good in a picture. To 


learn the truth see the shoes themselves. 
(we make no samples) and get the facts. 


Send for specimen pairs from stock:--- 
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are made, 


ANATOMIK” FACTORY 


Sl 


*“KORRECT_SHARET~® ~ 


A ee er 


they are made> 


Calfskin Heavy Oak 
Uppers 1 1 Soles 


Calfskin 
Quarter Linings 


Sole Leather 
Lined a ‘ é ) Box Toes and 
Tongues . ‘ Counters 


Heavy 
Shanks 


Mieels. | of Calfskin 


Note the solid construétion shown in this ‘‘split chicken’’ view. 
Field’s Unit shoes have the substance and merit built into them. 
Selected chrome tanned calfskin upper leather ; calfskin facings and inside backstays 
to match. Heavy single oak tanned soles (natural finish). Extra heavy innersoles. 
Rubber heels built on solid leather bases. Solid leather construction including sole 
leather box toes and counters—all the quality, substance ‘and ‘‘feel’’ that shows 
real merit and real wearing quality. Quality built into every line, seam and stitch— 
and built in to last—by one of Brockton’s oldest and best known shoemakers, 


We are putting on additional salesmen to bring Field's Unit shoes 
to all the trade, but don't wait until we have our sales force com- 
plete. The shoes themselves will convincingly tell their own story. 
Wire or write for specimen pairs and cut open shoc, at our expense, 


FIELD & FLINT CO. 


Makers of ““KORRECT SHAPE” shoes, ‘‘ANATOMIK”” shoes for Men 
and FIELD’S UNIT SHOES 


MontTetto Station, - Brockton, Mass. 
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NEW YORK’S MARKET 


_ for NOVELTY FO OTWEAR 
_IN STOCK 


“THE RIGHT SHOES ON TIME” 1 hs Mosher Shoe G 


Top Grade Goodyear Welt 7’ 114-16. WEST BROADWAY 
“Wingfoot’’ Rubber Heel oa S NEW YORK CITY 
eS 10% REDUCTION 


Stock No. 502 { HIGH GRADE TURNS _ ™ 
Gun Metal Calf, Sport wy gig Widths A & C—Sizes3-8 Old 50 $4.58 


NS ig ed $5.50 
Oxford. Also in Mahog- $ 1707 Log Cabin Calf trimm 
any Colt and Eli Qe 
Chrome Patent Leather. i 2 2038 J as a pet. lea. . uall host $3. 25 $2.90 
Sizes 3 to 8. suede tri 


Y D wi " ° 
C and widths Price $3.50 








2040 Pat. suede 





B. FRIEDMAN, _145 Duane St, New York : a) cov. Spe. 53.50 $3.18 
Established 1880 SF eta LXV. $3.25 $2.90 | 














ANOTHER WINNER! _ )' “A SEASONABLE NUMBER” 


Ready to Ship No. 8001—Autumn Brown Nubuck Two 
Strap, Brown Calf Trim, Welt. 13-8 Cuban 


No.920—All patent short vamp, gun metal heel, U. S. Spring Step Rubber = 
collar. Brooklyn McKay, Tes Spanish j Sizes 2% to 8, C and D 
heel $5.50 ’ Same as above 
i No. 8004—All Pat. Lea. Plain 
No. 921—Satin as above iio. eee-a8 bay 
No. 922—Black Suede as above . No. AN Pet. Lee. Plain 
No.923—Velvet as aheve $5. "15 Toe . oe eel $3. 


Widths B and C | Send for descriptive list and 
Sizes 3 to 8 prices of other new numbers in 


— — » M.J.Saks Shoe Corp. og —— 


| 198 CHURCH ST 
| 

}e) = 

y/ 











No.920 wet 4 hy Wm. Kellers Shoe Co. Inc., Newyork ciry 














- | LION SHOE CO. ccgqgeuueme 


Distributors of By | ll Brand Mp, 
omfort Slip € . . 
No. 264—High grade Silver Embossed “FINE FELTS for FINE STORES” 
Turn Evening Slipper, 15-8 Spanish Specially priced 
Heel. No. 262— aed as above in Paiats Cagmens poze Hea Ped 
si op Boo vy Pad 
French last, 17-8 Spanish heel Chrome Cushion Sole Spri yt 
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SOFT TOE FLEXIBLE BAL 


* Double 


Stitch 
Back 


Stay 


BAL LACE 


Double Vamp- 

ing, 4 Rows of Stitching on Vamp. This 
= the shoe from ripping at this 
point. 
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YANKEES 
ZEV 


The Yanks’ morale, Zev’s 
Ramsey’s Triple-Stitch— 


IN STOCK READY TO SHIP 


SOFT TOE FLEXIBLE BAL 


5-8 8-11 
5485—P. & V. Lotus, Soft Toe, Re-Tan Flexible Sole....... $1.60 $1.85 
BAL LACE SCHOOL SHOES 

5-8 8-11 
Spring Spring 

Heel eel 

4406—Cherry Bal, Neolin Sole ................05eccceeees $1.05 $1.25 
4408— Black Bal, I oe Ue ive dee devendstcnnte 1.05 1.25 
5406—Cherry Bal, Oak Shoulder Sole.................... $1.20 $1.40 
a ae Bal, Oak Shoulder Sole........... 2.027.222. 1.20 1.40 
any Chrome Bal, Best Bend Oak Sole... iwasbun 1.45 1.65 

sais. “a . Brown Lotus Bal, Best Bend Oak Sole. ..... 1.60 1.85 


BAL LACE SCHOOL SHOES—Full leather lined 
5300—Mahogany Bal, Leather Lined, Best Bend Oak Sole . $1.60 $1.85 


RUSSIAN BOOTS 


Outside 
Spring Rubber 
ice Heel 
515—Brown Lotus with Patent Collar, Best Bend Sole... $3.00 
518—Black Lotus with Red Collar, Best Bend Soie...... . 3.00 50 


RA 


November 10, 1923 





IK 


Novem 














spee 


he: 


%12—Brov 
%15—Brov 
%13—Red 


%052—Brov 


23—Brow 
2%—Black 


825—Brow1 
028—Black 





“THEY CAs 


347 Rider Avenue 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











November 10, 1923 BOO’ AND SHOE RECORDER 39 


















y 
' speed, Dempsey’s punch— 
_{These have made champions! 











MEN’S 
EVERETT 


MEN’S EVERETTS 


Rubber Heel 
#012—Brown Elk Everett, Oak Sole...................+. Men’s Sizes 6-11....... $1.80 
#15—Brown Lotus Everett, Flexible Chrome Sole........ Men's Sizes 6-11....... 2.00 
#13—Red Upper Leather, Oak Sole..............-...4+ Men's Sizes 6-11....... 1.80 
4 MEN’S ROMEOS 
. Rubber Heel 
} 52—Brown Elk, Oak Sole... .... 2... cc cece cece eeeee Men’s Sizes 6-11....... $2.00 
1 
ide 
er LADIES’ AND GROWING GIRLS’ CREASED VAMP OXFORDS 
Rubber Heel 
) 25—Brown Lotus, Creased Vamp, Oak Sole............... Sizes 2%4-7.......... $2.15 
5 2%2—Black Lotus, Creased Vamp, Oak Sole................ Sizes 244-7.......... 2.15 
J 
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MEN’S CREASED VAMP OXFORDS 






%25—Brown Lotus, Creased Vamp, Oak Sole................ ae 
%%—Black Lotus, Creased Vamp, Oak Sole................ Sizes 6-11.......... 2.35 


SEY'S 
NOT RIP” 
New York City 
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Prepare 

NOW - 

for the 
Biggest 
Boot 
Season 





No. 8778 


Dull calf blucher. Broad- 
cast last. Whole quarter, 
Plain toe. No Box. Crimp 
vamp, rubber heel. D-E 


$5,50 Fit 
° : ne: 

Mr. Live Dealer— | on 
. : shoe st 
Being prepared to satisfy your trade paves the way for return customers and Whe 
additional sales. Establish the “live dealer” reputation. You can do this by HH more a 
stocking up now for what will be the greatest boot season. Every sign points to with t] 


: 7 ith 
volume boot sales. There-will be many ce i 


days when you will have calls for quality of the } 


boots—stylish, strong, well made, and of 
oO 


comfortable. Here are two of many ging t 
models that we can ship at once. No. | @ have si 


8778 is a proved winner for sales. It’s an vate 
e 
All America shoe, that’s why. No. 142 UD New Y 
is a popular priced Armada shoe. ; Here 
town. I 


: | researcl 
at any of our eight branches. 1B small in 


Your order will be given prompt attention 


had sm 
buildin 
from a- 

“The 


RICE & HUTCHINS Ef cite 


INCORPORATED that sh 


the ne 
No. 142 . 13 High Street BOSTON, U. S. A. Pes 


Brow uernsey calf Bal. — — 
Ski dn Six y some of : Rhee pS Distributing Branches: real fell 
spaced Stitching. Tip, Rice & Hutchins Atlanta Co. Rice & Hutchins Clevelend Co. BF clothes 
Single Sole. Rubber heel. Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. PO i, 
C-D, 6-11. Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co, His 

Atlas Shoe Co., Boston, Mass. Jos. I. Meany & Co.,Inc, Phila. Pa. BF finger r 
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WRITE TODAY FOR CATALOG to wear 


\ WW 7/074 slick up 
Dealer ideas is — yw iiathine in the Bout and Shoe Recorder. 
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The Influences Beneficial to Men’s Shoe Selling 


Slowly but Surely Comes the Betterment of Business on the Men’s 
Side of the Store 


F it wasn’t for the stimulus in the men’s shoe busi- 

ness this fall, the six weeks to November first 

would have been double minus on the profit side of 
shoe store books. 

When the demand for women’s shoes abated a trifle, 
more attention was put into the sale of men’s shoes 
with the result that many stores did more business 
with men than for any corresponding period this past 
year. Maybe it was because they saw in the men’s end 
of the business, an opportunity to pull up the slack by 
advertising, and by example. 

To bring about a higher standard of dress in men is 
going to be a long and steady pull. In New York, men 
have snapped into the gray hat, gray suit and black 
shoes so that smartness is to be noted everywhere. In 
the fit and style of a man’s wardrobe, the young men of 
New York have started something. 

Here is how one man can influence an entire country 
town. It is an observation made by one of our traveling 
research representatives now visiting stores, large and 
small in the middle west. He writes, “Indiana formerly 
had small schools in the rural districts. Now they are 
building modern brick buildings, and bringing children 
from a radius of five miles in busses. 

“The old schools have a variety of teachers, very 
often the farmer’s wife whose only qualification was 
that she lived nearby and was willing to teach. One of 
the new schools near Frankfort now has as head 
teacher, a local man who was college educated and a 


real fellow, interested in athletics and who liked good 


clothes, etc. 

“His habits of a clean shave, clean collar, clean 
finger nails, polished shoes, made its first impression 
upon the girls of the town. Then the older boys began 
to wear neckties to school, comb their hair and generally 
slick up. Not a word was said by him, but before long, 


the boys began to wear better clothes, better shoes and 
to get their hair cut more often, city fashion instead of 
jelly-bean trim. They didn’t want to be dudes by any 
manner of means, but as farm boys, they wanted to be 
‘up and coming.’ The result was that the stores of that 
town just doubled their business.” 

We have all this from the good report of a shoe mer- 
chant that our research man visited. It is such in- 
fluences as this that lead to better dress, better and 
more pairs of footwear and a healthier tone of mer- 
chandising. 

Our research man also points his finger at many of 
the shoe stores which even at this time of the year per- 
mit everybody from the boss to the store sweeper, to 
work in the store in shirt sleeves, or wearing vests gnly 
or to roll up their sleeves. Some even smoke while 
serving. 

The young women of the town who come in to buy, 
are stylishly dressed, the shoes are worthy of Fifth 
Avenue but the service given is entirely out of the 
picture. Snap out of it! Don’t let your store be slovenly; 
give your clerks a pair of shoes per man out of your 
own stock with the understanding that they are to be 
kept polished. When you go to a convention, bring 
more than one pair in your grip; be the best shod man 
in your town because it pays. 

To spruce up means more business—let’s go. 





Try Putting Sizes Together 


E want to call your attention again to one of the 

features of last week’s issue and by the way, if 

you did not read the book from cover to cover, you 
missed something. 

Turn back to page 52 of the issue of November 3 

and examine carefully the condition sheets of shoe 





42 


stocks. Just look at the number of pairs that Mr. John 
Doe had on size 3 on both the sandal and the oxford 
sheet. How in the world will he ever get rid of 121 pairs 
of size 3A? We wonder how many weeks it is going to 
take him to sell that number of pairs in his community. 
How long would it take you? 

Let us look still further. On his size 244B he has 6 
pairs. How would he ever get rid of such an accumula- 
tion? Isn’t it time for the retail stores of this country 
to completely change over their methods of sizing? 
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that he will not get anything out of attending a meeting 
of his contemporaries, whose success has not been so 
marked, he may by attending do much constructive 
work for the shoe merchants who haven’t been so 
successful and they may profit by his experiences and 
ideas. Some of his ideals and thoughts may be the means 
of inspiring some merchants to success. 

It is well that we don’t lose sight of the fact that 
environment counts heavily in fashioning our ideas, 
whether they pertain to business or to social subjects. 


Shouldn’t shoes be racked 
according to sizes instead of 
runs of shoes? If you had 
all your threes together, 
wouldn’t you entirely eli- 
minate on new orders size 
three, no matter how good 
the style might look? 

You can’t go on piling into 
the store, the O’s and E’s, 
for the odd and end sizes 
eat up all the profits event- 
ually. 

We would like to hear 
from merchants who have 
thrown custom and habit 
out the window and have 
put all of their sizes togeth- 
er. One merchant tried the 
experiment of painting on 
the front face of his carton, 
a band of orange color to 
indicate his 3’s, one of blue 
to indicate his 4’s, and so on 
through the color spectrum. 

His clerks in an instant 
could grasp the right carton. 
It gave him a bird’s eye pic- 
ture of the condition of his 
stock. 





The Biggest Part of Salesmanship 
Is Patience 


A better than average thought on the way to 
succeed in business is contained in the follow- 
ing letter sent recently to the salesmen of the 
Wobst Shoe Company of Milwaukee by Her- 
bert C. Groenewold, sales director. 


**In looking over the manual used by the 
salesmen of the National Cash Register Com- 
pany,” the letter begins, “I came upon a 
thought which is worth passing along here. 


** *] earn the value of patience,’ counseled the 
manual. ‘Remember you are asking your pros- 
pect to understand in half an hour what it has 
taken you months to learn.’ 


“Even though our problems are different 
from those of a salesman selling cash registers, 
there is a world of wisdom in this advice. It is 
all too true that as we grow in experience we be- 
come increasingly impatient of the viewpoint 
of the man we must sell. 


**When he offers objections which we have 
heard for the ten thousandth time, we forget 
that in his mind the objection is very real, and 
very important. We impatiently brush it aside. 
We lack patience to try to see the situation 
through his eyes. 


**When we explain points that to us are as 
clear as day, and the prospect fails repeatedly 
to grasp.them, we lose patience, and let our 
voice reflect irritation. The buyer not wishing 
to be thought dull, says he understands when 
he doesn’t understand. 


*“*Let us remember that patience is the basis 
of all teaching, and stripped of its mysteries 
and theories, selling is nothing more or less 
than teaching. Don’t you agree with me?” 


Meetings of retail shoe mer- 
chants will be beneficial to 
all. They possess the same 
interest in subjects concern- 
ing the shoe business and 
frequent association means 
an exchange of ideas and 
problems which often results 
in unlimited value to many. 
As Sam Davis puts it, “A 
wave of education and co- 
operation is sweeping over 
the business world today.” 
The “Buyer’s market” is 
back; GOODS and SERV- 
ICE must now be SOLD. 


Camouflaged the 
Fitting Stick 

hy not try this simple 

camouflage of taking 
the size stick and cutting off 
a piece of it the equivalent 
of two sizes in length, so 
that the vertical mark against 
which the heel rests gives the 
actual shoe size length to the 
rest_ of the measurement 


We would like a national 





stick? The shoe size stick 








expression of opinion on the 
idea. Is it not time for something revolutionary on the 
subject of sizes? 


More Round Table Meetings 
Needed 


NTIMATE discussions of problems pertaining to 
retail shoe merchandising at gatherings of shoe 
merchants surely results in many shoemen deriving 
much instructive data from such meetings. The fact 





that a group of experts in the same industry, whether it . 


be the shoe or any other kind, analyzes and balances 
carefully the whys and wherefores of certain issues is 
the reason why the individual shoe store merchant will 
do well to take advantage of these gatherings and 
attend regularly. 

Even if the most successful man of a business feels 


; as it now stands is nothing 
more or less than a measurement stick for lasts, and the 
inquisitive customer who wants to look at the stick to 
get the size is often in the position of distrusting the 
fitter because the shoe is stamped a 6 and her foot only 
shows on the fitting stick a 4. 

Study foot length and put a penalty on fitting shoes 
short. 

Inasmuch as modern shoes are sold “ready made” 
and graded in sizes and widths which conform to a 
standard scale of standard measurements, it is primarily 
necessary that the foot be fitted in the “ready made” 
size closest approximately the contour and bulk of that 
foot. 

There is a certain expansion possible in the fitting by 
width, but none in the fitting by length. This then 
makes the length of the shoe the most important fitting 
point in sale, service and satisfaction, 
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Through error, the hosiery department shown on this page last week was credited to Wetherby- 
Kayser, whereas il was taken in the new I. Miller store in Philadelphia. This is the men's depart- 
ment in the Wetherby- Kayser store in Hollywood, Cal. 
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Our Creed 


ETTING More Shoes Sold Right: 

not only “more” but “right”; 
sold for the right purpose, to the right 
wearer, in the right fitting, for the right 
price, at the right profit. This is the 
great problem of the retail merchants. 
The chief purpose of the Boot and Shoe 
Recorder is to help solve it; for this is 
the basic problem upon which depends 
the progress of the entire allied indus- 
tries relating to shoes and leather; 
their production and distribution. 
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**Getting More Shoes Sold Right” 





Miniature, Yet Big 


Enough to Keep You Informed on What Is Presented 
in This Issue—And Other News 





Seen on Fifth Avenue 

New York, Nov. 8—French 
binding is coming back in some 
of the new models. A soft gray 
binding on a black one-stra 
slipper, which was worn wi 
gray stockings, was seen on 

ifth Avenue the other day. 





Black Straps Lead 

Chicago, Nov. 8—Retail 
shoe merchants re>ort more 
activity in all lines of trade 
this week. Weather has been 
more seasonable and as a result 
fall patterns in women’s turns 
and welt oxfords have sold well. 
Black strap patternsand sturdy 
brown shades sold freely. Men 
are buying equally of oxfords 
and hh chess and there is not 
much difference in the color 
situation in men’s footwear. 


Displays Are Good 

Milwaukee, Nov. 9—Dis- 
play windows of retail shoe 
stores are arranged with gen- 
erous exhibits of men’s high 
shoes. Merchantsintimate there 
have been good sales in this line, 
but there seems to be still a 
steady demand for oxfords in 
blacks and tan shades. Wom- 
en’s evening footwear is being 
shown very well in many of the 
stores. Hosiery to go with the 
evening patterns is usually 
shown. 


A Style Note in Overshoes 

Several large concerns in 
advertising the early sales of 
overshoes for women and miss- 
es have incorporated a style 
note by stressing the fact that 
they will provide the initials of 
the buyer to be attached to the 
overshoes for identification. 
The initials in these cases were 
provided free. 


Spats in Denver 


Denver, Nov. 8—Men are 
adding style to their dress by 
buying freely of spats. 
Both light and dark shades 
have been called for. The popu- 
larity of the oxford is attribu- 
ted as the cause for the present 
boom for spats. 

Hosiery Trim in Orchid 
Shades 

Boston—One of the most 
artistic trims in the city the 
past week was the women’s 
window of Hanan & Son, 
which featured brocaded silver 
slippers, rhinestone buckles 
and hosiery in orchid shades. 
In rosette and draped effect, 
silk stockings were arranged 
most artistically, the center 


grouping, with a deep orchid 


color for character was re- . 


lieved with tones of flesh and 

Id, while “silvery moon- 
fight” chiffon was displayed on 
a form with silver brocade 
straps. 





Advertises High Shoes for 
Women 
Philadelphia, Nov. 8—High 
shoes in a variety of styles ‘or 
women were advertised by 
Dalsimers’ store coincident 
with the advent of a cold peri- 
od. The advertisement carried 
the following heading: “Did 
the cold snap find you ready 
with a pair of high shoes?” 


Merchants Publish Paper 


Los Angeles, Nov. 8—Shoe 
merchants are interested in the 
publication of the “‘Los Angeles 





Pattern Designing 

Lynn, Nov. 8—A class in 
pattern my) has_ been 
started at the Lynn Y. M. 
C. A. Among the topics it 
will cover are the designing 
and fitting of shoe patterns; 
lasts and last fitting; theory 
of widths and sizes and grad- 
ing thereof; lini and in- 
terior construction of shoes, 
and factory practice. Arnold 
R. Tucker of Sanborn of 
Lynn, Inc., is lecturer. 


Featuring Men’s Shoes 

Philadelphia, Nov. 7— 
Thirty-five models in late men’s 
styles are being featured by the 
Strawbridge and Clothier Store, 
the price being $8.50. Now that 
more somenslill fall weather is 
here men are expressing more 
concern in shoes. 





leat. 


contrasting trim. 





New I. Miller Women’s Pattern 


New York, Nov. 9—A com 
sign in women’s oxfords is being exploited by I. Miller & 
Sons. The new oxford harks back several years for its in- 
spiration as it is founded on the old button oxford. Four 

at buttons are used to close the oxford in the conventional 
manner on the side. The present vogue for decoration is 
supplied by a scroll work overlay, usually in contrasting 

ie, running from the back of the shoe, across the quar- 
ter and instep and down over the toe. The shoe is being 
shown in a variety of colors in suede with harmonizing or 


ratively radically new de- 








Down-Town Shopping News,” 
a small paper issued twice a 
week by 24 retail merchants 
in the down-town district. 
Walking shoes on strap pat- 
terns were advertised this week 
by Jesberg’s Walk-Over Shops 
and Wetherby Kayser fea- 
tured pumps in one of the 
issues. 


Men Buy High Shoes 

Detroit, Nov. 7—Men’s high 
shoes sold freely this week as a 
result of the advent of colder 
weather. The women’s trade in 
the shoe stores also improved, 
a brisk business being done 
early in the week. One stere re- 
ported men are buying about 
85 per cent black to tan shoes. 


For Suede Leather 

Peabody, Mass. Nov. 8— 
Tanners kes are importing 
Swedish calfskins and are mak- 
ing them into suede leather. 
The instance is of interest be- 
cause of the familiar story that 
suede calf leather originated in 
Sweden, appeared in Paris, 
and there was called “suede” 
or Swede calf leather. 





Rain Helps Trade 

Buffalo, Nov. 8 — Scotch 
grain and tan oxfords are sell- 
ing well to men. Rainy weather 
during the early part of this 
week resulted in a “peppery” 
business in all of the shoe 
stores. Rubber footwear sold 
well and men expressed inter- 
est in heavy-soled shoes. Men 
will not buy rubbers or over- 
shoes until winter sets in in 
earnest, most of the merchants 
report. 


White Shoes for Men 

Rochester, Nov. 8 — The 
Nettleton Shop here has en- 
joyed sales in men’s 
white shoes. Display cards in 
the windows were suggested 
that men anticipating South- 
ern ~~ ge a thought to 
white shoes. 








The Automobile’s Relation 
to Shoes 

“Going along the street, the 
other day,” said a tanner, “I 
overheard one fellow say to the 
other: “Bill, I need a new pair 
of shoes. But I can’t buy them 
this week, because I’ve got to 


make a payment on my auto- 
mobile account.’ ”’ 


Striking Display of Velvets 
Boston, Nov. 9—One of the 
display cases in the women’s 
department of the Thayer 
McNeil Company is devoted to 
several black velvet slippers 
for evening wear. One plain 
black velvet slipper is sur- 
rounded with appropriate hos- 
iery to be worn with the shoe. 
Gold trimmings on a_ black 
velvet slipper make an im- 
ive looking pair of shoes. 
Sediers to be worn with this 
pair is also shown in a number 
of colors. 








Women’s Welts Selling 

Cleveland, Nov. 9—Wom- 
en’s welt oxfords are in better 
demand. Colder weather has 
inspired more activity to all 
lines of the shoe business. Men 
are buying heavy grain leather 
oxfords in blacks and tans and 
there is interest in high shoes 
also. 





High Heels Not Harmful 

Portland, Oregon —_ Prof. 
Harriet Thompson of the 
University of Oregon told stu- 
dents that “high heels won't 
hurt you, if you have" healthy 
feet, and your shoes are fitted 
right.” 





George Miller's Report On 
Opera Styles 

New York, November 9— 
George Miller of I. Miller & 
Sons, Inc., Brooklyn shoe 
manufacturers, submits an in- 
teresting report to the Re- 
corder on his style observations 
at the opening of the Metro- 
politan Opera in this city. 
‘There prevailed an unusual 
selection of evening slippers, 
mainly allover gold and silver 
brocades with silver in pro- 
minence,” Mr. Miller, a style 
authority, reports: , 

“The popularity of paisley 
brocades was emphasized. 
Many paisleys were trimmed 
with gold and silver kidskin 
on smart simple strap pat- 
terns. There were some tinsel 
cloth operas shown with or- 
namental buckles. 

“Here and there a pair of all- 
over gold and silver kidskin 
slippers could be seen. The 
varied assortment seen indi- 
cates a tremendous evening 
slipper business.” Mr. Miller 
capably filled the qualifica- 
tions of a Recorder editorial 
man at the opera as is verified 
by his constructive report. 














November 10, 1923 BOOT AND SHUE RECORDER 























BOOT AND SHOE RECORDER 


November 10, 1993 


The “Courtin’ and Sportin’ Age’’ in Shoes 


ai y 


“flapper” 


[: the American girl earned the name of 


wardrobe and particularly her 
shoes. 


The Modern Girl Needs Sport 


Shoes 


With the wonderful joy in 
life which characterizes her she 
burst the bounds set by the 
ages and dashed with a zest 
into the sports which seemed 
peculiarly her brother’s. In 
warm, comfortable knickers, 
heavy woolly sweater and pert 
tight cap she is ready to share 
her brother’s sports in the 
snow and perhaps play a bet- 
ter game than he does. 

Now is the time to show her 
the different styles of storm 
shoes and shoes for winter 
sports. Her overflowing vi- 
vacity and bubbling spirits 
will hail them with enthusiasm 
for the modern girl is most 
assuredly an outdoor girl. 
With discriminating taste and 
an eye for appropriateness she 
may demand the essence of 
daintiness on the ballroom 
floor, but for hiking, skiing, 
coasting, toboganning and 
skating she wants comfort, 
durability, value and smart- 
ness. 

The knicker girl is no longer 
an oddity; she is the typical 
modern girl dressed for play. 
The sportswoman will greet 
the merchant’s display of sport 
shoes with a hearty response. 


must be a matter of eternal con- 

jecture. Merchants flout the idea that it was 
because she wore flapping shoes. The modern girl owes 
her allurement and charm to the care she gives her 


Winter Sports Advertising 


Should Be a Creative 
Sales Influence 
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GOIN’ PROSPECTIN’? 


Goin’ prospectin’ on the mountain for health 
and fun? Then don’t fail to take a pair of our 
heavy hiking boots. You strike gold the minute you 
put them on,—warm, comfortable and roomy so 
you can wear a pair of woolen stockings. The soles 
are as hard as iron. You'll be glad we told you 
about them when you buy a pair. 





The modern woman believes in wearing the “right 
thing” and is forcing her belief by degrees on the men 
folk under her sway so that the shoe merchant is won- 
dering if the revolving cycles have at last brought 
round the “courtin’ and sportin’ age” in men’s shoes. 


It is certainly true that the 
“‘male of the species” is draw- 
ing out from the shell into 
which he crawled when the 
blue serge suit became the 
uniform costume. Although 
never again probably will the 
silks and colored hosiery worn 
“When Knighthood was in 
Flower” become the vogue, 
more and more are men over- 
coming their self-conscious- 
ness in the matter of dress. 

The hard-headed business 
man who boasts that he is 
above the dictates of style 
throws out his chest because 
his wife and daughters are the 
best-dressed women in the 
neighborhood. A peek into 
their closets would reveal a 
dozen pair of dainty footwear 
in the latest modes while the 
head of the family would 
pound his way through life 
the proud owner of one pair of 
shoes. 

He would, but his fastidious 
women-folk refuse to let him. 
Many successful ads of men’s 
shoes are directed to the 
women for they must “keep 
up” with the neighbors. If 
“Mother and the girls” can he 
convinced that wooden shoes 
are the thing for men this 
season “Dad” will be bad- 
gered until he gets ‘‘into the 
swim” by the purchase of a 
pair. 
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A woman has but to be shown the styles and assured 
that she is being shown the most fashionable shoe at the 
most reasonable price to make her buy. “Mere man” 
must be influenced by cold logic and oftentimes brow- 
beaten into a purchase by his wife. 


The “Old Shoe’ Is in the Discard 


Old-fashioned ideas are as comfortable to him as an 
old shoe, but he is gradually, if reluctantly, releasing his 
hold on both. The beauty of a new Sunday costume 
with bright feathers and dainty accessories loses its 
charm for a woman when she must flutter forth ac- 
companied by a husband who is down at the heels. His 
“soul” must be shining in two senses these days to 
please his fashionable mate. 

And so it would seem that the shoe in its relation to 
harmonious dressing has arrived at the “courtin’, 
sportin’ age.” The diversified styles in women’s shoes, 
the vividness and glow of their colors, the grace and 
delicacy imparted to their wearers have forced man’s 
attention to the paucity of his footwear. He realizes, 
sometimes with a furrowed brow, that it is necessary 
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OUT O’ DATE! 


The boot-jack went out o’ date with the horse-car and so 
did the man who bought cow-hide boots because they 
“wore for a life time.’”” Comfort and style walk hand in 
hand with durability in men’s footwear of the present. 
Our ozford in black or tan and stout boots with the rain- 
proof sole are a relief to the business man who demands 
correctness and appropriateness for office wear. 
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for him “to step out” if he would keep up with the 
trend of the times. 

It is the shoe merchant’s duty to erase that furrow 
from the reluctant consumer’s forehead and explain in 
snappy and convincing advertising that a man may and 
should indulge himself in the new fashions without 
being a ‘“‘dude”’ or “male-flapper,” as the modernists 
say. 


Progressiveness in Dress Is a Business Asset 


The American business man and woman must show 
progressiveness and aggressiveness. The first impres- 
sion gained of a business is through the individual 
representing it. A well-dressed man or woman gives 
gratification to the eye and confidence to the mind. 
Those who respect themselves respect others, is the 
natural conclusion. The persons who do justice to them- 
selves in the matter of dress have scored in business. 
This point, if emphasized, will bring reform in the 
wardrobe of the diffident man afraid of being ‘“‘effemin- 
ate” and will give food for thought to the working-girl 














“A KNOCKOUT” 
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A KNOCKOUT 


Hands up for the champion! But he couldn’t have 
handed a knock-out punch if he hadn’t been dressed 
appropriately. A prize-fighter doesn’t wear brogues in the 
ring. Neither should you wear thin shoes out hiking in 
the snow. Our assortment of men’s shoes includes every- 
thing for winter wear from the business man’s brogue for 
daily use to the heavy knee-length boot for winter sports. 
We will suit you to perfection if you drop in. 
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TAKE A PAIR WITH YOU 


Dear Friend Merchant: 

SOS! Kindly send me at once a pair of those 
heavy knee-length hiking boots like the ones you 
sold Tom Smith. All the crowd like them. He’s 
always comfortable and warm no matter how much 
tramping he does in the snow. He’s getting more 
fun out of the winter carnival than any of us 
because he had sense enough to dress right. 

Hoping you'll hurry, . 
Bill Brown. 

A good many letters like this are coming in 
daily so you'd better be forehanded—and take a 
pair with you. 


who wears butterfly slippers to the office in snowy 
weather. 

Aggressiveness is a business asset and depends a 
great deal upon health, and health depends upon the 
feet. A change of shoes freshens one’s whole aspect 
towards life. 


Winter Sports as a Vehicle for Selling Shoes to the Family 


More and more do the house-bound mortals of today 
realize the value of fresh air and open spaces. Golfing, 
hunting, hockeying,—all the outdoor sports are being 
adopted by the older generation as well as by the 
younger, by women as well as by men. 

Advertisements dealing with all of these activities 
would call the attention of the sportsman and sports- 
woman to the necessity of appropriate dressing. Since 
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the vital, bubbling American girl is facing the snow in 
knickers and high leather boots, her escort and play- 
fellow must discard the old knock-about suit with the 
awkward rubber-boots and don a suit in the latest 
mode with all the “‘fixin’s” to put himself on an equal 
booting with her. 

Nor is young America forgotten on these outings. 
Little sister and brother must have their skating shoes. 
Hockey, hiking and coasting call for strong, durable 
waterproof shoes just like “Mother’s and Father's” 
knee-length boots, large and comfortable to allow room 
for warm, woolly stockings. 

Doctor’s bills are an important item of expense. In- 
terest will be aroused in anything that will prevent 
unnecessary money spending. Now is the time to call 
the purchaser’s attention to heavy blucher shoes con- 
structed to keep out the weather as well as rubbers and 
overshoes. 

Awaken Desire to Dress the Feet Right 


Trifles complete the harmony of the costume. By 
well-placed ads of an instructive nature the average 
person becomes more and more impressed with the value 
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“SNUG AS A BUG” 


Blooming with health, radiant with happiness is the 
modern “‘sports girls.” 

Into the snow-drifts shoots the toboggan but what cares 
she for cold and snow? She is wearing warm knee-length 
boots with heavy woolen stockings tucked inside. 

Good stout soles with soft pliable uppers keep her 
rosy and beautiful. 
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of dressing up the feet. A stylish suit loses its distinction 
when worn with a pair of shabby shoes; the effect of a 
smart skirt is lost when worn with shoes that do not 
harmonize with the details of the costume. 

A business person should be business-like in the 
office, but clad in “dress-up” shoes when dining out. 
Dressing for every occasion is not being over-fastidious, 
but is an acting out of the centuries-old adage, “When 
in Rome do as the Romans do.” 


Clothing Young Feet That Are Blazing New Trails 


Almost too much has been said. about the flightiness 
of the modern young, but one can scarcely blame them 
for seeking new fields of their own choosing. The “‘foot- 
prints on the sands of time” imprinted by older gen- 
erations were too often made by feet that laboriously 
walked the road of life in shoes run-down at the heel 
and loose in the upper. 

The modishly clad youth of the present have brushed 
up their ideas of life with their clothes and are rushing 
off to make foot-prints of their own. They have reached 
the “courtin’ age and sportin’ age”’ just as the centuries 
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WARMTH AND WEAR 


Winds from the North bring health and joy to the 
youngsters. Let them revel in the snow and rejoice in the 
ice sports. 

If you. keep their feet warm in our heavy blucher shoes 
they won’t get cold. Warmth and wear is the watchword in 
our choice of children’s shoes. 

Bring the kiddies in! We'll make them smile. 
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Skating Shoes 
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SKATING SHOES 

With a flash of skates she skims across the 
frozen sees as graceful as a dryad. She is “Queen 
of the nival’”’ because she is dressed right. Her 
knicker costume meets the requirements of sport 
and the dictates of fashion. Her heavy skating boots 
support her ankle and keep her warm. 

Comfort, durability and smartness mark the 
skating shoes we are dis, isplaying for women’s wear. 

Don’t envy the popular girl. Be one. Come in 
and let us fit you. 

have brought this gray old world to the jazzy age of the 


present. 
Dressing Feet Just Acting Out Nature 


A man can no longer ignore the dictates of Fashion 
because he is a man. He must please the eyes of the 
lovely and fair who are competing with him in physical 
prowess. The hand of nature has more lavishly be- 
decked the male of animal life,—the peacock with his 
flaring, rainbow tail, and thecock with his flaunting comb. 

At last it has come home to mankind that he must 
adorn himself to compensate for the shortcomings of 
creation. Before he “‘takes the jounces” on the snowy 


hillside with the dazzling winter girl he must put his 
“spruce up.” 


best foot forward and 
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Merchants in All Lines Band Together in 


Big Association 


Similarity of Retail Problems Plus Necessity of Fighting Pernicious Legislation 
Responsible for Union; N.S. R. A. Represented 


tional council of large retail associations in the 

United States for greater co-operation on pro- 
blems of common and national interest to retail mer- 
chants generally, were perfected at a meeting of ex- 
ecutives of retail organizations at French Lick, Ind., 
November 3. The National Shoe Retailers’ Association 
was represented at the meeting by J. J. Slater, president 
and George M. Spangler, association manager. 


Expects Membership of 149,900 


The new organization will be known as the Retailers’ 
National Council and will have a total membership of 
149,900 retail merchants. 

George B. Johnson, president of the National Retail 
Dry Goods Association, was named temporary presi- 
dent, and Herbert Sheets, of Argos, Ind., secretary of 
the National Retail Hardware Association, was elected 
temporary secretary of the organization. Permanent 
officers and the perfection of a permanent organization 
will be effected at a meeting to be held later, probably 
in Chicago. 


Similar Problems in All Retail Lines 


The following statement concerning the new organi- 
zation was issued at the close of the meeting: “The 
purposes of the council will be to form helpful contacts 
among the associations representing the retail distribut- 
ing trades. The council idea springs from the recogni- 
tion by association executives that there is an essential 
similarity in the problems which the retail merchants 
are facing and although the several national associa- 
tions, serving separate trades, are functioning effec- 
tively for the development of better and more eco- 
nomical methods of distribution, there has been a lack 
of co-ordination. 


Tenet eoone plans for the formation of a na- 


Retail Opinion Can Be Unified 


“The council will afford the opportunity for an ex- 
change of information on all subjects and also will 
operate to create a united voice to express retail opinion 
whenever necessary. Representation in the council 
will be by three chosen delegates from each association 
and meetings will be held from time to time at the cail 


of the chairman or upon written request from any three 
member associations.” 

The call for the meeting was issued by the National 
Association of Retail Clothiers and Furnishers, of 
which Sol Schloss of Indianapolis is president. Mr. 
Schloss said the council will be in a position to effect- 
tively oppose national legislation that might be re- 
garded as detrimental to the retail interests of the 
country generally. 


Nine Associations Represented 


He pointed out that many of the special representa- 
tives of the various trade associations who attended the 
meeting at French Lick will have to make a report to 
the board of directors of their organizations for sanc- 
tion to proceed further. He said it is probable that the 
temporary officers will be made permanent. 

In addition to the National Shoe Retailers’ Asso- 
ciations other retail organizations represented at the 
meeting were as follows: National Retail Dry Goods 
Association, G. B. Johnson, president; Lew Hahn, 
managing director, and Harold R. Young, Washington 
representative. 

National Association of Retail Clothiers and Fur- 
nishers, Sol Schloss, Indianapolis, president, and 
Charles E. Wry, executive director. 

National Garment Retailers Association, John W. 
Hahn, executive secretary. 

National Retail Hardware Association, Hamp Wil- 
liams, president, and Herbert P. Sheets, secretary. 

National Association of Retail Druggists, S. C. 
Henry, secretary, and J. H. Webster, acting for the 
president. 

American National Retail Jewelers Association, A. 
W. Anderson and Ralph Roessler, of Marion, acting 
for the president. 

National Federation of Implement Dealers, H. J. 
Dodge, secretary. 

National Association of Retail Grocers, H. C. Bal- 
siger, secretary, and John Coode, acting for the presi- 
dent. 

The headquarters of the Retailers’ National Council 
probably will be maintained in Indianapolis, it was 
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The white skating bool has re- 
turned for sports, costumes are 
so cleverly planned that style 
cuts as much ice as skates— 
Suede leather jackets are the 
vogue. 


Winter Sports 
Are Just Around 
The Corner 


UCH has been said about walking and its rela- 
M. tion to health, but the fall of the year com- 

mands a further emphasis on this thought. The 
enchantment of outdoor life is never greater than at this 
season of the year. If to walk means good health, then 
to walk where nature has again reached the full develop- 
ment of her beauty, is to enjoy that good health. 
But you can’t do either, unless you are comfortably 
equipped, especially in regard to footwear. This is the 
one instance where the right shoe for the occasion is 
not discriminatory, but imperative. 

The hiking boot is today, because of its many dis- 
tinctive uses and applications, a necessary item in every 
retail shoe store. Primarily, of course, it is sports foot- 
wear. For hunting, fishing, mountain climbing or tramp- 
ing, it is ideal because its construction is based on the 
requirements of these various diversions. Because of the 
extraordinary hard and unusual demands to which a 
shoe of this kind is subject, particular care is required 








in its manufacture. The increasing demand for hiking 
boots has also been quite a factor in its development, 
so much so, in fact, that we have today shoe factories 
whose entire output is hiking and other outdoor sports 
shoes. 


Hiking Boots as a Commodity 


This shows what? That someone somewhere is recog- 
nizing the value of hiking boots as a selling commodity. 
Are you one of the knowing ones or do you reply to your 
sub-conscious mind that you are satisfied to let the 
other fellow have that business because “there isn’t 
much of it anyway”? 

Do not forget that the coming generation is going to 
have a lot of fun and they are not going to spend money 
on only golf and movies and automobiles—there are 
thousands of them going to enjoy the great outdoors, 
and they'll need footwear to make them confortable. 
So don’t let the other fellow develop this branch of the 
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shoe business. Get busy yourself, and as the demand 
grows you'll feel you have done your part in the promo- 
tion necessary at the present time to help build a de- 
mand for hiking boots. 

You ought to do it to show your progressiveness. 
Don’t get the notion that because you don’t have any 
calls for them, therefore you won’t put them in. It’s a 
good thing you don’t have calls, if you haven’t got them 
because you would feel pretty blue to say, “Sorry, sir, 
but we don’t carry them,” a few times; and you can’t 
sell shoes today unless they are on your shelf. Your cus- 
tomer won't wait till you send for them. They don’t 
wait today; they hurry, and seek the shoe store where 
they can get the shoes they want. 

Incidents parallel to this are happening in shoe manu- 
facturing. When big corporations change from staple 
shoes which they have made for many years to more 
modern footwear, it makes you realize that after all it is 
not always what you think should be done, but what 
the public demands, that dictates your policy in busi- 
ness. 


Sports Footwear Will Be Wanted 


Hiking boots do not interfere with the sale of ordin- 
ary shoes, because they are “‘occasional’’ footwear, and 
like felt slippers have a greater call during certain sea- 
sons of the year. Right now they are in demand, and 
will continue to be for several months to come, but even 
when this demand is not brisk they are still good shoes, 
and unlike most of your general lines, are still worth all 
they cost. ° 


Windows Suggestive of Sports Shoes 


From an advertising standpoint these boots are made 
to order. You can apply the most handsome background 
imaginable because they fit in and are a part of nature 
itself. A picture of field or stream, mountain or forest 
is not complete without some man or woman, or both, 
equipped with hiking boots as part of their dress for the 
specific occasion. You can imagine the possibilities for 
window display with such a wealth of natural layouts 
at your disposal. 

This boot is also the first to herald the approach of 
the fall and winter season. The trade you interest in a 
hiking boot will look to you for skating, basketball, 
football, hockey or bowling shoes, so it is quite impor- 
tant in its possibilities. It makes no difference whether 
your store is in the city or country, its range of service 
covers many walks in life. The farmer or the banker 
looks alike to a hiking boot. The one uses it for service, 
the other for sport and it satisfies both. You can’t say 
that of a lot of other shoes, can you? 

Another qualification of this boot is its comfort. 
There is no “breaking in.”’ They feel like an old ladies’ 
fleece-lined bal the first time on; one of the reasons for 
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the increased demand. Years ago heavy grained leather 
was used; today a fine selection of elk. Formerly heavy 
stiff box toes; today soft box caps. Made with either 
hard or soft tread soles and waterproofed all around. 

It also insures a dry foot in the wettest weather. 
Heavy rains or deep snows are ignored when protected 
by a hiking boot, and it is perfectly natural that it has 
reached the front rank in outdoor footwear and has 
already, thanks to progressive far-sighted manufactur- 
ers, acquired a momentum sufficient to carry it into the 
future with confidence in its merits as a staple year- 
round article of footwear commanding its place on the 
shelves of progressive retail shoe merchants. 


Show Your Skating Shoes 


In sharp contrast to a decade ago, the skating en- 
thusiast of today, whether he be in his youth or a mid- 
dle-aged, wants liis skates attached to shoes. Even 
though the schoolboy and girl can-hardly wait for school 
to close in their eagerness to rush to the skating pond, 
they all want the skating shoe. This seems to be just as 
important as the skate today and the alert shoe mer- 
chant can capitalize this item by suggestive advertising, 
or window displays. 

In former years the skates fastened to the heel and 
sole of the shoe and always left an indelible imprint on 
the shoe that was a tell-tale testifying to the fact that 
the shoe had been worn skating. It also put a severe 
strain on the shoe construction and marked it as unfit 
for wearing at other events. 

The ideal skating shoe for men, women and children 
does away with all that—furthermore, it makes skating 
conveniently pleasant. The skating enthusiast hastily 
changes his footwear into his skating shoes with skates 
attached—the shoe for the occasion when the scene is a 
skating pond. 





Nathaniel Fisher and: Walter Wichgar 
Are Dead 


Nathaniel C. Fisher, 63, secretary and treasurer of 
Nathaniel Fisher & Co., shoe wholesalers, 146 Duane 
Street, New York City, died suddenly at his home, 46 
East 52d Street, November 8. Mr. Fisher was associ- 
ated with the shoe trade for many years. He was born 
in New York and was graduated from, Yale University 
in 1881. His death comes as a distinct shock to the 
industry. 

Walter Wichgar, President of the Cincinnati Shoe 
Company, Cincinnati, died on Friday, November 9. 
Mr. Wichgar had been ill with pneumonia for several 
days but he had passed the crisis successfully and was 
reported as improving. His sudden death came as a 
great shock to his many friends in the trade. 





November 10, 1923 


BOOT AND SHOE RECORDER 


Most of Europe’s Troubles, and Some of Ours, 
Are Caused by Selfishness 


Less Nationalism and More Internationalism Would Quickly 
Set Things Right Again 


FTER an absence of 
A six weeks in Europe, 

a goodly portion of 
which I spent in Geneva, 
Switzerland, - fraternizing 
with economic experts from 
‘every part of the civilized 
world, I have returned home 
with a genuine claim to dis- 
tinction of the highest order. 
I have no plan by which to 
cure the ills of the world. 

In this respect, at least, I 
am unique. 

Nevertheless, I have re- 
ceived some very definite 
impressions of why world 
conditions have not bettered 
themselves faster than they 


By EVERIT B. TERHUNE 


Treasurer and General Manager of the Boot and Shoe Recorder 








Mr. Terhune returned to this country No- 
vember 3 on the Leviathan after having spent 
six weeks abroad studying international eco- 
nomic and political conditions. Not the least 
of his information he gained while in Geneva, 
Switzerland, where his position as member of 
the Foreign Commerce Committee of the 
Chamber of Commerce of the United States 
was instrumental in bringing about his 
appointment as unofficial observer at the 
meetings of the International Customs Con- 
ference—one of the branch activities of the 
League of Nations—presided over by Lord 
Buxton of England. 


Prior to going to Geneva, Mr. Terhune made 
a thorough study of conditions in the English 
shoe and. leather industry and was guest of 
honor at a record meeting of the British Asso- 
ciation of Shoeman, of which Sir Edward 
Penton is president, and also at a meeting of 
the Boot Trade Benevolent Society of Great 
Britain. Before leaving England, Mr. Terhune 
was Sir Edward Fenton’s guest of honor at a 
dinner given at the famous Garrick Club which 
was attended by the Nation’s most prominent 





ment is more essential than 
what you agree on. The 
WILL TO WORK TO- 
GETHER is more than half 
the battle. We'll back you 
up in any decision you 
reach.” 


Not Necessarily the League 
of Nations 


That may sound like an 
out and out advocacy of the 
League of Nations. Perhaps 
it is. Perhaps the League 
had better be scrapped and 
some new and less unwieldy 
tribunal created in its stead. 
I don’t pretend to know but 
I do know, however, that the 


have—why improvement in 
international trade has not 











shoe and leather men, as well as by business 
leaders in other industries. 


principle I have outlined, 
no matter how applied, is the 








gone forward as rapidly as 
business men would like to have it. 


Too Much National Selfishness 


Most of the trouble, it seems to me, lies in the total 
inability or unwillingness of the peoples of every 
country to see things from other than their own selfish 
viewpoint. The immediate and minor objective is made 
the altar upon which is sacrificed an objective of one 
hundred times its import. Nationalism, a worthy enough 
form of patriotism, has become nationalistic fanaticism. 
Suspicion is rampant. Distrust is the motivating 
influence. Looking for the “nigger in the wood pile” is 
the favorite indoor sport of most every nation. 


No Improvement Since 1919 


I was abroad in 1919 and when | returned | wrote a 
little booklet which I called “Whispering Europe.” 
Conditions are just the same now, in 1923, as those 
which I described then. They haven’t improved much 
and will not, in my humble estimation, until the major 
nations of the world cast aside this garb of suspicion 
and summon together in conference the greatest minds 
of their respective nations with the admonition: 

“Get busy, men, and get something done. Agree- 


only one which can have any 
hope of success. Things in Europe have reached an 
impasse. The deadlock must be broken and sooner or 
later, in some way, shape or form, the United States 
must mingle actively in her affairs. 

Things are shaping themselves toward that end now 
and I trust that none of you will think me egotistical in 
my pride at having been a humble spoke in the wheel at 
Geneva where, as an unofficial observer representing the 
American section of the International Chamber of 
Commerce, I sat through long days of conference on 
questions relating to international customs. 


U.S. Observers Doing Good Work 


There’s a certain joy attached to being an unofficial 
observer. Being accredited to a nation which has no 
official standing in the League of Nations, naturally one 
doesn’t have to weigh one’s words quite so carefully as 
otherwise would be the case. In fact, we unofficial 
observers often took it upon ourselves to say just 
exactly what we thought—something so foreign to the 
usages of diplomacy that we were looked upon almost as 
freaks. And throughout Europe it is a standing joke that 
the unofficial observers representing the United States 
have been more successful in getting things done the 





54 
BOOT AND SHOE RECORDER November 10, 1923 





: Better merchandising 
the world over. 








co-op 


merely another way of. sayin 


ation forthe service of mz 








| he brotherhood of sierehants is 


er 





























a 





HANDs Across THE SEA 





Noven 


way 
serv’ 


As 
deta 
man 
tion: 

W 
follo 
acco 

H. 
erro! 
ing 
treat 
certi 
coin 
invo 
and 
trica 
cust 
their 
spec 
pean 
requ 
hous 








923 























November 10, 1923 


way they want them done than have the official ob- 
servers of any member nation of the League. 


What Happened at Geneva 


As.a result of this conference 34 nations are signing a 
detailed international convention aimed at overcoming 
many of the most vexatious aspects of customs regula- 
tions and customhouse procedure in international trade. 

When this convention comes into force, some of the 
following improvements in customs matters will be 
accomplished : 

Harsh financial penalties for clerical and other trivial 
errors in documents will beathing of the past. Advertis- 
ing matter will receive lenient and liberal customs 
treatment. Consular office hours in connection with the 
certification of invoices and other trade documents will 
coincide with the hours of business houses. Consular 
invoices and certificates of origin will be standardized, 
and exporters will no longer have to master the in- 
tricacies of the scores of varying documents. The 
customhouse treatment of commercial travelers and 
their samples will be greatly simplified. Customs in- 
spection of travelers’ baggage on trains crossing Euro- 
pean frontiers will take place on the trains, rather than 
requiring passengers to get out and go to the custom- 
houses. 

Permanent Body Formed 


A permanent international body of customs experts 
will be established with headquarters at the Secretariat 
of the League of Nations in Geneva to deal with inter- 
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national customs disputes. There will be full and 
prompt publication by each nation of changes in its 
customs tariffs and customs regulations, and customs 
publications will be distributed through a Central 
Office at Geneva, the International Bureau of Customs 
Tariffs at Brussels, the headquarters of the Inter- 
national Chamber of Commerce at Paris, and the Inter 
American High Commission at Washington. 


Big Shoe and Leather Fair in London 


But I did not forget the shoe industry. In fact, I 
could not had I wished to for the members of the trade 
in England are the most courteously insistent hosts in 
the world. I was privileged to attend the 24th Annual 
Shoe and Leather Fair which opened in Agricultural 
Hall, London, on October 8. More than 550 exhibitors 
were present and every branch of the shoe, leather and 
allied trades was adequately represented at this most 
successful meeting. 

Bright colored footwear was very much in evidence. 
Green, red, blue, yellow and purple were by no means 
uncommon, reminding me strongly of last Spring and 
early Summer here at home. Calf upper leather, highly 
embossed in many different, and some highly extrava- 
gant, patterns was another interesting feature. Straps 
seemed to dominate the patterns and high Louis heels 
were the rule rather than the exception. Evidently the 
women of England are as kindly disposed toward the 


(Continued on page 66) 
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A wide variety of shoes for men, displayed in a timely window. There were shoes for all 
occasions in this display made by the Leopold Morse Co. of Boston. 


Women’s Clubs Take Stand in Favor 





— 7 a en 


of Dressing Up the Men 


By HELEN M. HANEY 


\ ) J OMEN’S clubs this year are studying men’s 
fashions. These organizations, the members of 
which purchase so largely for husband,brother 

and boys, are now on the “‘qui vive” as to men’s cloth- 
ing and shoe fashions in their favorite magazines, in 
newspaper ads, in store windows and interiors, first 
because these fashions have been presented so at- 
tractively; secondly, because they see therein big 
possibilities for having their men folks well dressed. 


“‘What Car Does He Drive?” 


All women in the world are not in the class with the 
flapper who cares not a rap what kind of apparel her 


man friend wears, if only he has an automobile. As the , 


buyer of a men’s shoe department of a big city store re- 
cently said: “Some fifteen years ago, a young woman 
would inquire—‘What does he look like?’ But now- 
adays, the first question asked is “What kind of a car 
does he drive?’ ” 

And that condition is to a certain extent true among 
the very young and thoughtless, but the average Ameri- 
can woman has good taste. She likes to dress well her- 
self and she likes to see the American man well dressed. 
One great big reason is that the American man has ever 
spent such great sums of money that his “American 
Queen” may be the best gowned woman in the whole 
world. To her mind it is a bit illogical that she should 


be so well dressed and her man associate so poorly clad. 

The American woman who has traveled abroad has 
been at first quite surprised to find English and French- 
men most particular about wearing the right wardrobe 
for different occasions. She has found on her overseas 
observations that business men, professional men— 
in fact, all classes except those engaged in hard, manual 
labor have been well groomed, from top to toe—that 
they have a sense of the fitness of things. She found 
that never would a man think of attending the opera 
or the theatre, unless he wore a full dress suit; never 
would he think of going to his office in a disreputable 
looking suit, or hat, or shoes, much less coming to 
dinner or lunch in his golf togs. On each return home, 
she has for many years witnessed such sorry spectacles 
of shabbily dressed American men, who move about 
with an almost utter disregard of society’s con- 
ventionalities apparel-wise, that she has at length 
become aroused to action. She has gone a step further 
and is interesting her sisters to do likewise. 


Shabby Clothes Are Depressing 


Members of women’s clubs have good common 
sense. They realize that men should not spend too 
much of their money on unwise pleasures; they 
realize that it is much better for their health if they 
walk more; they realize that it is much better for 
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their mental and moral condition 
if they would dress better, for after 
all, it is difficult to rise above one’s 
environment, and shabby clothes 
have a depressing effect, whether 
one will admit it or not. 


Business Men Careless Dressers 


Women’s clubs have decided to 
ask the Chambers of Commerce, and 
the other business and social or- 
ganizations of men to take up their 
slogan—“The Right Apparel for the 
Right Occasion.” And to begin the 


good work by practising what they” 


are about to preach. 

An official observer for one of the 
women’s clubs recently made a 
three-day intensive study of foot- 
wear in the financial district of one 
of our big cities and found that at 
least 80% of the nine o’clock crowd 
of bankers, brokers, and their men 
employees, had on shoes that in no 
way measured up in quality or good 
appearance with the rest of their 
clothes. Reports coming in from 
various sections of the country, 
from the business establishments 
thereof, even from observations 
made in retail shoe stores them- 
selves, show this same carelessness 
as to footwear. For instance, in the 
morning, especially, so many of the 
merchants and salesmen have ap- 
parently not taken the time to brush 
their shoes, although their coats and 
hats have had more than one appli- 
cation of the whisk broom. A for- 
mer retail shoe salesman, who is 
now a buyer, relates that in the 
days of 1910, he remembers that 
if the boys in the store where he was 
employed did not have on a clean 
collar and polished shoes, they 
very soon heard from the head of the 
house quite emphatically as to the 
loss of their positions if such a grave 
offence was again committed. 


He Was Imitating the “‘Boss”’ 


A society woman told me recently 
of an incident, which was a bit 
amusing, and yet the attitude of 
this woman’s young daughter taught 
the young man in question a lesson 
on dressing as befits the occasion. 
The young lady lived in the en- 
virons of Boston; she was engaged 


The Miami ozford is the name the Churchill 
and Alden Co., Brockton, Mass., applies to 
this smart men’s shoe. It is made of Creese 
and Cook’s Tony Red Spartan calf. Two 
rows ‘f double stitching add more style. 





Black Norwegian calf oxford. Black alligator 

apron and trouser crease with a tan cork 

welt. Made by The Dalton Co., Inc., Brock- 
ton, Mass. 





Tan pigskin oxford with cork welt. Five rows 

of stitching, center row being heavy silk cord. 

his shoe is seamed in the quarter instead of 

the back. Has the Radio tip. Hurley Shoe 
Co., Rockland, Mass. 





Russian calf oxford with an extra dash of 

style in the “snake’’ overlay of tony red 

calfskin. Rice ¢ Hutchins, Inc., Boston, 
ass. 










to the young man and this was his 
first trip home after a three months’ 
absence on his initial job as an ac- 
countant in a New York City mer- 
cantile establishment. The young 
man had been earning a very good 
salary and on his return to Boston 
decided that he would like to look 
just as “‘up-to-date”’ as possible. He 
therefore arrayed himself in a new 
golf suit, all except his brown felt 
hat, in which he had placed several 
dents to make it look quite “swag- 
ger,”’ and in this costume, he called 
upon his fiancee. Now the young 
lady, with a woman’s inborn sense 
of the fitness of things, was herself 
gowned in correct afternoon dress. 
She gave one surprised glance at her 
fiance; her surprise then changed to 
disgust and revulsion. She hastily 
decided that she had been insulted 
and the young man was told quite 
plainly that he need not call again. 
It was only after a long explanation, 
and the friendly advice of mother, 
that the young woman was: con- 
vinced that after all her fiance had 
intended no disrespect, that he was 
only following the example of his 
““boss”” and his other superiors in 
business life, for whom he had a 
great admiration; and that he had 
decided with boyish enthusiasm 
that whatever they wore in the 
way of apparel must perforce be 
strictly correct. 


The Host Wore Golf Togs al Dinner 


Another club woman “‘fessed up” 
that she was quite annoyed and an 
otherwise charming evening marred 
when she and her husband were 
invited recently to a Sunday dinner 
at a home of refinement. Her hus- 
band had worn his Tuxedo suit and 
patent leather oxfords, the hostess 
and her daughters were arrayed in 
dinner gowns, but the host, who had 
stayed on the golf course until late 
in the afternoon, decided that he 
would not bother to change his 
golf suit for dinner apparel. He 
therefore simply excused himself, 
but his excuse, the lady said, while 
of course verbally accepted, was, in 
the opinion of her husband and 
herself, no justification for his flag- 
rant violation of etiquette. 
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Men’s Feet Always Noticed 


Retail shoe merchants will do well to ask the men’s 
and women’s clubs in their various towns to co-operate 
with them in bringing the men of their communities to a 
better sense of the importance of correct apparel for 
occasions. A slogan that was submitted a few months 
ago by William F. Sullivan, retail shoe merchant of 
McKeesport, Pa., is: “Look at Your Feet—Others See 
them. Dress Up.” 

Mr. Sullivan is doubtless aware of the fact that one of 
the first things that either a man or a woman looks at is 
a man’s feet, and no amount of haberdashery style to 
facial beauty is ever sufficiently attractive to dim her 
unsightly vision of shabby looking shoes. 


A Man’s Fashion Shee-—Why Nol? 

Some of the big city stores are incorporating with their 
House Organ Fashion Magazines for women a page or 
two on men’s styles. A recent page from one of these 
house organs was entitled ““Re-Writing College Econom- 
ics in the Men’s Shops.” Four illustrations showed 
men wearing the correct hat, suit, overcoat, ties, hosiery 
and shoes, for evening, for dinner, for walking, and for 
golf; prices of each item were given. As a married club 
woman remarked, “A move in the right direction.” 
And as another observant woman has said, “Is it not 
strange that there are practically no fashion papers 
for men?” 

The reply to this remark may come back, “Men 
have more important subjects to think about than 
clothes.”’ And yet, in these days, when men’s clothes 
and shoes still cost a good many of our hard earned 
American dollars (worth now only about 65 cents) the 
great majority of men are obliged to think a bit about 
“wherewith they shall be clothed,” whether they wish 
to do so or to the contrary. And so, why not a page or 
two, or three, in your store house organ, devoted to a 

little friendly advice to men on wearing shoes and 
hosiery and clothing as befits the occasion? 


Two Good Slogans 


One of the staunch advocates for the slogan—‘‘Shoes 
for the Occasion,” is Frank Bush, shoe buyer for 
Wetherby-Kayser Shoe Co. Los Angeles. Mr. Bush says 
that he is ever “hammering away” on that slogan. He 
offers this as a recipe for getting more men’s shoes sold 
right. And so say many others, with especial stress on 
the slogan, “Walk and Be Healthy,” for with more 
walking, more pairs of shoes will be worn—and with 
less automobiling, the more money will be diverted into 
the purchase of more shoes and clothing. It has been 
roughly estimated that a very ordinary machine costs 
for maintenance the year at least $500; this amount 
would pay not only the owner’s yearly shoe bill, but 
that of his wife, and children-seven. 


A London Wardrobe Idea 


E An new idea from London comes in the suggestion of 
a well fitted wardrobe. This wardrobe is built to con- 
tain twelve suits, twenty-four pairs of trousers, thirty- 
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six handkerchiefs, thirty-six collars, twelve suits of un- 
derwear, six hats, twenty-four shirts, twelve pairs of 
pajamas, twelve undervests, thirty-six pairs of sox and 
eight pairs of shoes. 

The buyer of a men’s shoe department in a Boston 
store has augmented the well dressed London man’s 
shoe wardrobe with the following suggestions: 


Contents of a Man’s Shoe Wardrobe 


Patent leather oxfords, plain toe, for wear 
with full dress suit 
Patent leather oxfords, cap toe, for wear with 
tuxedo suit, or semi dress wear 
Wide toe oxford in light tan grain or calf 
leather for business wear 
Oxford on different shaped last in dark tan or 
black for business wear 
High shoes, reverse welts, for stormy weather .1 pair 
Golf shoes, i 
Combination sports shoes, for hiking, etc... . 
Riding boots, 
Or, for riding, plain toe shoes, to be worn 
(1 pair) 
Rubber boots for fishing, or very wet weather.1 pair 
Hunting boots i 
Felt slippers 
Leather Slippers 


14 dozen golf stockings. , 
34 dozen silk and wool for business wear.- 
1% dozen, all silk for dress wear. — 
34 dozen, fancy socks for general wear. 
34 dozen, all wool socks for winter wear. 
3 dozen pairs 
Shoe Trees—one pair for each pair of leather 


Shoe Brush and polish. 


Sales Stimulation Ideas 

A. D. Adams, manager of the shoe department of 
the Denholm McKay, Worcester, Mass., believes in 
stimulating men’s business with the introduction of a 
leader, on which a very close margin of profit is ob- 
tained, but one on which you can sell just a little lower 
than your competitor—that this specialty helps to sell 
the higher grades. 

James M. Foley the buyer of the shoe department 
of Leopold Morse, Boston, believes in special windows, 
especially for the various sport events. In these windows 
he shows the footwear suited for the occasion, and takes 
occasion to introduce and sell footwear for all the other 
occasions. 

“Shoes for the Occasion” and ““Walk and Be Healthy” 
are two splendid slogans. Through them, and the co- 
operation of the women’s clubs, the men of America 
should soon be buying more pairs. 
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One Pair of Shoes 


By M. F. BIRMINGHAM 


FF from all the world of living men T BEY are limp and sad and down at 
The most feckless we could choose heels, 
We'd certainly select the man Almost refuse to shine, 
Who owns one pair of shoes. But as long as he can keep them on 
In the office—when his work is done Why, he thinks those shoes are fine! 
And he seeks the latest shows O, of course, his wife must dress in style; 
He may change his tie and p’raps his All her shoes match time and place, 
suit, But her husband’s dressed to walk with her 
But those shoes are all he knows. If he shows a clean-shaved face. 


0» the prayers that rise from Woman’s 
heart 
For the Man with down-trod heels 
While he walks the pave with kingly grace 
Nor shame nor torment feels; 
And the Woman thinks with keen desire 
That revenge would be most sweet 
If some spotlight’s rays just once would 
shine 
In force on Father’s feet! 
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Third House of Congress Is Proposed 


THIRD House of Congress, a 
A House to be elected along unique 

lines and to have for its exclusive 
province the control of American busi- 
ness and industry, is the remarkable so- 
lution offered by Samuel Gompers, Presi- 
dent of the American Federation of La- 
bor, for our economic problems and 


troubles. 


As the man who for forty years has guided the 
destinies of the greatest labor organization in the 
world, Mr. Gompers is naturally primarily concerned 
with the interests and aspirations of the wage earner, 


but his novel plan 
National Govern- 


ment is offered from 
the point of view of 
business as a whole, 
in the interests of 
the employerasmuch 
as the employe. It is 


offered as something 
else, something per- 
haps of even greater 
importance—as an 
effective check to the 
spread of radicalism 
in the United States. 

Mr. Gompers does 
not believe that Bol- 
shevism or any simi- 
lar violent theory of 
radicalism has made 
any headway in the 
United States. Par- 
ticularly does hedeny 
that American labor 
is sympathetic to 
any such ideas, but 
at the same time he 
is convinced that 
there is a general 
tendency toward 
socialistic doctrines 
which can only be 
halted by very defi- 
nite changes in the 
conduct and policy 
of our Government. 

“What does Am- 
erican labor want and 
how does it propose 


by Labor Leader 


By EDWARD F. ROBERTS 








Editor’s Note.’ This is one 
of a series of articles in which 
some of the most vital prob- 
lems at present before the 
American people are discussed 
by twelve of the best known 
leaders of American thought 
and industry. 








to get it?”’ It was for an answer to that 
question that I went to the headquarters 
of the American Federation of Labor 
in Washington. I found Mr. Gompers 
surrounded by two secretaries and a 
stenographer and apparently trying to do 
about six things at the same time. In 
the center of the office a rather un- 


happy sculptor was striving to complete a_ bust 


national unions. 
Mr. Gompers 


for the reorganization of our 


SAMUEL GOMPERS 
President of the American Federation of Labor. 


‘American labor,” he says, “is not opposed to the Government, but it is opposed 
to inefficiency of government. 

“The attempts of our political government to regulate the vast business ma- 
chine can lead only to state socialism. 
_ “I believe we are coming to the place where the control of industry will be put 
in the hands of a body of men who will not be lawyers or politicians but men 
familiar with the workings of the industrial machine.” 


which had been ordered by one of the great inter- 


answered my question with the 
promptness of a man who has been heckled on a 
thousand platforms and who has had probably more 


experience in debate 
than the oldest 
lawyer at the Ameri- 
can bar. 

“American labor 
wants no more than 
any other section of 
the American peo- 
ple,” he said. “It 
wants better condi- 
tions of life and work 
for every day in 
every year. It is not 


opposed to the Gov- 


ernment, but it is 
opposed to _ inefli- 
ciency in govern- 
ment. It is opposed 
to a political govern- 
ment that interferes 
with industrial and 
business conditions 
which it does not 
understand. Our 
political government 
has done a magnifi- 
cent work. It gave 
regeneration to the 
world. It has pro- 
tected our people in 
their political rights 
and it has led us to 
a condition of free- 
dom and democracy 
unknown to any 
other nation in the 
history of the world. 
It will continue to 
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serve nobly for no one knows how long, but it can- 
not serve in all capacities without strangling the very 
thing it was devised to save—human liberty. 


Vast Changes 


“Since our form of government was created we have 
developed a tremendous industrial organization which 
has revolutionized society and produced conditions 
which the founders of our Republic knew nothing about 
and could not have foreseen. The attempts of our poli- 
tical government to regulate this vast business machine 
can lead only to state socialism, and state socialism is 
repugnant to the American mind.” 

“Have you an alternative?” 

“Yes, I believe that we are coming to the place 
where the control of industry will be put in the hands 
of a body of men who will not be lawyers or politicians, 
but men. familiar with the workings of the industrial 
machine, men who have a practical knowledge of its 
problems and the natural economic laws which govern 
its operation.” 

‘How would such a body be created?” 

“Not by the haphazard methods of voting by which 
we elect our political officials where a man’s qualifica- 
tions for the office he seeks are often the last thing con- 
sidered, if considered at all; the plan I have in mind is 
simply an extension of what is already happening in a 
great many industries and is rapidly becoming the rule 
in all industrial organizations. Employers in every trade 
are grouped together and make rules which not only 
affect the materials they handle, but their own con- 
duct. The workers are also organized and make laws for 
their own membership. I would have each of these 
groups in each industry elect representatives who 
would meet in joint caucus to consider the problems in 
their own particular trade or craft. This caucus would 
in turn elect representatives to a national body com- 
prised of delegates from all the individual industrial 
groups. Each caucus would submit its recommenda- 
tions to the national body through its delegates and in 
this manner all the problems and needs of industry 
would be dealt with by a body of experts and not, as at 


present by a Congress, 76 per cent of whose members are 


lawyers.” 


Third House 


“What you propose is practically a third House of 
Congress?” 

“In effect, yes. The legislation proposed in this third 
House might be passed on to the political bodies in the 
form of recommendations, or it might be made manda- 
tory from the start, but in any event it would have 
such a weight of authority behind it that I believe it 
would be invariably accepted.” 

“It would be an absolutely novel experiment in 
government,” I suggested. 

“Well,” replied Mr Gompers with a smile, “I do not 
find novel ideas very terrifying, and I never heard that 
Americans were afraid of anything because it was new. 
We have blazed the path for other nations in a good 
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many directions and I hope we will continue to do so. 
In any event,” he continued, and his smile vanished, 
“‘we are headed today down the road to socialism, and 
American labor has no more desire to tread that path 
than has American capital.” 





The High Cost of Discourtesy 


By T. K. KELLY, Minneapolis 


Train your clerks to be courteous. How valuable it is 
in business. It costs nothing, yet courtesy plays a big 
part in successful business. Ask 20 shoppers why they 
dislike to trade at this, that or the other store and 15 of 
them will say, “Because 1 don’t get courteous attention 
there.” 

Courtesy doesn’t cost a cent, but it will pass current 
everywhere in exchange for real money. What is the 
real definition of it? It is the art of doing and saying the 
right thing at the right time in the right way. It springs 
from an honest and earnest desire to be kind, polite and 
helpful. It is possible to develop a veneer that may, 
for a time, pass for courtesy, but, like other counterfeits, 
it will neither last long nor go far. 

Courtesy is the business man’s most valuable asset, 
because it builds good will and good will builds business. 





New York State Association Committees 
Appointed 


Binghamton, N. Y.—President Charles L. Strange, 
of the New York State Shoe Retailers’ Association, has 
appointed the following Executive Council: Ernest N. 
Park, Syracuse; William Pidgeon, Jr., Rochester; 
Burt J. Gosper, Elmira; J. L. Patton, Schenectady; H. 
Irving Pratt, Oswego. In accordance with the consti- 
tution, President Strange and Secretary Harry A. 
Chase, of Rochester, will serve as ex-officio members. 

President Strange has also appointed the following 
standing committees: 

Membership: J. S. Hersch, New York City, chair- 
man; Thomas Savage, Rome; J. T. Huff, Herkimer; 
F. C. Kimball, Buffalo; M. E. Sarvay, Cortland. 

Educational: Leslie Gardner, Oneonta, chairman; 
J. C. Fitzwater, Geneva; C. W. O’Shea, Elmira; George 
Berow, Watertown; Frank Sautter, Utica. 

Legislative: Charles T. Miller, Poughkeepsie, chair- 
man; Don J. Burke, Rochester; Harry H. Phelan, 
Rochester; M. W. Hall, Schenectady; Robert Fraser, 
Utica. 

Style Committee: Otis Brannock, Syracuse, Chair- 
man; Jesse Adler, New York City; K. W. Watters, 
Buffalo; Burt J. Gosper, Elmira: C. W. Kelsey, Bing- 
hamton. 

Publicity: A. B. MacCormack, Syracuse, chairman; 
Adolph Gabriel, New York; Elmer Beesley, Syracuse; 
Joseph Dudley,. Binghamton; J. F. Van Deventer, 
Buffalo. 
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Opportunity?’—Why There Aren’t Enough 
Good Men to Go Around 


By J. J. SENSENBRENNER 


" PPORTUNITY”—What a big word, and what 
O a wonderful meaning it conveys! What better 
time than the present could the young man be 
made to feel the real meaning of Opportunity as it pre- 
" gents itself to those engaged in the shoe business? 
Were I to write a lot of advice to the young man in 
the shoe game I feel that those not in executive 
positions would throw it aside with the usual 
slang expression, 
“This is a lot of 
bull,” so I believe 
the word “‘Oppor- 
tunity” can be 
brought home 
stronger by giv- 
ing actual condi- 
tions as they exist 
in our Own organ- 
ization, and trust 
the personal ref- 
erence will not be 
looked upon as 
ego in this par- 
ticular instance. 
We are now 
operating ten 
large depart- 
ments in the prin- 
cipal cities of the 
United States, 
and the managers 
of every one of 
these stores, with 
one exception, 
have come from 
the ranks of shoe 
salesmen within 
the past three 
years, and these 
managers have 
increased _ their 
earning capacity 
at least three-fold 
in that time. In 
addition to this, 
there are execu- 


P . s he says, 
tives In Our main 


This is J. J. Sensenbrenner, N.S. R. A., director and president of Senack Shoe Company, 
which operates ten large departments in the principal cities of the United States. “Today,” on 


‘we are anxious to open new departments and our greatest drawback is lack of 
proper men to put in charge of them.” 


office, all of whom have also come from the ranks of shoe 
salesmen within the same period of time, and have in- 
creased their earning capacity four or five times during 
this same period. 

Today we are anxious to open new departments in 
various sections of the country, and our greatest draw- 
back is lack of proper men to put in charge of these de- 
partments, as although we have been very fortunate in 
developing the 
men we have, not 
enough men have 
developed fast 
enough inshowing 
managing ability 
to take care of the 
many opportuni- 
ties which pre- 
sent themselves 
to us, and a man 
developed from 
our ,own ranks 
from salesman to 
manager or exec- 
utive is far more 
successful, in my 
opinion, than to 
go outside for 
such material. 

Just a word as 
to how we select 
our men for man- 
agerial and exec- 
utive positions— 
A keen eye on the 
man who is ever 
alert to advance 
our interests, the 
man who is not 
afraid to do his 
as well as part of 
the other fellow’s 
work, the man 
who is not afraid 
to voice his opin- 
ion and stand up- 
it, the man 
(Continued on p. 64) 
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Here Are Answers to Questions You Ask 
Yourself Every Day 


By L. F. KUNSTMAN 
Western Editor Boot and Shoe Recorder 


Does your shoe carton specify the date shoes 
were received? This is the surest way to distin- 
guish old stock; also the simplest. When you size 
up your stock on Monday morning pick out the 

stickers that show an old date and transfer them 
to the morgue. Be sure you put a red label on the 
carton first, so that there is something there to 
remind you of it. 


$$ $ $ 


Do you explain to your customers why shoes wear 
off on one side? There is only one reason. The customer 
was not fitted properly. You can make a customer for 
yourself by eradicating this evil through correct fitting. 


$$$ $ 


Combination selling will help increase sales. 
For women silk hose, golf hose, golf garters and a pair of 
fancy buckles or this combination, omitting golf hose. 
Or silk hose, mules and felt slippers. Or golf hose, 
garters and sport shoes. 

For grandmothers—comfort shoes and felt slippers. 

For grandfathers—shoes, arch supports and wool 
hose. 

For men—silk hose, golf hose, golf garters, and house 
slippers, or silk hose, house slippers and a pair of felts, or 
a pair of shoes with spats to match. 

For younger folks—hosiery and felt slippers in com- 
bination with skating, hockey or hiking boots. 

These combinations made up in decorated cartons 
make ideal gifts and help increase the amount of gift 
certificates both in number and amount. 


$$$ $ 


How much hosiery do you sell by suggestion? 
One middle west retail establishment at its weekly 
sales conference reported one-third of all hose 
sold the previous week by suggestion. Think of it! 
More than four hundred pairs sold because the 
sales force was on the job. 


$$ $ $ 


One other retail merchant uses this plan. The 
shoe salesman receives a P.M. on all hose he sells by 


suggestion but he must sell 20 pairs a week or there is 
no score. This makes a peppy salesforce. 

When shoes are brought in for repairs the cus- 
tomer usually asks when they will be ready. An “on 
time” service in the repair department will help sell a 
good many new shoes. 


$$ $ $ 


How many customers do you know by name? 
We know a hotel manager who calls 1000 patrons 
by name. He says it’s all practice. Suppose you test 
yourself and see what you can do to develop a 
memory for customers’ names. The most valuable 
salesman you have is the one whom the trade ask 
for by name. Merely proof of its effectiveness. 


$$ $ $ 


Human nature is peculiar. Many a merchant will 
bend the knee to a charge customer and turn a cash 
customer loose without even getting the name and ad- 
dress. Remember it’s the cash customer who helps hold 
down overhead expense. 


$$ $ $ 


Do you keep a daily record of purchases and sales? 
If you don’t you are only a storekeeper. Start today to 
record every transaction of your business day by day 
and when Uncle Sam calls for his check you will know 
how much you owe him. Keep records for your own 
sake and know your business and stop guessing. We 
can help you on this. 

$$ $ $ 


How do you get people into your store? Here is a 
chance for an exchange of ideas so write us fully what 
methods you have found successful. We'll pass them 
along. 


$$ $ $ 


Have you ever figured out how your sales are 
divided? Do you know the proportion of men’s, wom- 
en’s and children’s business? How much hosiery or 
rubber business do you do? Figure it out because your 
stock may be all out of proportion to the volume you are 
getting on it. For instance: your entire stock represents 
100 per cent and if your women’s business is 50 per cent 
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of your sales, you should have 50 per cent of your stock 
in women’s shoes and so on through. Of course you 
can’t get it exactly in this proportion, but the nearer 
you get to it the safer you are. Then again, if you seg- 
regate your sales you can determine where your profit 
or loss is coming from, because each line of merchan- 
dise is actually a separate department and only by 
keeping a separate record of each line can you determine 
which is profitable. 


$$ $ $ 


When you started in business what was your 
reason? Was it your idea to make money or build a busi- 
ness? The making of money is not the first thing to have 
in mind in going into any retail business. That is the 
result of being in business, not the object. Caruso never 
worried whether he would make money as an artist, 
because he knew that that would follow of itself and so 
will you stop worrying about how much money you'll 
make if you pay more attention to the principles that 
make profit possible. Be careful of your buying, render 
a service with every sale to your customer and adhere to 
the fundamentals underlying sound business principles 
and quit worrying about results. 


$$ $ $ 


Have you ever explained to your salesmen the dif- 
ference in manufacture between a welt, McKay, turn 
and stitch down? The next time the traveling shoe 
salesman calls representing these various lines have him 
explain the way his particular shoe is made. Then you 
can all explain to the customer the reasons for different 
makes of shoes and create an atmosphere of confidence 
between buyer and seller that will help your reputation 
as a merchant. 


$$ $ $ 


Have you a local newspaper? Keep your eye on 
the coming society events. When you see a wedding 
announcement send the prospective bride and groom an 
invitation to purchase footwear and hosiery from you. 
Apply this to all social functions wherever names and 
addresses are available. 


$$$ $ 


Souvenirs for the children are a good advertising 
medium. Rulers and pencils are attractive to the school 
children. Train them to trade with you while they are 
young. You'll find the parents coming too. 


$$$ $ 


Are you in a college town? If so, call in a few of the 
most popular young men students and work out some 
certain style of shoe for the freshman, another for the 
sophomore, etc. Popularize them and it advertises 
your business at no extra cost. 
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Opportunity?—Why There Aren’t 
Enough Good Men to Go Around 
(Continued from page 62) 
who will talk and back up his convictions. Naturally, 
the salesmanship and general habits are always taken 
into consideration, but in my opinion the real executive - 
is made from the young man who is looking ai all times 
to get beyond the position of salesman, and it is only 
tactics such as mentioned that will bring him more 

quickly to the goal. 

To the young man who is just entering the shoe busi- 
ness and thinks it hard to climb the ladder—remember 
that no matter what the game the fellow with the right 
spirit and that “go-get-it” attitude cannot help but 
succeed. 

There was never a better time than now for the 
young man entering the shoe business to grasp at 
Opportunity, and if he will apply himself closely he can 
make good in shorter time than in any other retail craft 
today. 





New Manager for Bleecker Boston Office 


Ben B. Orlick, who for five years has been in the 
wholesale shoe business under the name of B. Orlick 
& Co., with offices on Lincoln Street, and who, for ten 
years prior to that, was in partnership with his father 


BEN B. ORLICK 
In aon | of es om Office om Bleecker 
of New 


and brother under the firm name of P. Orlick and Sons, 
has taken over the management of the Boston office of 
the Bleecker Shoe Company of New York. The Boston 
offices are at 214 Essex Street. A full line of the Bleecker 
“live wire’ novelties for women will be carried. 
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(Garment 
Accessories 
Now of 
Major 
Importance, 
Say Paris 








The shoe shown here is of 








Copper Brown kid with 





Paris dressmakers have had their say. The buy- 
ers have come and gone, and the question of 
what the proper style is to be now revolves upon what 
the French woman herself is to choose. 
And today when one says,“What is the 
style?” one means notalonethedress, coat 
or hat, but the stocking, the shoe, the 
gloves as well. In fact with the simplicity 
in cut that prevails in garments it is 
largely the detail and accessory which 
completes if it does not make the cos- 
tume. 

Hence, whether the style be for the shoes to match 
the costume, and the stocking tomatch both, or whether 
for these important accessories a contrast be allowed 
is a question which for the smartly gowned woman has 
become of the utmost importance. 


Suede for Street Footwear 


The style in shoes in so far as Paris is concerned for 
day time wear is for suede in brown or black in strap or 
in high cut pump styles. Brown suede in the tete de 
negre shades for wear with brown costumes and black 
for wear with black suits. 


[re winter openings have now taken place. The 


cut-out front and bronze 
tassel. 


The stocking worn whether with the black or the 
brown shoe is always and invariably in the beige or Nude 
shade, and is in addition plain with a very fine open 
work clock. No other style or color of stocking is ever 
seen on any smartly gowned French woman. 


Patent also Popular 


Next to suede in favor comes patent leather used in 
plain Opera pumps styles without trim and without 
buckles; in strap slippers with trim of a brilliant colored 
kid, red, emerald, scarlet and purple. 

Kid shoes are worn in sand or biege tones with a trim 
of darker brown kid or with a matching lizard skin, 
also in reddish brown with a lizard skin trim in lighter 
tone, but other than this the kid shoes have not regis- 
tered. 

Metalized kid is used as a trim on suede and on 
colured kid slippers, notably a silver kid trim on a 
gray suede shoe. 

Satin has no representation for street wear but in 
black, brown and color is worn for evening in sandal 
and in pump styles embroidered in rhinestones or 
plain. 

For sport wear, heavy soled single strap slippers with 
Military heel in reddish brown kid are worn and Ox- 
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fords in white suede with trim of brown leather or the 
reverse brown leather with a white suede trim. This 
type of shoe was fashionable at Biarritz and was ex- 
tensively worn in the morning with sport costumes also 
with light crepe dresses. All white shoes in suede or in 
kid were also the note. 


Novelties by Perugia 


With regard to the novelties in the Paris market, 
three new models are to be signaled from Perugia. 

The first a patent leather strap slipper open at the 
sides and with top edged with a twisted gold cord. 

The second a bronze kid strap slipper with trim of 
gold and with a cabuchon gold cord ornament the size 
of a quarter of a dollar fastening the strap over the 
instep. 

Third, a strap slipper in a two leather combination of 
patent and colored seal. The toe of the shoe is of the 
patent leather and the quarter and heel are of the 
colored seal. 


Plain Slippers and Sandals 


For evening both the plain slipper and the sandal 
styles are worn in metal cloth either plain or figured. 

There is a new metal fabric in use by Perugia with a 
ribbed surface and with a tinsel thread running through 
it giving a changeable iridescent effect. 

Filigree gold and silver buttons and rhinestone 
buttons are used on all evening slippers whether in 
satin or in metal cloth. 

Small jeweled disks are fashionable for evening pumps 
and rhinestone plaques in very delicate tracery pat- 
terns on solid silver mounts. Oblong plaques in black 
composition overlaid with a filigree gold ornament 
are shown for street pumps by Perugia. 


What Colors for Spring? 


Regarding colors for costumes for the coming season 
brown in the dark tete de negre shades and in the 
warm reddish tones, black with white and bottle green 
lead. These hold good for Spring with green replaced 
by navy blue. 

For the house, black, brown, blue in the porcelain 
tones in the order named. For the evening, black, yellow, 
blue. Purple is also worn to some extent for afternoon 
and evening in the fuchsia shades meaning with reddish 
base and in the amethyst or blue shades. 





Most of Europe’s Troubles 


(Continued from page 55) 


light, dainty effects in shoemaking as are their Amer- 
ican sisters. 

Problems in this English industry are no different 
from those in the United States as may be judged by the 
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following summary which appeared in one of the 
weekly publications: 

“In conclusion, the 24th Shoe and Leather Fair was 
generally regarded as a success. Successful inasmuch as 
buyers and sellers were brought to grips on common 
ground and thus educated as to the true state of the 
market; satisfactory because the business accomplished 
during the week exceeded all expectations. The in- 
dustry is beset by many difficulties which time alone 
can eliminate, but the periodical congregation of the 
trade on a social as well as commercial basis, has a 
distinct tendency to clear the air and render the outlook 
less obscure.” 


What's Style in Paris 


News of my trip would be incomplete were I to 
neglect mention of my visit to the big footwear 
ateliers of Paris—gayest and best dressed of European 
capitals. Merely to browse through the salons of such 
artists as Perugia, Hellstern, Greco, Costa and Mme. 
Julienne is a treat. But to be taken into their confidence 
—to be shown how style is built—how patterns are 
worked out—how color and design are harmonized— 
is a privilege to which I had long looked forward and 
had never before achieved. There’s nothing drab about 
the footwear business of Paris. It is high art—in its 
highest sense. 


Selling Shoes to Belgium’s Queen 
I’m a democratic American (small d, please) but, 


like all Americans nevertheless I like to hear news of the - 


nobility and frankly confess that I could get a real 
thrill out of coming in contact with them. This didn’t 
happen but the next best thing was when the great 
Hellstern took me into his private office and there 
showed me footwear which he had put to one side as a 
suggestion to her majesty, the Queen of Belgium, who 


had written that she would be in Paris the following — 


week to replenish her wardrobe. “I know what I would 

like her to have,” said Hellstern, “but she has strong 

opinions of her own and will choose what she wants.” 
She ought to live in America! 





Solving the Problem of Growing Feet 


What do you think of the English idea of having 
children’s shoes sold with an extra slip sole, so that as 
the child grows older, the slip sole can be pulled out and 
the shoe increases in dimensions one full size? 

That is the invention of O. H. Abbott of the Phit- 
Easi Shoe Stores in London and Paris. There are six- 
teen of these stores in London and twelve in Paris, and 
the double size shoe is a leader in all of them. 
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Another Innovation! 


The newest creation of Hannahsons’ designers of 
beautiful slippers for fashionable women is the 


silver brocade one-strap with front strap pic- . 


tured below. This is a noteworthy addition to 
Hannahsons line of satins, patents and suedes 
and marks another step forward in the produc- 
tion of dainty novelty numbers for every occa- 
sion. For parties, for dances, for every formal 


affair.’ No.'B299 will"please the fancy of the most 
fastidious woman. Order at once for Decemberj1 
delivery. The White Satin Grecian; the Black 
Satin Doris; and the Black Satin One-Strap, 
which also comes in patent leather, are all timely 
numbers for your holiday trade. Order now to 
meet the demand for blacks. Every number is in 
style and in stock. 





No. B299....$4.50 


B299—Genuine Silver Brocade, One Strap and 
Front Strap, Imitation Turn, 15-8 Full Sonate 
Heel, B to D, code “Newport” $4.50 


Movember 25—December 1 Delivery 


TOTP ete iiilel 








No. B806... .$2.75 


B806—Black Satin One Strap, suede trimmed, 
Satin Inlay, Imitation Turn, 15-8 Spanish Half 
Heel, B to D, code “Amber” $2. 

B807—As above except with 12-8 Cuban Heel, 
code “Madge” $2. 75 
B810—As above except with 9-8 Military Heel, 
code “Blanche” $2.75 
B241—As above except Patent Leather One Strap, 
suede trimmed, Patent Inlay, Imitation Turn, 


15-8 Spanish Half Heel, B to D, code “Saae 


B242—As above except with 12-8 Cuban Heel, 
B to D, code “Lorraine” $2.85 


HAVERHILL 
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ealer Influence is secured thra 


The Thanksgiving Num- 
ber of Hannahsons News 
is just off the press and is 
now being mailed. If you 
are not already on our 
mailing list ask us to send 
you this issue of the News 
and all other advance 
style information which 
we prepare for our deal- 
ers. Many merchants find 
much to be thankful for in 
Hannahsons_ In-Stock 
Service. Are you making 
use of it? Ask us to tell 
you how it can help you 
increase your turnover and 
add to Your profits. 


H A N NAHS O N S. MASSACHUSETTS 


the Boot and 


No. B801.. . .$3.25 


B801—White Satin Grecian One Strap, Imitation 
Turn, 15-8 Half Spanish Heel, B to D, code 
“Miami” 


No. B627....$3.85 


B627—Black Satin Doris Front Strap, suede 
trimmed front cut-outs, Genuine Turn, 15-8 Full 
Spanish Heel, A to D, code “Hannah” 


B628—As above except with 12-8 Cuban Heel, 
B to D, code “Harriett” 


PULLOUT LULL PLU LULU PLU OLLI PRL LLULU PMU @LLeLUUL@LMeriiiii| 


Shoe Recorder. 
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POP OR OR DRE SGRPSOSHOYSe 









Dy ¢ 


Dawes, 


Fall and Winter Models 
IN STOCK 


VAD 
_a 


=_ 


These styles of Fall and Winter slippers are now selling with 
success in our own shops and agencies throughout the country 


AGO © 





DAL> 


THE SEVILLE 


2 


No. 1689—Black Ooze Calf Goring Sli 
Light Welt Imitation Turn Sole, 1 
Covered Cuban Heel...................-..-.--c0-0004 $8.75 
we Lig Wie eating Tar So TP 
, Light Welt, Imitation Turn , 12- . 
The Patricia Covered Cuban Heel ........................ cove h9.00 The Seville 


THE STROLLER 


No. 16—All Mandalay Ooze Calf, 12-8 Covered 
Cuban Heel, Light Welt Imitation Turn Sole 


$7.00 
No. 12—All Patent Leather, Light Welt Imi- 
tation Turn Sole, Celluloid Covered Cuban 

THE EVELYN 

No. 10—All Black Satin One Strap Slipper, 
Turn Sole, 16-8 Spanish Heel................ $238 
No. 18—All Silver Brocade One Strap Slipper, 
Bead Edge Turn Sole, 17-8 Spanish Heel £8.75 
No. 20—All Gold Brocade One Strap Slipper, 
Bead Edge Turn Sole, 17-8 Spanish Heel..$8.75 


THE BABETTE 





2): 


&> BW 4D 





DD) 


Th abette 
The B No. 1012—All Patent Leather Opera Pump, 
Turn Sole, 16-8 Spanish Heel.................. $8.00 
No. 3012—All Black Satin Opera Pump, Turn 
Sole, 16-8 Spanish Heel............ ae A 
oO 


THE PATRICIA 
No. 1682—J Buck with Tan Calf Trimmed, 
Light Welt Imitation Turn Sole, 12-8 Buck 
Covered Cuban Heel... ccecereesd 5O 
No. 1685—No. 31—Gray Bu&k with Gray Calf 
Trimmed, Light Welz, Imitation Turn Sole, 
12-8 Buck Covered Cuban Heel $7.50 


THE STUDENT 
No. 2875—All Tan Calf Brogue Oxford, [mi- 
tation Wing Tip, Heel Foxing, Light Welt 
The Evelyn Sole, 10-8 Leather Heel... Tae $5.00 





The Stroller 





QA OAG 


Cuts and Newspaper Copy in Matrix Form Supplied Gratis. 
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I. MILLER & SONS 
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A Certain Rich 


Man—realizing how 
blind most men are 
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to opportunity— cS. 
once wagered that |_ =F 


he could stand at 
the corner of Lon 
don Bridge and offer 
gold sovereigns, six 
for a penny, and no 
one would buy. He 
stood in the throng 
and cried his wares, 
but the multitude 
shrugged and passed 
him by. 













































<) Gold Sovereigns—Six for a Penny 








Sales of this kind are out of 
our line. Our line is shoes. 
But we are offering a golden 
opportunity to shoe dealers 
who need to ballast their 
trade with the substantial, 
dependable values of a wo 
man’s shoe that ignores all 
freak fancies and sticks to its 
true mission—to provide 
women with a trim, comfort- 
able shoe at rock-bottom 
prices. 


Here is your opportunity to 
make two sales where you 
have made one before. When 
Mrs. Brown is buying a pair 
of slippers or dress pumps to 
make her feet look slim and 
sleek, show her Ye Olde Tyme 
Comfort Shoe, and make two 
sales instead of one. 


Double your profits. Cut 
your selling cost in half. 


Write for full information. 


LUNN AND SWEET, INc. 
AUBURN, ME. 


Largest manufacturers of comfort shoes in the world 


e Olde /yme 











COMFORT SHOSCS 

















— 


No. 773 (Welt) Black Glazed 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation 
Tip, Sheep Lined, 12/8 Military 
Wingfoot Rubber Heel. 


No. 793 (Welt) A/avana Brown 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation 
Tip, Sheep Lined, 12/8 Military 
Wingtoot Rubber Heel. 


<= 


No. 183 (Turn) //avanu Brown 
Kid Suspension Arch Turn Lace 
Oxford, Imitation Tip. Sheep 
Lined. 12/8 Military Wingfoot 
Rubber Heel, Corrective Com- 
dination Last. 


No. 173 (Turn) Black Glazed 
Aid Suspension Arch Turn Lace 
Oxford, Imitation Tip, Sheep 
Lined, 12/8 Military Wingfoot 





Rubber Heel, Corrective Com- 
bination Last. 





« 


na 
Suret Sally Lunn 


SUSPENSION ARCH SHOE 


Ww" you recommend The Sweet Sally Lunn Suspension 
ArchShoe you are insuring lasting satisfaction and repeat 
sales; for this shoe is a product of an organization that has 
specialized for years in the production of cauabeis shoes for 
women. 


The Sweet Sally Lunn Arch Support Shoe is the result of 
scientific experiment extending over a long period of years. 


The Arch is supported gently but firmly by means of a con- 
cealed, built-in metal arch. The sole, which bends freely at 
the ball, provides perfect freedom and comfort. 


The Sweet Sally Lunn Suspension Arch Shoe meets the de- 
mand that exists everywhere for a corrective shoe scientifically 
designed to relieve and correct abused feet. 


Its moderate price is due to the fact that it is produced in the 
largest comfort shoe manufacturing plant in the world. 


Order your stock of Sweet Sally Lunn Suspension Arch Shoes 
from our IN-STOCK DEPARTMENT NOW. - Shoes 


shipped same day order is received. 


LUNN & SWEET, INC. 


Largest manufacturers of comfort shoes in the world 


AUBURN, MAINE 
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“TRADE MARK REG.” 
FOR WOMEN 
IN STOCK—Heels 1’’—12/8”—13/8” Sizes 3-10 


Widths AAA to EE. 
Black Kid $5.00, Brown Kid $5.50 


Write for exclusive agency or have salesman call 


The CAHILL SHOE CO. 
Cincinnati, Ohio 











No muss--- 
No fuss--- 











No bother A BEAUTIFUL ORNAMENT 
FOR GORING MODELS 


Milady’s hands don’t come in contact with Eagle Brand Suede 
Stick. Neither do the contents of her handbag. A finger presses 
the stick out of the box when in use. A felt finishing pad is inside 
the cap. The package seals up tight again with no powder outside 
and no need of extra wrapping. It takes but a moment to clean and 
refinish the shoe. 


White Castor Thrush 
Black Russet Hazel 
Lt. Grey Bamboo 
Med. Grey Champagne 
Dk. Grey Lt. Brown é ; 
Slate Grey Med. Brown cA < This number made especially for side goring patterns 
R-Grey Dk. Brown / : which are now being worn so extensively. Also adapt- 
No. 18 G M x dal able to one and two strap pumps. 

0. re andaia 

° y y We have in addition many other new and exclusive 
Be Log Cab 

ge g in 3 se ag numbers in Beaded effects and all combinations of 
Fawn Otter : leathers including satins. 


Lt. Fawn Beaver A line of these ornaments carried in your store will 
Dk. F : ; prove not only a money-maker, but a source of con- 
owe Autumn ‘The Mark of Quatity* venience for your customers. Let us_send you sample 


From your Findings Jobber or Direct from pairs on approval. 


AMERICAN SHOE POLISH CO. WE DO NOT ISSUE A NY CATALOGS 


Manufacturers of a Dressing for Every Shoe THE VANITY NOVELTY WORKS 


1950 S. Troy St. CHICAGO. U.S.A 1261 Atlantic Ave., Brooklyn, N. Y. 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MEN’S SLIPPERS 


In Stock for Immediate Delivery 











Men’s Turn Slippers 


Tan Kid Jumbo Everett . 
Tan Kid Romeo - 
Tan Kid Everett . 

Tan Kid Brighton 

Black Kid Romeo . 

Black Kid Everett 

Tan Kid Romeo 

Tan Kid Everett . 

Tan Kid Opera 


eSsssssr 


NM MMM NN h\ h& bh 


Www 
UMY 


Full Kid Lined 


190 Tan Kid Romeo . . . 
og Se ee ae r id 
192 Tan KidOpera ..........~ «265 Toereee 


Mistwold Comfort Shoe Co., Raymond, New Hampshire 


ooo 
ONLY 4 SIZES TO CARRY! 


The —e The ATLAS Shoe Tree 
justable 
Shoe Tree 





A tree that needs no adjustment— 
light, strong—effective and low 
priced. 


Forward and Lateral Expansion 





4 Sommers and Atlas Sizes 4 
MERE No. 1 Fits Women’s 2-5 size 
To ablust I 2 ‘“ “ 5-8 “ 
T Men’s 5-8 
— No. “ “" 8-11 “ 50c pair in gross lots 
60c pair in gross lots 65c pair in dozen lots 
75c pair in dozen lots 


Ask your Jobber J. L. SOMMER MFG. CO. bition Tock 


or 


sists the. 91 Chestnut St. NEWARK,N.J. irene Trees 


EASY TO SELL— EASY TO STOCK 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SATLSFACTION 


SATISFACTION BEGINS WITH THE PURCHASE OF BRENNAN 
SHOES. THERE IS SATISFACTION IN KNOWING YOU ARE GET- 
TING THE LATEST EMBODIMENT OF FASHION. THERE IS 
PLEASURE IN BUYING LASTS AND LEATHERS THAT ARE THE 
UTMOST EXPRESSION OF INDIVIDUALITY. AND THERE IS FUR- 
THER ENJOYMENT IN KNOWING THAT THEIR EXCELLENT FIT 
AND LONG WEAR WILL BRING POSITIVE SATISFACTION TO THE 
PERSON AND PURSE THAT BUYS THEM. ONLY WHEN WE STOP 
MAKING THEM WILL THEY GIVE UP GIVING SATISFACTION. 
Shown above—Distinctly BREN NAN design, made of imported 
Brandmoor calf, 271 lace oxford, 2 and 2 fitted, perforated tip, 


overweight single sole, flanged leather heel with rolled heel seat. The 
Quality is high—the price is low. 


Manufacturers of 


wesxsmet NMEN’S FINE SHOES 


NEW YORK SHOES FOR YOUNG MEN 
MARBRIDGE BUILDING AND MEN WHO KEEP YOUNG 


IERIE DET DEDEDE IEE IES IE IE IE IE IE EEE IEEE DE DTI IEE IE ISIS ISIS 


E 
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CHICAGO 
PALMER HOUSE 


LOS ANGELES 
ANGELUS HOTEL 
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| “Nothing in ihe shoe 
| SAN but the Foot” 
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“In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup. 
ports are scientifically correct. From 
the viewpoint of your customers, they 

YW; Arn are unusually desirable because they 
me yy RS correct fallen arches in a pleasant, natu- 
| zZ ral way. 




























The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 
Crawford Arch Supporting 


SX Shanks. TT 











On the head of the rivet which locks the 
shank to the insole, and which is flash 
with the insele, you ro this trade 
mark. Look for the trade mark. It is 
your preteaion, 


United Shoe Machinery Corporation 


Boston, Mass. 
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No. 18 
Glazed Kid Bal. Marlboro Last | 


— combination measurements 
through heel and instep. Shop 


made. 


AA & A, 6%-12 B, 6-12 
C,D, 5-12 











In-Stock Now “The Marlboro” — in Glazed Kid 


Nettleton combination measurement lasts are highly regarded 
by dealers because careful study by Nettleton designers has resulted 
in combination measurement shoes that are exceptional fitters. 


“The Marlboro” is a new addition to the Nettleton In-Stock 
Department which now contains twenty-nine styles of Shoes and 
Oxfords and a Riding Boot. 


The name Nettleton is synonymous with men’s FINE 
shoes and the Nettleton In-Stock Department is an asset to 
a dealer’s business. 


A. E. NETTLETON CO. 


H. W. COOK, President 


SYRACUSE - NEW YORK 


lettleton 


o-8:-6. 8: 6-6. Fy WO BT S 








MEN LIKE TO SAY THEY WEAR THEM. 
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| Make Ready For Winter 
Keep Your Sport Footwear Well Stocked 


Sell Your Trade The Quality Kind!! 
SKI-MOCCASIN 


This style is readily modified to 
meet the requirements of Skiing. 














The last is thickened to make room 
for heavy socks. The sole is tapered 
to fit the ski iron and the heel is 
concave to meet the demands of ski 
bending. Specify if you desire strap 
and buckle. 


No. 723—Brown Chrcme Rangeley Ski 
Moccasin. 8 inch, Sole Leather Toe 
Counter, Full Bellows Tongue, Nickel 
Klondyke Eyelets. Double Waterproof 
Sole, Concave Heel, Ski Last. 


To order 6 to 11—D and E. 


SNOW-SHOE 
MOCCASIN 


For snow-shoeing this old-time 
moccasin is still the most accept- 
able. It is made right to fit the 
rough usage it receives. 


No. 933—Brown Chrome Moccasin. 9 
inch, Full Bellows Tongue, Klondyke 
Eyelets, Snow-shoe Last. 


In-Stock, 6 to 11 F. F.—To order 5 to 12 
D-E & EE 
































Send for Catalog 


| G.H. BASS & CO, Siemaes Wilton, Maine 


= 
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MADE BY 
BANCROFT-WALKER COMPANY, 


AT THEIR FACTORY IN BOSTON 
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The ‘‘Going’’ NUBUC 


FOG-————BAM, 


COLOR 237 


A medium tone of Gray, A shade 
suggesting the haze of vinces the 
autumn atmosphere. 


For Safety Insist o 


The name NUBUCK is our sole 
property. 


It stands for originality and lead- 
ership in suede side leathers. 


It is our warrant of satisfaction to 
the shoe trade of the world. 


“Lawrence Leathers A . C ‘“ ¥ a W T e n C 
are 
Reliable Leathers “ 210 SOUTH ST 
New York | Philadelphia Chicago 





§ a. 


ing t 
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olors for Now and 1924 
‘BOO NUDE 























has devoted to the perfecting of NUBUCK. 





application for betterment which Lawrence yy 





m eather Company “Lawrence Leathers 


are 


whici30 COLOR 233 
€ styfiracts and con- Now in pressing demand 
king trade. for style footwear—in whole 
) shoes and in combinations. 
- . 
he Original Nubuck 
eC 
There is only one NUBUCK, and no one can 
or does produce it but ourselves. 
i Do not be misled into the belief that NU- sii wee 
BUCK is a general name that any tanner yy Zi rr... ‘a 
may use. Orr ly ) 
, | NUBUCK not only means LAWRENCE. It G) 4 e 
means also all the pioneering and constant | 
| 


so BOSTON, MASS. 


ehiable Leathers” 
St. Louis Cincinnati Milwaukee ~~ _ | 
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In New York—or the fashion thorough- 
fare of any city—you will find the 
daintiness and style best exemplified in 
this model. Shown here in black velvet, 
patent leather trimmed. It is equally 
effective in all leather combinations. 
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r Primo Shoe Mfg. Co. 
w/a 8. t Chester St. “Brooklyn, N, Y. 
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JOHNNIE WALKER LAST $6.00! 
READY TO SHIP 


There is a big difference in shoes 
and the “Dalton” shoe proves it. 


—eS= i 





Send for In Stock Style Catalogue 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 






Stock No. 412. Johnnie 


po a BOSTON NEW YORK CHICAGO 
reas eo eingiont Feel AJ-11 183 Essex Street 651 Marbridge Bldg. 209 South State Street 
| BOll, C & D 5-11, Price $6.00. Raps 
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THE st WRiGe 


ae 
_ Make it your rn lings 


ONE OF THE TEN STYLES IN STOCK 


Stock No. 302. Councillor Last, Patent 
Colt Oxford. Light, Close Edge, Leather 
Heel. Sizes: AA, 7-11; A, 614-11; B, 6-11; 


C, D, 5-21. 
Price, $5.75 


E. T. WRIGHT & COMPANY, Inc., 
Mohara.f thee Wall Koien" Arehs Preserve? Shows lon Bas. 
ROCKLAND, ‘MASS. 


Se Oe EE OES CT a 
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KREIDER STYLES and 
KREIDER VALUES 


Are The Safe Way To 
ncreased Sales and Sure Profits 





Heel, Footform Last, Full Vamp. 


DELIVERY Mieco coors se sc sccssesee ss Me eae 


The A. S. KREIDER CO. 33285=4" 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO ST. LOUIS, MO. NEW YORK, N. Y. "* PITTSBURGH, PA. »PHILADELPHIA, PA. 
312 W. Monroe St. 1408 Washington Ave. 123 Duane St. 923 Penn Ave. 51 North Third St. 


, 


No. B 83—Gun Metal Pony Cut Lace, McKay Sewed, Rubber . 
Heel, Footform Last, Full Vamp. 
or Sy. 6 s0 66 ca bene esgdewedeos D 2- 6..$2.45 
eth ak acnGbhb eregessebed D 11%- 2.. 2.00 
Childe’ Gor. or Gah. Hoeol........0cccccess D 8-11..:1.75 
IMMEDIA I E No. B 81—Mahogany Pony Cut Lace, McKay Sewed, Rubber J 
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Your Holiday Trade Wants 





This Better Merchandise 
















OLIDAY trade is grading up. People are 
getting to know too much about the 
quality of felt slippers to accept without ques- 
tion the cheap, unbranded goods that flood 
the market at holiday time. 


The careful dealer knows that the most im- 
portant element in every sale is the entire 
satisfaction of the customer. That is why 
every year more dealers are displaying Daniel 
Green Comfys, and selling an increasing 
number of Daniel Green Comfys for Christmas 
gifts. 


Our national advertising emphasizes the dif- 
ference between genuine Daniel Green Com- 
fys, and ordinary felt slippers for Christmas 
giving. Your customers will appreciate your 
interest in selling them really satisfactory 
merchandise if you display and offer them 
genuine Daniel Green Comfys. 


DANIEL GREEN FELT SHOE COMPANY 
Dolgeville - - - - New York 


Boston Sales Office: 
10 High St. 





WO 



























New York Sales Office: 
116 East 13th St. 


Chicago Sales Office: 
189 West Madison St. 


Daniel Green 


Comfy 
slippers 2 


a 


4 
eo 






t 


(S| Damiel Green): 


Comfy 


REC. U.S.PAT. OFF, 


bP Ok ok oK-3 ot UE 


PATENTEQ  Juev 28, +908 





84 BOOT AND SHOE RECORDER November 10, 1923 


Novem 











Looking for New Ones? 


Here’s six big sellers. The best 
possible values as to style, quality, 
material, fit and workmanship. 


«These shoes deserve your orders. They are made with the idea of 
having your customers receive satisfaction from their purchase. 
Favor us with sizes on these numbers and we’ll trust to the shoes 
to make you a regular customer and booster for one of the 


strongest lines made in New England. 
Stock No. 1000—Women’s Black Calf 
Stock No. 1050—Women’s Tan Wil- -$4.90 


Preston B. Keith low Calf....... 
Shoe Co. 


MAKERS OF 
Men’s and 
W omen’s 
Fine Shoes 

Brockton, Mass. 


aa a ~ on Men's Autumn Bro Calf $5 75 Stock No. 300—Men’s Black Eric Calf ms 35 
a a ° Stock No. 350—Men’s 36 Col. Calf. . 


Imported Calf. 




































——————— | 


Black Satin— Black Suede—Patents 
Get Them From Our Stock AT ONCE! 


GENUINE HAND TURNS 
EXCELLENT FITTING AND WEARING QUALITIES 


Our popular ‘Estelle’ pattern is carried 











IN STOCK as follows :— 
SOLID COLORS 
B-810—All Gun Metal, 14-8 Span. heel............... $4.75 
‘ B-825—All Black Suede, 12-8 Cuban heel............. 5.10 
— COMBINATIONS 





B-820—Patent with Gun Metal trim. 14-8 Span. heel .. 4.75 
B-830—Black Satin with Black Suede trim. 14-8 Span. heel 4.75 
NEW SANDAL ALSO IN STOCK. No. 815 
This Style in Patent with Gun Metal Trim. 8-8 Mil. 
pry Are of ee eee eee 
All In Stock Styles, A 4-8; B 3144-8; C 3-8 
Terms 5% 10 Days 


Send for new illustrated folder showing other snappy patterns 
to be made on order 


COLLINS & STAPLES, Haverhill, Mass. 


Boston Office, 183 Essex St., Room 306 Gene Ricker in Charge 
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fothorwolt 


TRADE MARIX REGISTERED 


THE FINEST WELT MADE 
PARANOUNT IN STYLE. SUPERIOR IN SERVICE 


“TRITON” 


ANOTHER DECIDED WATSON SUCCESS 
MADE ON ORDER 





ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


WELT CONSTRUCTION ~—~TURN APPEARANCH 
MADE POSSIBLE ONLY BY 


EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 
MADE ONLY BY WATSON—ONLY WATSON COULD 
LYNN—MASSACHUSETTS 
BOSTON OFFICE 183 ESSEX ST 
NEW YORK OFFICE 
BARCLAY BLD-B'WAY AT DUANE ST 


A.G. SMITH IN CHARGE 








From Every 
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Corner of the County 
Dealers—Kesponded 


this 















WOMEN’S 
Greater Less 








10® s 
2% a 


We 








0% 





id 





On 


10% 








ne 



















100% 









Color Name 


or 
Color Number 













will be big, in the opinion 
of most of the merchants 
who replied. Returns from 
543 dealers in widespread 
localities were: 










(Mark with aa X your estimate) 


PLEASE RETURN AT ONCE 


SPORT SHOES 


As compared with 1923 the demand for the Spring of 1924 will in my opinion be 


sf : p? 
1923 = 4 w) 


MEN'S 
Greater Lees 

















10% 
20% 
2® 
W% 
0% 
We 


0% 


9% 





100% 


0% 



































List in space below the colors, in order of their popularity, which in 
your opinion will be called for 





135 predict 10% greater demand 








This questionnaire was 
sent by the Fred Rueping 
Leather Co. to represent- 
ative shoe dealers in all 
localities. 





and— 


The Demand for Sport Shoes in the Spring 
of 1924 as Compared with that of 1923 


FROM 543 DEALERS 
434 Predict Increase 63 Predict Decrease 
28 predict 10% less demand 
10 “ 20% “e “ 


143 20% ( 

74 me a Ys Ait on 

34 40% “ “ ll “ce 40 ‘ 

36 50' 0 ii) “oe 7 “oe 50% city Ps 

4 60% “ “ 1 “ 70% “ 

1 70% ~ oe 9 expect sport shoe volume to 
4 80% a3 8 hold about even. 

3 “ “ 


37 expressnoopinion on volume 
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ith a Big Sport Shoe Season 
ahead it is well to give attention 


to Sport Shoe Leather 


RUEPINGS KIN KIN 
SPORT SHOE LEATHER 


Pe 


The Five Most Popular 
COLORS in 
KIN KIN 
Sport Shoe Leather 


as selected by these 
dealers are: 


GREY, SMOKED, 
BEIGE 
BROWN, WHITE 


We are the first tanners to 
have in sport shoe leather 
all ten of the shades agreed 
upon by the Joint Styles 
Committee of the Shoe and 
Leather Industries for shoes 
and fabrics for the Spring 
of 1924. These are: 
AIREDALE 
A Sand Tan. 
BOMBAY 
A Brilliant Tan. 
RACQUET 
A Dark Sand Tan. 
TANBARK 
A Delicate Reddish 
Brown, also a Light Shade. 
PICCADILLY 
A Deep Reddish Brown. 
ORIENTAL PEARL 


Practically all of the pop- 
ular greys have been of a 
bluish shade—this color has 
a slight cast of chrome yel- 
low added to it. 


JACK RABBIT 
An Intense Grey. 
LOG CABIN 
A Popular Dark Brown- 
Grey. 
MANDALAY 
A Pleasing Reddish 


Brown. 
OTTER 
Also agen Other Colors 





What is commonly called “elk” leather 
for sport shoes comes as a development 
of the process used in making the courser 
elk leather used in work shoes. Few tan- 
ners have yet mastered the fine points 
of elk tanning fine skins to produce the 
elastic, silky, close grained, evenly col- 


ored leather required for good sport 
shoes. The’ makers of KIN KIN sport 
shoe leather pioneered in this. With 
them it is not merely an aim but a posi- 
tive attainment; therefore, Mr. Dealer, 
you have much to gain by specifying 
Rueping’s KIN KIN Sport Shoe Leather. 


Write today for sample and color card 


You’re welcome to a KIN 
KIN book for each of your 
sales people. It takes them 
along with the skin from pas- 
ture to shoe factory, enabling 
them to talk leather intelli- 
gently and sell more KIN 
KIN shoes. Over 30,000 


copies now in use. 
















Fred Rueping Leather Company 
Fond Du Lac, Wisconsin 


BRANCHES: 
Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


SPORT SHOE LEATHER 
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PROFIT MAKERS 
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HIGH GRADE TURNS 


For Immediate Delivery 
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Here are two of our high grade 
turns; they are on the floor and 
ready to ship. 


You can offer these numbers to 
your customers at a moderate price 
and yet make a very good profit 
yourself. The style is there, and 
the quality shows through long 


No. 4273—(Helen) Black Kid service. 


One-Strap Slipper, Turn Sole, Last 220, 12-8 


Wingfoot Heel; AA-D, 21% to 9). "$3.40 Shoes that are built to give your 
customer more service per dollar; 
to bring repeat customers. 





Write for our illustrated cata- 
logue showing our complete 
lines of IN STOCK STYLES, 
also ARCH REST SHOES. 





RSS 








Sole: Lavt 206, 13-8 Wingloot Heel; AAA wb BUILDERS 
2'_gto9 ‘ J 




















Fhelrving Drew) Co 


PORTSMOUTH, OHIO 
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SHOE 


REG. U.S. PAT. OFF. 


High Shoes with Pep! 


New Bates 
Trouser-Crease 


$5.00 


IN 
STOCK 


Style 6112-B 


Trouser-Crease model on n-O” last. 
Made of Lawrence’s No. 55 Tan Cult Winter- 
weight oak outersole. Grain inner sole and 
counter. B to D widths. casinieelicoseis eae 


Style 6117-B—Same pt Black Calf.... 5.00 


this Fall and Winter is a renewed popularity for attractive, 
well-made boots. 
These two Bates “Plain-O” models, one in Tan Calf and the other 
in Black Calf and each having our special Trouser-Crease forepart, 
typify this boot demand perfectly. Both styies are in stock. 


R this Fa through the clearly defined style tendencies for Men 


>>> 





1k 


> 


Our examination of the present style situation and dealer demand 
shows conclusively that these two “Plain-O” boots are fine Sales 


Makers. 


_— 


Send for the bulletins of Bates 
In Stock Shoes for Fall and Winter. 


A. J. BATES COMPANY 


WEBSTER MASSACHUSETTS _ 


NS 4466422380 


maa 


\ 
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MIGHT 
JUST AS 
WELL MAKE 
OLD MAN 


SLUSH AN SNOw 


PAY AN 





Entering the Arctic Zone 


NOW, slush and sleet will make folks 

flock in to see what you have to keep their 

feet warm, their shoes protected and to pre- 
vent snuffles and sneezes. 


Good old HOOD Arctics will loosen their purse 
strings as usual. Have you enough to go around? 
Don’t -plan to get by with depleted or insufficient 
stocks. Size up your sizes NOW and phone your 
HOOD distributor. He is always on the job but his 
job gets harder when the snow begins to fly. 





=HOO0B- Emperor 





Get this cut No. 537-G 


Hood Rubber Products Co. Inc., Watertown, Mass. 





=H90B> Empress 
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THE 


RCH RESERVER 


WARM’ &S >” 














Leading 
dealers 

are asking 
for this 
selling 
franchise. 
They know 
it has 

no equal! 





TRADE MARK REG. U.S. PAT. OFFICE 





“KEEPS THE FOOT WELL” 


There are seven patents embodied in Arch Preserver 
Shoe construction. These are vested solely with the 
Selby Shoe Company, Portsmouth, Ohio, for the 
making of women’s and misses’ shoes, and with 
E. T. Wright & Company, Inc., Rockland, Massa- 
chusetts, for the making of men’s and boys’ shoes. 


HE Arch Preserver Shoe is today 

recognized by leading retail mer- 
chants in every important business cen- 
ter as the most desirable sales franchise 
to be secured in the shoe industry. 


Times almost without number, this shoe 
has proved conclusively that it will draw 
business, and hold business, as no other 
shoe ever has done. 


Wearers demand it, once they have 
learned of its advantages. And in their 
delight they tell their friends. 


Therefore, when a dealer handling this 
shoe has his business established he finds 
that he really has permanent customers 
—and a definite calculable income. The 
Arch Preserver Shoe is affected least of 
all shoes by business conditions. 


Foot health and comfort, plus the smart- 
est of style—this combination, especially 
since it is exclusive in this shoe, should 
prove interesting. If we have no rep- 
resentation in your community, write us. 





The Selby Shoe Company 
Portsmouth, Ohio 
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Men’s Mahogany Bals, Good- 
year Welt, Rubber Heel. A 
very high grade shoe. Sizes 
6-9, 6-10, 6-11, 7-10. Same 


in Blucher. 


Price $2.85 
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Proving our right to the title! 


November 10, 1923 





Look ‘em over care- 
fully—-get the prices— 
read the description. 
If any other house can 
touch these bargains, 
let us know,—we'll 
give up the title, 
“King of Jobs.” 








Sold 24 Pair 
case lots only 












Boys’ Mahogany Bals, Good- 
year Welt, Rubber Heel. Size- 
214-6. Same in Blucher. 
Price $2.35 
Same in wide toe, Blucher and 
Bals. Sizes 10-1314, 11-1314. 


Price $1.85 























Men's Brown or 

At $ 1 .65 BlackVici ROMEOS, 

Hand Turned with Rubber Heel. Sizes 
6-9, 6-10, 6-11, 7-10 and 7-11. 

Men’s Brown Ca- 

At $1.00 bretta ROMEOS. 
Leather Heel. Sizes as above. 

Sold 36 pair case lots only. 





Men’sGenuine Brown 
At $ 1 40 or Black Vici EVER- 
ETTS, Rubber Heel, McKay Sewed. 
Sizes 6-9, 6-10, 6-11, 7-10 and 7-11. 


At $1.00 Me’ Brown Ca- 


bretta EVER- 
ETTS. Leather Heel. Sizes as above. 
Sold 36 pair case lots only. 





besides 

















S. ROSENBERG & SON 


144 ESSEX STREET 


BOSTON, MASS. 
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SHOE COMPANY 


Fabric Shoe 


Manufacturers 


| AUBURN, ME. | 
Boston Offices, 54 Lincoln St. | 






—— ———<—e—_o<—<————$ — oo oo oo 
















No. H577 
White Sea Island Duck 


Slashed Front Two Button Strap 
White Cabretta Front 











VALUE is tangible only when re- 
sults can be shown. The Dingley- 
Foss Shoe Company have for years 
produced a line of fabric footwear 
that has proved an asset to our cus- 
tomers because of its tangible value. 





We sell to wholesalers only. 
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(GROCO 


Quality Felt Slippers 








Manufacturers of High Grade Felt and 
Fabric Footwear for All the Family 


“Groco’ Salesmen Are: 


WALTER W. NICHOLS 
New York Office: 
Room 651 Marbridge Building 
Covering Greater N. Y., Pa., N. J. and Del. 


ARTHUR L. KENNEY 
Boston Office: 139 Lincoln Street 
Covering New Eng., Up-State N. Y. and Ohio 


CHRIS S. BRIEL 
The South including Texas 


GEORGE D. HARRON 
Pacific Coast and West of Denver 


C. A. GROSVENOR SHOE CO. 


70 Central Street 
WORCESTER, MASS. 


Factories at 
Worcester and 
Oxford, Mass. 











Ribbon Trimmed Juliette 
Style 1025 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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In Stock 
No.772 


fA two button Cross Strap 


Sandal made in Rustic Brown 
Suede. & welt rawn over 
our #74] pattern and 
carrying a covered'% wood 
Cuban Kel. 

is number is one ofour 


popular sellers for Fall 


Sizes 2k to & 
Width «<< 


Price *5.00, net 30 days. 
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“MOORE- AHAFED # 
*MAIOE *“MFG°CO 
-- BROCKDORT. NY. U.4A. # 


es NEW YORK OFFICE 545 547-549 MARBRIDGE BLOG.BWAY AT 34 UST 
JACK E.JESTER, MGR 


A 






NS 
ne 


Litsian O.T.tus 





95 
































96 BOOT AND SHOE RECORDER November 10, 1923 


Nover 




















Ny -( RAFT. : A dt os 
1 KAU IX I We Have Good Reason 
To Toot Our Own Horn! 
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SANDALS Nn 





are filling every claim we make for them and are the w 
winning the approval of dealers everywhere. is ger 
Never before have stitchdowns possessed such 0 | 
merit— a0 | 
Their finish and craftsmanship is worthy of a fine ness f 
welt— Only : 
The qualities of their staunch leathers; their good to ma 
bend soles; their leather counters; channelled Alir 
insoles and well-shaped lasts give them a quality Inc. st 
appearance. 
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Withal, prices are right—Send for samples and 
be convinced. 


” §. RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CHICAGO 
Spirit of Optimism Prevails 


Women Expressing Much Interest in Black Strap Numbers— 
Good Men’s Trade Reported 


FEELING of optimism is prevalent 
in Chicago shoe circles at the close of 
the week ending November. 3rd. October 
is generally reported as having been a 
good month, and allowing for the fact 
that the first three days in November 
have been slightly warm, the retail busi- 
ness for this month promises to be good. 
Only a few cold or chilly days are needed 
to make things hum. 
Alfred J. Ruby, of the Alfred J. Ruby, 
Inc. store at 60 E. Washington Street, re- 


ports a 27 per cent increase in business in 
October over September and a 27 per cent 
increase in September over the same 
month a year ago. Mr. Ruby voices the 
opinion of the trade in general that patent 
leather, black satin and black suede, in 
gore and strap patterns, are the leaders. 
Although Mr. Ruby anticipates that most 
of his immediate business will be in those 
patterns, he is of the opinion that oxfords 
are coming in strong again soon. 

For the younger smart set there as yet 
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Work on a new addition to-the Florsheim Shoe Company of Chi Tll., will commence very soon. The company 
y 


has purchased at the southwest corner of Belmont and Harding 


nues a large tract of land. The new addition 


will be a six-story concrete siructure with 150,000 — uare feet. t this will give the concern a total of 600,000 square 
Jeet of manufacturing s, he 
shoes, but with the completion 


in all of its factories. 


output of the Florsheim 
of the addition the production will be increased to 


irm now is 8,000 pairs of men’s 
tween 11,000 and 12,000 pairs 










—— More Shoes Sold Right 
LEY 














Windows Are Impressive 


You cannot help but notice the 
number of very attractive window 
displays, in both the Loop and the 
outlying districts. Much can be 
said concerning recent improve- 
ments in shoe window dressing. 
Simplicity, the keynote of refine- 
ment, is adhered to with great ad- 
vantage in most cases. Only where 
the class of footwear displayed 
warrants an atmosphere of elaborate 
elegance is that sort of thing at- 
tempted in the window trim. 














seems to be no change in style tastes—ox 
fords over the English last, in various 
leathers and designs, for the men and 
dainty gore and strap patterns, either 
turns or very light welts, for the women. 
It is estimated that more than 75 per cent 
of the shoes worn on the fashionable streets 
of Chicago, by the smart young women, 
even during the morning shopping hours, 
are either extremely light welts or the 
daintier turns. Straps and colonial pat- 
terns enjoy equal prominence. 


Good Hosiery Sales 


Even with the approach of cold weather 
young women are still buying a great deal 
of sheer hosiery for street wear. When 
last year long skirts came back into vogue, 
it was predicted pretty generally through- 
out the trade that there would be a 
noticeable decrease in hosiery sales. 
Quite the reverse has been the case. Most 
hosiery departments are enjoying a nice 
increase over last year, both as to quality 
of goods bought and number of sales made. 

Miss Moore, manager of the women’s 
department of the O’Connor & Gold- 
berg’s West Madison Street store, offers 
rather a unique reason for this paradoxi- 
cal condition. “When long skirts came 
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back,”’ says Miss Moore, “fashion dictated 
that there be a heavy braid sewn about the 
bottom of the skirt to save the edges from 
fraying, to make them hang properly as 
well as for ornamental reasons. This braid 
constantly rubbing back and forth over 
the instep of the foot resulted in the hose 
being quickly cut through, and as a con- 
sequence there was an increase in the de- 
mand for hosiery and for a better grade of 
the same.” 
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I. Miller Sale 


I. Miller and Sons, Inc., from their 
store at 39 S. State Street, recently held a 
closing-out sale of many current styles. 
This, they say, is to make stock room for a 
coming style event. 

Their advertising listed 2,000 pairs of 
De Luxe styles marked down to $10.00 
from prices much higher, and 3,000 pairs of 
$10.00 to $12.50 styles marked down to 
$7.50. The sale was successful. 





ST. LOUIS 


Black Shoes Are Leaders 


October Business Shows Gain Over Corresponding Period in 
1922—Concern over Styles Expressed 


USINESS in the retail shoe stores 
during the week ending Nov. 3 
measured with that of the preceding weeks. 
In comparing figures for October of this 
year with the same month of last year, 
a slight gain in most all of the stores was 
reported, but a better business was antici- 
pated early in the month. 

Black shoes continue to be the leading 
sellers and the popularity of satin still 
prevails. Patent and black suede continue 
to vie for second place honors. Black suede 
increases its prestige each week, but never 
will approach the position that satin has 
held for the past months. 


Interest in Style Subject 

Much concern is being felt over the 
style situation for January and February 
selling. One of the style experts of the city 
stated that he has not seen anything of a 
definite nature that could be depended 
upon for accurate style selling during the 
coming season. 

Many are going to New York and 
expect to get some definite knowledge of 
the style situation while there. Many are 
withholding their buying and the time is 
drawing close when it becomes necessary 
to think about shoes for January and 
Feburary. 

Inventories from all present indications 
are reported low and the great majority 
anticipate to hold them in exactly this 
position as long as they find it necessary 
under the present circumstances. 


Federal Reserve Report Calls 
Business Spotty 

Business throughout the Eighth Federal 

Reserve District was characterized as 

spotty according to the report of general 

business conditions just issued. A number 

of lines continued to maintain their recent 


active pace says the report, which follows 
in part: “Reports relative to business in 
this district during the past 30 days in- 
dicate rather spotted conditions. In a 
number of lines, notably those involving 
goods for common consumption, the 
recent active pace has been maintained, 
and as a rule slight gains over the cor- 
responding period last year are reported. 
Elsewhere, however, accounts are less 
favorable, and there are complaints of 
hesitation on the part of buyers in filling 
their requirements, particularly those 
further ahead than 60 to 90 days. In lines 
where gains are reported the general com- 
ment is made that the improvement has 
taken place on hand-to-mouth buying, and 
that sales are numerous rather than large. 

In addition to unevenness in the several 
lines of trade, irregularity is reported in 
results obtained in different sections of the 
district. Trade in the large cities, particu- 
larly the retail department, is holding up 
well, reflecting continued heavy employ- 
ment and the arrival of more seasonable 
fall weather. Active marketing of cotton 
in the South at high prices has served to 
stimulate much to strengthen trade morale. 

In the immediate past some improve- 
ment has taken place in advance ordering 
of boots and shoes, dry goods, confection- 
ery, and hardware, though generally 
future buying continues considerably be- 
low normal for this season. In virtually all 
lines investigated the proportion of goods 
being ordered for immediate shipment, as 
compared with purchases for deferred 
delivery, is unusually large. 


On Executive Committee 


Charles E. Williams, president of the 
C. E. Williams Shoe Company, P. M. 
Fahrendorf, advertising manager of the 
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Brown Shoe Company, Bert Barnett, 
advertising manager Friedman-Shelby 
Shoe Company, and George E. Gayou, 
St. Louis correspondent of the Recorder 
have been appointed on the executive com- 
mittee of the Advertising Club of St. 
Louis. The organization has approxi- 
mately 1000 members and is one of the 
most influential business clubs of the city. 


Hinckley and Ellis Going East 


Sam Hinckley and Ralph Ellis, mana- 
ger and assistant manager of the Stix, 
Baer and Fuller shoe department, are 
going East to look over the style situation. 
They expect to be gone about 10 days 
during which time they will visit the im- 
portant markets. 


To Manage Shoe Department 


R. P. McCain, buyer for the men’s and 
children’s shoe department of National 
Cloak and Suit Company of Kansas City, 
has been made manager of the shoe de- 
partment of Sensenbrenners. McCain has 
been connected with his former company 
for two years and has a wide acquaintance 
in the trade. He assumes his new duties at 
once. H. L. Venghaus, formerly in charge 
of the first floor at Sensenbrenners, has 
been placed in charge of the basement 
busine ss. 


Brandt’s Removal Sale 


Brandt’s, one of the oldest shoe in- 
stitutions in the city, started their re- 
moval sale on Tuesday, October 30th. The 
store was closed on Monday to arrange 
and mark down the stock. When the store 
opened on Tuesday the crowds were so 
tremendous that it became necessary to 
close the doors and the people jammed the 
sidewalk on Washington Avenue clear to 
the street. . 

The sale was an over-whelming success 
and a month’s business was done dur- 
ing the first four days of the sale. The 
sale will continue for two months. No 
new location as yet has been announced 
by the company. 


Tweedie Reports Increased 
Business 


Frank Mahler, sales manager of the 
Tweedie Boot Top Company, stated that 
the boot-top business was coming along 
excellently. A 25 per cent increase was al- 
ready made over the same period of a 
year ago and prospects for the future 
were big. Popular colors being bought are 
light gray, fawn, beaver and chestnut 
brown. 
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CINCINNATI 


Brisk Tone to Shoe Trade 


Period of Cold Weather Serves as Stimulus in Increasing 
‘Business in Retail Stores 


HE retail business was boosted some- 
tue during the week ending Novem- 
ber 3 by a cold spell which turned the 
minds of the public toward thoughts of 
fall and the approaching winter. The last 
day of the month was the coldest October 
day ever known in Cincinnati and that 
kind of weather brought some brisk busi- 
ness to the shoe merchants. 

Business conditions in general show a 
fair average. The department stores have 
suffered by the prevalence of warm weather. 
Clothing sales have been considerably less 
than they should be for this time of the 
year while other wearing apparel has also 
suffered in proportion. The slump in busi- 
ness was not confined solely to department 
stores, for retail merchants in all lines have 
been complaining about the absence of 
real life in their business. Undoubtedly 
the advent of cold weather will bring back 
the needed volume of retail sales if local 
concerns are to make a good showing for 
this fall season. 

While the retail merchants have suf- 
fered considerable loss, the manufacturers 
in all lines in this city have varied a great 
deal, according to the industry. Shoe 





Beautiful Foot Contest 


A contest to find the woman in Cin- 
cinnati who has the most beautiful 
foot has been inaugurated by The 
Cincinnati Enquirer. Plans for the 
contest were discussed at a meeting 
of retail shoe merchants and manu- 
facturers. 

The motto for the contest will be 
“Shoes for the Occasion”’ and prizes 
will be awarded to the women who 
win first place in morning, after- 
noon and evening footwear. Photo- 
graphs will first be submitted, after 
which all but a limited number will 
be eliminated. The final choice will 
be made at a shoe style show at a 
leading hotel by a group of five 
judges, none of them shoe people. A 
number of small prizes will be 
awarded in addition to the main 
prizes, the total prizes amounting 
to $1000. The shoes that are judged 
must be purchased from a Cincin- 
nati retail shoe store. 











manufacturers have had a fair season, but 
have not had the volume of business that 
they should. There was a slump in ma- 
chine tool production and since Cincin- 
nati is one of the largest machine tool 
producing centers in the country, this 
affected thousands of workers and reduced 
their buying power. On the other hand, 
October records show that cigar manu- 
facturers have made their best showing of 
the past two years. But industry in gen- 
eral is only in fair condition at best and 
the public does not seem to be spending as 
much money as it did. 


Stores Pushing Browns 


The retail merchants report that there 
has been a particularly good demand for 
blacks. Stores, however, are pushing 
browns, but these are not moving as fast 
as they should. Evening slippers have 
been selling in good volume. 


Expansion of Company 


In line with its policy of expansion, due 
to the great increase in the volume of its 
business, The Bettman-Dunlap Company, 
manufacturers of men’s shoes has taken 
added quarters on Monmouth Street, 
Newport, Kentucky. The building that 
has been taken over consists of two floors, 
45 by 160 feet. The Bettman-Dunlap 
Company will operate this branch as a 
complete factory in itself. This branch 
will be in charge of Everitt Perry, superin- 
tendent of the company. The Feder-Gregg 
Shoe Company, manufacturers of wom- 
en’s shoes, has taken one-half of one floor 
of the Newport plant and will operate it 
as a fitting room. 


Wiechman Company’s New 
York Studio 


The Wiechman Pattern Company has 
just officially announced the opening of its 
New York Style Studio at 149-151 Fifth 
Avenue, New York City. Harry Wiech- 
man, president of the company, states 
that the company is in a position to in- 
terpret the changes of shoe styles now, as 
soon as they appear on Fifth Avenue. 
Skilled designers will be located in the 
New York Style Studio to create the 
latest, up-to-the-minute patterns. 

The expansion of the business of the 
company has been unusually rapid. Start- 





New Company Formed 


An official announcement has 
been made of the formation of The 
Stanley Duttenhofer Shoe Manu- 
facturing Company. This new con- 
cern will manufacture women’s high 
grade footwear in a factory located 
in this city. Several prominent men 
in the shoe industry will be associa- 
ted with Mr. Duttenhofer in the 
new company which will be ready to 
make shoes within a short time. Mr. 
Duttenhofer comes from a family of 
shoe men. His grandfather was the 
founder of the Val Duttenhofer 
Sons Company, while his father, 
John Duttenhofer, is a former presi- 
dent of the same concern. Stanley 
Duttenhofer was until recently 
identified with The Val Dutten- 
hofer Sons here. 











ing with a small factory in Cincinnati, the 
company found it necessary to move ‘to 
larger quarters after which a branch fac- 
tory was opend in St. Louis. The estab- 
lishment of the style studio in New York is 
only one more step in the development of 
The Wiechman Pattern Company’s busi- 
ness. The next step will be the opening of a 
pattern factory in Rochester. Mr. Wiech- 
man states that it will only be a short time 
until the Rochester factory will be ready 
for operation. 








LAWRENCE B. CAHILL 


President of The Cahill Shoe Company of Cin- 
cinnati, who died at his Cincinnati home recently 
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MILWAUKEE 


Favorable Tone to Trade 


Indications Point to Strong Sales During November—Women 
Buying Freely of New Styles 


HOE merchants, encouraged by the 

success of October merchandising, are 
preparing for a big November business 
volume. The annual convention of the 
State Teachers’ Association, 
always held this month, does much to bol- 
ster up sales. The thousands of teachers, 
many of them from the rural districts, 
wait until they get to Milwaukee to do 
their shopping and many of them pur- 
chase merchandise to last them from six 
months to a year. This is especially true of 
such necessities as footwear of all kinds, 
spats, rubbers and incidentals. Hosiery 
departments of local shoe stores will 
benefit by the influx of teachers. Mer- 


Wisconsin 





To Advertise Shoes for 
the Occasion 


Seven hundred and fifty dollars 
will be spent by the Milwaukee 
Shoe Retailers’ Asscciation in an ad- 
vertising campaign to acquaint the 
Milwaukee public with the idea of 
wearing footwear for the occasion, 

The campaign will extend over 
the space of one year, the ads to 
appear twice each week in every 
month except June. The advertise- 
ments will be two columns wide and 
three inches high, and will bear text 
explaining the proper wearing of 
footwear. All ads will be signed with 
the name of the Milwaukee Shoe 
Retai ers’ Association. 

The campaign will begin within 
the next two months according to 
tentative plans laid before the 
meeting. The committee in charge 
of the campaign is composed of A. C. 
Kline, chairman; Charles Collar, 
Joseph Klawitter, George Virmond, 
William Wuerl and Joseph Schu- 
macher. 

Max Diamond, vice-president of 
the association, presided at the 
November meeting, due to absence 
of A. T. Jenkins, president. A nom- 
inating committee to present a 
slate at the December meeting was 
named to consist of Adam Zarek, 
John Geisinger, William F. Graebel, 
Harry Lucas, J. A. Pinsel, George 
Virmond and C, J. Bertler. 




















chants have prepared for the convention 
by arranging appropriate window displays, 
by special advertising and by exception- 
ally attractive floor displays. The teachers 
are not bargain hunters, and most of the 
footwear sold during the week is of the 
better grade. 

October went ahead of the same month 
last year in the majority of Milwaukee 
shoe stores. Despite unfavorable weather 
during most of the month and an unsatis- 
factory start, the average merchant plug- 
ged along to a volume in excess of that for 
the same month last year. 


Buy Style Footwear 


Women are buying well in all of the 
latest styles and are more than willing to 
meet price demands if the style is supplied. 
There is little quibbling about prices on 
the part of either men or women. 

Men are buying in heavier volume than 
for some time and mothers are back in the 
market for children’s winter footwear. 

Local merchants are sensing out galosh 
feeling in preparation for a big winter in 
the overshoe line. 


Saved $800,000 


During the past 18 months, citizens and 
merchants of Milwaukee have been saved 
$800,000 through operation of the Better 
Business Bureau of the Milwaukee Associa- 
tion of Commerce, according to Oscar 
Morris, managing director of the bureau. 





INDIANAPOLIS 


Better Tone to Business 


Blacks in Satins, Patents and Suedes Selling Freely—Men 
Buying Oxfords in Blacks and Tans 


ETAIL shoe merchants report a bet- 

ter complexion to the shoe trade 
here as a result of colder weather prevailing 
during the, week ending November 3. 
Warm weather during October retarded 
buying in all shoe lines, but merchants are 
optimistic concerning the outcome of 
November business and feel that it will 
make up for the slow October business. 

In women’s lines, blacks have been en- 
joying a very good demand. Satins and 
patents have been moving in steady vol- 
ume and black suede also has been an ex- 
cellent seller. Light grays and browns are 
good. 

In the men’s shoe stores it was reported 
that the demand is about equally divided 
between blacks and tans. Only a few high 
shoes are being sold to men so ‘far this 
season. 


Large Galosh Stocks 


The galosh is expected to flap its un- 
buckled way through the main streets of 
Indiana again this winter. Although it is 
too early for the galosh market to become 
active, the shoe merchants nevertheless, 
are laying in their winter supply to be 
placed on dainty feminine feet as soon as 
the snow flies. 

“We are receiving a big stock of ga- 
loshes,”’ said one Indianapolis merchant. 
“We are confident they will be just as 





much in demand as they have been during 
the last two winters.” 


Unique Parking Plan 


The John D. Brosnan Cloak and Suit 
Company, Indianapolis, which recently 
added a new high-class footwear section to 
its store, has arranged a unique plan that 
will provide free parking space for women 
patrons who drive downtown to do their 
shopping. Women desiring to visit the 
Peacock Shop, as the footwear department 
is known, can drive their cars into a gar- 
age, a block from the store, where an 
attendant will take care of the car and 
give a receipt in return. When purchases 
are made at Brosnans, the garage check is 
stamped by the salesmen and the stamped 
check enables the car owners to obtain 
their cars without charge. The parking 
privilege provided by the store is good for 
three hours. 


New Store at Ligonier 


The L. R. Lepird Company, of Ligonier, 
has been incorporated under the laws of 
Indiana to engage in the retail shoe busi- 
ness in that city. The concern is capitalized 
at $10,000 and the directors are Lester 
Lepird, Fred Stichler and Earl Eckhart. 
The company will operate a retail store at 
Ligonier. 
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CLEVELAND 


Cold Spell Stimulates Trade 


Men Buying High Shoes at 60 to 40 Ratio—Women’s Business 
Shows Black is Leading Color 


HE last week of October was featured 
by better trade in the retail stores, 
including the shoe establishments. The 
days were colder, with the temperature at 
times below freezing, but this city did not 
get the full strength of the cold wave that 
brought snow in the far west and caused 
suffering on account of unpreparedness. 
There was enough cold weather during 
the week ending Nov. 3 to cause thousands 
to purchase shoes for winter wear. 


Men Buying High Shoes 


The men, it develops, have been far 
more partial to high shoes than the women 
have been. Members of the male sex are 
buying approximately 60 per cent high 
shoes to 40 per cent low. This means that 
Cleveland men will not take to the galoshes 
as eagerly as women. Black is the favorite 
shoe color with men, with the broad toe 
lasts leading in the demand. Many tan 
shoes are sold, however. 

Women are still buying low shoes, al- 








Mattmeuller’s Going Out 
of Business 


One of Cleveland’s pioneer shoe 
stores is going out of business. 
Mattmeuller’s is the firm name and 
also the by-word of many people 
who reside in the southwest section 
of Cleveland, when they refer to the 
popular family shoe store with its 
slogan of ‘‘Let Us Shoe You’’ fame. 

This store was established in 1874 
by George Mattmueller, a custom 
shoemaker. Shoe styles were very 
plain. Boots were made to order, 
and heavy leathers were used. 

After 20 years, the founder of the 
business retired and Albert Matt- 
mueller assumed the proprietorship. 
Alterations were made and new 
fixtures were added to improve the 
store. 

“Merrick House,” a Community 
Welfare Institution, has acquired 
the store property and for this 
reason a closing-out sale is now in 
progress. Albert Mattmueller plans 
to take a short vacation before 
assuming new duties in some other 
branch of the shoe industry. 

















though the demand for high ones has 
increased greatly in the last three weeks. 
With them black also is the favorite color, 
with brown second in popularity. Cherry 
red has come strong in the last month, 
and many are to be seen on the streets. 


Good Rubber Sales 


The first rainy weather brought a very 
good flow of business in rubber goods, 
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particularly in overshoes. Merchants 
regard Cleveland as a fertile field for a 
good season in rubber footwear. 


Volkmor Closes Euclid Ave- 
nue Store 


The Elmer L. Volkmor store at 643 
Euclid avenue, was vacated on October 31, 
the store having been replaced by the new 
Volkmor store at 2034-36 E. 4th street. 
The latter is located in the Volkmor build- 
ing, the two floors and basement of the 
entire structure being occupied. The stock 
that was in the store at 643 Euclid avenue 
has been distributed to the other Volkmor 
stores in the city. 





MINNEAPOLIS 


Fair Note to Buying 


More Interest Being Displayed in Welt Oxfords by Women 
—Log Cabin and Mandalay Shades Popular 


ETAIL Shoe merchants still report 

that as yet the fall business lacks 
steadiness and continues to be spotty. 
They attribute this condition to the fact 
that warm, balmy weather has prevailed 
almost continually. During a brief period 
there was some cold weather and it 
stimulated business very much. 

Display windows along the retail 
streets continue to show more pumps than 
oxfords although good looking oxfords are 
shown more than they were two weeks 
ago. There are some oxfords in suedes in 
putty shades with tan or black patent 
leather trimmings. Popular shades seem 
to be putty, log cabin, and Mandalay in 
the suedes, with leather trimmings, some 
to match and some with kid trimmings 
in dark shades. 

At one of the high grade stores a very 
good looking strap pump in steel gray and 
taupe and possessing very little fancy 
work was shown. Colonial pumps with 
beaded tongues are appearing in the 
windows of the most exclusive shops. 
These shops also are showing jewelled 
heels to fit any slipper. 

Merchants report there is a demand 
for silver and gold pumps, this coming 
naturally as the social season gains head- 
way. 


Shoe Merchants Meet 


The Northwestern Retail Shoe Dealers’ 
Association held their second dinner 
meeting at Midway cafe on the line be- 
tween Minneapolis and St. Paul on Wed- 
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nesday evening, October 24. More than 80 
shoemen were present. The feature of the 
meeting was the address on “Business 
Condition and Prospects” by Ray A. 
Young, governor of the Minneapolis 
Federal Reserve bank. 


A Style Program 


The association has adopted a day’s 
program of styles, which the members will 
follow as far as practicable in suggestions 
to their patrons. Following is the program: 

Morning—Welt type oxfords developed 
in tan; brown and black leathers with 
straight heel types. Strap patterns with 
welt soles and straight heels. 

Afternoon—Colored suede and kid 
shoes, strap patterns and pumps, of shades 
harmonizing with dress. Patent leather, 
black kid and black suede straps and 
pumps. Heels of either straight or Spanish 
type. 

Evening—Fancy straps and pumps 
developed in black satin, black suede, 
patent leather in lighter effects, and gold 
and silver cloth either plain or brocaded. 
Heels either Spanish or Louis. 


Hosiery Displays Help 

An example of what attractive display 
in the best location in the store will do for 
hosiery is furnished at the Family Shoe 
Store, one of Minneapolis’ large popular- 
priced shoe houses. Some time ago 
Manager H. L. McLean established a 
baby booterie in a glassed-in room at the 
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rear of the store. Later it was decided to 
move the baby section back into the main 
store and put the hosiery in the room. 
Then they decided upon another experi- 
ment. They placed an attractive “L” 
show case in the front of the store and 
placed a‘ tasty display of hosiery in it. 
Business doubled in a short time. 
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Anniversary Sale 


Whitney and McGregor company, one 
of the city’s large department stores, con- 
ducted a three-weeks’ 35th anniversary 
sale in October. The new shoe department 
participated in the sale and Manager Leo 
D. Cohn reports a satisfactory business 
during its progress. 





SAN FRANCISCO 
Fair Amount of Trade 


Long Period of Warm Weather Curbed Business in Most 
Retail Shoe Stores 


LONG period of dry, sunny weather 

here was attributed as the cause for 
only a fair complexion to the retail shoe 
business as the month of November 
opened. However, there was a better tone 
with the week ending on November 3. 

Black satin is the favorite women’s 
footwear with black patent leather for 
second choice. 

Frank More, commenting on the ex- 
cellent trade enjoyed by his French shoe 
shop, stated that he was somewhat sur- 
prised to find the amount of patronage 
given to this store since its opening, be- 
cause the merchandise ranges from $15 to 
$19.50 a pair. 


At Los Angeles Meeting 


Quite a contingent of San Francisco 
merchants went to Los Angeles for the 
meeting of the state association at Hotel 
Biltmore, on November 5. They included 
H. A. Ballentine, vice-president of the 
organization, Melville Kaufman, secretary 
and J. G. Rogers. 


Al Katschenski Speaker 
Al Katschinski gave an interesting lec- 
ture before the Oakland Ad Club recently 
on, “Shoes and Their History,’ laying 
special stress on the history of shoes in 
California. 


Alteration Sale 


Sommer & Kaufman have been holding 
an alteration sale. The changes in the big 
store are proceeding rapidly. William 
Kaufman and Max E. Sommer left for an 
Eastern buying trip recently. 


Merchants Meet 


A meeting of the San Francisco Shoe 
Retailers’ Association was held recently. 
Max E. Sommer, secretary of the organi- 


zation said that arrangements had been 
made for assembling the down-town shoe 
retail merchants into one of the closest 
operating groups of its kind in the country. 

As a result of the meeting and of the 
initial work which had preceded it, signa- 
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tures are now being appended to an agree- 
ment to eliminate most of the trade evils. 
If this agreement is formally adopted by 
the down-town shoe merchants, it will 
mean the elimination of all retail discounts 
to preferred individuals, or groups of 
individuals. It is proposed to secure the 
complete elimination of all gifts, coupons, 
toys or souvenirs, by the down-town shoe 
merchants under the general principle 
that such gifts are free in name only, and 
are really additional costs appended to 
shoes. These additional costs must, in the 
end be borne by the consumer. 

The agreement now being circulated 
provides that discounts be discontinued 
two months after the necessary signatures 
are secured and that toys and other free 
gifts be discontinued on and after May 1, 
1924. This action has been taken in con- 
junction with similar action by other retail 
groups under the guidance of the Retail 
Merchants’ Association Division of the 
San Francisco Chamber of Commerce. 





SALT LAKE CITY 


Weather Stimulates Trade 


Retail Shoe Business in Most Stores Characterized by Free 
Buying in Women’s Departments 


STEADIER period of buying in the 

retail shoe stores developed here with 
the opening of November. Cooler weather 
stimulated trade and indications point to a 
continued call for both men’s and women’s 
footwear in the latest patterns. Extremely 
low-cut shoes worn by women are grad- 
ually disappearing from the streets now 
that the weather is more seasonable. 

Judging from the report on styles made 
by some of the stores, it would seem that 
blacks and colors are running neck-to- 
neck. At a number of the leading estab- 
lishments, however, it was announced 
that blacks were leading. 

The trend seems to be toward medium 
heels for street wear. The following state- 
ment on styles was made by Ralph Feath- 
erstone, head of the women’s shoe depart- 
ment of the Walker Bros. Dry Goods 
Company when asked what was selling 
best: ““We have had a fairly good run on 
the opera type of fancy dress pump, cut- 
out at the throat with high instep lines 
and expect a continued run in high-grade 
shoes. The call for patents is a little better. 
Blacks are leading.” 


Men’s Trade is Slow 


The men’s business is quiet, but is ex- 
pected to take a spurt with the first snow- 


storm. Blacks, which have been running 
neck-to-neck with-browns, are now lead- 
ing. Oxfords are holding up well and will 
no doubt do so until winter puts in an 
appearance. 


Planning New Store 


William L. Shiverick, who was manager 
of the local Florsheim store for years is 
reported to be making arrangements for 
the opening of a men’s store of his own at 
an early date. 


Zion’s Window Display 


Zion’s Co-operative Mercantile Institu- 
tion, bétter known as Z. C. M. L., is put- 
ting in some beautiful “island’’ windows 
that will be striking when finished. 





Advertising Error Corrected 


In the full page advertisement of The 
Roth Shoe Mfg., Co., of Cincinnati printed 
in the issue of October 27, terms on the 
B. W. stock shoe were stated at 2% 10 
days, 30 days net. These terms are not 
correct and the correct terms are 30 days 
net. 
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Painting by Chas. W. Dennis 


BEAUTY OF 
(CEDAR CLIFF SATINS 
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Style—Supported by Durable Satin 


ASHION may favor some new idea of a trivial 
JH star for a season, perhaps for a year. But to 

win that favor and hold it season after season, 
year after year, requires more than some new quirk 
of style or design. It requires that there must be 
practical quality supporting the style appeal. 
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Take Satin Footwear, for example. Always beau- 
tiful, it was never practical until Cedar Cliff Quality 
was built into it. Consequently its vogue was always 
of short duration. Cedar Cliff Quality has made it a 
permanent vogue. For Cedar Cliff combines delicate 
beauty with rugged strength. 

In every yard of Cedar Cliff Shoe Satin there is 
one distinguishing feature—a fineness of texture 
which enhances the beauty of a shoe. And supporting 
this beauty of surface is the inner strength or warp 
and woof obtained through scientific methods of 
manufacture. 


Two beautiful examples of Satin Footwear will continue to hold Dame 

Brooklyn Craftsmanship made of ' a 
Cedar Clif Satin, by Fashion’s favor so long as shoe manufacturers and 
merchants continue to specify Cedar Cliff, the Satin 


made especially for fine footwear. 
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Geo. W. Baker Shoe Co. 
343 Classon Avenue 
Brooklyn 
|} A 


“Vhe CEDAR. CLIFF 
SILIL COMPANY 


251-255 FOURTH AVE. 
NEW YORJIC& 


CEDARCLIFE- 
SHOE SATINS 
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No. 131 


A Silver Brocaded Strap Slipper with- 
out an equal for dress occasions. Its 
simplicity is its most attractive feature. 
16-8 French Louis heel on a last es- 
pecially for this style. 


AA 4 to 8, A 3% to 8, B3 to 8, C2% 


TURNS THAT TYPIFY THE REQUIREMENTS 
OF THE MOST PARTICULAR TRADE 
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No. 129 


An attractive Strap, Black Satin vamp 

and quarter, with a collar of Suede, 

—S and beaded with gun metal 

Ss. 

15-8 Spanish Louis heel, new toe of 

very attractive appearance. 

AA 4 to 8, A 3% to 8, B3 to 8,C 2% 
to 8 


$6.50 Net 





to 8 
$7.00 Net 





GOODRICH 
TURNS 
IN STOCK 






No. 130 


A Patent Chrome Strap, with a Black 

Ooze saddle and front strap. 14-8 

Spanish Louis heel, on new 88 last, a 

modern round toe of excellent propor- 

tions. 

AE SANE ES? AS We 
to 


$6.00 Net 









HERE are illustrated three styles of women’s 
shoes which we are offering to the trade for 
immediate delivery. They represent the best in 


style, material, and workmanship that we can 
produce, and are being made in sufficient quantity 
to supply any ordinary demand on receipt of order. 


Less than three pairs, 25 cts. extra service charge. 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IEWED from all angles Shoe Merchants will agree with 
MISS ATTA BROWN that “SUNPRU” colors and 
shades of Suedes are unsurpassed. Get acquainted by 
seeing the leather—and getting its feel. A BOOK OF CUT- 
TINGS gladly sent WITHOUT OBLIGATION on request. 





Browns Ceathers 


ATTA BROWN ATTA TAN ATTA RED 


C.D.BROWN & CO., Inc. 


C.D BROWN COMBA pense Offices 7 Rochester NT & CO., IN 
50 South Street. Boston, Mass. | And Branches | (3040. Wels Street Chicago, Iii. 


SUEDE LEATHERS OF ALL POPULAR SHADES 
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led cows, peary upper 


lea 
a for upper leather 
x A. hides for sole leather 





Native — as used in sole leather, 


Heavy es steers, for sole leather 
Light native cows, for side let leather 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 
Peak 
$1.40 81.50 

1.40 


1.30 
-75 
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Sole = (Price Per Pied) 


$0. - $0.56 .58 $0.34 
-92 95 55 

-98@ 1.0: -60 

1.15@ 1.25 -70 


(1913 Av.) 


$0.18% $0.52 $0.55 
“: Hy vf 62 


17 
16 
30 


Dogme, 1922 
$0.65 
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65 
Raw Hides and Skins (Price Per Pound) 


1, 1922 


Sept. 
+ gt0.20% 
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Leather Buying Governed by Manufacturers’ 
Immediate Needs 


HE leather markets continue in 
T buyer’s favor and more sales are 

made on private turns. There are 
occasional reports of rather large sales 
and one was to the effect that a very large 
block of sole leather had been bought at a 
concession by a large western shoe manu- 
facturer. The larger part of leather buy- 
ing is, and has been for some time, very 
close to the needs of manufacturers. The 
hide market continues on a low level and 
tanners insist on purchasing at prices 
which will enable them to do business on 
the finished product. 

It is noticeable that the extreme de- 
pression of a few weeks ago has passed and 
while the volume of business is far from 
normal, or what tanners think it should be, 
there is a steadier tone to the market with 
more sales in the aggregate. The tendency 
in the demand for more moderate priced 
shoes calls for larger sales of side leathers 
and other leathers suitable to shoes of the 
medium and lower-priced grades. Busi- 
ness is better also in the top grades, and the 
best selections of calf, although suede calf 
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demand is not what it was six months ago. 
The leading producers of suede, however, 
are busy on old orders and as one leading 
tanner of suede expressed it, “We are 
making as much as we care to.” 

The call for more conservative colors is 
a help to the situation. The new shades 
of brown are very popular, and other new 
colors produced by the tanners are more 
to the liking of the shoe trade. 


Sole Leather Situation 


Purchases of sole leather are made more 
frequently and buyers are securing as low 
prices as possib.e. Tanners maintain, how- 
ever, that the lowest level possible has 
been reached. Some shoe manufacturers 
have placed contracts for unidén sole for 
future delivery and sole cutters are buying 
in larger lots. Packer steer union backs for 
tannery run of ‘heavy are bringing from 
46c to 48c per pound; light and medium 
43c to 46c. Packer oak steer backs range 
from 43c to 47c; tannery run cow backs 
44c to 48c. Manufacturer’s oak bends are 
quoted at 53c to 55c. 
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Fair Call for Calf Leathers - 

The upper leather market shows more 
activity with larger sales of staple leath- 
ers. The tendency now is toward dark 
tans and blacks. The standard tannages of 
full grain calf in colors are meeting with 
best request on the plump weights with 
prices quoted at 45c, 40c and 35c per foot 
for the first three selections. Lower selec- 
tions are quoted down to 25c and 5c per 
foot less for light weights. Some of the 
cheaper selections are available at 18c to 
25c. Top grades of ooze calf skin are mov- 
ing only fair and are quoted at 60c to 65c 
per foot for the top selections of colors. 
Medium grades of suede range from 40c 
to 55c and 58c per foot. More activity is 
anticipated on calf leathers next month. 


Better Call for Side Upper 
While manufacturers of medium grade 
shoes are buying close to their needs, the 
aggregate sale of side leathers is larger 
than a few weeks ago. There is substanti- 
ally no change in prices, the large variety 
of finishes ranging from 20c to 32c per foot. 
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Wearing rubbers out 
by machine 
This remarkable machine gives 
rubbers the same test for wear 


they get in actual daily use. 
it, sect ions from the sole and 
are 
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HEY will kick their rub- 

bers off—dig toe into heel 
and “scuff” them loose. They 
do it when they’re eight—and 
they’re apt to doit when they’re 
forty-eight! Nothing seems able 
to change that habit. 


So we've designed and built 
“U.S.” Rubbers and Arctics to 
stand just such treatment. 


The construction of ““U. S.”’ 









Woman's “U.S.” 


We couldn’t change their habits 
so we built rubbers to suit them 


Rubbers is the result of 75 years 
of experience—from the mak- 
ing of the first successful rub- 
bers ever turned out down to 
the manufacture of the master 
brand that bears the “U. S.” 
trademark today. 


In stocking ““U. S.” Rubbers 
and ‘Arctics you are identifying 
your store as the home of the 
best in waterproof protection. 


United States Rubber Company 


©. | 
~ US: Rubbers 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This is a typical early advertisement for overshoes. The scene is very suggestive that winter is not 
r 


far distant and indicates the need of overshoes in such weathe 


Shoe Merchants Are Advertising 


rubbers by retail shoe stores in the 
East is interpreted as a sign that 
the retail merchants are doing their part 
to impress on the public the importance 
of buying rubber goods in due season. 
During the first week of November several 
shoe concerns in Boston and other sec- 
tions of the East dwelt on the fact that 
last season found a shortage of overshoes 
at a time when the public was very eager 
to buy and weather conditions were ideal 
for wearing them. 
Some of the stores advertised overshoes 


= advertising of overshoes and 


Overshoes Early 


for women at $2.95 and reported a good 
response. Here is the way one live retail 
shoe store stressed the overshoes shortage 
of last year: “Last year you couldn’t buy 
overshoes at any price.. Don’t repeat last 
year’s experience. If you can realize that 
stormy weather is only around the corner 
you'll seize upon this opportunity to buy 
four-buckle highest-grade jersey over- 
shoes.” 

The shoe department of the C. F. 
Hovey Company, Boston, Mass., incor- 
porated two features in its timely adver- 
tisement of women’s, misses’ and chil- 





dren’s overshoes. The ad covered the 
shortage of last winter and also offered to 
initial overshoes free. The substance of 
the advertisement was: “Remember last 
winter’s shortage? Here’s preparedness— 
and a saving worth your while. Initials 
free—mark yours to prevent ‘mixups’ in 
the cloak room.” 

Reports indicate that all factors having 
a part in putting overshoes and rubbers 
before the public are doing their bit in 
stressing the need of early buying of over- 
shoes. Manufacturers have been busy all 
year on orders. 
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When Buying for Spring— 


remember that the vulcanized crepesole tennis shoe is new, ar 
and like any other new number must justify its place on 
your shelves by turnover. Twothings will largely determine 























your success with these shoes: first —the attractiveness, B 
utility and comfort of the styles you select; and second, “ 
the reputation of the maker. While the shoes themselves B 
must sell on sight and stay sold on service, the proved : 

ability of the manufacturer to make good tennis shoes will 
help in selling a type of shoe that is as yet untried by a fe 
season’s wear. se 
di 
When you compare Converse Crepe Sole Tennis with com- ir 
peting lines, don’t underrate the value of the ‘Converse S 
reputation for leadership in tennis and basketball footwear : 
that has been recognized ever since the first “Big Nine’s” Ps 
were sold. It is just as big an asset as the evident supe- te 
riority of the Converse Crepe Soles themselves. ty 
u 
st 

Now Ready — 
arow 
The Converse repe 
cons! 
Basketball Yearbook He 
“HICKORY” for 1923 

Men's Brown Blucher only. Send for your copy at our nearest branch. Sh 
some 
but 1 
80 fe 


(onverse Rubber Shoe ©. = 


FACTORY AND GENERAL OFFICES, MALDEN, MASS. trad 
are ¢ 
BOSTON BRANCH CHICAGO BRANCH NEW YORK BRANCH PHILADELPHIA OFFICE 
175 PURCHASE STREET 618 W. JACKSON BOULEVARD 142 DUANE STREET 25 NO. FOURTH STREET 
E. B. PEARSON, Manager M. L. PATERSON, Selling Agent C. W. NILES, Selling Agent C. KOCH, Manager 


IF IT ISNT Converse. IT ISNT THE BEST. 
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NEW YORK 
Advertising to Stimulate Buying 


Some Improvement in Retail Business Noted—Special In- 
ducements Offered as Measure to Tempt Consumers to Buy 


LTHOUGH there was some improve- 

ment in the retail shoe trade here 
during the week ending November 3, 
merchants apparently are dissatisfied with 
the progress made so far in the fall season. 
Considerable space is being devoted to the 
advertising of shoes and special induce- 
ments are being offered consumers in the 
way of low prices to tempt them to buy. 
Most of the advertising mentions prices 





Good Business on Eve- 
ning Footwear 


Styles in women’s shoes remain 
much the same. The slightly longer 
vamps are beginning to take hold 
and more retail shoe merchants are 
showing them. A considerable vol- 
ume of business has been done in 
evening shoes in the last few weeks. 
Brocaded silks lead in popularity 
with plain colored satins next. 
Black satin pumps with small 
rhinestone ornaments are in good 
demand for evening wear. 

The expected demand for brown 
footwear for street wear has not yet 
set in as strongly as many pre- 
dicted. Black is still leading strongly 
in patent, suede and satin. The 
Spanish hee] is wanted in high- 
grade shoes and some merchants 
assert that the tendency now is 
away from the lower box wood heel, 
toward the high, slender Spanish 
type, particularly in the new pumps 
that are occupying the first rank as 
style leaders. 














around the $7 and $8 mark, despite the 
repeated assertions of merchants that little 
consumer resistance is found up to $10 a 
pair. 
Other Retail Lines Are Dull 

Shoe merchants are endeavoring to find 
some explanation for the hesitant trade, 
but no satisfactory theory has been offered 
so far. In checking up the shoe volume 
with other ‘lines, it is apparent that shoe 
merchants are holding their own with’ the 
other branches of the general apparel 
trades. The price cuts made so far in shoes, 
are comparatively mild when contrasted 


with some of the drastic reductions that 
have been made in women’s garments, 
millinery and men’s apparel. 

Even though trade is developing slowly 
the shoe merchants are fairly optimistic. 
They have, however, curtailed buying new 
stocks and are apathetic toward the efforts 
of manufacturers to book spring orders. 

According to some trade leaders, the 
higher-priced lines have suffered more 
than the lower-priced lines. That high- 
grade footwear may come into its own ina 
month or two, is the prediction of some of 
the Fifth Avenue merchants whose for- 
tunes ebb and flow with the fluctuation in 
the stock market. Fifth Avenue is always 
the first to feel any re-action in stocks, as 
most of the customers of the high-grade 
shops are interested in stocks and bonds 
and regulate their expenditures according 
to the temper of the market. The rather 
violent up-turn in the stock market last 
week is expected to show up strongly in 


1ll 


retail sales along Fifth Avenue in the near 
future. 


Opens Second Store 


The Nunn-Bush & Weldon Company, 
Milwaukee, manufacturers of men’s shoes, 
opened their second New York retail store 
last week. The new store which will be a link 
in a fairly large chain that the company is 
contemplating establishing here is located 
at 1462 Broadway, in the theatrical dis- 
trict. The first store was opened about 
three years ago at 139 Nassau Street, close 
by the financial district down-town. 

J. D. Nunn, who has been managing the 
down town store, will act in a similar 
capacity for the up-town establishment. 

The new store is finished in American 
walnut and has three display cases built 
into the wall inside, one at the rear of the 
store, and one on each side. A mezzanine 
balcony extends around three sides of the 
store room and is used for reserve stock. 
The entrance to the store is of the modern 
type, deeply recessed and giving a maxi- 
mum amount of display space for the 
minimum of street frontage. The windows 
are finished on the inside with walnut wood 
work and on the outside with copper 
framing. 





BOSTON 


Steadier Note to Buying 


Shoe Business Assumes Better Complexion—Weather Factor 
in Improving Women’s Trade 


YPICAL fall weather marked the in- 
coming of November here and retail 
shoe merchants reported that the change 
from warm to crisp, ideal fall weather stim- 
ulated business in both men’s and women’s 
lines. Reports from several of the larger 
stores indicated that the merchants feel 
that brisk weather of the type that made 
its advent with the opening of the month, 
must continue steadily in order to play a 
part in influencing a steady complexion to 
the shoe busigess here. It takes a little 
period of cold weather to arouse the people 
and to influence them in buying fall foot- 
wear, one store manager said. He inti- 
mated that the cool weather must continue 
in order to be a real factor in advancing the 
retail shoe business to a high plane. 
Attractive displays of women’s evening 
footwear have occupied conspicuous places 
in the windows of the stores. Several of 
the leading Stores have advertised exten- 
sively on these patterns, stressing gold and 
silver brocades and satins in brown and 
black as suitable for the occasion. Buckles 


and ornaments are commencing to sell 
brisker for evening shoes. 

Black is the dominating color selling to 
women. One and two-strap patterns sold 
well during the week ending November 3. 
A combination of a gore and a strap num- 
ber was displayed in the window of T. E. 
Mosely Company, 160 Tremont Street. 
The pattern was in dark tones of suede 
with a strap about half an inch wide fas- 
tened to the sides of the shoe with goring. 
The shoe was generously perforated. 

Few high shoes for women are selling 
and these to only middle-aged women. 
However, several of the men’s stores are 
selling high shoes freely. In oxfords, tans 
and blacks are going equally well. There is 
still a tendency on the part of the men’s 
business to lag. It is expected to improve 
considerably now that there is promise of 
brisk fall weather prevailing steadily. 


New Spring Colors 


New colors for spring patterns in wom- 
en’s shoes have been received by the retail 














Where to Buy 


Women’s Shoes 




















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








Phillips Shoe Co., Inc. 
* Makers of 
Women’s Turn 
Slippers 


276 RIVER — 
Haverhill, 
Boston ae 
207 Essex Street 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J.W. BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK | 

















Where to Buy 


Ballet Slippers 














IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 11}to2 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York. N.Y. 








BALLET SLIPPERS 
all styles —s 
colors—- 
Kid Soft Toe 
$1.60 — Box 
Toe $2.85 — 
Pink Satin 
$3.50. 

FERGUSON BROS. CO. 

2121 Washington St. Boston, Mass. 











BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's t 7 women's 
Il. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








BOOT AND SHOE RECORDER 


shoe mercharits here. Some of the leading 
shades in suedes are: bombay, airedale, 
tan bark and jack rabbit. Jack rabbit is in 
a gray shade and the other three are modi- 
fied tones in browns. 


-Timely Advertising 


A good example of timely advertising in 
connection with the retail shoe business 
was exemplified in several Boston morning 
papers recently by the Thayer McNeil 
Company, proprietors of two stores here. 
“The Scarcity of Perfect Feet’’ was the 
striking headline over extracts from an 
editorial printed in the Boston Traveler 
on October 31. 

Below the headline the following data 
appeared: 

“Out of 350 girls registered for 
physical training at North Dakota 
University, only one was found to 
have feet free from defects. Cne girl 
in every five had fallen arches, while 
cramped and otherwise disfigured 
feet were the rule throughout. . . . 

“Carelessness of posture and neglect 
of exercise are producing their results 
in impaired physiques, which are 
manifested even in the picked young 
men and young women who attend 
our higher institutions of learning. . . 

“How could one state more forcibly 
the case for Plastic Shoes. For 11 years 
these shoes have been endorsed, not 
alone by leading authorities but by 
thousands of wearers, as a sure means 
of preventing and correcting the con- 
dition described in this editorial. We 
cannot too strongly urge you to in- 
vestigate their merits both for your- 
self and your children.” 


Change in Firm 


The Hartman-Bill Inc., dealers in hides 
and skins at 79 South Street, has changed 
its firm name and Edward H. Bill has 
resigned as vice-president and re-estab- 
lished his own firm under the style’ of the 
Edward H. Bill & Co. and will carry on his 
business at 79 South Street. 

The Hartman-Bill Inc. is now the 
Arnold Hartman, Inc. and is doing busi- 
ness at 147 Summer Street. 


Joins Damon & Ellis 


Osmund H. Casavant has become a 
member of Damon & Ellis, makers of 
women’s novelty style shoes. Mr. Casa- 
vant has had unusually good training in 
shoemaking. He was with Thomas G. 


Ure’ 
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Sixth Arthur Wallace 
Store to Open 


Two retail shoe stores here will 
make a change in their location and 
a third firm is opening its sixth shoe 
store in the city. The T. E. Moseley 
Company opens a removal sale 
November 12 at its store at 160 
Tremont Street in preparation for 
vacating. Arthur Wallace, pro- 
prietor of five Boston shoe stores, 
will open his sixth store at 160 
Tremont Street when the Moseley 
Company closes its sale in about six 
weeks. The Moseley Company’s 
lease will soon expire. 

The Moseley concern is going to 
occupy a store at 39 West Street, 
now used by Dr. Reed Cushion 
Shoe Company. Dr. Reed’s store is 
going to move to 54 Bromfield 
Street. 

Before moving into 160 Tremont 
Street, Mr. Wallace plans to have 
the store interior and window 
Spaces entirely remodelled. As yet 
Mr. Wallace is undecided what 
grade of merchandise he will carry 
in his new store. It will be several 
months hence before the new Wal- 
lace store will be open for business 
because the Moseley clearance sale 
will take some time and then the 
store will be remodelled. 














Plant Company, and later, was superin- 
tendent of the A. M. Creighton, the 


Gregory & Read and the MacLaughlin, 


Conway Company factories in Lynn. 


Bramhall Visits Boston 


F. E. Bramhall, buyer for B. C. Dins- 
more & Sons, Belfast, Maine, came down 
to Boston on Wednesday morning, Octo- 
ber 31, for the purpose of placing some 
shoe orders. He made a quick trip, return- 
ing to the Pine Tree State that evening. 


Henry F. Tapley is 80 

Henry F. Tapley, of Amos P. Tapley & 
Co., Boston shoe wholesale merchants, 
was 80 on November 2. Old friends dined 
him on the eve of his birthday. On 
his anniversary he followed his habit of 
riding to Boston, alighting on Arlington 
Street and thence walking across Boston 
common and along Boston’s shopping 
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streets to his wholesale store in the Boston 
shoe and leather. market. He practises 
“Walk and Be Healthy.” He is out of 
doors, walking every day, regardless of the 
weather. 

Mr. Tapley is the surviving partner of a 
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firm that has been wholesaling shoes for 
more than a century. He was for many 
years treasurer of the New England Shoe 
Wholesalers’ Association. He is a director 
of the Central National bank of Lynn and 
is interested in a score of activities. 





LYNN 


Styles Are Steady 


Manufacturers Testing in Order to Prepare for 1924—Novelty 
Straps Selling Well 


ITH some exceptions, styles for the 
remainder of the fall and winter 
are “sewed up,” meaning that they are 
selling: ‘‘as is.” So salesmen and designers 
are giving thought to models for 1924. 
Among the exceptions, mentioned in the 
preceding paragraph are velvets, gores, 
Mah Jong pumps, opera pumps, lizards 
and snakes, bamboos and pink ladies, 
and like novelties, which are selling for 
immediate and future delivery. These 
styles that are selling, or displayed, are 
partly a test of next season’s trends. 


Novelty Straps and Oxfords 

Styles, selling in volume, are largely the 
staple novelty straps, and oxfords, with 
which the trade is already familiar. Of 
course, as the weather gets colder, the 
heavier types of shoes will sell better. 

Some salesmen are taking the position 
that styles are settling down to a reason- 
able basis, and that it is safe for buyers to 
place orders well in advance of the com- 
ing season. But others take a different 
position, and predict the coming of quick 
selling novelties of new types. 





Designs New Lasts 


“The Sparrow”’ is the name of a new 
last designed by Edric Taylor of Mc- 
Nichol Taylor, Inc. He also designed the 
“Bamboo” and as dainty a last as Mr. 
Taylor has produced for many a day. It is 
a fine line, slim shank, high heel affair. 

Both are for the “style-all-the-while”’ 
girls, who will have the lowest of heels 
when low heels are in vogue, and the high- 
est of heels when high heels are in vogue, or 
both, if both are in fashion. 


Quick Selling Novelties 


“In favor of quick selling novelties there 
is this to be said,’ comments a Lynn 
salesman. “They help to keep the stock 
clean. A novelty has to be sold while the 
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selling is good. Everybody will agree to 
that. Hence a pace of swift merchandising 
and quick stock turning. 

“T am told it costs $1 a pair to carry 
shoes on the shelves for a year, the cost 
being made up of depreciation, interest, 
insurance, overhead and other charges. 
A staple shoe may be carried over a year, 





Lizards and Like Shoes 


There is appearing a new type of 
shoes, which the shoemakers in 
their snappy way, call “lizards.” 

__ These are shoes, wholly or in part, of 
lizard, alligator, or snake leathers. 
Both real and imitation leathers are 
used, the imitations being goat, or 
calf leather, embossed with lizard, 
alligator or snake skin grains. They 
are colored in fashionable hues. 

One Lynn firm is getting snake 
skins from the Far East. The fore- 
man of the cutting room carried one 
of these skins into the office the 
other day, to show it to a buyer. He 
unrolled the skin on the floor. It 
reached across the room. A steno- 
grapher, glancing up casually from 
her work, saw the skin of the snake, 
shrieked, and climbed to the top 
of her desk. 











and may look as good as ever. But its 
cost has gone up $1 a pair. 

“But, with novelties, the case is dif- 
ferent. They have to be sold in season. 
That means quick stock turning, as well as 
the employment of skillful merchandising 
methods. Quick stock turning keeps the 
stock clean of dead numbers, that eat 
their heads off on the shelves, and pile up 
expenses, adding $1 a pair to the cost of 
each pair of them.” 
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Where to Buy 


Men’s Shoes 





























(P) M.A.PACKARDCO., Makers (P) 
PO onl 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
actory at 


BROCKTON, MASS. 




















Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 














Coumonweaumn Suoe & Leatuer Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 
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Where to Buy 


Men’s Shoes 




















Stock Dept. 5 &% 


Is At Your Service 
THE STETSON SHOE CO. dias 
South 


Weymouth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
f 


SHOES AND RUBBERS 


Every Wednesday and Friday 














POR MEN ON THEM FEET 
\. THIS SHOE CANT Of S6AT, 


EED « EMERSON Nc! 














&. FREDERICK S. PECK 


. Worcester, Mass. 
Men’s and Women’s 


Sport and College Shoes 


Boston Salesroom 
207 Essex’ Street ]™ 





) DOL CADERETT = $15.09 
GLAZED KIT tires 


alo Black and Brown 
full szes 3 toll in Stock 
f1, GUSTIN co. 4 








Carried Stock 
11 South Street 
Boston 


Co TS oe EE 


[FOR MEN Brockton, Mass 











Men's Suoes ~HANp TAILORED 





Wuen East Vion Us 
Wuen In Your Town We Wiz Visit You 








Do You Know 


That you can buy or sell it through 
the ‘‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Protection of Patterns 


“Why is it?” asked a Lynn designer, 
“that a composer can write a popular 
song about bananas, bamboo trees or 
Mary Janes, and make a million, more or 
less, from his melody, while I, creating a 
new pattern, can sell it to one shoe manu- 
facturer, only to have a score or more 
copy it next day?”’ 

The Recorder representative answered 
that he didn’t know. 

“Why is it,’ continued the designer, 
“that I can take a bunch of my hard 
earned money, and go out and buy land 
and buildings, and the property belongs 
to myself and my heirs forever, while if I 
use my brains and create a new design in 
footwear, that design becomes public 
property the moment I show it?”’ 

“It seems to me,” concluded the 
pattern maker, “that there ought to be a 
law to protect designs, the same as pro- 
perty, poems and songs are protected.” 


T. F. Anderson Speaks 


The Rotary Club of Peabody, Mass., at 
its weekly luncheon-meeting, recently had 
as its special guest Thomas F. Anderson, 
secretary of the New England Shoe and 
Leather Association, who gave an in- 
formal talk on the general leather situation. 

Mr. Anderson referred to the present 
somewhat unsatisfactory conditions in the 
American tanning industry, and also re- 


November 10, 1923 


ferred to the European situation, and the 


possibility of competition in this countr: 
from German and French tanners. 


He extolled Peabody as the world’s 
greatest sheepskin tanning city, and in- 
timated that its people should be a little 


more aggressive in advertising its leather 
industry. 


Lynn Notes 


The Roberts Shoe Company is stocking 
novelty shoes made over French style 


lasts. 

The Prospect Shoe Company, makers 
of women’s McKay shoes, have moved 
from 680 Washington Street, to No. 9 
Federal St., Boston. 

Velvet strap pumps are in the R. H. 
Mitchell Company line. 

T. J. Kiely & Co., are stocking boots, 
patent vamps, colored tops, and Mah 
Jong collars, sizes No. 8% to No. 11, with 
spring heels and No. 11% to No. 6, with 
rubber heels. 

The Watson Shoe Company is showing 
new patterns of perforations on quarters, 
fronts and straps. 

Williams, Clark & Co., are adding black 
kid oxfords to their stock shoes. 

A shoe expert volunteers the informa- 
tion that a pair of novelty style shoes, 


properly fitted, is as comfortable to the - 


foot of a woman of 60 years as a pair of 
comfort boots used to be. 





HAVERHILL 


Buying on Limited Scale 


Quiet Tone Characterizes Ordering of Shoes—Good Report 
from Salesman Just Returned from Trip 


USINESS at many Haverhill fac- 
tories is quiet at this time. Various 
causes are attributed. One is a large 
amount of buying which took place in the 
spring, when merchants bought heavily 
and through lack of demand find themselves 
overstocked. Another is a multiplicity of 
styles in women’s footwear and the con- 
sequent difficulty which the merchant ex- 
periences in deciding which will be the 
“sellers” and which the “stickers” in his 
purchases; the result being a cessation of 
buying on the part of many merchants un- 
til the style situation is clearer than at 
present. 
Salesmen, representing Haverhill shoe 
manufacturing concerns, are practically 
unanimous in reporting that business con- 


ditions in many parts of the country are 
not favorable to the sale of shoes and 
other lines of merchandise. In the East 
and South unseasonably hot weather dur- 
ing the autumn months retarded the re- 
tail shoe business. This does not es- 
pecially apply to Haverhill-made foot- 
wear, but is a part of a general condition 
which salesmen find in seeking business. 
However, Haverhill manufacturers are 
continuing their intelligent and well- 
directed efforts toward good style and 
good service, which, after all, are the im- 
pelling qualities in securing business. 


Speeding Up Production 
An important point in reference to the 
merchandising of Haverhill shoes is the 
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speeding up of factory production. Many 
sales are lost or cancelled by the reason of 
delay in shipping goods. This applies to 
shoe factories in general. Haverhill manu- 
facturers realize that it is up to them to 
secure business on the basis of style, ser- 
vice and price, and to make good on de- 
liveries. 

This is a point which is being stressed 
by many members of the trade here and 
one which will receive more attention dur- 
ing the next few months. Merchants are 
buying goods practically as they need 
them as in contrast to the old method of 
purchasing months ahead. Haverhill man- 
ufacturers are lined up to respond to this 
plan of buying as a part of their everyday 
business life. 


Extensive Selling Trip 

Phil English Jr., of Witherell & Dob- 
bins Co., returned recently from a selling 
trip with the “W & D”’ line of women’s 
turn novelties. Mr. English’s journey 
covered 22 days. Traveling from Boston to 
Chicago, he called on his trade in the 
larger cities to the Pacific Coast, including 
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Denver, Salt Lake City, San Francisco, 
Los Angeles, thence to Dallas, El Paso, 
New Orleans, a second call at Chicago, and 
back to Boston. Of this period 13 nights 
and intervening Sundays were occupied in 
travel. 

Results obtained justified this extended 
journey,as Mr. Englishsecured an amount 
of business sufficient to maintain the 
factory at full production for several 
weeks to come. He is enthusiastic over the 
far western and south-western cities 
which he visited, with their new buildings 
and stores, their rapidly increasing popu- 
lations and their aggressive and enthus- 
iastic business men. 

While his sales were confined practically 
to wholesale merchants, he had oppor- 
tunities to observe retail conditions. These 
he considers most promising. Dallas, Texas, 
expecially attracted him. That city, with 
28 and 30-story buildings, with traffic 
regulations patterned after those of 
New York, is the center of a district where 
high-priced cotton and frequent oil 
“strikes” attract men with ready money 
who bring prosperity to merchants. 





PHILADELPHIA 


Spring Business Developing 


Sizing-Up Orders Received by Several Concerns—Straps Lead 
and Oxfords Are in Increasing Demand 


OME spring business is being de- 

veloped by the factories but orders 
are not yet coming in for any very great 
quantities. Present business is likewise 
very quiet, consisting for the most part of 
sizing-up orders. The continued style un- 
certainty and the mild weather are both 
blamed for this situation. 

Straps are still the dominant feature of 
the market. Gores have had what run they 
are going to have and business in them has 
dropped off considerably. Oxfords are in 
increasing demand, although their sale 
will be limited as they do not make the 
effective style appeal which the pumps do. 
It is predicted that straps and cut-outs 
will go big all through the winter, being 
worn with galoshes when the weather gets 
rough. 

Suedes Continue to Lead 


Black and brown suedes lead the style 
procession. There has been a decline in the 
demand for patents and satins. Glazed 
kid still finds its chief use in trimming. 

Boys’ shoes are nearly all high; men’s 
are about evenly divided, and women’s 
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are all low except for some staples which 
are always worn by a few people, and for 
orthopedic lines. 


Suedes at Wanamaker’s 


At John Wanamaker’s black and brown 
suedes are selling as well as anything. 
There is also a little call for grays. One 
of the most popular shades at the present 
time is a reddish brown, which this store 
is featuring. Miss A. V. Callahan, shoe- 
buyer, expects suedes to go big all through 
the winter. 

Straps are selling very well and gores 
are likewise in good demand. One model 
which has been moving very nicely is a 
chain instep strap with an elastic in it in 
brown suede. There is also considerable 
demand for cut steel buckles. 

This store finds, also, that there is a 
constant demand for a certain amount of 
high tan and plain glazed kid shoes. For 
boarding school girls high sports shoes 
are in good demand. 

Brocades and velvet slippers are in good 
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Where to Buy 


Men’s and Women’s Slippers 




















PARISTYLE FOOTWEAR MFG. CO., INC. 
51-45 Washington Ave. Brooklyn, N.Y. 


HIGH GRADE MULES AND D’ORSAYS 
Made of Satin. Quilted 
Leather, 


, Tinsel and 
Prices from $23.00 per doz. up 











— Traveling 

Slippers 

VERY FINE SOFT LEATHER 
BLACK and BROWN 


Ladies’ sizes .... 3to 7 
Men’s sizes .... 6to 12 


$18.00 per dozen 
q Terms 2% 10 Net Soda 
F. 0. B. New York. 
Write for Catalog. 
; THE H, L. HYMES CO. 
52 W. 15th St.. New York City 





























Special in Medium and+ 
GH GRADE 
a. 
3 


li stylar made of Do 1c dnd 
Imported Satin Brocadesand Metal Cloths 


oui GUSTIN C. (NEW YORK rm 


For the 
Better 
Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimona als 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 


























Felt Satin and Leather 
Soft Sole Slippers 
For the entire family 
No. 7300 Satin in these 

American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue 
Black, Taupe and Pink. 

Send for Price List 


NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 














Where to Buy 


Boys’ Shoes 

















AShoe forBoys 
That Wears 
Marston & Tapley Co. 














Where to Buy 


Children’s Shoes 











° saree 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 

DR.A.POSNER SHOES. INC. 


140 W. BROADWAY NEW YORK 


EASTORY, 





Soft Soles and Moccasins 


our Jobber for our 
tH We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Ce. 


ROCHESTER, N. Y. 











“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 














Where to Buy 


Shoe Illustrations 


CALDERWOOD \ [ REG y 








_Laggen protec Ilustrations a 

















Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
“Recorder” readers, free for the 
. Write and tell us what you 
would like to know. 
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demand. One line being featured consists 
of imported brocades trimmed with gold 
and silver kid. They are made by Laird, 
Schober. This firm has been selling alli- 
gator shoes for some time, has duplicated 
on, them, and still finds difficulty in keep- 
ing the supply up to the demand. 


No Improvement in Sole 
Leather 


Factories generally are going along buy- 
ing sole leather on a hand-to-mouth basis. 
In one or two cases it is said that factories 
are pushing tanners for deliveries. This, 
however, is not taken as an indication of 
any rush but is merely the result of a 
situation in which the factories carry 
no stock. It is said that several of the 
large tanners here are curtailing because 
they are not able at today’s price level to 
get replacement value. If this curtailment 
continues for any considerable time and 
demand should increase it is said that 
prices would advance sharply until pro- 
duction could overtake orders. 


Shoes for Stout Women 


Seafried Brothers, well-known Girard 
Avenue shoe people, are making a specialty 
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Merchandising Talks 


Lee Reineberg, president of the 
State Retail Organization, says 
that no statisticians or business 
prophets have been asked to speak 
at the convention here in January. 
Talks will be concentrated on mer- 
chandising and shoe knowledge and 
will be given by men who know 
what they are talking about. 











of “stylish shoes for stout women.”’ The 
sizes run from 4 to 11 and the widths are, 
D, E, EE, EEE. Oxfords, high shoes, and 
strap pumps are included in the offerings 
of this store. The store is open two eve- 
nings a week. 


New Selling Plan 

Reiszners, who operate a store in West 
Philadelphia as well as one down town, 
are featuring a plan of selling in which the 
customer selects the style desired, is 
handed his size, and tries it on himself. 
Special attention is called to the saving 
the customer can effect under this plan. 
Both men’s and women’s shoes are offered. 





ROCHESTER 


Business on Favorable Plane 


Shoe Merchants Compare October Results with 1922 Figures 
And Find Things About Even 


ALES records for the month of 

October confirm the fact that busi- 
ness was not half as bad as the merchants 
considered it to be during the warm days 
of the early part of the month, when re- 
ports from all stores indicated that busi- 
ness was below normal for October. 

A check-up of this year’s business as 
compared with the same month a year 
ago, indicates that the retail shoe business 
in Rochester is equal with the same period 
last year and one or two of the down-town 
merchants, who have gone after business 
aggressively, report gains of from five to 
twenty per cent over last ans s October 
business. 


The Leading Women’s Styles 


Reports from various shoe stores indi- 
cate that black suede patterns still hold 
good, with patterns in patent leather gain- 
ing in popularity as the season advances. 
For evening wear, slippers of gold and 

< coi= @-" 


silver kid with brocade to match, are ex- 
tremely popular. 


Visiting Western Trade 


Stanley Geerer, sales manager of the 
Moore-Shafer Shoe Manufacturing Com- 
pany of Brockport, N. Y., is visiting the 
large cities of the Middle West where he is 
calling on the trade. Ina letter to the local 
Recorder office, Mr. Geerer states that 
business looks quite active in the cities 
that he has visited. 


Organize Sales Agency 


Charles F. Dugan and Edward F. White 
well-known shoemen of this city, have 
organized a sales agency to sell shoe manu- 
facturer’s supplies in Rochester and west- 
ern New York. Both men are well known 
in the shoe industry. “‘Charlie’” Dugan is 
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the son of William Dugan, president of the 
Dugan & Hudson Co., and “Ed” White 
has been with the Dugan and Hudson 
Company for a number of years in an 
executive capacity. 


Ahead of 1922 


P. M. Van Deventer, proprietor of the 
Van Deventer Shoe Company, which 
operates a men’s shoe shop at 98 East 
Main Street and also has stores in Buffalo, 
Toledo and Pittsburgh, reports that busi- 
ness is ahead of last October in number of 
sales. 

Business during October was slow in 
starting, due undoubtedly to the weather, 
but the last few weeks had shown a steady 
volume of business and Mr. Van Deventer 
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Merchant Sells Men’s 
White Shoes 


Alfred Fredericks, manager of the 
Nettleton Shop is featuring men’s 
white shoes in his window displays 
and reports a good business on this 
type of shoe in spite of the cold win- 
ter weather. 

In the windows the shoes are 
featured with show cards worded: 
“Are You Going South?” Mr. 
Fredericks reports that he has sold 
many pairs to customers who are 
planning a southern trip. 











is confident that the immediate future will 
bring a steady volume of shoe business. 





BUFFALO 


Sales Not Up to Normal 


Listless Tone Characterizes Shoe Trade in Most of the Stores— 
Several Reasons Attributed 


LTHOUGH there have been indica- 
tions at different times this fall of a 
substantial pick-up in business, Buffalo’s 
retail shoe trade seems to be unable to 
shake off the lethargy which has kept the 
movement of autumn footwear from reach- 
ing its normal proportions. One mer- 
chant summed up conditions as follows: 
“In the face of the fact that some re- 
tail shoe stores are doing a normal and in 
a few instances a flourishing business, the 
retail shoe trade lacks ‘pep.’ Buying is 
listless. It continues, but it is slow. 

“One of the reasons advanced is that 
the splendid fall weather has not forced 
the sales, particularly in the various lines 
of men’s shoes and men are notoriously 
poor shoe buyers unless the weather 
changes force the issue with them. 

“The only merchants who report a 
normal business are those who cater to the 
highest-priced trade and are showing the 
advanced styles. The condition hére would 
indicate that the people who have assured 
incomes are merely doing their usual 
seasonal buying. 

“There is nothing alarming in the 
situation, however, and a spell of very 
bad weather may turn the tide and re- 
verse the situation any day. It will force 
the men to buy heavier footwear and 
there will be more demand from both men 
and women for dress shoes because the 
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weather will turn their thoughts to indoor 
activities and functions. 


Style Is Paramount 


“Within the last few years the shoe 
business has undergone a distinct change, 
particularly in the matter of women’s 
shoes, which makes up the larger branch of 
the trade. From a business in which 


‘marked style changes had played a 


minor part; wherein staple goods in high 
and low grades were the rule and wearing 
qualities were much considered, the trade 
has shifted to one in which style is para- 
mount and all other qualities subsidiary. 

“This has been due to the efforts of 
makers to produce something novel to 
stimulate trade by catching the feminine 
fancy in footwear, but while it has had 
that effect temporarily, in the cases where 
the new shoe styles have ‘caught on,’ it 
has had a reflex effect of making both mer- 
chants and buyers of shoes exceedingly 
cautious regarding purchases of new 
styles which were likely to be rendered 
obsolete by a later one in a few weeks or 
months. 


Caution in Buying by Many 
“Where merchants formerly ordered 
‘staple’ goods in many dozen pairs in the 
standard sizes, they have been buying a 
few pairs only of those sizes in the new 
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O matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 




























Where to Buy 


Shoe Ornaments 














/\\ Fashions Latest Decree | 


N NEW — ORNAMENT FOR 


EDW. E. KAHN, Inc. 
291-293 Adams St., Brooklyn, N.Y. 











stone shoe ornaments. 12 

peir in individual velvet 

covered boxes. 8 pair 

ton covers. 4 pair 
Price 5.40 per bex 


KAHN & BUICK, INC. 








The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 











D. W. COULTAS CO. 
Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R&R. 1. 








1c mark of 
relerere) shoe buckles 
ever sil ¢ » 1905 


L.ALTERSON & CO. “@oqt 
PHONI , ¥ ‘ 


lioe7 WY St.. New Yor! 
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Where to Buy 


Shoe Patterns 





Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ~~ % so that he who 
= een these pages may read 
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‘style’ designs. While women buyers 
with plenty of money have bought the new 
styles in fair quantities, the great mass of 
women with less means, working girls and 
the like, have had to use great caution in 
their buying, lest they should get shoes 
which would soon be conspicuous by their 
difference from what other women were 
wearing. The basic trouble with the shoe 
business is an overdevelopment of style 
changes.” 


New Store at Eldred, Penn. 


A. A. Robinson has opened at 51 Main 
Street, Eldred, Penn., the first exclusively 
retail shoe store in the town. He is featur- 
ing a full line of the McElwain Triangle 
brand all leather footwear and hosiery for 
every member of the family. 


Marsh Plans Branch 


C. B. Marsh, 475 Main Street, one of 
this city’s old established downtown shoe 
stores, will open a branch in the new Cen- 
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tral Market building, several blocks north 
on Main Street from his present location, 
about November 15. The same high grade 
line of shoes carried in the main store will 
be featured in the branch store, while 
women’s hosiery will also be stocked. 


Wilcox Is Retiring 


Dean A. Wilcox, who entered the retail 
shoe business somewhat over a year ago on 
Fillmore Avenue, near Leroy Avenue, has 
been forced to retire on account of ill- 
health and is closing out his stock in a 
ten-day sale. 


Conrad J. Kaiser, who, until a few years 
ago, conducted a retail shoe store at High 
and Maple Streets, died on October 31st 
at his home, 168 High Street, in his 68th 
year. He was widely known, not only in 
the shoe trade, but through the fact that 
he was the father of Benjamin C. Kaiser, 
secretary of the Republican County 
committee. 





BROCKTON 


In Business Fifty-two Years 


Preston B. Keith Shoe Company Observes Anniversary— 
Douglas Company Stops Making Women’s $5 Shoes 


AVING passed its 50th birthday by 

two years, the Preston B. Keith 
Shoe Company recently observed the 
52nd anniversary of its establishment. 
This house, founded by Preston B. Keith 
in 1871 maintains the high reputation 
which it has for many years enjoyed in 
the production of men’s and women’s 
welt footwear. Mr. Keith, who recently 
resigned as the active head of the busi- 
ness, is succeeded in the presidency by 
Merton E. Hayward, who for a long period 
occupied the responsible position of 
superintendent. The Preston B. Keith 
Shoe Company, which for many years has 
maintained a factory instock department 
is developing this feature of the business 
to a greater extent. 


Dalton Lines in Stock 


The Dalton Company, Inc., one of 
Brockton’s well established concerns, was 
a pioneer in establishing and maintaining 
a factory instock department. A new book- 
let recently issued illustrated 12 styles of 
men’s and five styles of women’s shoes 
ready for immediate delivery. In the 


men’s there are patent colt, dull calf ox- 
fords, also black calf and tan calf bals. 
There is a special oxford with crepe sole. 
In the women’s the black, tan and white 
calf oxfords are carried, together with a 
special tan sport shoe with crimped vamp 
and crepe sole. 


William T. Coates Ill 


William T. Coates, style designer of the 
C. B. Slater Shoe Company, South 
Braintree, has~been ill at his home in 
Whitman with blood poisoning. He has 
shown rapid improvement. 


The “Foot-Flex’’ Shoe 


Stacy-Adams Company, identified for 
nearly half a century with the production 
of men’s high grade shoes, has developed 
and placed on sale during the past two 
years a shoe known as “Foot-Flex” This 
shoe, which is protected by patents, is, as 
its name implies, a flexible article of foot- 
wear, at the same time one which has 
corrective qualities. It is produced with 
either flexible or rigid shank according to 


The Year’s Six Best Selling Weeks 
Are Ahead—Get Busy 
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the requirements of the wearer. President 
C. P. Waide of the concern says that fur- 
ther refinements are being made in the 
“Foot-Flex” line. Meanwhile its increase in 
sales is indicative of the satisfaction it is 
giving to merchants and consumers. 


Store’s 27th Anniversary 


Baker Bros., one of Brockton’s leading 
retail shoe stores recently observed the 
27th anniversary of establishment. In 
recognition of this event, the concern put 
on what they termed, “‘Baker’s 27th An- 
niversary Sale.’ Men’s, women’s and 
boy’s shoes were offered at special prices. 
Extensive advertising was placed in local 
papers. 

There was also a special hosiery sale. 
Baker Bros. was one of the first retail shoe 
concerns in the United Sates to establish 
a hosiery department which since has 
been developed as an important part of 
the business. 


Observes English Shoemaking 


Edward Crane, for many years em- 
ployed at M. N. Arnold Shoe Company’s 
factory in North Abington, recently re- 
turned from a four-months’ visit to his old 
home city of Leicester, England. It was 20 
years since he had been in that country. 
Mr. Crane makes some interesting com- 
ments regarding the changes which have 
taken place in shoe manufacturing in 
Leicester and Northampton. 

He said: 

“T found a number of factories working 
only about half-time. One thing that par- 
ticularly interested me was the moderate 
manner in which the operatives moved. 
They seemed to lack the speed of the 
American shoemakers, especially in the 
making room. They use up-to-date mach- 
inery similar to that employed in the 
United States. The short, ‘stubbed’ round 
toe style of women’s shoes which have been 
in vogue in England are going out, being 
only seen now in the cheap grades. The 
up-to-date lasts and patterns are along 
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similar lines as American shoes, with 
numerous styles and cut-outs as a means 
of stimulating trade. Quite a few crepe 
soles are shown in the store windows, al- 
though I did not see any worn. Tennis is 
very popular in England and rubber sole 
canvas shoes are worn extensively by ten- 
nis players. 

“Having served my apprenticeship at 
shoe cutting in Leicester and also having 
passed through the Leicester Technical 
school for pattern cutting, I naturally have 





EDWARD CRANE 


On a recent trip to England he observed interest- 
ing features concerning shoemaking there. 


a keen interest in that city and its shoe 
business. 

“Coming to the United States in 1893 I 
worked two years with Davis Gurney 
Company, Whitman. In 1895 I took em- 
ployment with M. N. Arnold Shoe Com- 
pany, North Abington. Working five years 
cutting and sorting I had charge of the 
stockroom 10 years and for 13 years fore- 
man of the cutting room in the plant, 
making a continuous employment of 28 
years with this concern. 





ATLANTA 


Business Ahead of 1922 
Wholesale and Retail Shoe Trade Marked by Activity— 


Early Interest in Christmas 


N improvement of more than five 
per cent is shown in wholesale shoe 
business in the Southeast, not including 


Trade Reported by Jobbers 


the state of North and South Carolina, in 
the monthly business review of the 
Federal Reserve Bank of Atlanta, issued 
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Reg. U. S. Pat. Off. 
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Let Your Jobber Carry Your Steck 
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41 Union Sq. W. New York 
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our Printing Service for 
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HUNDREDS OF THOUSANDS OF MEN AND WOMEN 
REGULARLY WEAR ARNOLD’S * Glove-Grip” SHOES 


ARNOLD 

i. GLOVE 
GRIP 

Ne (6) Ob 


People Repeat on ‘‘Glove-Grip’’ Shoes Because They 
Get in Them What They Can’t Get in Other Shoes 
—Comfort With Style 


When you sell your customers the comfort 
which the “Glove-Grip” feature guarantees, 
you have laid the foundation for a regular busi- 
ness with them. 


Arnold “Glove-Grip” shoes lace the arch up in- 
stead of pushing it down. They are made to 
follow the natural lines of the foot. 


The great market for this shoe has only been 
touched. A promising opportunity to add to 
sales and profits is before those who specialize 
on Arnold’s “Glove-Grip” shoes. 


While the matter is before you, we suggest that 
you write for our in-stock style catalogue—S, 
and see the wide assortment of different styles 
we carry at the factory, ready to ship the day 
your order is received. 


M. N. ARNOLD SHOE COMPANY 


FACTORY--NORTH ABINGTON, MASS. 


BOSTON OFFICE 
10 High Street 








Narrow Shank—Upper 
ae to sole at out- 


Footprint of normal 
foot. Glove Grip Inner- 
sole conforms to shape 
of foot. Sepe leather is 
drawn under arch and 
supports the foot. 








HS 


Model-S711. 


The Trim—Arch. Arnold Glove-Grip two strap. 
forated Imitation Tip.* Combination Last. ‘Sizes AAAAA/AA 
AAA/A and AA/B 3 to 10; A/C and B/D 2% to 10, 


NEW YORK OEFICE 
127 Duane Street 


AN IN-STOCK STYLE 


Price, $6.65 
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GLOVE-GRIP SHOES 





Patent Colt.~ Per- 
4 to 10; AAAA/AA, 
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recently. The report is based on detailed 
sales reports received from 10 of. the 
larger wholesale merchants in Atlanta, 
Nashville, Knoxville, Birmingham, New 
Orleans, and other large Southern cities, 
and the comparison of sales is with the 
latter part of the summer. As compared 
with the volume of business during the 
same period a year ago, however, a slight 
decline is shown, although not enough 
to worry about. In Atlanta the jobbers re- 
ported a 10 per cent increase over sales 
two months ago, while the rest of the 
district averages only three per cent. 


Jobbing Trade Better 


Jobbers also report a marked activity 
in purchases of footwear and novelties for 
the coming holiday and Christmas trade, 
with mail orders for immediate delivery 
showing a marked betterment over last 
year, and growing steadily in volume 
from week to week. 

Prices, as a whole, appear to be a trifle 
less than they were at this time last year 
in the wholesale shoe field, but this is due 
to the decline in dollar value more than 
anything else. Collections are reported 
fair to good by both wholesale and retail 
merchants and a marked falling off is re- 
ported in the number of commercial fail- 
ures, with business throughout the dis- 
trict showing good promise. 

The retail shoe trades report October 
one of the best months of the year, with 
every indication of continued steady de- 
mand for footwear during November, and 
excellent holiday trade. 


Plans for Two Stores 


B. W. Thompson,who formerly operated 
shoe stores at Washington, D. C., con- 
templates the opening of a new store at 
Knoxville, Tenn., at 912 North Broad- 
way, in the near future, probably having 
the store ready for its opening by the 
latter part of January. He is contemplat- 
ing, he stated, opening other shoe stores in 
Knoxville at a later date. 


New Store at Arcadia 


The Shoe & Men’s Furnishing Store is 
the name of a new retail business opened 
recently at Arcadia, Fla., at the corner of 
Oak and Monroe Streets, the business 
being owned by J. W. Nichols. 


Leases Atlanta Store 


The Varsity Boot Shop has taken a 
lease on a down town store property in 
\tlanta, located at 77 Peachtree Street 
and plans shortly to open a new retail 
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The display windows of the Bridgeport Shoe Co., 114 Wall Street, Bridgeport, Conn., command 
attention. A generous arrangement of attractive window cards reflect favorably on the character of 


the footwear shown. The 


company recently opened its new store. For five years the company was 


located at its present home, but temporarily vacated it while construction work was going on. Maz 
Elprin is the proprietor. 





store at this place. This will make about 
half a dozen shoe stores that have been 
opened in Atlanta in the down town re- 
tail district of the city during the last half 
of 1923. 


Huge Department Store 


J. B. White & Co., of Augusta, Ga., 
plan the construction within the next few 
months of a new $600,000 department 
store building in that city, that will be one 
of the most complete department stores 
in the Southeast. 


Boys’ Shop Incorporates 


The Boys’ Shop, which has operated 
for the past two or three years an ex- 
clusive store for boys in Atlanta, handling 
clothing and shoes, has been incorporated 
with $20,000 capital. Jacob Fox, Bert Fox 
and Clyde Fox, who established the busi- 
ness, are named as the incorporators. 





Co-operation KeynoteofSales- 
men’s Meeting 


Boston—The Boston Retail Shoe Sales- 
men’s Association, Inc., took “Co-opera- 
tion’ as the slogan of its November 5 
meeting. This subject was stressed in a 
talk by State Senator G. W. Everberg. 
Mr. Everberg paid the salesmen a com- 
pliment by saying that they all understood 
their work so well that whenever he came 
into a shoe store with an idea of paying 
only a small amount of money for a pair of 


shoes, he invariably left the establishment 
wiser but poorer with a higher-priced pair. 

Roscoe C. Hill, State Expert on finger 
prints, showed odd patterns and sizes in 
his work to prove that the Massachusetts 
Bureau of Correction had some problems, 
just the same as did retail shoe merchants. 
Mr. Hill stated that he thought the nation 
could do no greater service to its citizens 
than to have each one’s finger prints on 
file, as a positive means of identification. 

The formation of a bowling league was 
discussed and two new members, Harry 
M. Ellis and Harold R. Flint of E. W. 
Burt & Co.’s were admitted to member- 
ship. 





Merchants’ Association Meet 
November 9 


Worcester, Mass.—The Worcester Re- 
tail Shoe Merchants’ Association met on 
Thursday, October 18, at the Douglas 
Shoe store, this city. There was a very 
large attendance. Practically every store 
was represented by the retail shoe mer- 
chant and their salesmen. It was agreed 
that a meeting be held once a month. 

The following officers were elected: 
President, Jacob Feinberg of Lowell’s 
Shoe Shop, Inc.; Secretary, R. P. San 
Soucie; Treasurer, J. Edward Brothers. 

The second meeting of the season was 
held on Friday evening, November 9, at 
the Warren Hotel this city. The speaker of 
the evening was Sam Davis, Field Secre- 
tary of the National Shoe Retailers’ 
Association. 
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THE DRESS SHOE 
FOR THE BOY 





REG. U.S. PAT. OFF. 


A Dress-up Shoe for 
Little Gentlemen 


Made with— 
Our Shoulder Channel Process. 


Here is a little gent’s “BOBS” that is 

really an unusual value. Made with the 

Shoulder Channel Process which places 

the inner and outer soles together with- 

out the use of a cork filler. 

“BOBS”? come from a factory where 
No. J-720 “BOBS” nothing but boys’ shoes—“‘BOBS’’—are 
In Mahogany and Gun Metal full grain Rueping’s Calt, made. 


with Rock Oak Sole and rubber bh 


$3.00 i - 
beveled edge sole. Sises.0 10 184. ssid dave We make every pair as good as we pos 


In case lots. 15 da: 1412 
eS 4 Ro ——- This atyle is in steady demand. sibly can. Order Today 
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“CLIFTON’”’ 
Gem Duck 


2) \"\Wag be greatly Has Stood the Test of Years 
disappointed if Used with our wet process, it pro- 
the December duces a perfect innersole, as it is 


se . eastly formed in and hugs the lip, 
Issue of Standai producing strength where strength 
Show Cards did 1s most needed. 


not more than 
today for = Pay for the en- | The Trade Prefers 
Citic wd =—sé Lire years service ‘‘Clifton’’ Gem Duck 


interesting for each and every ° 
mforma™" one of the hund~ when once tried 


1 a reds of merchants | “Clifton” shoe covering cloths, also 
using it. | “Clifton” backing and plumping 


| cloths give satisfactory results. . 
Show Card Service $a. 
Standard Bldg. —~ Rogers Park CLIF TON MFG. - CO. 


Chicago, Illinois | BROOKSIDE AVENUE,]AMAICAPLAIN 
BOSTON 30, © MASS. 
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THE desire of the trade for character in foot- 

wear is satisfied by W.&S D. Turns. Features 
of distinction are noticeably prominent in every 
model produced. The outstanding characteristics 
which have placed W.&S D. turns in a class by 
themselves, are impressively evident in the model 
illustrated. This twin strap cut-out in black suede 
makes up equally beautiful in kid or patent com- 
binations. 


W itherell &§ Dobbins Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, rr0 Lincoln Street 


The W & D Line Is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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@t6 us PAT OFF TC PCO 


IN STOCK 


At Once Delivery from 


BOSTON ~ NEW YORK 
or CHICAGO 
Style 224 Price $4.25 
BLACK KID “NIFTY” TWO-STRAP 
14/8 Rubber Top Heel 


Welt Sole Pasadena Toe 
AA 415-8 A4-8 B3-8 C28 D2%-8 


Style 624 Price $4.25 
The Same i 


PATENT “NIFTY” TWO-STRAP 
Style 2024 $4.65 
The Sa 


AUTUMN BROWN KID “NIFTY” 
TWO-STRAP 


THOMAS G. PLANT COMPANY 


101 BICKFORD STREET - - BOSTON, MASS. 
CHICAGO: 207 West Monroe Street 


NEW YORK: 125 Duane Street 
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Sales Co-operation 
Is What Counts 


Your experience, merchan- 
dising skill, and energy can 
be multiplied many times if 
you accept the assets of 
style, fit, popularity, and 
exceptional value we 
stand ready to give you in 
QUEEN QUALITY Shoes. 
Let us prove to you that 
an Agency Franchise for 
QUEEN QUALITY, Amer- 
ica’s best-known brand, will 
contribute naturally to- 
wards your success. 
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SHOR TRAVELER ® 


[ThisjDepartment is conducted§by Helen M. Haney, Associate Editor 


“Country Folks Buy Stylish Shoes”’ 


“Increasing Tendency on Part of Public to Dictate Shoe Fashion,” 


HE National office often acts as a 

forum for the discussion of trade 

conditions. This was the case the 
other day when a group of men covering 
various parts of the country found them- 
selves in unofficial session. They had 
called between trips to consult Secretary 
Delany on various matters, when some 
one brought up the subject of country- 
town trade. 

This proved an interesting topic-and it 
was argued pro and con. The remarks of 
the boys might be summed up in a para- 
phrased title of a well-known song, “The 
Old Country Town, She Ain’t What She 
Used to Be.” 


Automobile Unifies City and Country 


Said one of the men, “There are today 
as many cross straps and cut-out effects 
seen on the feet of the women folks in 
villages of 1000 to 5000 population, as 
one finds in a big city.” 

“But do the folks wearing this footwear 
purchase same at their local stores?” said 
another. “Oh no, it is doubtless bought at 
a big city store. The automobile is re- 
sponsible for this condition. With an auto- 
mobile owned by almost every second 
family in the country, it is in the line of a 
diversion at the end of a day’s work to 
take a spin of often 80 or 90 miles to the 
city stores and purchase therein. The day 
has long since passed when the whole 
family hitched up the old horse and drove, 
or took a long walk to the general store of 
the village on Saturday night and bought 
therein a pair of high shoes for the fall and 
winter and a pair of low shoes for the sum- 
mer months; when mother and father 
simply wrote down the sizes of the shoes 
which the children would wear and said, ‘I 
want a pair of stout, strong and cheap 
shoes for my 7-year-old boy, the last size 
he wore was an 11 and he is growing fast.’ 

The general store had its shoe depart- 
ment perhaps next to the grocery depart- 
ment, the stock presented anything but an 
up-to-date appearance, the windows oft- 
times did not indicate that any shoes at 


Say. Travelers 


all were sold therein. The people bought 
just shoes and wore just shoes. They did 
not see the new things except when some 
city folks ran down to visit and so they did 
not think about stylish shoes. All of this, 
however, is now a thing of the past. The 
farmers, their wives, their sons and their 
daughters, having been introduced to 





GEORGE F. SCHOLL, 


Secretary of the Ohio Shoe Travelers’ Association, 

who travels for the Brockion Co-operative Boot 

and Shoe Co. in Ohio, Indiana and Michigan. 

His headquarters are al 604 Commerce Building 
Columbus, Ohio 





stylish footwear and finding that they can 
get it by a trip to the cities are very much 
inclined to be less regular customers of 
their home town stores.” 

“In your opinion, does it mean the 
passing out of the shoe departments of 
the general stores?’’ was asked and the 
answer came back, “It looks that way.” 


Big Possibilities In Country-Town Shops 
But said another, “I know of a country 
town retail shoe store which is such an 


up-to-date little shop, with the very latest 
in men’s, women’s and children’s shoes 
and hosiery, that city people motor there 
and buy their footwear, for it is a poor 
rule that does not work both ways and 
city folks do not mind purchasing shoes 
and hosiery in a country shop, if shoes are 
as ‘snappy,’ and especially if lower priced 
than in the city stores; this is quite often 
the case as the country store does not have 
as much to pay for rent.” 


Wearer Dictates Shoe Fashion 


“To your mind does it mean a tendency 
to patronize the exclusive retail shoe 
store?”’ was asked of one of the debaters 
and the answer came back, “Yes. If the 
little retail shoe merchant in the country 
town would make up his mind that his 
country-town store can be made just as 
profitable a trading mart as those of the 
big cities; if he will put the same amount 
of thought into it; if he will only realize 
that country folks like novelties and style 
just the same as do city folks; that the sun 
is fast sinking on the day of the sun bon- 
net and the checkered apron, he will 
immediately proceed to make of his store 
areal Paris shop with perhaps two or three 
different lines, a high priced, a medium 
priced and a low priced goods of real merit 
and plenty of sizes. Then it will be a real 
pleasure for the salesman to make these 
country towns, because he will find the 
merchant optimistic, instead of pessimis- 
tic, when he realizes that no matter 
whether his retail shoe store is located in 
Squedunk, Maine, or in New York City, 
he can be a real merchandiser, and that he 
can get quick turn-overs by catering to the 
demands of the wearers. For never before 
in the history of the country has the 
wearer played a greater part in dictating to 
the retail shoe merchants what they want 
in the way of footwear.” 


Farmers Like Stylish Shoes 


George F. Scholl, Secretary of the Ohio 
Shoe Travelers, who travels for the Brock- 
ton Co-operative Boot and Shoe Com- 
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said an overloaded shoe dealer, 
“the last pound of coffee fits 


the same as the first. 


Sizes DO represent a problem, but not to 
the dealer who makes use of the facilities 
offered by W. B. Coon Co.'s In Stock 
Department. 

Here is a stock of 120,000 pairs of women’s 
medium priced welts; 
semi-dress and conservatively smart 
footwear, on standard, “outsize and 
combination lasts. 


All sizes 1 to 12. All Widths AAAA to 




















common-sense, 











Price $5.50 






B 932—A black satin close trimmed 


Goodyear welt, on our 300 combina- 
tion last. Leather Louis heel, Good- 
year Wingfoot top lift. 


A shoe that will appeal to the woman 
whose first consideration is style. 


One that will be appreciated by 


EEEEE 


Shoes that fit right, look right and wear 
right. Shoes that you can carry on a pair 
of a size basis with the knowledge that 
you can size in from week to week, making 
it unnecessary to guess on quantities. 


essential. 


Shoes that you can carry with the further 


assurance that, should you have a call for 
an unusual size and width, you can secure 
it from stock, eliminating gambling on 
unsalable sizes or widths. 


B 932 is carried AAAA to EEE, Sizes 2% to 12. Widths A to E 





Sizes 8% and 9 35c. extra 


Sizes 94 and 10 Soc. extra 
Sizes 10 % and 11 75c. extra 
Sizes 11% and 12 $1.00 











call. 


are stocked Size 1 up. 


, ROCHESTER, N. Y. 


Chicago Office, 506 Security Bldg. 


189 West Madison St. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


women to whom fit is the first 
The reinforced built-in 
steel arch supporting shank, will 
interest women looking for style 
shoes with additional support 


through the arch. 


Try a run of the “‘selling sizes.’ We 


will carry the others subject to your 







There is a 25c. per pair 
packing charge on all orders 
of less than 3 pairs. 
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DAVE D. DORAN 


Who covers the smaller points in Pennsylvania 
and part of West Virginia for C. S. Marshall Co. 





pany in Ohio, Indiana and Michigan, 
recently contributed some interesting 
thoughts on country-town trade. Mr. 
Scholl is one of those ‘“‘Good Samaritans” 
who goes into retail shoe stores in what- 
ever town or city he may happen to be in 
on a Saturday night and helps the mer- 
chant sell shoes. 

“The farmers, however, are buying much 
better shoes,’ said Mr. Scholl. “At one 
time, these folks simply bought work 
shoes, but now a large number buy a more 
stylish shoe in which to work. For instance, 
I am reminded of the old Dutchman whom 
I met in a store one Saturday night re- 
cently, who was buying a pair of broad 
toed kid shoes with a fairly good sole, 
but not an extra heavy pair. Asked about 
this, he said, ‘Well, I like them for the 
house and around the yard, and when I 
want to go into the fields, on a wet day, I 
wear rubbers, or for extra wet days, I wear 
galoshes, and all the time, I have on 
stylish shoes.’ ” 


“Dem Milgantery Heels” 


Mr. Scholl spoke interestingly of the 
tastes of the colored population, and that 
many had the past year bought patent 
leather stitched with white; of the brown 
patent leathers that the colored folks had 
a recent run on, and the high toed and high 
heeled models which were so popular with 
the colored and foreign trade—or ‘“‘dem 
milgantery heels,” as the old negro woman 
said when buying a pair of shoes for “her 
man.” 


A. J. Munch a Benedict 


\. J. Munch manager of the J. W. Car- 
ter Company’s Chicago Office, has just 
returned from a two months’ trip over 
western territory. The reason for Al’s 
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ED. WITBECK 


Who covers Southern Illinois and Si. Louis for 
the F. M. Hoyt Shoe Co. 





genial smile is that this is his return from 
his honeymoon, having combined pleasure 
with business on this trip. He surprised 
his many friends by announcing his mar- 
riage to Miss Anna Stoecker, which took 
place August 28. 

Besides his enthusiasm for shoes, he has 
a lot of enthusiasm for his new home at 
2678 Eastwood Avenue, Chicago, where 
he is welcoming his friends. 


Murray With Irving Drew 


Horace W. Murray, formerly of the 
Horace W. Murray Shoe Company, is now 
with the Irving Drew Shoe Company of 
Portsmouth, Ohio as style maker, produc- 
tion and specialty salesman. Mr. Murray 
is well known in the shoe trade as one of 
the energetic young manufacturers. 


“Billy” St. Louis 
Convalescing 


“Billy’’ St. Louis who some few weeks 
ago underwent a serious operation at the 
Homeopathic Hospital, Boston, is re- 
ported as convalescing. He has been able 
to recover strength to such an extent that 
he is now able to be taken out of bed and 
enjoy the air from a wheel chair. His 
many friends in the trade are naturally 
delighted to receive such cheering news. 


Kenyon With A. S. Kreider 


Secretary of the Rhode Island Retail 
Shoe Merchants’ Association, Frank Ken- 
yon, has resigned from the Crawford 
Shoe Store of Providence, and has ac- 
cepted a road position with A. S. Kreider 


Company. 


Don’t put your trust in money; put 
your money in trust.—Sam Davis. 


GEORGE W. KARL 


Who covers New Englnd, Ohio \and Pennsyl- 
vania for the Fenway Shoe Co. 





Karl With Fenway 


George W. Karl, who formerly sold the 
Norway Shoe Company line to the whole- 
sale trade, is now covering the retail trade 
of New England, Ohio and Pennsylvania 
for the Fenway Shoe Company. 


Fifield Says Black Suede 
Pumps Still Big Favorites 


Albert F. Fifield, who covers New Eng- 
land, New York State and Eastern Penn- 
sylvania for the Thomas D. Gottshall 
Shoe Company, has recently completed a 
trip through the Empire State and says 
that he was very successful in selling shoes 
for immediate delivery. The biggest sellers 
are black suede pumps for the ladies; for 
growing girls, brown oxfords, rather than 
boots; this was as Mr. Fifield anticipated. 
On misses’ and children’s lines, he states 
that they are “sticking” pretty closely to 
what they have used in past seasons. For 
the next month, Mr. Fifield will be in and 
out of Boston, handling his Massachu- 
setts trade. 


Walk-Over Foreign Sales 
Activities 
Paul Lavergne of San Juan, Porto Rico, 
spent two days at the plant of the Geo. E. 


. Keith Company recently placing orders 


for the winter. He prophesies improved 
business in the island for the coming year. 

Cables received by the Walk-Over folks 
announced that “Jack” Stockholm had 
arrived at home in Paris, France, and that 
Dalton was sailing from Jamaica for 
Panama. 


If you are absolutely sure of yourself, 
use your initiative; if not, use your dis- 
cretion.—Sam Davis. 
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| antl slippers have a strong mascu- ofl 
line appeal. During the long winter 

evenings, when a pipe and the fire-side Cra 
are pleasant,men naturally want com- . 
fortable footwear. | cit 
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In buying felt slippers, they want of th 
to buy a reliable product. Snug-lers _ 
carry with them the conviction of ston 
quality, durability and appearance. of th 
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Snug-lers please the masculine from 
Mr 


purchaser. Carry a varied line of Snug- i 
lers, and sell solid comfort. tione 
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“JACK” SCULLIN 
Who covers Illinois for the Marion Shoe Company 





‘Jack’ Scullin with 
Marion 


Jack Scullin sells Marion Shoe Com- 
pany’s shoes in Illinois. ““Jack’’ is a hustler 
and says that he is going to show his 
Illinois friends how to make more money 
next season. Before joining the sales force 
of the Marion folks, he took an inten- 
sive course of study on Marion shoemak- 
ing, so that he understands his new spring 
line from A to Z. 

It is not strange, then, that with his 
enthusiasm and knowledge of the merits of 
his merchandise, the very first day out 
he booked some nice business. 


Craver Covers New York for 
A. J. Bates 


E. A. Craver handles the New York 
City trade for the A. J. Bates Co. He is 
secretary of the company and is in charge 
of the stock department. Mr. Craver says 
that his trips to New York are at intervals 
of about three weeks—in other words, it 
is in the nature of an endless chain propo- 
sition. He has estimated that at the end 
of the third week after he has called on a 
customer, that customer is ready to buy 
from him again. 

Mr. Craver is a young man. During the 
war, he was in the air service, being sta- 
tioned in Texas. Prior to that, he was in 
the export department of the A. J. Bates 
Co., New York. 

Mr. Craver says that quite a few of his 
department store customers buy staples. 
He states that some stores sell the medium 
weight sole and others like the brogue 
with two full soles. He is selling a great 
many of the two full sole types right now 
with 18 edge. 
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JAMES J. STACK 


Known as Jimmie. He supervises sales for the 

Neat Maid Shoe Co., and is now covering New 

York, New Jersey, Pennsyleania and points in 
New England for his house 





‘Jimmie’ Stack Sales Super- 
visor of Neat Maid 


“Jimmie” (James J.) Stack has re- 
cently joined the sales force of the Neat 
Maid Shoe Company of Boston. “Jim- 
mie”’ was formerly connected with Con- 
way & Stack of New York, handling the 
Holland Shoe Company’s line and also 
that of the A. W. Smith Shoe Company. 
He has been identified with the New York 
market for more than 25 years. Mr. Stack 
will supervise all sales and will make his 
headquarters at 127 Duane Street. He is 
now out on his initial trip for the Neat 
Maid Shoe Company and will carry its 
line of misses’, children’s and boys’ welt, 
stitched and McKay sewed shoes, oxfords, 
and pumps to the trade in New York, 
New Jersey, Pennsylvania and points in 
New England. 


The longer a business lasts without 
advertising, the better business it would 
have been to advertise. 








Business Outlook 
Promising 


The outlook for the coming sea- 
son looks more promising as Walk- 
Over salesmen progress on their 
territory. The situation has further 
improved, so far as local employ- 
ment goes, with the closing of the 
North Adams factory, all of which 
checks up with the prophecy of 
President Harold C. Keith and 
Vice-President Charles E. Moore.— 
From Waik-Over “‘Factory Prints’’ of 
October 26. 











S. P. MOSES 


“Pres” Moses who travels the South for Edwin 
Clapp ¢ Son, Inc. - 





“Pres’’ Moses Rolling up 
Good Orders 


S. P. Moses, who travels the South for 
Edwin Clapp & Son, Inc., East Wey- 
mouth, Mass., familiarly known through- 
out the South and among the trade as 
“Pres,”’ writes from Waco, Texas, that 
crops are good in that section of Texas 
and that the merchants have been enjoy- 
ing a nice business. Needless to say, 
“Pres’’ has been rolling up some good 
orders. 


Georgia Buyer Visits Carroll 
Felt Folks 


A caller recently at the office of Harry 
F. Rice of the Carroll Felt Shoe Company, 
139 Lincoln Street, Boston, was S. B. 
Freedman of the Freedman Shoe Com- 
pany, Savannah, Ga. Mr. Freedman was 
on a spring buying trip. Mr. Freedman 
reported business rather slow; that the 
majority of merchants depend upon the 
cotton crop, which was not as big as 
usual. He said that the cotton crop 
was good in some sections, but not in 
Georgia. The northern part of the state 
had an ordinary crop, but the southern 
portion was pretty bad. 

Mr. Freedman carries a general line of 
shoes. He has been in the jobbing business 
about five years. He states that the people 
of the South are most enthusiastic over 
colors; in fact, whatever is good in the 
North is good down in the South, said he, 
and 48 hours after a new style is born 
above the Mason and Dixon line, it has 
arrived in the section below the Mason 
and Dixon line. 


Carefulness is the greatest safety device 
ever invented.—Sam Davis. 
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Shoe Fashion Review, January 15-17 


HOE manufacturers selling to the 

jobbing trade are to have a shoe style 
show in Convention Hall, Boston, on 
January 15, from 6 to 10.30 P.M., Jan- 
uary 15, 16, and 17, 1924. Space has been 
arranged for about 70 exhibitors and 
already 50 have made reservations. Edric 
R. Taylor of the McNichol-Taylor Last. 
Makers, Inc. will be the director of the 
“Shoe Fashion Review.” There will be a 
runway and an entertainment. 

The decorations will be in charge of 
Arthur Wilsey of The Wilsey Studios, 
Lynn, Mass. Among those who are on the 
committee and are working most inten- 
sively for the success of the affair are: 
Stanley Wass, salesmanager of the Web- 
ber Shoe Company, Haverhill, Mass.; 
Frank Terhune of V. K. & A. H. Jones & 
Thomas Company, Lynn, and E. A. Rich- 
ardson of the Shoe Wholesaler. The public 
will not be admitted to this affair. It is ex- 
clusively for the big buyers. 


Spence Says Public Want 
Better Shoes 


Clarence B. Spence who travels for 
Alfred Kimball Shoe Company has re- 
cently returned from a trip to the West. 
Mr. Spence characterized business as 
spotty, with adverse weather conditions 
of the past six weeks playing a prominent 
part. Mr. Spence has found that mer- 
chants are now getting ready to display 
their rubber goods. He has also noted a 
tendency to higher priced merchandise. He 
believes that the public is being educated 
to a point where they know that cheap 
footwear is not as good an investment as 
higher priced merchandise. He has found 
that light colors in men’s shoes have 
proved a big stimulant to an extra pair 
purchases. To sum up the whole situation, 
Mr. Spence says that there is always some 
business to be had all the time—the 
wholesalers are simply buying in smaller 
lots, but more frequently than in the past. 


Gallagher Has Successful 
Trip 


D. P. Gallagher, who sells the boys’ line 
of the John J. Ryan Shoe Company in the 
Middle West and South, returned to his 
office at 139 Lincoln Street, Boston, on 
Saturday, November 1, after a very suc- 
cessful six weeks’ trip. 





Shaw off for California 


H. L. Shaw, Vice-President and Sales- 
manager for the Boston Shoe Company, 
Everett, Mass., left the East October 26 
for California, with a snappy line of 
women’s McKay shoes, making the big 
city trade en route. Mr. Shaw came with 
this concern about three years ago. The 
Boston Shoe Company has recently moved 
into a new factory at Everett. 





H. L. SHAW 


Vice-President and Salesmanager for the Bos- 
ton Shoe Co., Everett, Mass. 





Harry Williams Entertains 


Harry Williams is one of the very popu- 
lar salesmen for Farnsworth, Hoyt Co., 
Boston, making New York State and 
some of the Massachusetts trade. He is a 
good entertainer and on Tuesday night, 
October 30, decided that he would enter- 
tain the young ladies of the Farnsworth, 
Hoyt Company at his Winthrop, Mass. 
home. The affair took the form of a Hal- 
lowe’en party, refreshments were served, 
and games played and the radio was 
“listened in on.”’ 

Another big stunt which was pulled off 
was a surprise party in the form of a little 
visit at the home of Harry Dwyer, one of 
the directors of the firm, in recognition of 
Mr. Dwyer’s birthday. 












E. J. HANCOCK 
Of the New England Sipe Company, Wor- 


cesler, Mass. Mr. Hancock left the 1, Novem- 
ber 1 for a trip to the wholesale and retail trade of 
the South and West. 





Grinnell on Southern Trip 


Charles E. W. Grinnell, who sells the 
line of Alfred Kimball Shoe Company to 
wholesale trade, left Sunday, November 
25, for a trip through the South. The 
Boston office reports that he is sending in 
quite a few orders. Mr. Grinnell will re- 
turn from his trip about November 18. 


Dale on Western Trip Novem- 
ber 15 


R. I. Dale who sells women’s snappy 
turns, McKays and welts to the jobbing 
trade, plans to. start out on a trip to 
Chicago, Minneapolis and St. Paul on 
November 15. Mr. Dale characterized the 
present period in the jobbing trade as 
“between seasons” when the wholesalers 
were taking inventories. He said that 
immediate stuff is now the best seller. 


George Murray Reports Good 
Business 


George H. Murray, who sells the boys’ 
McKay shoe line of the Belleville Shoe 
Mfg. Company of Belleville, Ill. with 
office at 139 Lincoln Street, Boston, re- 
turned to Boston recently from a trip 
through the West as far out as Omaha and 
St. Jo, and in sections of the South. He also 
visited Milwaukee and Chicago. Mr. Mur- 
ray reports a very fine business. He says 
that conditions in the sections which he 
visited are good; that cotton is bringing a 
very fair price and that everything looks 
rosy to him. . 

Mr. Murray is an enthusiast on his line. 
He will be at the[Boston office until about 
the first of March, when he will take an- 
other trip,to call on his trade. 
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SIZES AND WIDTHS 


Terms: Net 30 Days 











No. B 439—$5.60 No. B 421—$4.50 
Black Satin Gore Oxford, Patent Leather One-Strap Pump 
Black Ooze Trimming, Welt Welt 
244 Last 12-8 Wood Cuban Heel 244 Last 12-8 Walking Heel 
Not Carried in AAA 


C. P. FORD & CO., Inc. - - Rochester, N. Y. 


NEW YORK CITY: 127 DUANE STREET 





DO YOU KNOW? Fine Calf Leathers 


Cinderella Suede Sticks are 
made in over 50 shades— 
ground of solid colors, they Velvetta Calf— 
will thoroughly clean and re- 


color nappy leathers. This Tuscan Calf— ’ H 
package contains handy buffer and Suede brush “ey 


that make it easy to use. Russia Calf— 


Manufacturers of 











scien 


Wire suede brush with felt buffer can be Strictly Fine Full-grain Calf Leather quick 


bought separately for $2.00 per dozen. HUNT-RANKIN LEATHER CO 
106 Beach St., Boston, Mass., U. S. A. 
THEN : cee The 


Note that Cinderella Silver Slipper Cleaner is | spriny 
pleasing more people each year of its leadership The World’s Largest and Most Th 
because . does nat claims Beautiful Hotel For Men e€ 
to do—thoroughly clean and “A, 

replate tarnished and won ao a HOTEL CLAMAN 
silver cloth slippers. BY | he TIMES SQUARE 

Wh , these Cinderell op | 4 43d St. West of Broadway 
y not use these Cinderella - Per | 

Good Will Builders to increase 2 a Be NEW YORK CITY 
your customers’ satisfaction? 3 ae ie 1000 Rooms and 1000 Baths 


Completely equipped with every 

CLEANEE os convenience — an ideal bome for 

Produced by Gee is men in New York City. Quiet re- 
tmos- 


EVERETT & BARRON CO. ae y Shen” tndeck. Yor, ctmonphcse 
Providence, R. I. Derseaes | ? is not used to buoy up the rates. 


- Mak of highest t $12 to $18 $2 to $3 
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aa = qua'ity ‘ly 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


HOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 
The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 
Each stretcher is packed 


in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Black Suede Two-Buttom Pump, Lattice 
Apron of Black Calf, 12-8 Covered é 
Flexible Single Sole. Also made in various 


desirable combinations. 
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A Fast Seller 
in Stock 
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READY TO SHIP 
R425 Patent leather one-strap suede 


trim, 13/8 covered Cu- 
ban heel. Sizes AA/C. . 


*4.75 


Geo. J. Bertman Shoe Co. 


24 So. Wells St. 





Chicago, IIl. 





M-C McKays are known to quantity 
buyers as the best values in their class. 
Our reputation has been built on the 
delivery of shoes AS you want them, 
WHEN you want them. 


If you are not already acquainted with 
this quick-turning, high-style line of 
novelties, by all means do not miss the 
opportunity. 


‘R. H. MITCHELL Co. 


Factory Boston Office 


Lynn, Mass. 72 Lincoln St. 
Everett L. Lally 


| 
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SUEDE NAP BRUSHES 


Are Going Strong 





This season will break all records on suede foot- 
wear. Every woman who he: +4 a pair of suede 
shoes at your store is a logical prospect for a 
SUEDE NAP BRUSH. Der 
Why not pick up the extra profit and at the same 
time gain the customer's good will by helping her 
her suede shoes smart and trim ? 
IE. NAP is substantially constructed, easy to 
manipulate and highly effective in cleaning and 
restoring suede leather. 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue - - Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us. 








Novernt 
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Long Wearing Shoes 


1923 

























|B shoe satin the name SKINNER means just what it 
has meant for 75 years in lining satins and dress silks— 
wearing quality. 

Skinner’s Shoe Satin is made especially for use in shoes 
and is extra strong. 

When you buy Skinner’s Shoe Satin you buy direct from 
the manufacturer. You get satin of known value—and 
you get prompt delivery. 

Skinner’s shoe satins are 36 inches wide, and made in four 
different qualities to meet all the requirements of the trade. 


“Look for the Name in the Selvage”’ 
be cospypeapees SKINNER & SONS 


New York Bosto: Philadelphia 
Mills, Hole Establi ished 1848 


Skinner's 
Shoe Satin 












































“Look for the Name in the selvage”’ 
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CUSHION SHOES 


THEIR REPUTATION 
HELPS MAKE SALES 


The wonderful success of the Dr. 
Reed Cushion Shoe is due largely 
to the fact that every customer 
tells her friends of the ease and 
comfort they afford her. These 
friends tell other friends thus form- 
ing an endless chain of Dr. Reed 
Cushion Shoe enthusiasts, who 
demand this shoe and will not ac- 
cept a substitute. 


If you are looking for a line of 
shoes that will repeat—and repeat, 
write— 





John Ebberts Shoe Co., Inc. 


Buffalo - - 


ARCH SUPPORTER 


No. 229—Built with the famous 
Steinbrecker steel shank, carries 
rubber heel. 


Exclusive Manufacturers 
New York 
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Martins Genuine Imported 


Scotch Grain College Oxfords 





IN STOCK 
Two Real Sales Getters 


= — Leather Soles. Bleached Calf Lining 
eck Standard of S i 


No. 860—Tan Rin Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 


Sizes & Widths: B 6-11, C 5-11,D 5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER 





Overweight ‘ 








Your Fitting Troubles! 


The Custom Shoe Company i is working 
with the reputable , osteo- { 
paths, foot specialists and other doctors 
in yourcommunity for the relief and cure 

of troubled feet. Thisfactory a 
is headquarters for putting 

into et oe the pre- 
scriptions suggestions 
which the foot experts of = 
your town may advance to 
your custom- 
ers. Here is the 
knowledge and ,... 
ability todesign 
shoes for feet of 
every shape and 
condition. 

















CUSTOM SHOE COMPANY 
10 Barton Place Worcester, Massachusetts 
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«Mother Hager’s S hoes for (Children 
IN STOCK 
STITCHDOWNS McKAYS 


217—Cherry Lotus Polish 
5-8 84-11 


$1.40 $1.65 
217H—Cherry Lotus Polish, heel 
11%-2 
$2.00 





M 405—Mahogany Polish, High 
Cut, Rubber heel, wide toe 
8%-11 114-2 2%-8 


$2.00 $2.30 $2.65 


M 1405— Mahogany Polish, High 
Cut, English toe 
11%-2 2%-8 


$2.30 $2.65 


M 1405 


Complete Stock List Furnished on Request 


Hagerstown Shoe & Legging (0., Inc. 


Hagerstown, -Maryland, U. S. A. 
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“-Mother Hager” 
Says— 


*DO A MAN A SER- 
VICE AND YOU 
WILL GET HIS 
BUSINESS” — Ser- 
vice, well rendered, 
has built our friend- 
ships in the retail 
shoe trade. 


Service in the wear- 
ing and fitting quali- 
ties of our shoes, has 
built friendships in 
turn for our custom- 
ers. 


Service in delivery is 
assured by our fac- 
tory capacity of twelve 
thousand five hun- 
dred pairs a day. 


May we not serve 
you as well? 
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EATON-BREWSTER SHOES 


he is strictly in the field of reasonable-price shoes for 
Men that development of style-originality largely oc- 
curs. Cheap shoes do not require style excellence, and 
very high price shoes are generally plain shoes. 
Eaton-Brewster Shoes for Men are essentially style- 
creators. They always will be. Their niche in the shoe 
business was created by a demand from enterprising, 
successful shoe dealers of the better class for courageous 
style in good shoes attractively priced. 


Our styles are made for and supplied to a limited 
number of well-known dealers whose stores are style 
centers about the country. We are working with these 
dealers in a special co-operative way. They come to us 
for practical information about original style and for 
practical help in combining their particular local tastes 
with our knowledge and experience in the production of 
new and real fashions. 


In quality and make-up, Eaton-Brewster Shoes know 
no leaders in their grade. We shail extend our co-opera- 
tive style assistance and our distribution only as fast as 
our production facilities warrant. We are glad to 
establish touch with other successful dealers of this kind 
as rapidly as our conditions permit. 


EATON-BREWSTER COMPANY 


BROCKTON, MASSACHUSETTS 
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PORTLAND, OREGON 


Free Buying in Shoe Stores 


Ideal Weather Conditions Help in Putting Footwear Business 
on Sound Basis 


HE fall season in Portland started 
Tot with a bound that satisfies even 
the most optimistic. The unusually good 
weather, which has continued late this 
year, has made selling of better shoes an 
easy thing, for women have had move of 
an opportunity to wear smart street 
shoes, and less need of rubbers which are 
usually big sellers at this time of year. 

Indications are that this will be one of 
the best business seasons which Portland 
has ever had, and that shoe-men will get 
their full share of the prosperity. 

The lumber industry has been more 
active than it has for many years and 
other lines of business have also increased. 
The agricultural sections of the state are 
also enjoying the largest crops of history, 
according to a recent survey made by a 
coast farm magazine. All of this indicates 
a big business year for retail merchants. 


Men and Women Buy Blacks 


Black is going well and is first choice. 
Men, too, are showing favor for black 
footwear. Black suede with patent trim 
is the leading style number with women. 
Black satin is holding its high place and 
patent is reported to be good by a num- 
ber of stores. Log cabin is the best color 
in colored suedes; the lighter shades are 
not in demand. Dark drown is being well 
received particularly in the shoes of 
better quality and higher price. Goring 
pumps of this color are good. The goring 
pump is proving to be a good seller in all 
of the cut-out patterns and especially in 
black. Some callfor gray suede is reported, 
but sales on this shade are slow. 


Oxfords Going Well 

Shawl tongues are having good sale 
with college and high school girls and 
heavy oxfords meet an increasing demand. 
Men are also asking for the heavier ox- 
fords on the brogue style, and a noticeable 
tendency is that more oxfords are sold 
later in the season than ever before. 


Buy Wright Store 


The Wright Sample Shoe Store has 
been purchased by three Portland men 
and has been incorporated under the 
name, Wright Shoe Company, Inc. 
E. B. Weygandt, one of the owners, is 
manager of the store. Mr. Weygandt has 
been acting as manager and buyer of this 


store as well as the Greenfield Shoe Store. 
Jack Douet, manager of the Peacock shoe 
store is now acting as manager and buyer 
of the Greenfield store also. 

Mr. Weygandt has had much ex- 
perience in the retail shoe business of the 
city and for nine years was connected 
with the Greenfield store. 

The store has been refinished since the 
fire which destroyed most of the stock 
several months ago. Clearance sales re- 
moved all the shoes which were not 
damaged and an entire new stock has 
been added. With the change of owner- 
ship new policies have been put into effect. 
The store will continue to be conducted 
for the trade desiring lower priced shoes, 
but some of the more popular novelty 
lines will be added. 


Gore Patterns Good 


Front and side gorings are having good 
sale at the Goodyear Shoe Company, 
says Mr. Ritter, manager of this store. 
“We have found $5.85 to be a popular 
price for a volume of Selling,’”’ he states, 
“and we are doing a large amount of ad- 
vertising on numbers at this price. We 
have stocked a large range of styles in the 
strap and goring patterns and styles 
which are in demand. We do not em- 
phasize this to the detriment of other 
more expensive numbers that we carry, 
but we have found it to be a profitable 
price on which to center our efforts. Black 
suedes in strap and goring patterns are 
leading in demand. Patent is selling well 
and all novelty numbers we find good. 
Black oxfords for street wear are having 
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excellent sale, and black and brown blu- 
chers for men are good numbers.” 


Carrying Corrective Shoes 


J. E. Tryzelaar has opened an attrac- 
tive little store on Park Street, near 
Washington, in the newly remodeled 


Platt building. Mr. Tryzelaar will carry 
only corrective shoes for women. He is 
featuring the Arch Aid shoe and specializ- 
ing in fitting shoes to correct foot troubles. 


One-Price Sale 


Offering 92 styles of new fall shoes, in- 
cluding about 9,000 pairs, the Goodyear 
Shoe Company recently opened acampaign 
for fall business with a one-price sale. The 
entire line was marked at $5.85 and news- 
paper advertising and window display 
brought customers. Strap pumps in suede 
combinations were prominently featured 
and satin and patent pumps were popular 
selections. Oxfords in many styles were 
shown in calf and suede and combination 
effects were noticeable. Brown and shades 
of tan and wood tones were offered in the 
many models and preference was given to 
these colors. Black satins were also good 
sellers. 





Dealer Help for ‘‘Foot-Kare”’ 
Dealers 


In keeping with their policy to help 
dealers sell more of their branded line of 
“Foot-Kare’’ shoes for children, H. Mal- 
kin’s Sons of New York are at present 
working up a beautiful glass window dis- 
play sign. Many of their customers have 
already viewed this sign with approval. 
Upon completion of the sign, Malkin will 
be glad to supply their trade upon request. 
Officials of the company report an in- 
creasing demand for this branded line. 











hy Are Shoes So High and Hides So Cheap? 


The cot shown below represents an Amencan Made Shoe. 
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Advertising Made to Serve You 


Merchandise lives or dies as it does or does not meet a human need. Adver- 


tising is subject to the same law of service. 


what it gives, not what it gets. 


The real measure of its value is 


But you are not interested in a// advertising any more than you are in all 


merchandise. 


That is one big reason why you have a highly specialized 


Business Paper in your field such as the one carrying this advertisement. 

















LIST OF MEMBERS 


Each has subscribed to and is maintain- 
ing the highest standards of practice in 
its editorial and advertising service. 


Advertising and Selling 

American Architect & Architectural 
Review 

American Blacksmith, Auto & Tractor 

op 

American Exporter 

American Funeral Director 

American Hatter 

American Machinist 

American Paint Journal 

American Paint & Oil Dealer 

American Printer 

American School Board Journal 

Architectural Record 

Avtomobile Dealer and Repairer 

Automobile — . 

Automotive Industries 


Baker’s Helper 

Bakers Weekly 

Boiler Maker (The) 

Boot and Shoe Recorder 

Brick and Clay Record 

Building Age & The Builders Journal 
Buildings and Building Management 
Building Supply News 


Canadian Grocer 4 

Canadian Machinery & Manufacturing 
News 

Canadian Railway & Marine World 

Candy and Ice Cream : 

Chemical & Metallurgical Engineering 

Clothier and Furnisher 

Coal Age 

Concrete 

Cotton 


Daily Metal Trade 
Domestic Engineering 
Dry Goods Economist 
Drygoodsman 

Dry Goods Reporter 


Electric Railway Journal 

Electrical Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly 

Engineering and Mining Journal-Press 
Engineering News-Record 


Factory 

Farm Implement News 

Fire and Water Engineering 
Foundry (The) 

Furniture Manufacturer and Artisan 


Garment Weekly (The) 

Gas Age-Record 

Good Furniture Magazine 
Grand Rapids Furniture Record 


Haberdasher (The) 
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How It Works for You 


What it does for you and 
your field editorially is self-evi- 
dent, but its aditorial service is 
just as vital. Instead of a buyer 
having to depend upon gossip, 
hearsay and driblets of informa- 
tion from this or that source, he 
gets it all between two covers. 


Yet advertising is NOT an added 
expense, but an improved distribu- 
tive process, which takes the place 
of slower, more costly and less 
efficient methods. 


That is why it pays to read 
advertising even more than it 
pays to advertise. Especially if 
you read it in papers which have 
met the exacting requirements 
of membership in The Asso- 
ciated Business Papers, Inc., for 
one of its standards of practice 
requires that a paper must de- 
cline any advertisement which has 
a tendency to mislead or which 
does not conform to business 
integrity. 


You are invited to consult us freely 
about Business Papers or Business 
Paper advertising 


———— — 
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LIST OF MEMBERS 
(Continued) 


Hardware Age 

Hardware & Metal 

Heating and Ventilating Magazine 
Hide and Leather 

Hospital Management 

Hotel Monthly 


Illustrated Milliner 

Implement & Tractor Trade Journal 
Industrial Arts Magazihe 

Industrial Engineer 

Inland Printer 

Iron Age 

Iron Trade Review 


Lumber 
Lumber World Review 


Manufacturers’ Record 

Marine Engineering & Shipping Age 
arine Review 

Millinery Trade Review 

Mill Supplies 

Modern Hospital (The) 

Motor Age 

Motorcycle and Bicycle Illustrated 

Motor Truc 

Motor World 


National Builder 

National Cleaner & Dyer 
National Hotel Review 
National Laundry Journal 
National Miller 

National Petroleum News 
Nautical Gazette 

Northwest Commercial Bulletin 


Oil News 
Oil Trade Journal 


Power 

Power Boatin 
Power Plant 

Printers’ Ink 
Purchasing Agent 


Railway fee 

Railway Electrica! Engineer 

Railway Engineering & Maintenance 
Railway Mechanical Engineer 
Railway Signal Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 


Sanitary & Heating Engineering 
hoe and Leather Reporter 

Shoe Retailer 

Southern Engineer 

Sporting Goods Dealer 


Tea and Coffee Trade Journal 
Textile World 
Welding Engineer 


Western Contractor 
Wood-Worker (The) 


ngineering 

















THE ASSOCIATED BUSINESS PAPERS, Inc. 


HEADQUARTERS : 




















JESSE H. NEAL, Executive SecretTary 
220 West 42nd Street 


NEW YORK CITY 
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Untrep Fast Color EYELET COMPANY 
. ALBANY BUILDING 


205 Lincoln Street, Boston, Mass. 


Septexber 27, 1923. 


From United Fast Color Eyelet Co., 
205 Lincoln Street, 
Boston, Mass. 


Dear Sir; 


Probably no article of wearing apparel has greater mysteries for the 
consumer than the shoe. 


How many of your customers understand the manufacturing processes of the 
shoes they wear? How many are familiar with the materials of which their 
shoes ere made? And still there are surprisingly few people who fail to 
recognize the quality shoe on sight. ~ 


Shoes like people are regularly judged on first impressions. With the 
possible exception of fit, therefore, it is the visible features of the 
shoe that decide tts sale. d 


Visible Eyelets are outstanding “visible 
features* and can be turned into a 
A Proof atrong argument for the sale of the 


. shoes 
of Quality ; 
E ~ When you show shoes with Diamond 
Brand Fast Color Eyelets you 
offer a most attractive selling 
feature, The Diamond Brand 
DIAMOND Ryelet identifies quality, style 
y and fit + it 4@ significant of 
the finished shoe of sterling 






Diamond Brand 


(VISIBLE 


Fast. Color Eyelets 












: Made in 
2 any color 
: to match 


; worth. 

: the leather Try out the "Visible Eyelet 

of the shoe N am a° when making your next 
£ sele 





‘ Very truly yours, 
Where before the consumer merely ac 
cepted visible eyelets as optional items UNITED PAST COLOR EYELET COMPANY. 


\ [ESMOND Heanad \Visible Past Color Bye 


fets have celluloid tops which alway* look 
new and acvor wear brawy They promote casy 
.  meang, retain their uriginal finish indefinitely, and 


actually outwenr the shor 


/ 
Oo 









on footwear, they now demand them as 
factors that indicate quality, assure coe- 
venience, and represent all that is good 

in timely style and fashion. 
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Dealers Cashing in on this Advertising 





American Weekly Sunday November 18, 1923 











Quick, sure relief 


from ALL Foot Ills 


Do your feet ache and birn, your toes feel cramped, 
your ankles hurt, and your legs and back throb with 
pain? Do your ankles swell, have you callouses on the 
bottoms of your feet—corns or bunions? Are your heels 
runover, your shoes distorted and unshapely ? 

There's no need to suffer these foot tortures another day. No 
matter how bad the pain—no matter what remedies have failed to 
cure it—youcan have instant and permanent relief now. Whatever 
your foot trouble is, you will find here a sure way to quick relief. 


Why your feet ache 

Straining and weakening of the muscles and ligaments that support 
the arch of the foot is the direct cause of most all foot ailments and 
bodily pains and aches as well. When these muscles and ligaments 
become weakened they allow the arch of the foot to sag and break 
down under the bedy’s weight. This displaces the delicate bone 
structure of the foot, compresses the tiny nerves and not only 
causes severe pain but quickly distorts the shoe as well. 


Practical, scientific relief 
Dr. Wm. M. Scholl has given to foot suff the only p land 
scientific devices ever designed for the instant and permanent relief 
of these tortures. He has recognized that cure must come by 
removing the cause. 

One of Dr. Scholl's most important inventions for the relief of 
foot trouble is Dr. Scholl's Foot-Eazer. This is a scientifically 
built device that bridges the foot from heel to ball. It gently but 
firmly supports the arch—removes all strain on the aching muscles 
and ligaments—instantly relieves aching feet and legs and body 
weariness. In addition to the Foot-Eazer, Dr. Scholl has per- 
fected an appliance or remedy for every foot trouble. 


Decide to get relief now! 

Don’t put off another day the relief which you can surely have 
from the tortures of foot trouble. If you suffer from tired aching 
feet, weak ankles, pain in the heel, leg or back, burning or cramps 
in the foot, corns, callouses or bunions—go at once to your shoe 
dealer. Have the Foot Expert there fit you to the Dr. Scholl 
device you need to get relief. You'll walk out of the store feeling 
like a different person. 


The Scholl Mfg. Co. 
Largest Makers of Foot Specialties in the World 
213 West Schiller St., Chicago 62 West 14th St., New York City 

112 Adelaide S., Toronto, Canada 


Dr Scholls |= 


Foot Comfort Appliances 





ee 


Dr. Scholl's Walk-Strate 
Heel Pads 

















‘holl’s Foot Soap 
. Scholl's Foot Balm 


g 
EEE 
; 


. Scholl's “2” Drop Corn Remedy 
. Scholl's Kiropedic Corn File 

. Scholl’s Heel Cushions 

- Scholl’s Walk-Strate Heel Pads 
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‘ago 
. 14th 8t., New York City 


Please send me a une Sf Be Senoll’s Zino- 
| estates his booklet, “The Feet 








The above advertisement greatly reduced, will appear in the American Weekly 
on Sunday November 18th. This publication has 4,500,000 circulation with about 
20,000,000 readers. It will send customers to your store if you hook-up with it. 








The most favorable reports are 
coming in from all parts of the 
country from shoe dealers who are 
feeling the beneficial results of our 
Big Fall Advertising Campaign. 


At the left is another smashing 
piece of copy which will reach at 
least 20,000,000 readers. In addi- 
tion to the American Weekly—the 
greatest advertising medium in the 
world—copy is appearing regularly 
in such well known publications as: 


The Saturday Evening Post 
Ladies’ Home Journal 
Woman’s Home Companion 
Pictorial Review 

American Magazine 

Literary Digest 
Cosmopolitan 

Red Book 


This advertising is your advertising. 
Every dollars worth of business it pro- 
duces must come through the dealer’s 


store. 


Let the foot-sore people in your com- 
munity—the people who are reading this 
advertising—know that you specialize in 
Dr. Scholl’s Foot Comfort Service. 
Some newspaper advertising, a window 
display and the distribution of booklets 
and inserts will give you the necessary 
hook-up. 


Write today for our Plan for Promot- 
ing your shoe and Foot Comfort business. 


The Scholl Mfg. Co. 


Largest Manufacturers of Foot Specialties 
in the World 


213 W. Schiller St., 62 West 14th Street, 
Chicago, Illinois New York, N. Y. 


112 Adelaide St., East 
Toronto, Ont., Canada 
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DES MOINES 


Cold Spell Results in Buying 


Men Show Preference for High Shoes as Weather Changes — 
Conventions Stimulus to Retail Trade 


ES MOINES had its first touch of 

cold weather during the week ending 
November 3; the mercury dropped to 15 
degrees above zero. Retail shoe business 
increased just about as much as the 
temperature decreased. Every retail store 
in the city did an unusual volume of 
business. The increase in sales was dis- 
tinctly noticeable due to the quiet spell 
which prevailed in the trade during the 
past three weeks. 

Men’s sales increased very much with 
the advent of the cold spell. The tendency 
on the part of men was to change to high 
shoes of heavier leathers, black being the 
popular color. 


Holmes J oins Heggens 


A. J. Holmes recently assumed the 
duties as manager of the men’s shoe de- 
partment of the Heggen Shoery at 313 
Seventh Street. The store is a two-price 
standard store selling men’s and women’s 
shoes at $7 and $8. 


Convention Brings Business 

Three large conventions held their an- 
nual meetings here. Most of the shopping 
of the Tri State Medical Convention was 


done by the wives of the medical men. The 
great volume of business, however, came 
from the Iowa State teachers who held a 
three-day convention. This is always a 
source of profit to local shoe merchants as 
the teachers generally stock up on their 
shoe needs for the next few months during 
there visit here. 


An Attractive Window 


Jack Cameron, veteran window trimmer 
of the Harris-Emery Company and an 
annual winner of prizes of the National 
Window Trimmers Association, has com- 
pleted a combination of ladies’ hose and 
shoes in a display that is a masterpiece. 
The background of the shoes is of a golden 
brown color with much black in it. 


The majority of the styles shown are 
black in color but also many of the latest 
strap and cut-out patterns in the new 
brown shades are featured. The hosiery is 
silk and wool with combinations of bril- 
liant checks as the outstanding style 
features. 

In another window there is a display of 
the new styles in women’s suits and even- 
ing dresses in combination with the new 
ideas in fall footwear and hosiery. 





NASHVILLE 


Marked Improvement in Retail Lines 


Good Outlook for Shoe Business Ahead—Novelties in Womens 
Patterns Selling Freely 


DECIDED improvement in busi- 

ness during the week ending Novem- 
ber 3 was noted throughout the entire 
retail district of this city. Retail shoe 
merchants of Nashville report that the 
general improvement in other lines of in- 
dustry is having its good effects on their 
business. They expect a continuation of 
the better business and as a result the out- 
look ahead is bright. They are making 
their plans accordingly. 

Novelties in the shoe line are command- 
ing a ready sale at the present time. 
Business is said to be better than it was 
at this time last year. 


Retail Merchants Meet 


One hundred and two representatives of 
20 local retail shoe firms gathered at the 


Hermitage Hotel recently for the semi- 
annual banquet of the Nashville Retail 
Shoe Dealers’ Association. 


Allen Meadors was toastmaster for the 
occasion. An address was given by Morris 
Ellis of the Ellis Shoe Company, president 
of the association, in which he declared 
that the membership of the body had 
doubled both in number and spirit since 
the banquet six months ago. 

Rabbi Richard Stern, the next speaker, 
in searching for a relationship between the 
preacher and a member of the retail shoe 
dealers’ association, declared that a minis- 
ter was a mender of souls. During the 
remainder of his speech he urged that the 
business men of Nashville develop a spirit 
of civic patriotism. “We don’t know how 
strong we are,” he insisted, “‘and we fail to 


JAMES LINCOLN CRAWFORD 


He was associated with The Geo. W. Kies Co. 

retail shoe merchants of Norwich, Conn. for 43 
years. Mr. Crawford died in September. He was 
59 years of age. In 1907 he was epneed to part- 
nership and the style The Geo. Kies Co. was 
adopted. — paar darumed ee = as 
manager ame president a reasurer. 
His son, J. Lincoln Crawford. is now store 

manager. 





realize what we might accomplish.’ Dur- 
ing the course of the evening a musical 
program was given. 

Several thousand dollars worth of new 
fixtures, including a series of expensive 
opera chairs, have been installed in the 
shoe store of John A. Meadors & Sons. 
The company also has separated the store 
into three departments—ladies, men and 
misses and children. 


Nathan & White Making 
Wilson Sewed Shoes 


The Nathan & White Shoe Company, 
Malden, Mass., is a recent addition to the 
ranks of those making light, stylish shoes 
of the Wilson Sewed type for women. 
Under the direction of Superintendent 
Spinney, the Nathan & White factory 
broke all records for welt establishments 
from the installation of the process to the 
first deliveries of Wilson Sewed shoes. The 
company occupies all but one floor of their 
building at present and plans to take over 
the top floor the first of the year. Their 
business at present is 90 per cent Wilson 
Sewed in novelty and staple patterns of the 
newer varieties. 





—The new way of putting it is that a 
man is twice as old aayhe looks and a girl 
is as young as her heels.—Los Angeles 
Times. 































er Milwaukee Chairs are manufactured master- 


pieces—masterpieces of the chair makers art. 
Here are store chairs that emphasize the individ- 
uality of the merchant’s choice. 

They are not quickly made—nor of anything but 
the highest grade materials—for good chairs can- 
not so be made. 

The finest woods, the work of master chair builders who 


4 enjoy their craft and designers who pride themselves on 


the best, make Milwaukee Chairs, the right seating for the 
discriminating dealer. 
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Re? S 3028 F. D. Adams Type 
> Height of back from seat 
21 in. —Width outside meas- 
urements 20 in.—Made in 
Birch—Mahogany or Wal- 
nut Finish—Solid Mahog- 
any or Walnut. 






















Send for 















S 3171 F. Twentieth Cen- 
tury Fitting Stool 
Length overall 25 in.— 
Height 15 % in.—Corrugat- 
ed Rubber Foot Rest-- 
Made in Birch-—Mahogany 
or!'Walnut Finish—Quarter- 
ed Oak—Solid; Mahogany 

or Walnut. 


your Copy 








The Milwaukee Chair Company 
624 South Michigan Ave., Chicago, III. 
For Over Half A Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturers‘of Office Chairs in the World 
Mil waukee Chicago New York Portland Minneapo.'s 
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A PROFITABLE NOVELTY SLIPPER FOR 
YOUR CHRISTMAS TRADE! 


PRICE 72c 
Terms: 5% 10 days 
F.O.B. N. Y. 







Style 31-P 
Sizes 6-11 


36 pr. 1 color to cas © 


Men's Felt Everett with Novelty Plaid Collar in Red or 
Gray. Colors of Shoe in Navy Blue, Maroon, Brown or 
Oxford Gray 26 oz. Quality Felt. 


GENERAL FOOTWEAR CO., Inc. 


MANUFACTURERS 
476 BROADWAY, NEW YORK 





















Shoe Thread for At 
Once Shipment 


Don’t worry if your 
stock of sewing 
thread is low. Or- 
ders sent to us get 
immediate atten- 
tion. All kinds of 
thread needed by 
the shoe trade are 
carried in_ stock 
ready for at once 
shipment. Use 
Meyer’s thread and 
have the best. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U. S. A. 




















3 GREELEY™ 


BOUDOIRS 


Are like good books. 
There’s many a happy 
ao pall 1 anal he 
comfort ap’ is captiva- 
ting. Contes with this, 
GreeleyWorkmanship and 
an unbeatable combina- 
tion is created. Write to- 
day for samples and prices. 






In Black or Colored 
Kid. 36 pair lots 
only. - 

If your Jobber Cannot Supply You, Write Us. 











ya A. W. GREELEY, Haverhill, Mass. 5X 








APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 

wing children and as a fully venti- 

ated shoe, the Burkley Ventilated Foot 

Developer is unexcelied. Well known 
surgeons recommend its use. 

ake your stock of 

children’s shoes 

VENTILATIONS: complete by sending 
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our order loday. 
hone Brockton 2133 
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for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 
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Cincinnati News Notes 


New Wage Scale 


The Boot and Shoe Manufacturers’ 
Association and the locals of the Boot and 
Shoe Workers’ Union have reached a 
satisfactory agreement which will go into 
effect on November 1 for a period of one 
year. 

Under this agreement the wages of the 
shoe workers will be restored to the scale 
in effect prior to May 1, 1922. According 
to W. H. Tateman, secretary of the 
Cincinnati Boot and Shoe Manufacturers’ 
Association, the new scale makes up for the 
five per cent cut in regular wages which 
was made last December and also the 10 
per cent cut in case work, and places all 
wages on a piece-work basis. 


Describes Pattern Room 


The October issue of The Foot-Saver 
Magazine, published by The Julian and 
Kokenge Company, announces that each 
month the readers of this house magazine 
will be taken on a journey through one of 
the departments of the factory. The first 
article is a description of the pattern room 
and the various operations performed in 
this part of the factory. 


Creased Vamp Popular 


Plain toe oxfords with the creased vamp 
are in big demand, reports the Vollman- 
Lawrence Company which has found it 
necessary to increase its production on 
three different occasions in order to meet 
the demand for this type of shoe. 


Production Shows Increase 


The Travers Shoe Company reached 
the peak of its production of the past 
seven years during the week ending Octo- 
ber 27 according to Richard T. Drukker, 
vice-president. Mr. Drukker, just back 
from a survey of the eastern shoe markets, 
states as his belief that the early spring 
season will witness a demand for gray 
suede, beige suede, patents and satins 
while the late spring and the summer of 
1924 will see the development of a vogue 
for all-white kid without any trimmings 
or color combinations. Straps and pumps 
with cut-out effects will continue to have 
much popularity among the feminine 
public. 





New Shoe Stores 


Eugene J. Labrosse, Montreal, Quebec. 
B. Patry, Person Street, Fayetteville, 


z 
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Late Milwaukee Notes 


Purchases Store Building 


The Diamond Shoe Co., operating a 
chain of retail shoe stores in Wisconsin has 
purchased from the J. R. Chapman Co. of 
Oshkosh, Wis., the building in which the 
Diamond branch in that city is located. 
Mr. Chapman, who had originally intend- 
ed to occupy the Diamond store, will move 
into the store now occupied by the Walk- 
Over Shoe Co. which in turn will move to 
the building to be vacated by Luther 
Davies & Co. The Diamond store has 
occupied the building for the past four 
years. 


Company Purchases Store 


The Card-Vieth Co., operating a chain 
of shoe, clothing and furnishing stores in 
Wisconsin, has purchased the E. G. Prell- 
witz Clothing and Furnishing Store of 
Ripon, Wis. The Card-Vieth Co. maintains 
headquarters at Sparta, Wis. Spencer 
Vieth will take charge of the Ripon store, 
which opened for business on Nov. 1. 


Credit Men Arrange Lectures 


Announcement of a special course for 
credit men has been made by the Mil- 
waukee Credit Men’s Association, the 
course to be given by the Milwaukee Vo- 
cational School. A series of 12 lectures on 
“Our Economic System, Its Foundations 
and How It works,” will be given each 
Wednesday starting on Nov. 7. The course 
is given by arrangement with the North- 
western University school of commerce. 


Credit Men Meet 


More than 500 credit men from all parts 
of Wisconsin and Upper Michigan met at 
the Hotel Pfister in Milwaukee for a one- 
day session devoted to study of current 
credits and collections. The sense of the 
meeting, determined through open dis- 
cussion, was that present credit conditions 
from the wholesale viewpoint were gener- 
ally satisfactory. 

Speakers voiced the opinion that the 
country is at the crest of a wave of pros- 
perity, with the period of decline in activ- 
ity not yet in sight. Ex-Governor Henry 
J. Allen of Kansas was one of the speakers 
at the banquet held following close of the 
business sessions. Many shoe credit men 
were in attendance at the conference. 


Plan Busy Winter 


Merchants of La Crosse, Wis., have 
decided upon more frequent community 
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merchandising events for the coming 
winter and have already laid preliminary 
plans for a Dollar Day, Suburban Day, 
Christmas opening and a shop early cam- 
paign.. More than 100 merchants are co- 
operating in arranging the various events. 


Enter Hide Business 


A hide and tallow plant to cost $100,000 
will be built by a co-operative organiza- 
tion formed among the meat dealers of 
Milwaukee and Wisconsin. The plant will 
be operated by the Wisconsin Tallow and 
Calfskin Association and will be located at 
the south end of the Sixteenth street 
viaduct in Milwaukee. A feature of the 
plant will be a new rendering process which 
will do away with the stench common to 
the old method. Construction of the build- 
ing will start either this winter or early 
next spring. Jacob Herman of Milwaukee 
is president of the new corporation; C. J. 
Turck, vice-president; A. J. Gahn, treas- 
urer and Emil Priebe, secretary. 


Walk-Over Employees 

f Organize 

A Walk-Over Booster club has been 
formed by employees of the Walk-Over 
shoe store of Milwaukee. The sales force 
gathered at the home of Adam Zareck, 
assistant to Charles Helmbacher, store 
manager, and were entertained at a 
smoker. The following officers were 
elected: Sidney Weber, president; H. R. 
Schmechel, vice-president, Paul Haese, 
secretary and treasurer. Entertainment 
was provided by Harriet and Chester 
Zareck. 





Merchandising Classes 


Retail shoe merchants are co-operating 
with other merchants of Akron, in the 
organization of co-operative merchandis- 
ing classes, to be held at headquarters of 
the Akron Merchants Association and at 
Central High school. The classes will be 
composed of younger clerks selected from 
the downtown stores by their employers. 
They will divide their time between the 
class rooms and the stores. Miss Dorothy 


-Baldwin has been retained as instructor. 


When the students complete their course 
they will receive a diploma, and given 
regular employment. 





New Shoe Stores 


E. Pacyna Company, 21 North Wabash 
Avenue, Chicago. 

Statler Shoe Company, 19 South Wells 
Street, Chicago. 
Neipert Boot Shop, Portland, Maine. 
Belvedere Boot Shop, Stacyville, Maine. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 








yoni REVERSES 


Birmingham, Ala.—M. S. Tenenbaum, boots and 
shoes, etc., reported petitioned or petitioner in 
bankruptcy 

Vernon, Ala. —Elledge & Co., general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Alexandria, Ark.—J. J. Schichtel, general mer- 
chandise, reported petitioned or petitioner in 


uptcy. 
Montrose, Ark.—Turner Bros. Mercantile Co., 
general ‘merchandise, reported petitioned of peti- 
tioner in bankruptc. 


Bakersfield, Cal. ~ % Wisekopf (The Hub) boots 
and s , etc., extension granted. 
ridgeport, *Conn.—Senate Shoe Co., retail and 
mail order east ones shoes, offering to 
compromise at 30 per cent. 
Quincy, Fla.—Shelfer Burghard Guy Co., general 
Senkra ndise, reported petitioned or petitioner in 
nkri 


ie —Ned H. Berger (Berger's Bootery) 
“— 28 W. —— —- boots and shoes, re- 


ported off promise at 25 per cent. 
Theo cA r ryk Gis6 Fullerton Avenue), 
general merch: 
Manchester, a — ¥ ane boots and 
shoes, etc., 


Arkansas City, ted assigned Mercantile Co., gen- 
eral merchandise, reported petitioned or peti- 
tioner in a ~- ~ 4. and receiver appointed. 


Wichita, Greenbaum, Lillian 
+ “general merchandise, reported 
petitioned or petitioner in bankruptc Diet i 

Bow ling Green, Ky.—Samuel Nelson (Main Street) 


boots and shoes, etc., reported petitioned or 
petitioner in bankruptc 

Boston, Mass.—United Siates Shoe Co., whole- 
sale boots and shoes, reported offering to com- 
promise at 20 cent. 

Lynn, Mass.—John J. Couhig, shoemaker, re- 
ported pen? or petitioner in bankruptcy. 
Detroit, h.—Nathan Kaplan (1009 Westunin- 
ster Avenue), boots and shoes, etc., reported 
petitioned or pectennes in ptcy and re- 

ceiver app pes 

Jackson, M ich.—Cohen Bros. (Cohen Boot Shop), 

reported assigned . 

Austin, Minn.—J. F. Prochnow, general merchan- 
dise, reported assign 

Randall, Minn. —Albert Magnuson, general mer- 
cha ndise, reported petitioned or petitioner in 
bankruptcy 

Kansas xt Mo.—Robert R. Greene (Cinderella 
Boot Shop), boots and shoes, reported petitioned 

_——— in bankruptcy. 

—~ tt, Shop, a and shoes, etc., 
reported o ¢ to compr: 

Philip Slobodian (2903 } Southwest Boulevard), 
boots and shoes, etc., reported petitioned or 
petitioner in bankruptc 

Morristown, N. | on > Mfg. Co., arch 
support manufacturers, receiver ap- 
pointed. 

Newark, N. J.—Abraham Bratspis (96 Wilson 
Avenue), boots and shoes, reported petitioned or 
petitioner in bankruptcy and receiver appointed. 

New York City—Pennant Nove!ty Co. Inc. (332 
Broadway), manufacturers of brief cases, re- 
ported offering to comp romise. 

Republic } potenti Co, (423 Broadway), 
wholesale general merchandise, reported peti- 
tioned or petitioner in bankruptcy and receiver 
appointed. 

imes Square Luggage Shop Inc. (403 Sixth 
Avenue), luggage and leather goods, reported 
assigned. 

Warner & Peper, Inc. (57 E. 11th Street), Im- 

ters, reported petitioned or petitioner in 
nkruptey. 

Webster Bootery Inc. (412 E. 167th Street), 
boots and shoes, reported assigned. 

Brooklyn, N. Y.—Frant & Friedman (Lorraine 
Bootery) (114 Manhattan Avenue), boots and 
shoes, reported meeting of creditors called. 

Schwartz Trunk & Leather Goods Co., re- 
ported petitioned or —— in bankruptcy. 

Berl Shaff (102 Sumner Avenue), general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 


Rochester, N. Y.—Duffy-Powers Co., department 
store, reported receiver appointed. 

Englevale, N. D.—Englevale Co-operative Mer- 
cantile Co., general merchandise, reported offer- 
ing to compromise at 30 per cent. 

Fillmore, N. D.—Tom Mike, general merchandise, 
me assigned. 

we . D.—E. G. Peterson, general merchan- 

eported assigned. 

Enid, Okla. ‘ia. —E. W. Hunt Co., boots and shoes, etc., 
reported stitioned or petitioner in bankruptcy. 

Quinlan, Okla.—Quinlan Mercantile Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Wynona, Okla.—Leonard E. Morris, general mer- 
chandise, reported petitioned or petitioner ia 
bankruptcy. 


BUSINESS CHANGES 


Los Angeles, Cal.—V. Angeleri (2805 Pasadena 
pvenna). & boots and shoes, reported succeeded by 

West Alhambra, Cal. ne Shoe _- Co., shoe 
manufacturers, incorpora 

Tuttle, Idaho—Tuttle Mercantile Co. -» general 
merchandise, incorporated $5000 

Hartford City, Ind.—Sam Becker, boots and shoes, 

reported sold out or closed out bogies at Hart- 

ford City and removed to Ft. Wayne, Ind. 

South Bend, Ind.—G. L. fone « store, 
chandise, incorporated $50,000. 


Sioux City, Ia.—Henry Borshevs boots and 
shoes, etc., ted sold or cl ‘out business 
and moved to Fonda, Lowa. 

Topeka, Kan.—Warren M. Crosby Co. Inc., de- 


partment store, increased capital to $400, 600. 


West Paris, Me.—The Nation — ve Store, 
general merchandise, incorpora 
Hagerstown, Md.— Maryland Shoe Mie Goss sandal 


manufacturers, reported sold out to 
Co., Annville, ww 
ton, 


commenced =A, Incorpora $25,000. 
ther Co., leather, 
— Co., shoe manufacturers, re- 
B. —~ + Mi h. paar Or 
annister, Mic len Oren, 
reported sold, or closed 7 and —_ 
to Shepher, Mich. 
Jackson, Mich.—Triangle Shoe o. Inc., boots and 
shoes, in capital to $10,000. 
St. Jessgh, Mich. leland & Son (Cleland Boot 
Shop), boots and shoes, reported succeeded by 
Frank Cleland. 


Virginia, Minn. —Shanedling Bros. Dry Goods 
ompany, department store, Julius Shandelin, 
retired. Business will be continued under style o! 


Shandeling Dry Goods Store. 
Trenton, Mo.—A. L. Shirley, general merchandise, 


recentl 
Mont. —Perma Mercantile Co., - 


— handi d, 1 $25, 

merchandise, incorporate. —s> 

Manchester, N. H.—Ideal sy - fg. Co. 
(597 Elm Street), shoe form 4. 3.) 
cently 

Rochester, N. H.—Feineman Store, boots and 
shoes, etc., damaged by smoke and water. 

New York City— Albert Abo (150 Madison Street), 
boots and shoes, reported selling or sold out. 

W. Goodwin & Co., hides, etc., recently 
MAF. 

Binghampton, N. Y.—Army & Navy Store (Harry 
Wolin, proprietor), general merchandise, re- 
ported sold out to Jacob S. Glaser. 

Geneva, N. Y.—W. F. Groden, boots and shoes, 
reported succeeded by Groden & Townsend. 

Queens, N. Y.—Guaranteed ror > Goods Shop, 
leather is, incorporated $10 

Syracuse, N. Y.—The Nettleton Shops Inc. 
and shoes, increased capital to $1, 60,000. 

Fairmount, N. D.—Ottomar Cloeter,, general mer- 
chandise, recentl 

Philadelphia, Penn.—Samue! Gordon (4344-4346 
Germantown Avenue), boots and shoes, etc., re- 
ported succeeded by Gordon Bros. 











Centerville, S. D.—Arthur E. Blades, boots and 
shoes, etc., reported sold or closed out business at 
Centerville and removed to Fairmont, Minn. 


Elizabethtown, Penn.—Anthony J. Marchio, boots 
and shoes, reported petitioned or petitioner in 
bankruptcy. 

Manheim, Penn.—Harry A. Danner, boots and 
shoes, etc., wer petitioned or petitioner in 
bankru ptcy. 

Providence. se Lipman (Enterprise 

Shoe Sh Soo) “da ybosset Street) reported 


Centreville, S. D.—Solomon Robsky, general mer- 
— — reported petitioned dl ’ ee in 
kruptcy and receiver or cogeinte 

Salt’ Lake’ by hed Utah—Fifth t Shoe store (477 

‘ourth Street), reported assigned. 

Blair, Wis.—Jens Hanson (Blair Clothing House), 
a and shoes, "a. a petitioned or 
petiionss in Kentenoss 

El ., Wis. —L. G. Geavene, general merchan- 

petitioned or petitioner in bank- 
rup 


autre Wyo.—Jacob Raffleock (Wyoming D. G. 
Store), boots and shoes, etc., reported petitioned 
or petitioner in bankruptcy. 





Louisville News Notes 
Adds Boyden Line 


Levy Brothers, operating one of the 
largest general men’s stores in Louisville, 
recently added the Boyden line of men’s 
shoes. Levy Brothers are offering this line 
at a price of $12.50 a pair. 


Fedler Opens Men’s Store 


The new men’s shop of the Boston Shoe 
Company, at Fifth and Jefferson St-eets, 
has been opened, making the second 
branch for the big Fourth Street house of 
J. C. Fedler Sons Company. This store is 
handling men’s shoes exclusively. 

Recently the company opened a branch 
store, a children’s and women’s health 
shoe store, located on Fourth Street, near 
Chestnut. The three stores are within a 
radius of four blocks. 








SHOE STORE 
CHAIRS 
SETTEES 








- WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per insertion. 
inimum amount accepted, seventy-five cents. For other “Want” 
advertisements, seven cents 
mum amount accepted, $1.25. Ads wader this headi 
up to noon on Tuesday of week of publication date. 
desire answers to come in care 
allowed in each advertisement for address. 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


word for each 


for each insertion. Mini- 
will be received 
hen advertisers 
twelve words must be 
hen advertisers desire 


this offi 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 





GALESMEN WANTED—To handle as side line 
the best men’s and boys’ moccasins in welt or 
nailed, on the market. Address E-392, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass 


GALESMEN WANTED—Salesmen to carry as 
= fe om oe ae boudoirs and 
soft and hard-toe ippers n stock pro; 
ny Ba vie ey liberal commission. The Vocus Sinn 
averhill, Mass. 


Wine he live salesmen for Illinois, 
Indiana, and Iowa, capable of taking hold of a 
real quality. m middle western made line of men’s 
AIL Welts. The best selling and repeat- 
= line of real values in the field today. A regular 
line for a regular ““Go-Getter” producer. Do not 
apply unless you have the connections and the 
following to put over a volume of business. Six per 
cent straight commission paid weekly. Address 
E-393, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


GALESMAN WANTED—Wholesale shoe house 
selling retail trade desires experienced ri 
sentative for Connecticut territory. Address E-394, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 




















Wanted—20 Go-Getters— Wanted 


We want real salesmen—men who can sell shoes in 36 pair case lots to the width. Only 
those who have a good established business. We manufacture the “Light-Art Welts’’— 
up-to-date novelties for women. Also a line of stouts—the best in the country for the price. 

ave been in business for 35 years. Straight 5 per cent commission only. Our Mr. Platz will 
stop at the following hotels to interview applicants. If wf abe: haven’ t the above qualifications, 
visitors 


do not apply, for he will be too busy to entertain ‘ 


Nov. Be and 14 Hotel Statler, he 





fashioned silk hos 
commission. 


18 Sherman, Ch 
Call for oe Ee SS... Muelbach, — City, Mo. 
Mr. Platz « 21 * 2 * Sinton, Cincinnati. 
« 24% “* 25 “ Fort Pitt, Pittsburg. 
“ 26 “ 27 “* New Howard, Baltimore. 
“ 28 “ 29 “* # Adelphia, Philadelphia. 
EVERAL rich territories open to le shoe ALESMEN ae png ao salesmen 


salesmen for a line of 


ull particulars gi 


eohet m nner full 
hosiery to be carried as a side line on 
Colors ay or contrast with shoes 
you now sell. This line of hosiery is extensively 
~~ in the leading Ae papers. Write for 

oo Bg t history to K-570, care 
a Shoe po ler, 127 Duane St., New York. 





SALESMEN WANTED 


Eastern manufacturer making and stock- 
ing a snapp, line of Growing Girls’, 
Misses’, and Children’s Welts has opening 
for resident salesman in Iowa, Missouri, 
Illinois, Indiana, and Michigan. Good line 
to carry with a Children’s Turn Line. 
Straight commission. Give past ex nee 
in first letter. Address E-395, care tand 
= Recorder, 207 South Street, Boston, 
ass. 





ALESMAN for line of fine turns for the oe of 


yivania. References requi 


E-372, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





wer 


moccasins 

and ae “all the flexible and smooth features of 
a —_ and better qualities of a welt. Big 
New York and Pennsylvania and few other 
open. Address E-373, care Boot 

= Shoe Recorder, 623 Powers Bldg., h 


seller. 
good territories 





and misses’ welt shoes, 


ID—Sideline salesman to carry a line of 


calling on well-rated 
to give our in-stock line of 1-5 ‘anesie-ty heel 
3-5 and 4-8 
Sixty styles in-stock and medium-priced. We pay a 
nee rate of commission and will cooperate financi 











turns, 
spring-heel turns and 5-2 stitchdowns. 
with those men furnishing A-1 references. Can 


Nebraska and North 





., Inc., Rochester, 





Whalen 


lished trad trade. >. Woman ‘acture a ee 

foes shoes, with Conese epartment. Wri 
i your experience 

pao 4 held rename Address . Box 7 


SALESMEN—We have a few terri- 
for 12 cylinder salesmen with —_ 


+ y - 
, 21, Mass. 





» 


, 





SIDE LINE 
SALESMAN 


To Carry Very Short Line of 


SANDALS and 
OXFORDS 


Give full details of lines carried 
at present time and territory 
covered. Address E-397, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


TWO SALESMEN 
WANTED 


One for Kansas and Missouri, 
one for Wisconsin and Minne- 
sota. To men who have success- 
fully sold a manufacturer’s line 
of men’s shoes in these terri- 
tories, an attractive proposition 
will be offered. Give complete 
information in first letter. God- 
ing Shoe Co., 833 W. Chicago 
Ave., Chicago, Ill. 














Manufacturer making a general 
line of guaranteed not to rip 
play shoes wants salesmen who 
work their territory close to 
represent them in the States of 
New York, Ohio, Alabama, Iowa, 
Kansas, Michigan. Have estab- 
lished accounts in these states. 
First letter give amount of ship- 
ments, territory covered in de- 
tail, present connection, etc. 
Ramsey’s, 347 Rider Ave., Bronx, 
N. ¥. 














NEW ENGLAND STATES 


With established business. Eastern 
factory line with in stock department 
making Growing Girls’, Misses’ and 
Children’s. Territory open January Ist 
Must be thoroughly acquainted with 
best New England accounts and cap- 
able of good earning capacity. To 
travel with car during open season. 
Married man between thirty and forty 
years of age. Liberal salary, expenses 
and commission to salesman meeting 
our requi ts. All cor Pp 

strictly confidential. Address E-382, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 




















SALESMEN FOR HIGH-GRADE 
SPECIALTY HOUSE 


Wanted to call on established trade 
in Middle West and Southern States. 
Must have best of references. Strictly 
6 per cent commission basis. Monthly 
settlements. Address E-396, care Boot 
and Shoe Recorder, 207 South 3 Street, 
Boston, Mass. 








SALESMAN WANTED 


Prominent Brooklyn manufacturer, 
——e a line of ladies’ welts and 
rns, require the services of salesmen 
of high calibre to cover cotecesd terri- 
tories. Address ““C. C.,’’ P. O. Box 822 
City Hall Station, New ‘York City. 








MILWAUKEE DRESS SHOES. Excel- 
lent eoperreniy for salesmen with 
established trade to get volume busi- 
ness with our dress welts to retail at 
$5, $6 and $7. No objection to — 
conflicting lines. Address E-379, ca: 
Boot and Shoe Recorder, 207 South St St. op 
Boston, Mass. 











WANTED—Experienced salesman to 
sell a line of medium grade Children’s 
Turn shoes on commission basis. This 
is an old established firm that - 
expanding and offers a splendid o; 
tunity to the right man to et - bit. 
Address E-375, care Boot and 
pomeeden, 207 South Street, BL 
ass. 














n-conflicting line. Following 
rte open: New England states, New York, 

western states. 
Give all details in ap . a R. C. Milow Shoe 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





ANTED—Good salesmen with established 
trade to carry (with their present lines) 14 
men’s welts to retail at $5.00. All carried in stock. 
Commission basis only. missions paid each 
month. State what terri you cover and what 
line Boot and Samples ready now. Address E-278, 
=e _ and Shoe Recorder, 189 W. Madison St. 
icago, 





POSITION WANTED 


I ETAIL shoe salesman. Eight years’ e ience. 

Thirty-seven years of age. Married. Open for 
position January first, with idea of becoming finan- 
cially interested after a time. Willing to go where 
opportunity seems best. First-class references. 
Address E-401, care Boot and Shoe Recorder 207 
South St., Boston, Mass. 








YOUNG MAN, seven years’ shoe experience, 
desires position as manager, or assistant to 
manager or proprietor. Knows the shoe business. 
Best references. Address E-400, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Be AND MANAGER DESIROUS MAK- 
ING CHANGE—I5 years’ experience men’s 
and ~ A s high-grade footwear. I know shoes 
and the retail game from the ground up, Chicago, 
St. Louis and Kansas City experience. Address 
E-353, care Boot and Shoe heserder, 801 Leather 
Trades Bidg., St. Louis, Mo. 








HELP WANTED 


A POSITION is open in our sales room for a shoe 
man, 25 to 30 years old. He must have re- 
sponsible endorsement and at least two years’ ex- 
perience in a retail shoe store. The man we select 
aay! be of develop — | a road — 
man rite, giving a present and past employ- 
ment, education, etc. The Hard & FitzGerald Sh hoe 
Co., Utica, N. Y. 


EPRESENTATIVE WANTED to sell pearl 

shoe buttons in St. is, Cincinnati, Mil- 
waukee, or Chicago, as a side line. Commission 
basis. Address K-574, care Boot and Shoe Re- 
«order, 127 Duane St., New York City. 














MANAGER WANTED 








Manager 
MEN’S HIGH-GRADE SHOE STORE 


New York resident preferred. Not over 
40 years of age. Must have lots of ex- 
perience handling large vol of busi- 
ness. Capable of earning $5,000 per 
year. Opportunity for advancement to 
general managership. Write, Box K- 
562, care Boot and Shoe Recorder, 127 
Duane Street, New York City. 




















Experienced Young Man. Wants 
Job on Production or Execu- 


tive End of Factory Work 


An ambitious young man wants factory job which he can improve by hard work and 
ability. Thoroughly understands the sheet system and how to install it. Familiar with 
requirements of fancy style shoes, and all necessary factory operations. Has business ex- 
perience of 8 years—four of them on executive end of shoe manufacturing, planning and 
production work, methods, systems and actual operation of same in factory. Desires 
position on production or executive end or combination of this work with selling. Address 
E-402, care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 














LINE WANTED 


FOR SALE 





SAL LESMAN, iz years’ xperience, with car, 
desires line of ladies’ novelties. Address K-575, 
care Boot and Shoe Recorder, 127 Duane St., 
New York City. 


Wap. of medium priced 

men's 

young man of life retail experience, personality, 
nowy bememrbnny best education, and A-1 references. 

Address E-387, care Boot and Shoe Recorder, 

207 South St.. Boston, Mass. 


ANTED—A high-grade, cumeriensed chose 
Wea to represent a line of high-grade shoes 
throughout Pennsylvania and vicinity. Address 
E-364, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ANUFACTURER'’S LINES hed ga! 5 to sell 
to the retail trade in New York and Pennsyl- 


a ee Se Se, 


to 
care Boot and Shoe Recorder, 207 South St., Boe- 
ton. Maas. 
XPERIENCED salesman having extensive 
acquaintance in South, ey: and Middle- 
west, and a rr of style, desires a sales 
connection wi house manufa high 





ladies or 














ance is confined to big retail ———- who 
would only consider a first tony ee gy 
Address R-200, care Boot and Shoe Ri 1420 
Widener Bidg., Philadelphia, Penna. 





FOR SALE 4 


on SA) 5 lem and _ fixtures. Two stores" 

El Sterli 
reputations. Prominent’ locations in New Yor 
City. Act quick. Auctioneer, 433 Grand St., New 
York City, Orchard 9245. 























BUSINESS OPPORTUNITY 


R SALE—Established shoe store, fast-growin, 

city of 40,000. Western North Carolina. Good 
location, clean stock, . $22,000; always 
made money; owner has other business. Ad 
E-398, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





Wwe are looking for man for partnership who can 
sell shoes and buy leather and invest capital of 
four or five thousand dollars. For information write 
Martin Massir, 820 Moody St., Lowell, Mass. 





TO LEASE 














TO LEASE 


Ladies’ Shoe Department. A space 
fully equipped, 100 per c-nt location, a 
waulesiel eppastunity for a live con- 
cern selling novelty shoes to retail from 
ten to fifteen dollars. Communicate 
direct. 


THE VOGUE, PORT ARTHUR, TEXAS 











MODERN shoe store for sale with stock and 
fixtures. Good location near Newark. Splendid 
position for right party. Address K-573, care Boot 
and Shoe Recorder, 127 Duane St., New York City. 


HOE FACTORY for sale in the country, but 
accessible to the sity. Lp mie for the manu- 
facture of welt and Mc oes ; also small amount 
of merchandise on hand. Address E-399, care 
Bost and Shoe Recorder, 207 South St., Boston, 
ass. 


WEL = established shoe store in fast wing 

suburban section near New York. In iness 

el a. Owner setting. _o— 
ondertul 0; pertenity or right rty. 

K-571, care Boot and Shoe | A 127 Duane 

St., New York. 


FAMILY SHOE STORE FOR SALE—Only 
shoe store in a thriving community of 7,000 
inhabitants. $2,500 cash and balance reasonable 
terms. Geor, anouse, 229 ag Ave., Hi , 
land Park, New Brunswick, N. J., Phone 508- 











FoR SALE—Stock—Shoes, Findings, H 
Fixtures, Shoe Repair Machinery. a tl 
county seat town. Trade 15 to 25 miles. Job b 


business. care ~~ and Shes 
Recorder, 207 South Street, Boston, Mass. 








FOR RENT 


STORE FOR RENT—In Altoona Pa., for a 
Men’s Five Dollar Shoe Store. We want amen’s 
five dollar shoe store to occupy our store just re- 
cently completed in our building, which is one of 
the most imposing office buildings in Altoona, fac- 
ing one hundred feet on Eleventh Avenue, Al- 
toona’s principal business street. Stone front—steel 
constructed—size of store, 12 x 35 feet, with two 
Kawneer windows. Balcony in back of store—high 
ceiling—steam heated. A. Schulte’s Cigars occupies 
our corner, next to them is our clothing store, 
next to our office entrance is Kranich Bros., 

. We this an ideal location for 
this type of store. Apply to owners, Goldsc 
Bros., Altoona, Pa. 











100% LOCATION 
RICHMOND - VIRGINIA 


Next to one of the heaviest traffic- 
bearing corners and largest transfer 
centers, and on best SHOE block. 
Write, GORDON E. STRAUSE COM- 
PANY, 918 East Main Street, Rich- 
mond, Virginia. 














WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other m ise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 














We buy re: and pay highest cash price 
for — and wholesale stocks of shoes or any 
For "30 poy bie =~] oe. 

Bank and mercantile colwenee 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 7 . lyn 

hone Stagg 1757 
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ANTED TO PURCHASE 


A 








for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 

Kalter Cerf. Mercantile Co., Inc: 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








‘DO YOU CONTEMPLATE 


Retiring or going out of business? We will pay 

value for your entire or surplus stock of shoes. 

Lessee having 0 chest short term to run taken over. 
tablished 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
or wholesale. Short term leases taken off your 
hands. Wire or phone us. Correspondence con- 
fidential. Established 1890. 

me York Ci 

52 Street, New Yo: ty 
We also purchase clothing, — furnish- 
ing goods. etc. P 9633 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
Phone—Spring 9965 


WILL ; SLOW SELLERS FOR 
BUY | ENEIRE SrOCKS® | CASH 


Bargains in shoes always on hand for special 
sales and bargain basements 














MISCELLANEOUS 





W E do contract stitching i at very low i. 
assir, 


For information write Martin 
Moody St., Lowell, Mass. 








Inquiry on Women’s 
Shoe Sizes 


Washington—Shoe merchants of 
Washington believe that 5 to 54B 
or C width for Washington women 
as the average size. Local news- 
papers have conducted an inquiry 
into the question of the most per- 
fect foot. They found that Wash- 
ington women have no false vanity 
about their feet and wear the size 
that fits them best despite what the 
size may be. 

The merchants were unanimous 
in the opinion that Washington 
women would not sacrifice their 
feet to the supposed charm of wear- 
ing a smaller number shoe. Local 
merchants could not support the 
claim that the ideal shoe is 4B or 
4B. 











German Shoe Business Not 
Very Good 


Washington—German shoe merchants 
are hard hit as the result of the continued 
depression in Germany. The Assistant 
Trade Commissioner reporting to the 
Department of Commerce here points out 
that the Association of German Boot and 
Shoe Manufacturers report the low July 
level of retail sales of footwear continued 
throughout August. The great increase in 
the prices of all articles of prime necessity 
has so strained the family budget, that 
the shoe merchant must be left out. 

Not.only are wholesalers and manufac- 
turers troubled with the small volume of 
orders from the retail merchants, but are 
experiencing difficulty in arranging terms 
of payment with them that will permit 
the exacting conditions of payment on the 
part of leather and accessory merchants 
to be met. These, with the prevailing high 
wages and maintenance and costs, and the 
embarrassing tax payment, put a severe 
strain on the financial resources of the 
German shoe manufacturers. 














nevertheless, yqu need the 


All the Time 





No matter what policy you | 
pursue in selling to the shoe trade, 


Boot and Shoe Recorder 





Milbradt Rolling 
Step Ladders 


are made in a great 
@s' many styles to suit all 
5; kinds of stores and 
s shelving. They will en- 
: able you to get along 
| with less help, save the 
=; wear and tear on your 
. shelving, and help the 
epecaste of your store 
=| Shipped subject to ap- 
=| proval and satisfaction 
| guaran 
Write for our latest 
| catalog showing 18 
styles of ladders as well 
as other store fixtures. 


. Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Bristol Patent Leather Co., Boston. .2nd Cover 
Brown, C. D., & Co., Inc., Rochester, N. Y. .106 


Cedar Cliff Silk Co., New York City. .103-104 


Chamberlain, B. F., Boston............... 117 
Cliftem Bifg. Co., Bostom....cccccccccceess 122 
Creese & Cook Co., Boston................ 117 


Dryden Rubber Co., Chicago, Ill. .Front Cover 


Evans, John R., & Co., Camden, N. J. ..20-21 
Gallun, A. F., & Sons, Milwaukee, Wis... .. . 4 
Goodyear Tire & Rubber Co., Akron, O.... 28 
Hunt Rankin Leather Co., Boston......... 132 
Jones Co., F. E., Boston.......... usaihcsas 117 
Hapmem, C. Br, Go, Baste... cccccccces. 6 
Lawrence, A. C., Leather Co., Boston. . .78-79 


Levor, G., & Co., Inc., New York City...... 3 

Quabaug Rubber Co., No. Brookfield, Mass. 26 

a eee Fred, Leather Ce., Fond du Lac, 
86-87 


Skinner, Wm., & Sons, Philadelphia....... 135 

Surpass Leather Co., Boston.........-...- 117 

MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 

‘American Shoe Polish Co., Chicago. ....... 71 
Beckwith Mfg. Co., Boston...........----- 10 
Dunbar Pattern Co., Brockton, Mass....... 118 
Everett & Barron Co., Providence, R.I...... 132 


Meyer, John C. Thread Co., Lowell, Mass. . .144 


Thompson-Field Col Inc., Brockton, Mass. .117 
Tubular Rivet & Stud Co., Boston......... 152 


United Fast Color Eyelet Co., Boston...... 141 
United Shoe Machinery Corp. Boston,. .74, 133 


MISCELLANEOUS 
Atlantic Printing Co., Boston.............. 119 
Brooklyn Purchasing Syndicate........... 148 
Calderwood & Preg, Inc., Boston.......... 116 
Glauberg, Max., New York City...........- 149 
Hotel Claman, New York City............- 132 
Howard Print, Inc., Brockton, Mass........ 119 
Kalter Cerf. Co., Max, New York City... ... 149 


Kirch-Blacher Co., Inc., New York City. . . .148 
New York Export Purchasing Corp., New 


WEEE CRy.ccccccsccccsccoveccoscccerces 149 
Penny, J. C., Co., St. Louis, Mo...........- 30 
Tolman Print, Brockton, Mass............- 119 
University Electrotype Foundry..........-. 119 
Waskow Co., Inc., Chicago. ............+++- 116 
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“Specialize—then Concentrate 





Harnessing the Sun’s Rays 


Sunshine—so free to all in its extreme diffusion 
—becomes a powerful, controlled source of heat 
when harnessed for man’s uses. By means of lenses 
that specialize in the catching of the sun’s rays, it is 
possible to concentrate their heat and apply it to the 
needs of mankind. Specialization—then concentra- 
tion! ° 


It is much the same in the shoe business. By special- 
izing on a certain kind of merchandise and then con- 
centrating in that grade, you automatically harness 
customer-interest and convert it into buying-power. 
Dealers who have specialized and then concentrated 
their Men’s and Boys’ Dress Welt business on the 
CARTER Line are daily proof that it pays to 


“specialize—then concentrate.” 









MADE everypart 
SOLID LEATHER 


READY TO SHIP 











$5.00 


YA Mr= > mw 


ARMY LAST 


No. 704—Army Last. Brown Cadet Calf Blucher. Leather 
lined throughout of same leather. Two full soles. Stock width 
D. Choice of two regular runs of sizes, 6-10 or 7-11. Packed in 





sealed cases. 
A Real Carter Value Price $3.45, less 4% 20 days. 


| J. W. CARTER & CO., 

















MADE everypavt 
SOLID LEATHER 











READY TO SHIP 


ADMIRAL LAST 


No. 702—Admiral Last. Brown Cadet Calf Blucher. Leather 
lined throughout of same.leather. Two fall soles. Stock width D. 
Choice of two regular runs of sizes. 6-10 or 7-11. Packed in 
sealed cases. 


A Real Carter Value. Price $3.45, less 4% 20 days, 


Nashville, Tennessee 


Specialty Manufacturers of Men’s and Boys’ Goodyear Welt Dress Shoes Popularly Priced 
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The practical value of shoe lacing hooks is only 
one more reason for their increasing use on foot- 
wear of distinctive quality. They are a common 
sense evidence that the shoes were made for the 
wearer s convenience. 
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HE “‘AdorA” shoe came into existence in re- 
sponse to a demand for turn shoes of adorable 
qualities, to retail profitably to the average woman. 


We invite buyers of high grade turns to read, each 
alternate week on this page, the story of ““AdorA.” 
AVALON (pattern illustrated) is a chic creation in black 
suede. The modified French toe, cut out formations and 


interlocking strap, are features of distinction. Also to be 
had in all materials. 


AVALON 





& & ro we Shoe on 


eatin N. 1. 


Boston Office New York Office Chicago Office 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 
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ter April 1s. i9aa. at the Post Office SS Mass., under the act of Congress of March 3, 1879. Subscription price, $5.00 a year. Printed in U.S.A. 
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The Whitest Whites - 


“cleans like 
a china cup” 


WHITE LEVOR GRAIN KID 


(CABRETTAS) 
in popular priced footwear 


WHITE LEVOR GRAIN GOAT 


_.. . (CHEVRETTES) 
in high grade exclusive lines 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 


DISTRIBUTING FORCE 
ARTHUR S. PATTON LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati — 


McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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rOo STE A 


SHOES FOR YOUNG WOMEN 





























04167 
55167 


91167 


15168 


BLACK SUEDE $4.75 


MIST GREY BUCK 
GREY KID TR. $4.50 


LOG CABIN BUCK 
FIELD MOUSE KID TR. $4.50 


PATENT LEATHER 
AS ABOVE EXCEPT 
IMITATION TIP $4.50 


DELIVERY TWO TO FOUR WEEKS 














REG. U. S. PAT. OFF. 


CARTHAGE, MO. 






==>, 





A JUVENILE Creation 


THAT HAS HAD A BIG GET-A-WAY 


FOSTER SHOES WILL WIN AND HOLD THE 
YOUNG WOMEN'S TRADE FOR YOU 


BECAUSE THEY HAVE STYLE CORRECTNESS 
PLUS PERSONALITY — 


BECAUSE THEY ARE STRIKING EXAMPLES OF 
KNOW-HOW SHOEMAKING — 


BECAUSE EVERYTHING THAT GOES INTO THEM 
18 OF THE BEST — 


BECAUSE VOLUME DEMANDS ARE NEVER PER- 
MITTED TO AFFECT THE QUALITY, 


AND YOU GET THEM WHEN YOU WANT THEM! 


STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS 


“THE QUALITY IS HIGHER THAN THE PRICE” 
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eA Great Factory 
With a Great Future 
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The quality of a shoe cannot be estimated by the size 
of the factory in which it is made. 


But when a shoe manufacturer builds up a business 
by the power of Quality, and when that quality auto- 
matically creates an in-stock demand which becomes an 
additional business—size of plant speaks volumes for 
the product it produces. 

The Creighton shoe factory is an indication of the 
future of Creighton Quality in the Creighton Line Styles 
—an enduring tribute to the power of an idea, faithfully 
carried out. 

Our Salesmen are now out with a line of spring sam- 
ples, which are typical of Creighton in their wonderful 
styles and tremendous values. They are sending in orders 
in substantial volume which shows the confidence of the 
retail merchant in the Creighton Line. 


A. M. CREIGHTON LYNN, MASS. 


follow the (retghton Line 
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GALLUN’S 
4 SMOOTH CALF 


Medium Brown Shade 


= = 


ai 


Sie dio FD io 
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IN STOCK 


B-C-D Widths 


: . ~ "Allin, tr Flin, Sr Flin 
(SUT ie VOULTUCEETREAT AU EDERUD EER OOO EREADEREUUUTEOTEAOREEUUSTERUCUOEEUCEUUCEAOAOUELEUEERTRULOEELOCUDEEEEUTERCUUCETEGUELUEEEETSTT ETAT AUAUOTDA DATES DRUAUEOALEODIOGUDEDAUADODERUUGD ORD OEDESDODADORUUOUOLDEDOANOTLIDRODDE: POTUEAEEDARendsttenceseereens 
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MARION’S NEW MID-WINTER SPRING STYLE 


; A money maker for stores with an established reputation as 
style leaders. The season’s predominating style for immediate 
selling. For an advance spring number the latest news from 
fashion centers makes this smooth brown calf broguey oxford 
look like a sure winner. Broad toe Varsity last. 13 edge. Wing- 
foot heel. Soft toe. Stores that have the city’s best young men’s 
trade will make money featuring this New Mid-Winter Spring 
Style. 


A SZ S 











MARION SHOE CO. 
MARION, INDIANA 


UOT TT 

















I" WESTERN QUALITY O EASTERN STYLE | 
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pod Here’s Your Cue Tc 
HAKIM BROS.—KASSAR Co. 
3611 14th Ave. P c ° ; 
BROOKLYN. N. Y. A renowned New York fashion authority is 


responsible for the following: 


Made of “Dainty breakfast slippers, D’Orsays 
and Mules are in far greater demand than 
the supply of the same by the woman who 
cares. The unsightly old-fashioned slip- 
per does not add to ihe enjoyment of one 
meal of the day that ought to be partaken 
of in an atmosphere of peace and 
contentment.” 


Color 46 RED 


Here’s a thought that will mean many sales 
to you who act upon it. 


We recommend for this footwear: ns 
olor 


Color 38 MEDIUM BLUE Color 46 RED Color 
Color 39 MIDNIGHT BLUE Color 47 PLUM Color 1 
Color 140 LIGHT BLUE Color 48 LAVENDER 
“Can 
than ti 
Kid 0 


THE STANDARD 


ton, Ma 
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BREAKFAST SLIPPER 
FRED A. EYRE & CO., Inc. 
246 Greene Ave. 
BROOKLYN, N. Y. 


TMany Extra Sales 


; A window display of breakfast slippers, 
™ D’Orsays and Mules made from VODE 
KID would be one of the finest kinds of 
sales inspiration for your store. Made of 
Do not, however, approach this proposition 
with any cheap grade of leather, or ma- 
terials that will quickly become unsightly 
through wear, or that cannot be cleaned. 


Color 48—Deep Lavender Shade, 
Trimmed with Patent 


Be sure to insist upon VODE KID, for 

without the richness in shade which VODE 

Colors provide, the distinction and attrac- 
°S tion of the merchandise will not be there. 


Color 61 GREEN Color 88 BRONZE 

Color 70 JACK RABBIT Color 146. ROSE SHADE 
DER Color 170 ORIENTAL PEARL Color 147 HELIOTROPE 

“Can you picture anything more attractive 

than these shades trimmed with Gold and Silver 

Kid or Patent?” 





RIKID COMPANY 


ston, Mass. 


iquartg 

ICAGO, ST. LOUIS 
W YORSXCINNATI 
YELPHI 


Tolors 
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Attractive Styles at 


Attractive Prices 
Prompt Shipments made on these Stock Styles 


B 1447 G $4.35 B 01479 L $4.00 


Net 30 Days 
Women’s Star Brown Kid Quarter and Vamp, Women's Star Black ia Quarter and Vamp, Black 
Nigger brown Suede Collar and Straps, Two-stra Suede Collar and Straps, two-strap Marion 
Marion Sandal, Grasmere Last, Mc ay, 1% inch Grasmere Last, Mc ay, 1% inch Cuban Heel 
Cuban Heel with Rubber Top Lift. with Rubber Top Lift. 
AAS two8 AAS to8 
. 4% to8 4g 
4 tw8 
C3%to8 4% 
D3%to7% 


B 489 L . $5.75 


B419 P $4.60 
Net 30 Days Women's Log Cabin = Cait "Quarter and Vamp. 
Women's Patent Quarter and Vamp, Black Suede Otter Brown Kid Straps, Two-stra Coma Sandal, 
Straps, Two-Strap Coma Sandal, Savery Last, Savery Last, McKay Sole, 1% inch suede covered 
McKay Sole, 1% inch patent Covered Cuban Heel. Cuban Heel. 
AAS to8 AAS 
A 4% to8 A4% 
B4 two8 B4 
C3%to8 C3% 


to 8 





IN STOCK | 
| 








UTZ & DUNN CO. 


ROCHESTER ~NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building pootieseater. Bide. .Los Angeles,Cal. 
TIGER & McNUTT * 130-132 West 42nd St., Room 1521 G. C. , Representative 
Representatives S. A. McOMBER, Representative 
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THE LINDA 
A Claremont Turn 

This smart one-strap model 
may be obtained from our in- 
stock department about Novem- 
ber twenty-fifth, in either black 
satin or Sterling Patent Colt. 
Both styles carry a 10/8 inch 
covered wood heel, and will be 
featured at the special price of 
$5.70 the pair, stock terms 2% 
10 days, net 30 days. The 
widths stocked are AAA-C, and 

the sizes to eight. 








i 'ERE'S a traffic rule for shoe 


buyers— ; 
Always take a right turn. 
In other words a Claremont turn. 


They're made for well turned out 


women. 


They race ahead of fashion. 


A turn that's never returned. 


Try Claremonts and take a turn for 
the better. 


LAREMONT SHOE © O., Turns 


ICKARD SHOE CO., Welts 
Haverhill, Mass. 
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Meecea Lotus Calf 


The Acknowledged Leather 


MECCA LOTUS CALF is a light shade 
of brown, acknowledged as one eminent in 
shoe color. The fine qualities characteristic 
of P & V Lotus are at once recognized, and 
is a leather that will give service and satis- 
faction. 


This new ieather shade, when combined w'th 
good shoemaking, will immediately attrac. 
the attention of folk who seek beauty in 


footwear. 


Pfister & Vogel Leather Company 


Milwaukee Wisconsin 


Distributors 


Boston Chicago St. Paul 

New York St. Louis New Orleans 

Cincinnati Philadelphia San Francisco 

Paris, France Zurich, Switz. Frankfurt A/M, Germany 
Northampton, Eng. Kettering, Eng. Leicester, Eng. 
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Hug-Tite Ankle 


No. R 439 


No. R439—Black Boarded Calf Lace Oxford, 
Dufold Tip, A-Grade Oak Outsole, 4% Wing- 
foot Heel, Radio Last, B, C and D, 5% to 


No. R 440—Brown Boarded Calf Lace Oxford, 
ee Seer 


. 





Thanksgiving 


We are thankful, truly 
thankful, for the patronage 
that has been ours during the 
year, for the great increase 
in orders from our old cus- 
tomers and for the large num- 
ber of new customers that 
have adopted Beals Pratt 
Line. 


We are striving constantly 
to produce, always, better and 
still better “Best at the Price” 
Shoes and with ceaseless en- 
deavor to merit your confi- 
dence and patronage. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee 


“Best at 
The Price”’ 


Wisconsin 


No. R 445—Black Boarded Calf Bal, Dufold 
Tip, A-Grade Full Grain Counter, 10 Iron A- 
Grade Oak Outsole, 4% Wingfoot Heel. Radio 
Last, B, C and D, 5% to 1l............$4.85 


No. R 447—Brown Boarded Calf Bal, same as 
i Reet ee eA 
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VULCO-UNIT END BOX 


“THE PERFECT BOX FOR SOFT TOE SHOES” 


Stylish toes are the chief requisite of soft toe dress shoes. The VULCO-UNIT 
END BOX assures style at the toe of the shoe and, by providing just the 
necessary support, permanently retains that style 


Cee eee ee eae fae fae Ae oe ee 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


argest Man Ufacturers of Box Toes in the World 
11! SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. (QIK SD) GEO.ASPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. + | Se Louis 
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Shipped at Once 











Just when the demand is greatest for this 
style of oxford we are ready with the goods. 








No. 2596—Price $3.50 


Dull Calf Blucher Oxford 
Crease Vamp Soft Toe Goodyear Welt 
8/8 Rubber Heel Ato D 


No. 596—Same in Cocoa Calf 
Price $3.50 
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Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass, 
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‘PRINCE OF SOLES” 


Al 


REG.U.S. PAT. OFF, 


Rajah Soles are made in 
pn ge age a ae either coarse or fine grain 


Sole with Rajah inset as your customers prefer. 


Rajah as the pioneer 
crepe rubber sole 
stands for certain im- 
portant and funda- 
mental betterments in 
shoe soling. 


Aside from the ac- 
knowledged foot ease 
and indefinite service 
of Rajah, there is one 
outstanding result 
from the Rajah exclus- 
ive process. 


Every Rajah Sole 
is exactly alike. 


It is that perfect uni- 
formity of ease, service 
and sameness that 
makes Rajah the stan- 
dard crepe sole in fac- 
tories where but one 
condition governs the 
selection of any ma- 
terial—I's it the best 


procurable? 


Alfred Hale Rubber Co. 


Atlantic, Mass. 
Established 1837 
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THE BRIGHTON—lIn Stock 


Style $-59—Black Velvet Calf bal, “Brighton” last, 
stitched roll tip, 10 iron single sole, half rubber heel. 
Width AA, 8 to 11. A,6 to 11. B,C, D,5 to 11. 


Less than three pairs of a style from stock, 20c per pair extra. Stock goods net. 
Most styles retail at Ten Dollars 
Book of stock styles mailed on request 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers CHICAGO 


FOR THE MAN BE WHO CARES 
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MR. A. J. SWEET, President 


Lunn & Sweet Company, Auburn, Maine, 
Manufacturers of 


“Sweet Sally Lunn” 
and 
“Ye Olde Tyme Comfort” Shoes 


‘(JUDGE IT BY ITS USERS’’ 


See = ——, 
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Open Letter 


to A. J. SWEET 


Dear Mr. Sweet: 


You are probably just as proud of the class of stores to which you 
sell your “Sweet Sally Lunn” and “‘Ye Olde Tyme Comfort”’ shoes 
as we are of the character of the shoe manufacturing houses who are 
steady users of New Castle Kid. 


We are taking this means of publicly stating our appreciation of the 
confidence in New Castle Kid which the volume of your orders would 
indicate. The shoe manufacturing world at large is so accustomed to 
consider the New Castle Leather Company, Inc., as manufacturers of 
colored kid only, that it would accept, without surprise the knowledge 
of the quantities of our Havana Brown Kid that you have stead- 
ily continued using. It is therefore a cause of great satisfaction to 
us that the quantity of our Black Kid that you have used is even 
much greater in volume. 

We feel that you will be glad to have us re-impress your many 
customers who will read this letter, with your desire to give them the 
best leather value possible. 

Very truly yours, 


NEW CASTLE LEATHER CoO., INC. 


(ug 


President 


P. S. We note with pleasure that you have recently sampled our 
“Harvest Brown” shade (Color No. 31). We feel certain that these 
samples are bound to bring you business, the color being rich, yet 
neutral, lighter in shade than the usual “Havana Brown,” and some- 
thing “new” that looks like sure business. 


NEW CASTLE KID 
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‘‘’ve got some ‘weak 
spots’ in our line I want 
to plug. 

I’m coming in to see you.’ 


b 


The buyer who telephoned us this added that 
he'd read our advertisement in the Nov. 3rd 
Recorder, and that it gave him the solution to 
a problem his house had been trying to solve. 


At least a half dozen other prominent shoe 
manufacturers have told us the past week that 
they had the same feeling about CREESE & 
COOK leathers as our other friend whom we 
quoted Nov. 3rd. 


By the way—did YOU read the advertisement? 


CREESE & COOK COMPANY 


SALESROOMS PADS UES TANNERIES 
95 SOUTH ST., BOSTON Wile SON DANVERSPORT, MASS. 


P. A. HENRY & CO. g SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. ‘ NEW YORK CITY 
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No. F903 
IN STOCK 























IN YOUR, WINDOW 


identifies your store with a definite quality— 
the sort of quality that particular men seek when 


buying shoes. It augments your own reputation 
with that of a shoe which has proved uniformly 
good for over a score of years. 


It pays to link up your name with a trademark 
that stands as a symbol of unfluctuating quality. 


We will make it easy for you to do this by pro- 
viding effective dealer helps. 


No. F860—In Stock 


Velour Calf Bal Shoe, Radio last, creased vamp, half leather, box 
toe, neat stitched pattern, 14 iron sole with sloop edge. Rubber, heel. 
$6.00 

No. F903—In Stock 


Black calf high shoe, Harvard last, pinked tip, 12 iron sole, rubber 
No. F901—Same in Tan. 
RAPID IN-STOCK SERVICE 


Write for Catalog F 


Stonefield-Evans Shoe Co. 
Rockford, Illinois 


Chicago Sales Office Kansas City, Mo., Sales Office 
410 Security Bldg., 444 Sheidley Bldg., 
J. Wurmser R. W. Martin 
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Why Business Men 


Maters of Choose These Hotels 














This illustration represents a window card sent out 
with each order of Kiddiemox 


We take pleasure in introducing to you the 
KIDDIEMOX KIDDIES, Betty and Bobby. They 
represent an extremely high-grade complete line of 
children’s moccasins. You will be surprised at the 
profit they wiil bring your Children’s Department. 


The ‘“‘High Kiddiemox’”’ 


IN-STOCK 


No. 3251 Tan Elk 
No. 3254 Smoked Elk 


Infants’ 2-6% 
$1.85 


Childs’ 7-11 
$2.10 


Send for our new illustrated price-list showing 
In-Stock KIDDIEMOX for children, and 
Moccasin Slippers for grown-ups. 


Shoe salesmen with a regular line will 
find this an additional means of profit 


BERKSHIRE MOCCASIN CO. 
HOLLISTON, MASS. 


After a tiring trip or a day of many 
calls the man of business expects his 
hotel to afford him relaxation and 
rest—in other words, exactly the 
comforts and conveniences he finds 
at United Hotels. 


Here amid an atmosphere of home- 
like thoughtfulness are found quiet, 
efficient service, a distinguished cui- 
sine and recreation—all without ex- 
travagance. 


Make them your headquarters when- 
ever you visit the cities listed below. 


Akron, Ohio. The PORTAGE 
Albany, New York. The TEN EYCK 
Erie, Pennsylvania. The LAWRENCE 
Flint, Michigan. The DURANT 
Harrisburg, Pa. The PENN-HARRIS 

Newark, New Jersey. The ROBERT TREAT 
Rochester, New York. The SENECA 
Hotel ROCHESTER 


Syracuse, New York. The ONONDAGA 
Trenton, New Jersey. The STACY-TRENT 


Utica, New York, Hotel UTICA 
Worcester, Mass. The BANCROFT 


Canadian United Hotels 
Hamilton, Canada. The ROYAL CONNAUGHT 
Montreal, Canada. The MOUNT ROYAL 
' Toronto, Canada. The KING EDWARD 
Windsor, Canada. The PRINCE EDWARD 
Niagara Falls, Canada. The CLIFTON 
(Open May to September) 


Under Construction 
New York City. The ROOSEVELT 
Seattle, Wash. The OLYMPIC 
Paterson, N. J. Tae ALEXANDER HAMILTON 
Niagara Falls, N. Y. The NIAGARA 


UNITED HOTELS CoO 


Executive Offices: 25 W. 45TH ST., NEW YORK 


THE HALLMARK alll OF HOSPITALITY 
forsis»> 
V9 
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17 SOUTH STREET, BOSTON, MASS. 


PARAMOUNT BUCK KIP SIDES 
LEATHERS OF MERIT 


THAYER FOSS COMPANY 


AGENTS 


NEW YORK 
PHILADELPHIA 
CINCINNATI 

ST. Louis 
MILWAUKEE 
ROCHESTER 

ST. PAUL 

SAN FRANCISCO 





SPONGE 
NO, 104 


SHEFFIELD 
NO. 109 


PONGEE 
NO. 105 


LOG CABIN 
NO. 114 








AIREDALE 








TAN BARK 
NO. 117 








RACQUET 
NO. 116 








BOMBAY 
NO. 121 








ORIENTAL PEARL 
NO. 122 








JACK RABBIT 
NO. 118 





MANDALAY 
NO, 119 











THAYER FOSS COMPANY 


17 SOUTH STREET. BOSTON, MASS. 


PARAMOUNT ELK KIP SIDES 
LEATHERS OF MERIT 


AGENTS 


NEW YORK 
PHILADELPHIA 
CINCINNATI 

sT. Louis 
MILWAUKEE 
ROCHESTER 
ST. PAUL 

SAN FRANCISCO 

















AIREDALE 
NO, 57 








GREEN 
NO. 58 








BLUE 
NO. 59 








LIGHT GREY 
NO. 60 








BAMBO 
NO. 61 
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for 


GIRLS 


3 W’s Lenox 
All In Stock 





Weimer, Wright & Watkin Co. 


39 S. Second Street, Philadelphia 





tailored to your shoe 


HE heels you put on your shoes can 

be as definitely your own as the shoe 
itself. The Republic Rubber Company is 
prepared to manufacture high quality 
heels according to your own specifica- 
tions. Your name and trade-mark stamp- 
ed on every one gives the shoe an added 
touch of individuality that you cannot 
afford to miss. 


Write us your requirements 
and let us mail you a defi- 
nite proposition. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


Repus.ic RuBBER HEELs 


HIGH SHOES 
GROWING 





Tan Mahogany side laced Boot 8/8 Heel 


No. 8676—2% to 6, C, D, & E..........$2. 
No. 8673—Same in nut brown side .... 2. 
No. 8675—Same in nut brown CALF .. 3. 








No. 8688—Tan Vici 12/8 rubber 
heel, sizes 3 to 8, C, D, a. E, 


No. 8605—Same in Black Vici 
No. 8617—Same in Tan side $3.00 
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A REMARKABLE ACHIEVEMENT 
IN FINE SHOE MAKING 


HE illustrations show the details of this remarkable new 
method of construction which marks the only notable improve- 
ment in the making of fine shoes in more than a generation. 


You, as an experienced shoe man, will instantly grasp the im- 
portance and significance of this new method of shoe making. 


In figure 1, you see how the saddle innersole 
and the non-sagging shank of the Eaton Shoe 
are made: 


The Welt is cut off just back of the ball 
and the upper is wrapped around under the in- 
step and securely anchored there. The outer- 
sole is then put in place and a patented 
machine sews through and 
through the outersole, the 
upper, and the innersole, with 
a strong new lockstitch. This 
new lockstitch is shown in detail in figure 2. 
The strength of this method of stitching is 
readily evident. 

Thus a sort of leather saddle is formed —an 
integral part of the shoe. There are no metal 
strips, no false superstructure at the shank. The 
Eaton Shoe fits closely to the instep like an 
elastic stocking. It holds the foot back in place—no slipping or 
rubbing, yet the forward part of the foot has ample room for 
health and comfort. 

Write us for complete details of the new selling plan of the 
Eaton Shoe—a plan that means more and bigger profits to you 
through more turnovers. 
































Made under the A. E. Little patents 


CHARLES A EATON (Q) SHOE INDUSTRIES 


MASS., U.S.A. 


BROCKTON 
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“Nothing in the shoe 
but the Foot” 
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‘“‘In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


Show your customers shoes with 
Crawford Arch Supporting © 
Shanks. They'll buy! 















IMIS liiiiiiiiiiiie! 



































On the head of the rivet which locks the 


shank to the insole, and which is flush 
with the insele, you will find this trade 
mark. Look for the trade mark. It is 
your prelec:ion, 


’ United Shoe Machinery Corporation 


Boston, Mass. 
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AN UNPREJUDICED AND FRANK = 
: ATTEMPT TO SOLVE THE PROBLEMS 2 
: CONFRONTING BOTH US, THE MANU- 2 
0 FACTURER AND YOU, THE RETAILER fe] 
: TO OUR MUTUAL ADVANTAGE. z 
: 
Boston C. B. SLATER COMPANY aon Sent ; 
: Park Sq. Builders of Shoes for Men, Women & Children Addlion = 
: Building Building = 
: St. James SOUTH BRAINTREE, MASS. 33 W. 42nd 5 
= Avenue Street = 
: Send for Catalog “B” of In-Stock Styles E 
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Trade Mark 
Welt Sturdiness—Turn Lightness 


“FRANCES” 
Ready to Ship December Ist 


Terms: 5%—15 days 
Single pairs, up to 5 pairs, 1005 


5 cents extra. : $4.35 


Remember—Roberts Shoe Co. never 
put in the works an In-Stock shoe 
No 1004. On a remarkable new Low unless marked approval has been No, 1005. An Exceptional Pattern for 
Heel Last. All Patent Leather, 8-8 Shown the style by a widespread 1.1. Fit and Beauty. All Patent 
: , number of merchants who have : 
Leather heel, Rubber Top-lift. ordered it. We are SURE the style is | Leather, 34-8 Spanish Covered Heel. 


C-3% to 8; D-3 to7............ $4.00 good. B-4 to 8; C-3 4% to 7; D-3 to7.. . .$4.35 


ROBERTS SHOE COMPANY 


270 BROAD ST. ‘‘Much Better Shoes’’ LYNN, MASS. 


eM eM OL LOL LPH LUT @L LU LE LL © DELL 


2 
: 
: 
: 
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35 In-Demand 
In-Stock Styles, 
Ready for 
Your Call. 


Illustrated 
Petecat.tet No. 402. KID STOCK TIP OXFORD 12/8 


No. 461. KID JULIET, commonsense alin te Ae &.. 


toe, 7/8 rubber heel, E, EE.. .. . .$2.00 gladly sent 


We are producing better values than ever before. It pleases us that our 
dealers appreciate our efforts to make QUALITY COMFORTS better 
and better. If you are not acquainted with this wonderful fitting, profit- 
able line, and our quick In-Stock service, you will find it to your advantage 
to make the move. 


For Clean Profits Sell Gardiner’s 


H. K. GARDINER COMPANY 


( Gardiner’ ) PITTSFIELD, NEW HAMPSHIRE 
. Nid Boston Sample Room 134 Lincoln Street 


SSS] 
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The reason so many men 
wear shoes that have passed 
the point of good looks is 
because they dread breaking 
in new ones. 





“a 


Retail shoe merchants who 
keep careful records tell us 
it’s a fact that men who buy 
glazed kid shoes repeat their 
purchases sooner. 


ed 


. 


Wj 
eal 


Amalgamated Leather Companies 
INCORPORATED F 


22-24 North 5th St. Philadelphia, Penn. 


Factories: Wilmington, Del. 








Glazed Kid Shoes Will 
Make Men “Repeat” Sooner 


You want to increase 
your sales to men—take 
our hint and bait them 
with some really smart 
styles made of F.B.ESC. 
Kid Color 53 — our 
newest Brown shade, 
which is a pronounced 
favorite in high grade 
factories and shops. 


It is those thinking 
shoemen who act on 
suggestions such as this 
who surprise their com- 
petitors by making sud- 
den success 
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It’s the “Double Welt” 
Construction that Makes 


CHILDREN’ 


SAOES 


PATENTED DOUBLE WELT 


Comfortable Rip-Proof 
Durable—Satisfactory! 


Acrobat Shoes bring continued and increased 
orders because they are the BEST shoes for 
children on the market. The triple-stitched, double 
welt (patented) construction makes them rip-proof 
and practically water-proof, as well as unusual], 
comfortable for little feet. Mothers appreciate 
these features as well as the all-leather oak tanned 
soles, flexible and long wearing. They demand the 
right shoes for their children, shoes built on 
Nature lasts,—‘‘Acrobats.” 


No. 1359 


Brown Bear Full Quarter 
Blucher, Initation Moc- 
casin Vamp. 

Made Special Only: 
4-8 BCD Buck Chrome Sole 
84-11 BCD Oak Sole 
114-2 ABCD Oak Sole 


Dealers: Investigate the Acrobat Agency Proposition. 
It is proving a money-maker for many shoe mer- 
chants throughout the country. 


Send for Catalog “23F” 


Shaft-Pierce Shoe Co. 


224 3rd Street Faribault, Minn. 


Specialists in Children’s 
Good Shoes Since 1892 


Foot Comfort 


Guaranteed 


to Your Trade, at 


50% or"J2° a foot 


without the use of arch supports 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 


END VIEW OF HEEL 
Showing Corrective Wedge DE P-STEP siaae 
Retail 50% a foot 


Pep-STEP COMBINED 
Retail $12° a foot 


“Foot Comfort at 50c or $1.00 per foot” without 
the use of arch supports. 

Live dealers will find a large increase in their shoe 
business by featuring an ad like that. 

Your own and your competitors’ customers will 
appreciate such a service. 

It will bring foot sufferers to your store. You can’t 
sell shoes on the street. 

Pep-Steps give you a nice profit with practically 
no selling cost. 

They are—almost—air-light—no metal. They fit any shoe, 
oxford, pump, or sandal and while relieving or correcting foot 


ailments. They keep shoes shapely, good looking and com- 
fortable. 


ose are worn and praised by thousands of former suf- 
ferers of weak or flat feet: by thousands who have had cal- 
louses—corns—bunions, tired, aching limbs, etc. 


A thirty-day money back guarantee with each pair. Could any 
offer be fairer? 


Orthopedic Authorities endorse our method. 


A trial order of 4% doz. each style, men’s and women's best 
selling sizes will be sent on request. 


Pep-Step combination costs $1.25 per pair, Retail $2.06. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 
Pep-Step heel pad, $.60 per pair, Retail, $1.00. 


PEP-STEP 


318 W. Division St., Chicago, Ill 


Pep-Step. 318 W. Division Street, Chicago, Il. 


Please send Trial Order to 
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Standard for Comparison 


The Original Chippewas set stand- 
ards for out-of-door footwear. 
































Their sturdy qualities—their perfect 
fitting lasts and careful workman- 
ship have set marks that other mak- 
ers of this type of shoes seek to 
attain. 


Dealers who stock them reap their 
profits from satisfied customers. 


We'll Gladly Send Salesman or Catalog 
WRITE TODAY! 
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Left Above 
No. B574—Men's 16-inch Chocolate 
Water f Chippewa Chrome, Goodyest 
Welt, Hand-sewed Vamp, Single e. 
Widths: A to E. In Stock: e Dand ay 


No. B573—Same as above, 12 inches . $7.50 

No. B571—Same as above, 8 inches. .$5.75 

No. B50—Men’s Oxfords in Tan and 
Chocolate Elk $3.50 


Right Upper] — 
No. B584—Men’s 16-inch B, D. Eisen- 
drath's Waterproof Paris City Veal. Good- 
a Welt, Hand-sewed Vamp and Quarter. 
ingle Sole. Widths: A to E. In Stock: C, D 
and E $11.00 
No. B583 
Right Lower 

No. B534—Women’s_ 15-inch Chocolate 
Waterproof Chippewa Chrome Hand-sewed 
Vamp. Goodyear Welt, Unlined, Single 
Sole. In Stock C and D only........ $7.00 
No. B533—Same as above, 12 inches. In 
Stock: C and D only 6.25 
No. B553—Same as above, 12 inches. 
California Calf only 6.25 
No. B554—Same as above, 15 inches, 
California Calf only..............+. 

No. B593—Same as above, 12 i 
Chocolate Elk 

No. B. : above, 15 i 
 “S par ag. « 
No. B53—Women’s Oxfords in Tan and 
Chocolate,Calf. . . . : ... 3.50 





CHIPPE\VA SHOE MFG. CO 


CHIPPEWA FALLS WISCONSIN 











BOOT AND SHOE RECORDER November 17, 1923 








> 


* 


“A fair field and [ 
no favor,” that’s all we ask. 

Give us opportunity to 
show you, to demonstrate 
our repeated assertion that 
in style, in quality, in wear- 
ability, Crawford Shoes lead 
the field at their price. 














, There’s no fence 
We will advertise Our Shoes in front of our store. The 


to Your Customers because ~~ is wide open always. 
me in. 


we want you to sell more See our Crawford Shoes, 


shoes try on a pair, or two or three. 


. - _ il : No obligation. 

ou retailers are part of our organization—a mos . . 
essential part. Unless you sell our shoes to your trade Nor will we try to over 
we can’t sell them to you. That is why we have pre- persuade you. 
pared a special series of advertisements on the Craw- 

ford Shoe as part of the Crawford proposition. These 

ads will appear in your local papers over your own CThe Shoc 
name—our name does not appear at all. MOST STYLES 

They are prepared by men thoroughly experienced $ 
in writing successful retail advertising. They are ads 8 
of a type that has proved tremendously effective in 
selling men’s apparel and shoes in one of the country’s J OHN SMITH & CO. 
largest retail establishments. 921 Main Street 

When you obtain the Crawford Agency you stock : 
a splendid, high-value men’s shoe—plus this individ- 
ualized, expert advertising service. 

This, and the fact that the Crawford is a four 
season line means quicker turnovers and greater 
profits for us both. 

It will pay you to investigate the Crawford proposi- 
tion now. Drop us a line today and get full details 
of our marketing plan—the plan that means bigger, 
better business. 


CThe (Crawford Shoe 














SHOE INDUSTRIES 
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CRuepings 
RUE-BUCK SIDES 


add an element of certainty to the buying of 
buck shoes. Countless dealers have learned 
through gratifying experience that when they 
know that RUE-BUCK is being used they,know 
that the uppers will give good service. 


RUE-BUCK is more fully and more evenly 
worked out than the average buck. The nap is 
longer and retains its original finish longer— 
is less susceptible to factory stain and with- 
stands more wear. 

RUE-BUCK is a product—not a by-product. 
The skins are selected for this particular use— 
not rejected for other uses. 

Don’t order Buck Shoes—order RUE-BUCK 
Shoes. 


38 COLORS 


(Including all those suggested by the Joint Styles Committee 
of the Shoe and Leather Industries) 


COLOR CARD ON REQUEST 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


Stickles 1 Ste No. Pigeon gray RUE 
Girls’, 

Suck with g 

Rubber hi ay Ris Rus last “2 


wy L. D. Stick to 
Laden. Mines klee Shoe ¢ 
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Leqther 


Excessive pounding of 
tans into hides in 
drums to save time is 
detrimental to qual- 


ity. 


ASHLAND OAK is 
is Honest, because 
it is made without 
this excessive drum- 
ming. 





STYLE 543 


No. 16 — Bal, 

Hywin Brown 

Boarded Calf — 
Bordo last — 


Green fitted 
Scotch edge 


‘‘Nothing Takes the Place of Leather’”’ 


OLE leather cannot be 
judged by its appearance. 


So don’t be deluded into thinking that 
a light, and evenly colored bottom 
means top quality. 


Old fashioned bark tannage may not always make 
a pretty looking sole—but Man! how it wears! 


ASHLAND LEATHER CO. 


BOSTON + CHICAGO - ST.LOUIS 


You Mr. Retailer Can 
Grasp The Opportunity 


To get the best line to retail to men in your section 
at $6.00 and $7.00 at a profit. Stylish and all solid 
too. 

We have a line for the fellow who wants to buy shoes 
from you at $5.00 

Our Salesmen are now out—no second trips because 
we expect a capacity business in short order. 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, H. Harris 1328 Broadway, Marbridge Building. 
I. F. Staps, 735 Boston Block, Minneapolis, Minn. 
Cc. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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WY QYP LDR LBV DIS? KISHI 
Evening Slippers 
Extraordinary ! 

IN STOCK 





THE EVELYN 


One strap pattern of silver and gold 
Eee eer ee 
In a paisley brocade with gold background 
The Evelyn and black or bronze satin with gold brocade 
motif throughout. Turn sole, 17-8 Spanish 
heel—AA to C 

Also in all white satin with two cutouts on 
quarter. Turn sole, 17-8 Spanish heel— 
AAA to C 


THE GEORGINE 


Identical with above except that this shoe 
has 12-8 baby Spanish heels and is avail- 
able only in silver and gold brocades— 


Paisley brocade, one strap pattern with 
collar and straps of gold and silver kidskin. 
Turn sole, 17-8 Spanish heel—AA to C. 
$10.75 

THE LILA 


Twin button strap slipper with diamond 
cutout over the instep. In several motifs of 
paisley brocade with collars and straps of 
silver kidskin. Turn sole, 17-8 Spanish 
heel—AA to C 


THE GRACILE 


In gold satin with brocade floral motif 
throughout. Turn sole, in either 17-8 
Spanish heel or 13-8 baby Spanish heel— 











6 A eS SS <j~ = Se $ ” 


The Gracile The Georgine 


Complete Service of beautiful newspaper advertisements in 
matrix form supplied gratis with each order. 


New Winter Models of afternoon slippers in strap and opera 
effects carried in stock. Write for descriptive catalog. 


I. MILLER & SONS 


a a CN Creek: 2 ER DP 


ONE CARLTON AVENUE 
BROOKLYN, NEW YORK 
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Announcing Newest Spring Shades In 


Color Ig 


Eminence 


Color 15 


Beach 


Color 18 


Normandy 


Color 27 


Egyptian ‘Red 


Color 363 | 


Parrakeet 


Color 13 


D> >>>>>> SHOES H OSES SH HEE SESESEHHSETOO See reseeses 


BEAUTY BROWN 
No. 5 


EMINENCE 
No. 15 


CHERRY 
No. 19 


CHR Leeemaiahaees > UM 
No. 30 


MOTH 
No. 23 


} a henley is only a_ reasonable 
characterization of the newest 
SCHERER colors for Spring. 


You naturally expect the utmost in 
colored Glazed Kid when you ask 
for SCHERER’S. 


Prepare to be enthusiastic over the 
warmth and sheen of these latest 
shades produced by “master hands.” 


Oscar Scherer’& Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. 7. 





The Latest (lors of cAbsolute Fashion Authority 





SEAL BROWN 
No. 10 


CHESTNUT BROWN 
No. 8 


SGYPTIAN RED SAHARA 
, No. 36 No.2 


IVORY BEACH 


No. 41 
NORMANDY _ 
No 


No. 18 

CORSICAN 

STEEL GREY 0 5 
PECAN No. PARRAKEET 

0. 


CONGO 


APALLO 
- No.6 
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1 EYMOUR TROY 


brings back the 
side lace shoe, 
featured over 

the square toe 
last — 

a pattern destined 
to win immediate 
popularity. 





SEYMOUR TROY & Co., INC. 


75 FRONT STREET p2@5Q. BROOKLYN,N. Y. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER November 17, 1923 








lie lim LLL ey 
ey ths oe ts nm 

iif oll seed ills ee te 

; ee Mllandhn: 1 








RILEY’S 
ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 
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Wwe you have totaled up 
your sales slips for yester- a 
day’s business—and know just 
about what your net profit is,— 
does it ever occur to you that 
there may have been a good bet 
that you have overlooked? One 
that will increase the number of 
meee sales slips and consequently add 
No. 6728—Black Kid 
to your profit? 





You will find in Arch Relief shoes, an added 
source of profit. A quick selling line of shoes, 
that has increased both sales and profits, for 
scores of merchants, who are strong for 
Arch Relief shoes, because they know from 
experience, that these shoes are real money 
makers for them. 


There is an unlimited field for Arch Relief 
shoes—will you be the dealer who develops 
this field in your city? ‘ 


Hv gti 


” || yy 
sitll genta Actes li 


You’ll be convinced when you see these 
shoes. It will be worth your while to let us 
tell you about it. 





No. 6728—Black Kid No. 6011—In Stock, No. 6005—In feost, 
Arch Relief Two-Strap Black Kid Arch Reli Black Kid Arch Relic: 
Goodyear Welt, 13-8 Oxford, Goodyear Welt, Oxford, Goodyear Welt 
Rubber Heel, Combin- 12-8 Rubber Heel. 13-8 b Heel, 
ation Last. No. 131. Combination Last. No. Combination Last. No. 

$4.75 118. Price $4.60 131. Price $4.60 
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No. 6727—Same as No. 6010—Same as No. 6004— as 
above, Brown Kid. above, Kid. above, Brown Kid. 
$5.50 Pri $5.35 Price $5.35 
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No. 6005—Black Kid........ $4.60 


No: 604 Browe Kid 48 THE RILEY SHOE MFG. Co. 
COLUMBUS,§OHIO 
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As a Matter of Business Interest 


TOPO A) AL 


The paramount issue in the shoe business today is 
Service with a capitalS. We have put our house 
in order to meet the exacting requirements of 
present day conditions, which we believe are .- 


Hadise UAT Una 


1. Prompt delivery. 
Shoes of the highest quality. 


Models beautifully styled and correctly 
fitted. 


Prices consistent with good workmanship 
to meet the market demands. 


Our monthly style service, showing the newest 
models and suggestions of proper material com- 
binations will be mailed you regularly upon 
request. 


TRADE MARK 
REG v.& PAT. OFF 





wm 


WICHERT, Inc. 


BROOKLYN :-3 :-3 NEW YORK 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MASTERPIECES BY THIE 


MACITE Y SHOE CO., Inc. 


BROOKLYN N. 
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“MARION” 

















Perhaps no better example of our fashioning of style footwear, and our appli- 
cation of embroidery to it could be given than in the ‘‘Marion’’ illustrated 
above—a new pattern particularly well adapted for wear in the southlands. 


Like all Mackey masterpieces, it represents the best materials combined by 
real craftsmen to produce shoes that are right fitting—right appearing and 
right profitable for the retail merchant. 





Mackey Sve COMPANY i ovcess recon 


$26 Marbridge Bidg ¢ 5 482-500 Driggs Avenue 
New York The World hirns Toward @ these Brookijn MesterIurns ——— 
a SE 


Dealer Influence ts secured thru advertising in the Bout and Shoe Recorder. 
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PIED 


PIPER. 
SHOES 


es PATTERNS 


Infants Children and Misses 


Designed and Manufactured by 


Shoe Co: 


WISCONSIN 


‘ ~ 


WAUSAU 


The'style lead for Spring, 
as usual, is set by Pied 
Piper Shoes. 


They’re many months 
ahead in colors, patterns 
and lasts. 


Oxfords, sandals, straps, 
cut-outs, inlays. 


Combinations, new col- 
ors, staple shades — in 


calf, elk, kid and buck 


leathers. 


For littleinfants, infants, 
children, misses and 
growing girls. 


Solid leather throughout 
—finest selections of up- 
per tannages and trim- 
mings; best quality flex- 
ible oak bend outsoles. 


PIED PIPER SHOES ARE POSITIVELY WITHOUT 
COMPARISON IN SMOOTHNESS, CLEAN CUT 
APPEARANCE, FLEXIBILITY AND LONG WEAR 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ATTRACT 
the WOMAN BUYER 
to 


Your Store 





IN STOCK 


for 
Immediate Delivery 


S86). 8\/ 8). 8) 8. 8. 8). 6\. 8 
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No. 6407 
Black §Satin§Portia Pump, 


Black Suede Trim, 15/8 No. 6415 ‘ 
Covered Spanish Heel. Black Suede Audrey Pump, 
A-C sone ss + $4.60 Patent Colt Trim. French 


6406—Same in Patent Colt. Last, Celluloid 15/8 » Sosa 
Covered Heel. A- $4.85 


colorec 
indicat 
in the | 
His 
way fr 
the coi 
this co 
when t 
anticip 
hits hi 
actual 
many 1 
He |} 
deman 
goes ar 
deman 
and a g 
Read 
In it ye 
‘ , Bomba 
No. 2471 Rabbit. 
Goodyear Welt, 208 1 on Bit Y Gun iach Galt Bincher ox & approxi 
Rubber Heel. A-D $4. ford, Plain Toe. Cord Creased illustra’ 
Vamp. 8/8 Rubber Heel, Good- 
year Welt. A-D $3.50 recom 
and lez 


RIcE & HUTCHINS tes 


INCORPORATED The { 
13 High Street BOSTON, U.S. A, the ligt 


Distributing Branches: comes ji 
Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co 
Rice & Hutchins Baltimore Co Rice & Hvtchins New York Co. color ar 
Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoz Co., Boston, Mars. Jos. I. Meany & Co., Inc., Phila. Pa. danger: 


Write for Catalog Today ftom it. 
— Make 


No. 6417 


No. 6472 Black Satin Pansy Pump, Black 
Patent Colt Gloria Two Strap, Suede Trim. French Last 14/8 
Covered 15/8 Spanish Heel. ‘ ‘ F Covered Block Heel. A-C .$4.50 
A-C $4.00 7 : ” 
6597—Same with 13/8 Block a ’ ’ 6416 in}Patent Leather. foe 
Heel, Rubber Top. B-D. .$3.60 ‘ 
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Color Will Return 


It Is a Natural Thing for Colors to Lighten in 
Spring Time 


Middle West has the courage to order 32,000 

pairs of colored kid shoes and 16,000 pairs of 
colored suede shoes for early Spring sale, it clearly 
indicates that color is going to play an important part 
in the shoe business around Easter time. 

His range of colors in the subdued tones goes all the 
way from ivory to lacquer red. He isn’t a gambler. On 
the contrary, he is one of the safest merchandisers in 
this country. His motto is, ““Have shoes for the public 
when the public wants them.” He has the courage to 
anticipate because invariably when he doesn’t, demand 
hits him in his stores over the fitting stool while the 
actual shoes are back in the factory being completed 
many miles away. 

He has found in the past that if he waits for the 
demand, he gets on to the style band wagon just as it 
goes around the corner. He now operates so that when 
demand comes, he gets all of his portion of the business 
and a good deal more by accelerating demand. 

Read carefully in this issue the National Style Report. 
In it you will find references to colors such as Racquet, 
Bombay, Airedale, Tan Bark, Mandalay and Jack 
Rabbit. If it were not for the difficulty of trying to 
approximate in inks these various shades, we would 
illustrate them in color for your information. What we 
recommend is that you ask your manufacturers 
and leather men for swatches of leather that will 
acquaint you with these new shades. 

The first five are of the brown family, Airedale being 
the lightest and Mandalay the darkest. Jack Rabbit 
comes in a dark shade of gray that is off from the slate 
color and is more vibrant in its coloring. Nothing is so 
dangerous as a muddy tombstone gray. Keep away 
from it. 

Make your selection of colors with care. Study them 


\ \ THEN a prominent retail shoe merchant in the 


as you have never studied leathers before. The answer 
is that color is the first item in shoe demand for the 
Spring, next comes pattern and then comes construc- 
tion. We will not mention price because that is a factor 
we always have with us. 

If the general feeling is that color is going to play its 
part next Spring, then the merchant should be fore- 
armed in his information. Strange to relate, the country 
did not have enough of the high colors last season. We 
say this in the face of the fact that the high reds, blues 
and greens went on the bargain table in most every 
section of the country by the middle of July. In the 
Northwest, even in Seattle and Portland, many mer- 
chants were getting calls for these shoes and knowing 
from readings that the shoes had dropped off in the 
East, they refused to buy. Some of these merchants feel 
that with more subdued colors in blues, reds and greens 
with tasteful trimmings and proper blending of material 
there is an extra pair opportunity in this type of shoes 
in early Spring next year. 

Margaret Hayden Rorke in behalf of her association 
gives the general highlights of color and we hope to 
supplement her information with research in the gar- 
ment trades and a full presentation of the part that 
color will play. In all probability, this will be one of the 
dominant features of our December first issue. 

Merchants in the far South are already making their 
complete plans for color in footwear to blend with the 
new shade of hose which imitates sunburn. This hosiery 
note is an influence on footwear, for when it comes to 
sport dresses and skirts, authorities say that we are in 
for the wildest season in colors that the garment trade 
has ever known. 

The Recorder has always felt doubly confident in its 
color predictions because it has on its staff, one of the 
foremost color authorities in America and Europe. Mr. 











42 





Eugene Peirce is an advisor to the silk trade and an 
authority whose works have appeared in the Recorder 
for several years. 

As a highlight of style, we have taken from France 
and England the use of reptile skins, not only as trim- 
mings but as vamps. The new lizard skins are beautiful 
in their design. The real lizard is a very delicate skin to 
handle but already there is appearing plaited calfskin 
bearing that design. 

Without question, the coming Spring has within it the 
greatest possibility of beauty in footwear, but let us all 
remember that simplicity is the work of a genius while 
any muddler in design can make something new. It is 
correspondingly dangerous to indulge in too many 
freaks. 





What to Avoid 


HE opera pump is perhaps the most beautiful foot 

covering from the viewpoint of simplicity that has 
ever been created. Some stores sell opera pumps season 
in and out, and demand with them is constant. 

At a time of changing styles, isn’t it well, howéver, to 
consider what the stocking of opera pumps means to the 
average shoe store? Plain pumps mean extra careful 
fitting. You must have more sizes and widths and the 
slipper must hug the foot. Sides that gape, throats that 
cut and backs that slip up and down, won’t do. The shoe 
must be absolute in fit. Now the human foot is such a 
variable thing that it is impossible outside of custom 
shoemaking to guarantee the fitting value of pure pump 
lasts. 

There has never been a type of shoe that has had the 
fitting value of strap models. Even the old time oxfords 
with the lace adjustment had a tendency to gape at the 
sides, slide at the heel, and bite at the throat. For the 
small store handling a pure pump last of the opera type, 
it is one of the greatest dangers that we can see facing 
any change of style now. 

If the general impression is that the change of style is 
a good thing, let’s have the new styles of such good 
fitting values that they will readily recommend them- 
selves for not only the first sale, but for many others. 
One of the great things about the one, two or complex 
strap was their adaptability in fitting. With one shoe 
you could fit up or down a size with ease. The adjust- 
ment of the button or buckle would do it. 

Here is one of the solutions of style. Whatever high 
throat pump effects that you buy, see to it that the 
adjustment permits of easy fitting. The French woman 
will spend half an hour to put on a pair of fancy strap 
and gore shoes with the very complex adjustment, but 
the American girl wants to put hers on in an instant. It 
was the consumption of time in putting on shoes that 
killed the boot. 

Now in the pump type of footwear, select rather 
those high throat numbers that have a gore adjustment 
on the front or sides so that fitting can be made more 
easily. The pure pump may have its place in the high 
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class city store which has a huge stock to work with, 
but it hardly compensates a small merchant to carry 
them because his service to the woman will be very 
indifferent, once his sizes are short. 

It is possible in the high throat pumps to use a little 
ornament over the waist and to have proper adjustment 
through the concealed gore beneath. Goring, therefore, 
should be made a more intelligent part of new style 
shoemaking. 





The Poison Tongue 


HERE should be a special punishment forthe man 

who repeats stories that cannot be substantiated. 
We wish that we could establish a contagion camp for 
knockers; some place where we could send every man 
who spreads calamity just for the malicious pleasure of 
poisoning some other fellow’s mind. 

On the highway of business, if all the machines are 
going along at a careful rate, each man considerate of 
the next man, very few accidents will happen. But if 
instead, speculation is rife and one man rushes in front 
of another, somebody is bound to be hurt. Business is 
fundamentally sound; but to be conservative in your 
driving is the order of the day. We can’t all drive at 60 
miles an hour; we have got to find a pace and accelerate 
it by good judgment. 

One thing that we can do is stop spreading untruths. 
Knocking this market or community, indicating that so 
and so is up against it, is not in accord with the spiritof 
brotherhood in industry. Let’s all have a little less 
selfishness. Let’s live and let live. 





Shoes for Occasions 


FFICIAL acknowledgment has been made by the 

National Shoe Retailers’ Association, the Nation- 

al Boot and. Shoe Manufacturers’ Association, the 

National Shoe Travelers’ Association and Tanners’ 

Council, that we are in for a new order of things in shoe 

selling—shoes for the occasion rather than one type of 
shoe for continuous wear day in and day out. 

This is something that the Recorder has been ad- 
vocating for months. We have labored in that direction 
and have seen how orderly such a method of selling can 
be made if enforced in the store. 

Out in Los Angeles, one store has been directing its 
clerks to ask the woman: “For what function are you to 
wear these shoes?”’ Function came first and style second. 
We recommend that merchants buy dividers for their 
windows and operate their stocks in three logical depart- 
ments—first, shoes for morning and street wear ; second, 
shoes for afternoon wear; and third, shoes for evening 
wear. 

“Let style continue to shine—but not all the time. 
The shoe picture should include shoes for work, play 
and pleasure: not high-lights all the time. A merchant's 
stock should paralled the varied activities of the day 
and the night—a shoe for each one.” 
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Moonlight silver slipper window display—R. H. White Co., Boston 
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*“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News, 





Velvet Going Strong 

New York, Nov. 16—Velvet 
footwear for formal, afternoon 
and street wear in black and 
brown, and for evening wear in 
black and colors in combina- 
tion with gold or silver kid, or 
in the plain opera style with or 
without buckles are i 
shown extensively. 

Our style observer says: 
“The plain black velvet opera 
pump is worn on the street by 
the best dressed women in the 
afternoons, and were seen at 
the Ritz even with suits at 
lunch time. 

The fact is that black velvet 
for evening wear tones in with 
any color; which black satin 
does not do to the same extent. 

Steady Note Reported 

Chicago, Nov. 15—A stead- 
ier tone in both men’s and 
women’s business in the larger 
retail shoe stores was noted 
this week. Black suedes in a 
wide variety of strap patterns 
sold very well and interest in 
dark brown suedes was good. 
Impressive displays of evening 
slippers are commanding in 
attention. 

About Men’s Styles 

Brockton, Nov. 15—Interest 
in men’s shoe styles for spring 
is gradually growing. As yet 
there is nothing to indicate 
that style fundamentals will 
show any marked change. 
Fancy stitchings, sometimes 
used in double rows, appears 
to be one of the most emphatic 
methods used in adding smart- 
ness. Two-tone effects will be 
popular, it is reported. 


Better Men’s Trade 


Los Angeles, Nov. 15— 
There is more activity to the 
men’s trade here. Oxfords are 
slightly more popular than 
high shoes. Women’s styles are 
about the same with black ma- 
terials in strap numbers lead- 
ing. Brown suede is selling 
well, too. 


Mah Jong Leathers 

Salem, Nov. 16—The Park 
Leather Company is making 
Mah Jong leathers, of Chinese 
colors and designs, for the 
novelty trade. 

Business Change 

The Chisholm Shoe Com- 
pany has taken over the entire 
assets of the Detroit and 
Cleveland Company, known 
as the D. & C. Shoe Company, 


which has long been selling 
Chisholm’s Built Well shoes. 

The Chisholm organization 
owns and controls both con- 
cerns through this amalgama- 
tion. The range of prices in 
shoes is between $6.00 to 


$15.00. 

The D. & C. Shoe Company 
have been operati seven 
stores and the Chisho 
pany, three stores. They will 
all be continued and be known 
as Chisholm Boot Shops, opera- 
ted by the Chisholm Company 
with headquarters at Cleve- 
land. 

The directorate will consist 
of C. K. Chisholm, H. M. 
Chisholm, W. S. Chisholm, 
M. C. Peterson, Walter C. 
LaRose and Herman Jetter. 


and that a big campaign to 
popularize them has been 
planned. 
Ted Orr a Buyer 
To have four generations of 
buyers out of one store is a 
commendable record of con- 
tinuity in business. Harry C. 
McLaughlin introduced Ted 
Orr before the style committee 
in toy hag will a ma 
y Mr. ughlin in - 
Ing tri to the markets. He 
pointed out that the line of 
shoe buyers was handed down 
from James Potter to James P. 
Orr to Harry C. McLaughlin 
and the latest member, Teddy 
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Articles on Proper Shoe Fitting 


New York, Nov. 16—According to plans discussed at the 
regular monthly luncheon meeting of the Retail Shoe 
Dealers Association of New York at the Cafe Boulevard 
on November 13, the local organization will disseminate a 
series of educational articles on the proper fitti 
through one of the local evening newspapers. The plan is 
for the rt “y 2 to assign a writer to the subject, the 

furnished by the association. 

The plan fits in with the general efforts of the organiza- 
tion to combat a growing problem here. Increasing evi- 
dence of poor and improper fitting was given at the meet- 


ing. 

"Weeee also were discussed to hold a general meeting for 
retail salespeople, probably in January, at which 
Davis, field secretary of the National Shoe Retailers’ Asso- 
ciation, will give one of his “‘pep” talks. Some routine busi- 


membership in the organization. 


of shoes 


the election of nine firms to 








Lizard Leather Shoes 


New York, Nov. 15—I. 
Miller & Sons have launched 
the “lizard leather’? shoe in 
such an extensive manner that 
it is the subject of comment in 
the trade and among the gen- 
eral public. 

A back drop of shimmering 
spangles played upon by vari- 
colored lights, a painting of a 
desert scene with — crawl- 
ing along the sand, and several 
skins in the lizard leather finish 
served as an appropriate set- 
ting for the introduction of this 
shoe to the public. The display 
was staged in one of the con- 
cern’s 42nd Street store win- 
dows. 

The shoes were shown in a 
variety of colors ranging from 
black to a light champagne 
tone. Prices were $12.50 and 
$14.50 a pair. It is understood 
that the Miller retail stores are 
well-stocked with these shoes 


Harvard School of ‘Business 
Administration. 


In Golden Glitter 


Boston, Nov. 15—Shoes of 
gold brocade and in soft tones 
of gold, silver, and subdued 
Chinese colors, with 16/8, 14/8 
and 12/8 heels, in strap effects, 
were noted this week in one of 
Filene’s attractive windows. 
These beautiful shoes were 
worn by radiantly gowned 
women models, arrayed for the 
opera. Their costumes of golden 
tissues, and velvet wraps orna- 
mented with rhinestones, pro- 
duced a rich and _ brilliant 
effect. 


Black Shoes for Men After 
6 P.M 


Philadelphia, Nov. 16—The 
movement to advocate black 
shoes for men for wear after 
6 P.M. is meeting with some 
favor here. At the Walk-Over 


store on Chestnut Street, Man- 
ager Horace Gentel reports 
they are being featured as a 
second pair to be worn after 
6 P.M. and the response has 
been good. Reports from other 
sources indicate that impetus 
is being gradually given to this 
subject. 
Strong Call for Novelties 
Buffalo, Nov. 16—Novelty 
footwear, according to shoe 
merchants sold briskly this 
week, particularly on Monday, 
when Canadian Thanksgiving 
day was observed in conjunc- 
tion with Armistice Day. Visi- 
tors from across the border 
added a busy appearance to 
the shopping district. Shoe 
stores found a busy afternoon, 
as a result of the influx. 


Featuring High Grade 
h 


Shoes - 

Portland, Ore.—High grade 
shoes for men and women will 
be featured by the C. H. Baker 
mg =] at its new store in 
the New U Building on 
Adler Street. It will be the 
third Baker store here and will 
be located in the center of the 
shopping district. 


Prominence Given to Even- 
ing Shoes 

Detroit, Nov. 16—Evening 
footwear —— a — 
appearance in the display win- 
dows of the R. H. Fyfe & Co. 
store. Women’s welt oxfords in 
-tan leathers are in better de- 
mand. Some interest has been 
expressed in men’s English 
shoes. 


Children’s Week 

Philadelphia, Nov. 15— 
Sales were stimulated by the 
McClement Shoe Company 
when it featured a children's 
week. Children’s shoes domi- 
nated the window displays and 
appropriate decorations sur- 
rounded the trims. 


Gold and Silver Brocades 
Philadelphia, Nov. 15—Slip- 
pers of imported brocaded 
metal cloth are being featured 
in gold and silver designs at 
Geuting’s at $12.50. 


Twelve Colors 

Peabody, Nov. 15—The Lor- 
raine tannery of Rousmaniere, 
Williams Co. is sending out 
samples of 12 new colors, 
according to the color card. 
The colors are on smooth an 
suede calf, and also, on alliga- 
tor and lizard grain calf. 
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Eleanor Boardman, a Goldwyn Star, featured in one of Wetherby- Kayser Shoe Company's Rotogravure 
advertisements in the Los Angeles papers 


_ Shoes for Occasions 


She is thinking in terms of the correct shoe for the dress and event. The outstanding’ ea- 
ture of the Styles Conferences in New York between merchants, manufacturers, tanners and 
salesmen was the emphasis placed upon selling shoes for occasions. 


Fashion consumes more shoes than wear and friction. The idea of developing shoe service 
along the lines of pretty and correct footwear for each part of the day and for the various 
functions is sweeping the country. Correctness gives distinction in dress and the well-dressed 
woman plans her footwear wardrobe accordingly. 

































\ THEN over 200 shoe and leather men from all 
over the country consider at a meeting on the 
subject of styles, it clearly indicates that 

style is a problem that needs great attention. 

In the early meetings of the Joint Styles Committees 
of the National Shoe Retailers’ Association and the 
National Boot and Shoe Manufacturers’ Association, 
it was difficult to get a dozen to attend. Today, the 
problem is, how to expedite the work of the styles 
committee before a helpful audience of over 200 men, 
each of whom possesses ideas of his own as to what 
styles will prevail. 











Preliminary Merchants Caucus 





For this reason on the day previous to the general 
styles meeting, 38 representative shoe merchants met 
at the Waldorf Hotel in New York to balance opinions 
of the country on style and to prepere a preliminary 
style report. 

Merchants all over the country had been asked to 
express their opinions on styles for the months of 
January, February and March and with these question- 
aires to work upon, the committee spent the day in 
balancing styles and opinions. Constantly through the 
meeting, the statement was made that for a sincere 
style report, it must be drafted to include the footwear 
of the little shoe merchant as well as the style trend 
started by the big operator. 

With such preliminary work and such thoroughness 
in its final drafting, the committee’s hope that the style 
platform for the months up to Easter will be kept in 
accord with the national platform as promulgated. 

The opening session of the general styles committee 
on Tuesday, November 13, found Harry C. McLaugh- 
lin, General Chairman of the N. S. R. A. Styles Com- 
mittee and John C. McKeon, General Chairman of the 
National Boot and Shoe Manufacturers’ Association, 
jointly occupying the chair. They called on John Slater 
and Frank R. Briggs who thoroughly endorsed the work 
of the committee. 

Margaret Hayden Rorke, managing director of the 
Textile Color Card Association, made the principal 
address of the morning session and it was accepted as 
the keynote of the meeting because of its emphasis on 
color. She said in part: 






























Color for Spring 
The world is a stage and colors merely players; 
they make their entrances and exits. Each hue 
in its time plays many parts. This is the way with 
color. There is nothing new in color. Nature has 
given us every hue that can be imagined and we 
must combine them—co-operation in colors. 
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How the Style Platform Was Laid 


A Change of Policy—Now Emphasis Is 
Put upon Shoes for Occasions 





Brown—you may say we have had it for so long, 
but you are not finished with brown of the various 
shades; brown has not reached its zenith. It is 
one of the fascinating and charming colors which 
will continue. When I say brown I mean especially 
the lighter range of browns which are so much 
favored by fashion and which every one will use. 

Gray is always a stimulus in Spring; gray will 
be used. 

The most interesting feature of color is a re- 
vival of blues; blue as a style feature has not been 
what it is coming to be. You have many phases of 
blue, but they crystalize into two phases of blue, 
the Chinese blue, which brings in the virile tones 
of color, and the blue of the Second Empire period. 
Fashion and color work with the periods back 
of them. 

Navy blue in the past has been a dead issue be- 
cause black has been triumphant so long. How- 
ever, navy blue has come up on the horizon; the 
lighter shades of blue will be widely used for 
spring and summer. 

The beautiful shades of yellow will be good, 
the deep orange tones; yellow and white will be 
used together and yellow and black. 

Black and white will continue to be used. 

There are greens of distinctive character, the 
gray-green of the Russian waters; the jade type 
of green and the apple shade of green. 

Royal purple —thumbs down. 

Red—there is a distinctive new type of red and 
that is lacquer red. The color which is distinc- 
tively individual, a Chinese, copper red, not the 
flaming type of brilliant red, which will register 
for spring. In combining shades there must be an 
affinity between the shades. Lacquer red is a very, 
very important color which could be put across 
with a certain amount of style and cleverness 
which is new. 

But from present indications yellow and green 
will be popular rather than red and blue. 


Best Dressed on Earth 


Some of the highlights of the day follow: 

Mr. McKeon spoke of the foreign influence on the 
American scheme of things being more noticeable on 
millinery and gowns than on shoes; that after a trip 
abroad one returns with the feeling that the American 
woman is the best dressed in the world and that Ameri- 
can manufacturers make the best shoes in the world; 
proud of the fact that he is a dead and out American. 

M. R. Vocher of Harper’s Bazar:—The two dis- 
tinctive features that mark the footwear of the repre- 
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sentative Parisian women are that they are not only 
becoming but flattering to the feet and they complete 
the costume. The lines of the foot are as important as 
those of the face. 

Black satin in Paris is being replaced by brown satin 
because brown is on its way to becoming the chic color; 
tan satin is also good; newest of all is tan and navy 
combined; the newest ornaments are the small rhine- 
stone replacing the large rhinestone ornament; metal 
cords and stitched braids are used. 

Mr. McKeon on the craze for reptile skins for 
trimmings said:—Lizard skins are very expensive and 
can be used only in high grade. However, the same 
effects are being gotten with calf skin which holds al- 
most as well. 

H. C. McLaughlin:—With all the emphasis on light 
weights in footwear, 50 per cent of our business in our 
store on women’s footwear is on welts. 

Frank B. King:—The manufacturers’ traveling repre- 
sentative should be equipped with some sort of cos- 
tume and color guide with more definite suggestions 
as to appropriate style, color and type of shoe to be 
worn On various occasions. 

Maurice Weiss:—Do we believe, as a body, that 
straps will predominate? The committee does. 

One thing that was brought out here and | think 
every retailer yesterday admitted it: 1 believe we are at 
fault in killing a style too quickly here. 

Harry A. Gibson of San Francisco said straps will 
continue to live. 

Mr. Otto Adams of Chicago said:—We have been 
able to sell most anything that looks good on the foot 
and fits well, whether it be oxford, strap or colonial. 1 
think straps are going to prevail; also shoes upon which 
buckles can be worn will be in large demand. This is 
what we expect for the first three months of the year. 

William Kaufman of San Francisco:—For the next 
three months pretty shoes will be in demand; anything 
good looking will be sold in quantities. 


Sponsored by Frank King 


A radical change in the way the National Style 
Report is made up was recommended by Frank B. 
King, head of the Styles Committee of the National 
Shoe Travelers’Association. He urged that the industry 
should change its front. Instead of classifying shoes as 
Women’s Conservative Welts, Fashion Welts, Sport 
Welts, Women’s Conservative Turns, Fashion Turns 
and Evening Slippers, that it should take in under the 
slogan SHOES FOR OCCASIONS, the proper shoe for 
morning wear, informal afternoon wear, afternoon wear, 
evening wear and sport wear, and to do it in both 
women’s and men’s footwear so that more shoes could 
be sold to the purpose for which they were created. 

The debate over this took two hours to settle and the 
final decision was to accept Mr. King’s plan. This 
necessitated some revision of the style report and the 
committee worked well into the evening on the final 
draft, shown in this number. 
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Merchants Present 


To indicate the personel attendance of representative 
merchants “on guard” in behalf of the National Shoe 
Retailers’ Association and to convey more clearly the 
idea that this report meets with their endorsement, we 
publish the list of shoe merchants who were present at 
this meeting: 

Jesse Adler, Adler Shoe Co. of New York; Max Stein, 
D. E. Hirshberg, J. W. Kempner, L. Bamberger & Co. 
of Newark, N. J.; Arthur Burt, Arthur Burt Co. of 
Washington: M. A. Weiss, Percy Hart, Cammeyer of 
New York City; C. K. Chisholm, M. C. Peterson, 
Chisholm Shoe Co. of Cleveland, O.; E. D. Gillder- 
sleeve, E. D. Gildersleeve & Son, Poughkeepsie, N. Y.; 
A. H. Geuting, Will Geuting, George Geuting and 
Morris Yoskin, Geuting Company, Philadelphia, Pa. ; 
Reuben Stiefel, J. Goldsmith & Sons Co., Memphis, 
Tenn.; H. E. Hagan, H. E. Hagan, Boston, Mass.; 
W. E. Davis, Ned G. Hess, N. Hess Sons, Inc., Balti- 
more, Md.; A. Gabriel, L. M. Hirsch Shoe Co., 670 
Sixth Avenue, New York City; D. S. Josephson, 
Josephsons, Trenton, N. J.; R. B. Vincent, C. C. Kemp- 
ton & Son, 527 Vine Street, Philadelphia, Pa.; H. J. 
Wood, G. R. Kinney Co., Inc., 233 Broadway, New 
York City; Alfred A. Kohn, Alfred A. Kohn, 505 5th 
Avenue, New York City: J. C. Block, Lit Bros., Phila- 
delphia, Pa.: L. M. Cooper, Miss Ullman, R. H. Macy 
& Co., Inc., Herald Square, N. Y.; C. H. Nearing, Mrs. 
Quitman, James McCreery & Co., New York City. 

Maurice Miller, 1. Miller & Sons, 562 Fifth Avenue, 
New York City; H. C. McLaughlin, National Shoe Re- 
tailers’ Assn., Chicago, Ill.; Miss Galloway, O'Neill & 
Co., Baltimore, Md.; J. J. Holden, Oppenheim Collins 
Co., New York City; Otis C. Brannock, Park, Bran- 
nock Co., Syracuse, N. Y.; C. E. Petot, Petot Shoe Co., 
Cleveland, O.; W. W. Willson, Rice & Hutchins, Rock- 
land, Mass.; Joe J. Sensenbrenner, Senack Shoe Co., St. 
Louis, Mo.; John Slater, J. & J. Slater, New York City; 
Wm. Kaufman, Max Kaufman and H. Sommer, Som- 
mer & Kaufmann, 119 Grant Avenue, San Francisco, 
Cal.; 1. M. Bauer, Sterling Shoe Corp., Buffalo, N. Y.; 
Max Cohen, Stewart & Co., New York City; K. M. 
Stone and H. Tiryakian, Stone Shoe Co., New York 
City; A. W. Smith and Jean P. Helm, Strawbridge & 
Clothier, Philadelphia; H. F. Volk, Volk Bros. Co., 
Dallas, Texas; K. W. Watters, K. W. Watters Co., 
Buffalo, N. Y.; Miss N. Hagerty, Wanamaker, New 
York City; Miss A. V. Callahan, Wanamaker, Philadel. 
phia; Henry A. Gibson, The White House, San Fran. 
cisco. 

Relation of Good Shoes to Hosiery 

Have you ever thought to ask women to regard the 
price of a shoe in its relation to stocking economy? 
There is no doubt that fine shoes, well-fitting shoes, are 
cheaper in the end for this reason. Many women, led by 
a false sense of economy, will choose a pair of shoes that 
cost three or four dollars less, and have to buy four or 
five, and sometimes many more pairs. 

























that it is well to interpret this report in the light of your 
own local community. The broad trend of styles is here 
carefully weighed with advanced informatioa from authorities in 
garment colors and apparel tendencies. Use this as your National 
guide to the general swing of styles for January, February, March 
and Easter retailing. 


O'« nation is so broad in its geography and popular tastes 


WOMEN’S STYLE REPORT 

High novelty colors in solid effects and lizard alligator and 
similar novelty effect trimmings should be selected in keeping 
with prospective individual demand. 

Color tendencies in the order of their importance as designated 
by official color card are as follows: 

Racquet, Bombay, Airedale, Tan Bark, Mandalay, Jack Rabbit. 

Shades will lighten as season progresses. 

Suede leathers in combination with grain finished calf and kid 
and patent in the order of their importance are as tollows: 

Airedale, Racquet, Tan Bark, Bombay, Black, Mandalay Jack 
Rabbit, Otter. 


WOME N’SST YLESFOR MOR NI NG WEAR A NDGE NERAL 
UTILITY WITH SIMPLE CLOTH DRESSES, TAILORED 


“FFECTS AND SUITS 
Patterns January Febuary March 
Straps 25% 50% 25% 
Oxfords 75% 50% 23% 
Lasts Medium prevailing toes will coutinue. 
Heels Military 10-8 to 14-8. 
Materials Black, tan and brown leathers. 
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The Trend of Styles for the 
Months of January, 


Official Style Report Compiled by the National 
Shoe Retailers’ Association, National Boot ¢ Shoe 
Manufacturers’ Association, National Shoe Trav- 





February, March 
AND EASTER 


elers’ Association and the Tanners’ Council. 


SHOES FOR FORMAL AFTERNOON TEAS AND OTHER 
SOCIAL AFFAIRS TO BE WORN WITH THE MOST 
DRESSY DAYTIME COST UMES W HET HER OF SIL K 

OR WOOL 


Patterns 

1. Straps and openwork effects will predominate. 

2. Goring effects and Colonials. 

3. Open work oxfords. 
Lasts Medium with tendency toward slightly narrower 
than the oval type prevailing. 
Boxwood 10-8 to 14-8. Full LXV aad Spanish 13-8 
to 16-8. 


Heels 


Materials 
1. Black satin. 
. Patent. 
. Colored suede and colored kid and combinations. 
. Black suede and combinations. 


~] 


— Cot 


EVENING SLIPPERS TO BE WORN WITH DINNER 
DRESSES A ND FORMAL EVE NI NG GOW NS 


Patterns Straps will predominate with a liberal proportion of 
openwork effects. Tongues or similar effects to pro- 
vide for ornaments. 

Lasts Medium toes. 

Heels 13-8 to 17-8. 

Materials 

1. Silver and gold brocades, plain or trimmed with silver and 
gold kid. 


2. Satin plain and silk brocades. 


SPORT SHOES FOR WALKING, COUNTRY CLUB AND 
ATHLETIC WEAR 


A Type of Construction in Heavier Leathers Broguish effecis with 
Leather, Crepe or Rubber Soles 











S HOES FOR I NFORMAL AFTER NOO N TOBE WORN WIT H Patterns Fancy trimmed oxfords and straps. Brogue punched 
DRESSY STREET CLOT HES effects. 
: Lasts Medium round toes. 
PATTERNS Heels 8-8 to 10-8. 
1. Straps will predominate. Materials 
2. Goring effects and Colonials. 1. Tan calf. 
a" enenas 8 2. Elk and similar leathers. 
‘ “ou “oO. It is important to note that ; 
Lasts Medium toes will continue. footwear in this report has 3. Colored buck and suedes and 
Materials been classified, not as con- combinations. 
1. Patent. servative and fashion welts 4. Black calf. 
° Sati and turns, but according to a. elas ‘. . q 
2. Satin. the purpose for which they 5. White leathers“ or fabrics as 
3. Black calf and kid. are to be used and the time geographical locations demand, 
4. Black and colored suede and com- of day they are to be worn. also for Palm Beach and tropical 
binations. clientele. 
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MEN’S STYLE REPORT 


FOR GE NERAL WEAR 


Smart shoes divided into 65 per cent oxfords and 
35 per cent high shoes, while staple types will be 75 
per cent high shoes, 25 per cent low shoes. The 
average will be 50 per cent high and 50 per cent low 
shoes. 

Brogues, semi-brogues, custom and square effects. 
Eighty-three per cent rubber heels; 8-8 broad, 
square heels, 90 per cent. 

Hazel and lighter shades with some cherry reds. 
Increasing demand for lighter shades. Blacks grow- 
ing in popularity. 

Heavy weight leathers and boarded effects, with an 
increasing demand for smooth calfskins brightly 
finished in medium weights. 


Lasts 
Heels 


Colors 


Leathers 


FOR INFORMAL DRESS WEAR 
Lightweight high shoes and oxfords. 
Custom or medium square toe. 
Shapely 8-8 heels. 

Light weight Black Calf and Patent. 


Types 
Lasts 
Heels 
Leathers 


(The discriminating dresser wili not wear a tan shoe after 
6 o’clock in the evening.) 


FOR GE NERAL SPORT WEAR 


Low shoes. 

Brogues and sport lasts. 

Spring and broad square. 

Leather, crepe and rubber. 

Tans, brown, gray, white and combinations. 
Boarded and smcoth calfskins, elks, and bucks. 
Sport shoes are a local problem. 


Types 
Lasts 
Heels 
Soles 
Colors 
Leathers 


FOR FORMAL DRESS WEAR 


High and low patents, lightweight welts or turns, 
plain and cap toes. 
Custom and medium round. 
Shapely low heels. 
Material Patent. 


BOYS’ AND YOUTHS’ SHOES 
Boys’ and youths’ shoes follow the trend of the men’s styles, 
with more emphasis on smarter shoes for boys ia all grades. 


JUVENILE SHOES FOR SCHOOL WEAR 


Patterns 
Growing Girls—Strap. and oxfords. 
Misses and Children—Boots. 


Leathers 
Growing Girls—Tan calf and grain leathers; patent; suede 
leathers with trimmings to match or contrast; and black calf. 
Misses and Children—Tan calf and lightly boarded leathers; 
and brown and smoked elk. 


PLAY SHOES 


Patterns Regular height, lace or Blucher cut. 
Leathers Tan calf and brown and smoked elk leathers. 


BOOT AND SHOE RECORDER 


FOR DRESS OCCASIONS 


Patterns Strap pumps and oxfords. 

Leathers Boots in patent with dull and white top; pateat with 
gray, beige, or other suede or cloth top; tan with suede top 
to match or contrast. 

Oxfords and Straps in patent; patent and suede combiaations; 
in misses’ and children’s shoes there is a strong tendency in favor 
of low effects over a greater period of the year. 

Growing Girls—Growing girls’ shoes will follow the trend of the 
women’s styles, recommended both as to patterns, leathers and 
materials. Lasts will be medium round toes, heels leather or 
covered from 7-8 to 10-8. 


COLORS 


In presenting a color program for the guidance of the tanners, 
shoe manufacturers, retailers and traveling salesmen for January, 
February, March and Easter, 1924, the Committee has had the 
advice and co-operation of The Textile Color Card Association 
of the United States, Inc., National Boot and Shoe Manufactur- 
ers’ Association, National Shoe Retailers’ Association, Tanners’ 
Council of America and National Shoe Travelers’ Association. 

The names and numbers of the colors are in accordance with 
the official Standard Color Card used by the Textile Industries of 
America and Europe. Selection of the colors has been made 
after the most careful study of the indicated trend in the wearing 
apparel trades for early 1924. For the purpose of standardization, 
as well as stimulation, these names should be used in designating 
the colors of up er stock. 


IMPORTANT NOTE TO RETAILERS: For early January, 
sell what you have. 


Sell shoes for a purpose 
and not as a 
foot-covering 
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WHAT LEADING MERCHANTS BELIEV Lie 
WILL SELL Si OME! Patte 
Lasts 
y Heel 
In January—February—March Mate 
HE national scope and character of the official style report comes from question- Hors 
naires sent in by representative merchants having stores in every section of the Heel 
country. These style opinions, therefore, form the background of the committee work Mate 
which finally appears as the Style Platform of the entire trade. In this issue we give to all 
merchants an opportunity to study the opinions of representative merchants and to bal- = 
ance their reports with the perfected national report published on previous page. These Heel 
questionnaires were made out in the old form, giving conservative and fashion welts, Male 
fashion turns and evening slippers but in the New York meeting it was unanimously 
determined to codify the styles according to their daily use under a national scheme of Patte 
‘sé ° ” Lasts 
shoes for occasions? Heel 
Mate 
SURVEY FROM BOSTON SURVEY FROM WASHINGTON, D. C. 
Women’s Conservative Wells Women’s Conservative Wells 
Patterns Oxfords and one, two or three straps. Patterns Oxford and two strap. 
Lasts Medium, narrow and broad toes. Lasts Medium. ' Patte 
Heels 9-8 to 14-8 either square or cuban. Heels Medium. ast 
Materials Leathers black and brown kid, some grain, some Materials Kid, gun metal, tan calf. —— 
valfskin. ; 
ies Fashion Welts Fashion Welts Mate 
, Patterns Two strap. 
Patterns 1, 2 and 3 straps. Opera pumps in small volume,  [asis Medium and semi-stage. 
Cut-outs. Heels 1% to 1%. Patte 
Lasts Modified French and medium and narrow toe. Materials Patent, ooze calf, tan calf, buckskin. 
Shorter vamps. 
Heels 12-8 to 16-8 covered cuban and Spanish Louis heel. Sport Welts 
Valerials Suedes, patent and satin in the correct colors; black Patterns Oxford. 
leading. Also suedes trimmed solid and with con- Lasts Sport Lasts 
trasting kid leathers. Heels 7-8 or Spring. Heel. 
: Materials Veal, grain and buckskin. Mate 
Sport Welts 2 eae 
Patlerns One, or two straps, oxfords, oxfords with aprons. Women’s Conservative Turns 
Plain toes. Patterns Oxford and one strap. 
Lasts Mannish lasts, brogue type, full toe. Lasts Medium. 
Heels 6 to 7-8, flange, 8-8 to 10-8 Military. Heels Medium. Patte 
Materials Russia calf smooth or boarded, suedes, some smoked Materials Kid, ooze calf, gun metal calf. 
horse. No interest in trimming. ~— — 
Women’s Conservative Turns Patterns Straps. ‘ . Mate 
Lasts Medium and semi-stage. 
Patterns Oxfords and one strap. Heels 1\% to 2. 
Lasts Wide, medium and narrow. Materials -Patent, ooze calf. 
Heels 12-8 to 14-8 cuban mostly. 
Materials Kid, patent and the more sombre colors in suedes and Evening Slippers 
black satin. Patterns —— and some plain operas. Patte 
Fashion Turns Lasts As this winter medium and semi-stage. Lasts 
Patterns Some Opera pumps will be worn. 1, 2 and 3 straps in — ‘al ie to 2. Me enti. he aot poe 
various comsbindiiann with the vogue for cut-outs ““®r@s “liver, gold, suede, Dronze OA + "B § Cemmees 
continuing. Vamps averaging 3” and less will be worn. * — _— 
Lasts Medium, French and y toe. 
on weot—— ANOTHER SURVEY FROM WASHINGTON, D. C. Patte 
Materials Suedes of harmonious shades with black leading. Women’s Conservative Wells 
Black patent leather and satin trimmed with ooze. Patterns Oxfords and two straps. 
Evening Slippers Lasts No change. 
é : ; ’ Heels No change. 
Patterns One strap with and without centre bar. Some with Maierials Tan calf, black calf, black suede, brown suede, brown Lasts 
short vamps. : kid and patent. Heels 
Lasts Medium French and medium narrow toes. : 
Heels 14-8 to 16-8 covered Spanish. Fashion Welts 
Materials Brocaded fabrics in gold and silver cloth—black and Patterns Straps, oxfords and colonials. Mates 
gold, black and silver and other brocades. Also come Lasts No change. 
black satin trimmed with silver or gold kid. Heels No change. 


W. W. Willson Materials Black suede, brown suede, patent, kid. 











Patterns 
Lasts 
Heels 
Materials 


Palterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 
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Patterns 
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Materials 


Patterns 
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Heels 


Materials 
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Sport Welts 


. Oxfords, straps. 


No change. 
No change. 
Tan calf, gun metal, suedes. 


Women’s Conservative Turns 
Straps. 
No change. 
10-8 to 14-8 predominate. 
Satin, patent, suede, black kid. 


Fashion Turns 


Straps, fancy operas, gores, colonials. 

Narrower toes. 

12-8 to 16-8. 

Satin, black suede, brown suede, velvet, patent. 


Evening Slippers 
Straps, operas, colonials. 
No change. 
10-8 to 17-8. 


Brocades, paisley, satin, suedes. 
Wm. Hahn Co. 


SURVEY FROM PHILADELPHIA 
Women’s Conservative Welts 


Oxfords, one and two straps. 

Medium and broad toes. 

9-8 to 13-9. 

Black and brown kid, tan and black calf. 


fashion Welts 


Attractive strap patterns, cutouts, etc. Some tongues 
and gore fittings. If the soles are of the very light 
weight character, toe shapes and patterns that are 
ood for turns or McKays can easily be applied to 
ashion Welts. 
Medium and French toes. 
8-8 to 14-8. 
Suedes, black, brown, various fawn shades and grays, 
patent, gun metal and tan. Attractive combinations 
of all these. 
Sport Welts 


Straps, buckle or button fastened, oxfords; plain toes 
fancy tips, attractive perforations. 

Medium full toes. 

8-8 to 10-8. 

Tan calf, in various shades, black calf, patent leather, 
some so-called elk leathers in their various shades. 
Leather and crepe rubber soles. 


Women’s Conservative Turns 


One strap. 

Medium toes. 

10-8 to 14-8 covered Spanish and box wood. 
Patent, satin, black suede, black kid, black calf. 


Fashion Turns 


Straps in their various attractive designs with cut- 

outs, gore fitted patterns, some tongue patterns and 
umps, patterns that lend themselves attractively to 

Eoallien. would recommend attractive patterns of 

more conservative good taste and character. Sandal 

effects. 

Medium and modified French toes. 

8-8 to 12-8 box wood covered which should be good in 

the sandal patterns. 14-8 and 16-8 Spanish wood heels 

for the more dressy patterns. 

Patent, satin, black suede, all so-called fawn shades 

and gray, and attractive combinations of all these. 

Black calf. Some field mouse and gray glazed kids. 


Patterns 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 


Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 


Heels 
Materials 


Patterns 
Lasts 


Heels 
Materials 





Evening Slippers 
Those styles that are at present most in demand in 


atterns, lasts, heels and materials will 


good. 


the various 


continue to 
Wm. A. Geuting 





SECOND SURVEY FROM BOSTON 
Women’s Conservative Welts 


Oxfords. 

Medium toe. 

From 8-8 to 12-8. 

Black and tan Russia and black and tan kid. 


Fashion Welts 
One and two straps. 


Medium toe. 

12-8 to 14-8. 

Black Russia, tan Russia, black und colored ooze. 
Sports Welts 

Oxfords. 

Medium. 


Spring. 
Nor. Calf and buckskins. 


Women’s Conservative Turns 


One and two straps and gore. 

Medium toe. 

8-8 to 12-8. 

Kid and patent leather, black and brown ooze. 


Fashion Turns 
Fancy straps and pump sand gore. 
Medium French toe. 
14-8 to 16-8. 
Patent leather, black and colored oozes. 


Evening Slippers 
Straps and pumps. 
Medium French toe. 
14-8 to 16-8. 


Brocades and satins. “~ 


Thayer McNeil{Co. 





SURVEY FROM TRENTON, N. J. 
Women’s Conservative Welts 


Straps. 

Medium. 

10-8 to 14-8 Cuban. 

Suede, calf, kid and patent. 


Fashion Welts 
Straps and gores. 
Medium. 
12-8 to 14-8 Spanish and Cuban. 
Suede, patent, satin and kid. 


Sport Welis 
Straps. 
Medium. 
10-8 to 12-8. 
Buck, Russia calf and black calf. 


Women’s Conservative Turns 
Straps. 
Medium. 
12-8 to 14-8 Block and Spanish. 
Suede, Patent, kid and satin. 


Fashion Turns 
Strap and gores. 
edium vamp. 
14 to 16-8 Spanish and Cuban. 
Ooze, patent, satin and kid. 











Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patlerns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 





Patterns 






Lasts 
Heels 
Materials 
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Evening Slippers 
Straps, operas. 
edium vamp. : 
14-8 to 16-8 Spanish. 
Silver brocade, satin and bronze. 
David S. Josephson 


SURVEY FROM COLUMBUS, O. 
Women’s Conservative Wells 


90 per cent straps, 10 per cent oxfords. 
Fuller but not round. 

8-8, 10-8, 12-8 straight. 

Black ooze, black and brown kid and patent. 


Fashion Welts 


Straps, wide one, two and three-strap cut-out and 
gore pumps. 

As above. 

As above. 

Black, gray, otter ooze, patent, mat and glazed kid. 


Fashion Turns 


75 per cent straps, 25 per cent gore and french operas. 
Lower price Frenchy—High grade medium pointed. 
Box, Spanish, Junior French. 

Black, gray, otter ooze, black satin and patent. 


Conservalive Turns 
Straps. 
Fuller but not French. 
12-8 Cuban, Spanish. 
Black kid and satin, patent and black ooze. 
A. E. Pitts Co. 


SURVEY FROM WHEELING, W. VA. 
Women’s Conservative Wells 


One and two straps, lace and blucher oxfords. 
Medium and half dollar toes. 

10-8 to 14-8 Military and Cuban leather heels. 
Black kid, patent, black calf, brown kid, black ooze. 


Fashion Welts 


Generally one to three-strap patterns and lace oxfords, 
cut-out pumps. 

Medium round and modified stage. 

13-8 to 15-8 leather covered Cuban and Spanish. 
Patent, black ooze, light weight black calf and colored 
ooze, otter light sand and gray. 


Sport Wells 


Apron and saddle bluchers, lace oxfords and one 
straps in plain and combinations. 

Full round toe. 

6-8 to 8-8 Spring covered rubber and leather. 
White, beige, brown, red and gray in plain and 
combination. Plain and boarded calf side and elk 
leather. 


Women’s Conservative Turns 


Wide one strap and oxfords. 
Medium and round toe. 

12-8 to 14-8 leather. 

Black kid, patent and black ooze. 


Fashion Turns 


Distinctive one to three-strap patterns, plain and 
cut-out pumps. 

Medium round, modified stage and wide stage. 

13-8 to 17-8 Cuban and Spanish covered heels. 
Patent, satin, black ooze, woody shades of ooze, gray 
kid and light weight dull calf. 
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Evening Slippers 
One to three-strap patterns and pumps. 
Medium narrow and modified stage. 


14-8 to 17-8 Cuban and Spanish. 
Black satin, patent, bronze and silver and gold metal 


cloths. 
Alexander & Co. 


SURVEY FROM PITTSBURGH 
Women’s Conservative Welts 


One and two straps and oxfords. 
Medium toe. . 
8-8 to 13-8. 
Kid, grain, patent. 

‘fashion Wells 
Strap patterns, pump effects and oxfords. 
Medium, Frenchy effects. 


12-8 to 14-8 leather, Cuban and box heels. 
Patent, kid, oozes few velvets. 


Sport Wells 


Quarter oxfords and sandals. 
Rather full toe. 

8-8 and Spring. 

Colored calf, oozes and nubucks. 


Women’s Conservative Turns 


Strap and oxfords. 

Medium and Frenchy. 

12-8 to 14-8 Cuban and box. 
Kid and patent. 


Fashion Turns 


Fancy strap effects, cut-out and fancy pump effects. 
Medium and Frenchy. 
13-8 to 16-8 Box, Cuban, Louis and Spanish. 
Satins, colored kids and oozes, patent. 

Cal. J. Mensch 


SURVEY FROM DETROIT 
Women’s Conservative Welts 


Strap and Colonial. 

Medium round. 

12-8 to 14-8. 

Patent, black kid, Domino calf, oozes. 


Fashion Wells 
Colonials, straps. 
Medium round. 
14-8 to 15-8 Cuban. 
Ooze combinations. 


Sport Wells 
Straps, oxfords. 
Full round. 
8-8 to 11-8. 
White elk and white buck with combination trim 
both tan and black. 


Women’s Conservative Turns 


Straps and Colonials. 

Medium round. 

12-8 to 14-8. 

Patent, black kid, oozes and black satin. 


Fashion Turns 


Pumps, straps, fancy cut-outs. 
edium round. 
2” to 2 1-8” 15-8”. 
Black satins, black mat kid, patent oozes. 
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Evening Slippers 


Pumps, straps, fancy cut-outs. 
Medium narrow. 
2 to 2 1-8 inches; 1 5-8 inch Spanish Junior. 
Brocaded silvers, gold, satins and brocades. 
R. H. Fyfe & Company 





SURVEY FROM CLEVELAND 
Women’s Conservative Wells 


Oxfords, plain straps. 
Medium and orthopedic type. 
10-8 to 13-8. 

Black kid, brown kid. 


Fashion Welts 


Sandals, fancy straps. 

French and semi-French. 

9-8 to 14-8 Cuban and leather. 

All colors of kid and suede, patent. 


Sport Welis 


Apron and fancy oxfords. 
Full toes, mannish types, soft and plain toes. 
Spring heels and 9-8 leather. 
Suedes (all colors) smoked horse and tan shades of 
calf. 
Women’s Conservative Turns 
One straps and old women’s comfort oxfords. 
Full and shorter than previous. 
10-8 to 14-8. 
Black satin and black kid. 


‘fashion Turns 


Unique fancy straps. 

French, semi-French and medium. 

10-8 to 17-8 Box and Spanish and French. 

Colored kids, colored and black suedes and satins, 

patent. 

Evening Slippers 

Fancy straps, one and two-straps. 

Semi-French and regular vamp about three inches. 

14-8 box to 17-8 Louis and Spanish. 

Silver brocade, gold brocade, white and colored satins. 
. E. Petot 





SURVEY FROM DANVILLE, ILL. 
Women’s Conservative Wells 


Oxfords, straps. 

Medium toes, full toes, short vamps 23%” 3” and 
3". 

13-8, 14-8, 12-8, 10-8. 

Patent and plain blacks, colored and black suedes 
and Russia calf. 


Fashion Welts 
Straps, oxfords and colonials gored with high quarters. 
Medium toes, full toes, short vamps all. 
14-8 wood covered, 12-8 and 10-8 for college styles. 
Patents, suedes, black and colored and black and 
Russia calf. 


Sport Welts 
Straps and oxfords about even. 
Full toe effects, custom and square modified. 
12-8 and 10-8 some 8-8. 
Black calf, Russia calf, suedes. 


Women’s Conservative Turns 
Straps, oxfords. 
Medium toes, shortened vam 
14-8 Spanish for dress type. 13. 8 Cuban for staples. 
Patents, satins and plain blacks. 


Patterns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 


Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 


Patterns 

Lasts 
Heels 
Materials 


Patterns 


Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 


Patterns 

Lasts 
Heels 
Materials 


Patterns 
Lasts 
Heels 
Materials 





Fashion Turns 


Straps, gored and pumps very limited. 
Medium toes, short vamps, wider toes passing. 
16-8 to 14-8 Spanish or Louis. 

Satins, patents, suedes, colors and black. 


Evening Slippers 


Straps, slender narrow cut straps best. 
Medium toes, short vamps 3” best length. 
16-8 Spanish or Louis and 13-8 Spanish for Junior. 
Metallics and satins. 
F. P. Meyer 


ANOTHER SURVEY OF PITTSBURGH 


Women’s Conservative Welts 
Oxfords. 
Full toe and medium round toes. 
8-8 to 14-8. 
Black and brown kid, black and brown calf. 


Fashion Welts 


One or several straps. 

Medium toe. 

8-8 to 14-8. 

Black and brown kid, suede and patents. 


Sport Welts 


Blucher oxfords, plain toes with center creased vamps. 
Medium round toe. 

7-8 to 8-8. 

Suede or Nubuck, black and tan calf, These sport 
shoes to be built in pleasing styles. 


Women’s Conservative Turns 


Oxfords and one or more strap effects. 
Full toe and medium round toe. 

10-8, 12-8 and 14-8. 

Black kid, mat kid. 


Fashion Turns — 


Straps, gore patterns, cut-out small to 
Medium narrow toe, modified so-called 
12-8, 14-8, 16-8. 

Patent, suede in black, gray, beige and other medium 
light shades. Patent and suede combinations, satin 
and fine black kid. 


Evening Slippers 


Pumps suitable to carry either cut-steel or rhinestone 
buckles. One or more strap pumps. 

Medium narrow toes. 

12-8, 14-8 and 16-8. 

Satin, patent, silver and gold. 


ue patterns. 
rench toe. 


C, Ludebuehl 





SURVEY FROM CLEVELAND 
Women’s Conservative Welts 


80 per cent oxfords, 20 per cent straps. 
Medium round and square. 
8-8 to 13-8. 
Fashion Welts 
75 per cent straps, 25 per cent oxfords. 
Medium round, no French. 
10-8 to 14-8. 
Black ooze, patent, gray ooze and colors. 


Women’s Conservative Turns 
Straps. 
Medium and few French lasts. 
12-8 to 16-8. 
Satins, patents, black and colored oozes. 
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Fashion Turns 
Fancy strap. 
Same as above. 
12-8 to 16-8. 
Satin, patents, black ooze, colored oozes. 
Evening Slippers—Same as this season. 
Chisholm Shoe Co. 


SURVEY FROM CHICAGO 


Women’s Conservative Welts 
Oxfords, goring front Colonials and strap effects. 
Medium and wide toe 
8-8 and 10-8 Military, 12-8 and 14-8 Cuban. 
Tan and black Norwegian, tan and black calf, black 
kid, black and Dark Brown suede. 


Fashion Welts 
Side gore, front gore and strap effects. 
Medium and wide toe. 
12-8, 14-8, 15-8 Cuban. 
Log cabin, Dark Brown, black and “J” Ooze, patent, 
black and brown satin, black calf. 


Sport Welis 
Oxfords and straps, some goring patterns. 
Full round toe. 
Spring, 8-8 and 10-8 Military. 
mbination of suedes and elk leathers, boarded 
leathers, combination of tan calf skin. 


Women’s Conservative Turns 
Oxfords and strap effects and side gorings. 
Medium to full toe. Medium toe predominating. 
10-8 and 12-8, 14-8 box heels, 12 and 14-8 Spanish. 
Patent, black satin, black kid, black and brown suede, 
brown kid. 

Fashion Turns 

Fancy straps, front and side gore and Colonials, cut- 
out opera. 
Medium to full toe 
12-14-15 box heels 12-14-16 Spanish heels. 
Patent, black satin, black and brown suede, log cabin 
and “ye ooze suede, brown satin. 


Evening Slippers 
Strap and goring effects, fancy cut-out pumps, opera 


umps. 
Medium and full toe. 
12—14—16 Spanish. 
Gold and ae er brocade, black satin, black velvet. 
Carson, Pirie, Scott & Co. 


SURVEY FROM MINNEAPOLIS 


Women’s Conservative Welts 
Lace oxfords, one and two straps. 
Medium toe and heels. 

8-8, 10-8, 12-8 and 14-8. 

Brown kid, black kid, oozes and calf. 
‘ashion Welts 

Oxfords, straps and few tongue pumps. 

Grays, brown and black. 
Sport Welts 

Lace oxfords and straps. 

Medium wide toes. 

8-8, 10-8 and 12-8. 

Colors will be good. 

Women’s Conservative Turns 
Straps, colonial small tongues and lace. 
Medium and broad toes. 

12-8, 14-8 and 15-8. 
Suedes, kidskins, satins, patents. 
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* Evening Slippers 
Gold, silver, satins, patent leather. 


From narrow to wide toes. 
8-8, 10-8 up to 16-8. Spanish and Louis. 


Black. 
Geo. A. Pierce 





SURVEY FROM DES MOINES, IOWA 
Women’s Conservative Welts 


65 per cent oxfords, 35 per cent straps. 
Medium lasts. 

10-8 to 14-8. 

Black and brown. 


Fashion Welts 


Oxfords and straps. 

Medium lasts. 

10-8 to 14-8. 

Black kid, black ooze, patent and brown. 


Sport Welts 
Few in oxfords. 


ium. 
10-8 to 12-8. 
Brown ooze trimmed in calf to harmonize. 


Women’s Conservative Turns 


Straps and oxfords. 

Medium. 

Spanish, box wood and Louis, 10-8 to 14-8. 
Patent and black kid. 


Fashion Turns 
Straps. 
Medium. 
Spanish and Louis 12-8 to 16-8. 
Black satin, black ooze and brown satin. 


Evening Slippers 


14-8 to 17-8 Louis and Spanish 
Silver and gold brocade, satin, black and brown. 
Slade Shoe Shop 





SURVEY FROM SAN FRANCISCO 
Fashion Welts 


Front straps and fancy straps. 
Medium to slightly wider toes. 
8-8 to 13-8, 12-8 best. 


‘Suedes, patents, kids and brown kids. 


Sport Wells 


Any pretty pattern in oxfords or straps. Oxfords best. 


Fairly wide and square toes. 
8-8 to 10-8 


Suedes, patents, Russia and gun metal. For February. 


and March and early spring. 
Fashion Turns 


Front straps and fancy straps. 
Medium wide to French toes. 
Fifty-fifty wood Cuban and Spanish. 
Satins, suedes, patents, kids. 


Evening Slippers 


Any fancy pattern. 
edium toes. 
15-8 to 17-8 French and Spanish. 
Silver brocade and gold brocade. 
Philadelphia Shoe Company 
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SURVEY FROM OTTUMWA, IOWA 
Women’s Conservative Welts 


Lace oxfords and few straps. 
Medium toe. 

12-8 and 13-8. 

Brown kid, black kid, black suede. 


Fashion Welts 
Lace oxfords. 
Medium short vamp. 
10-8 to 13-8. 
Suedes, black and colors. 


Sport Welts 
Lace oxfords. 
Medium toe. 
10-8. 
Suedes. 


Women’s Conservative Turns 


Lace oxfords. 
Medium toe. 
10-8. 

Black kid. 


‘fashion Turns 


One strap, fancy straps. 
Medium vamp. 

14-8 Spanish. 

Satins, suedes, patents. 


Evening Slippers 
One strap. 
Medium. 
15-8. 
Satin, silver. 
Stevens Shoe Store 


SECOND SURVEY FROM SAN FRANCISCO 
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Women’s Conservative Wells 


Straps, also oxfords. 
Medium full toe. 
Leather, also covered box Cubans 12-8 to 14-8, black 
kid. 
Straps mat kid, brown kid. Oxfords—black kid, brown 
kid. 

Fashion Welts 


Straps, also oxfords. 

Medium. 

12-8 to 14-8. 

Straps, wood shades, some gray, patent and black 
suede; and oxfords, wood shades, some gray, tan calf. 


Sport Welts 
Straps, oxfords 
Medium, round toes. 
10-8 to 14-8. 
Straps, wood shades, gray, black suede. Oxfords, 
wood shades, tan calfskin. 


Women’s Conservative Turns 
Straps 
Medium toe lasts. 
12-8 to 14-8 box. 
Patent, black satin, black suede. 


Fashion Turns 


Straps and gorings, plainer effects. 

Medium toe lasts. 

16-8 to 18-8 Spanish. 

Black satin, brown satin, brown ooze, black ooze, 
patent and gray ooze. ' 
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Evening Slippers 
Fancy straps also sandals. 
edium. 
16-8 to 18-8. 
Silver brocade, gold brocade. 
City of Paris, D. G. Co. 





SURVEY FROM SALT LAKE CITY 
Women’s Conservative Welts 
Straps 50 per cent, oxfords, 50 per cent. 

Medium and round toes. 

10-8 to 14-8. 

Black and brown leathers. 
Fashion Welts 

Straps and oxfords. 

Medium round and broad toes. 


9-8 to 14-8. 
Black ooze, colored ooze, patent plain and trimmed. 


Sport Welts 

Straps and oxfords. 
Medium round and broad toes. 
9-8 to 14-8. 
Black and colored ooze (plain and trimmed). Tan 
and brown calfskin, contrasting trim. 

Women’s Conservative Turns 
Straps predominating. 
Medium and slightly fuller toes. 
Box 12-8 to 14-8. Full LXV and Spanish 13-8 to 
17-8. 
Black suede, black satin, patent, black kid, colored 
ooze, brown satin. 


Fashion Turns 
Straps predominating. 
Medium with slightly fuller toes, medium vamps and 
slightly shorter vamps. 
Box 12-8 to 14-8. Full LXV and Spanish 13-8 to 
17-8. 
Black satin, black suede, patent, black kid, brown 
satin and colored ooze. 
Evening Slippers 
Straps predominating. 
Medium toes. 
Full LXV and Spanish 14-8 to 17-8. 
Silver and gold brocades, plain or trimmed satin, 
plain and beaded. 
Hirschman Shoe Co., Salt Lake City, Utah 





SURVEY FROM DENVER 
Women’s Conservative Welts 
Oxfords and a few straps. 
Medium broad. 
8-8 to 14-8. 
Brown kid, brown calf, black kid and calf. 


‘ashion Wellts 
Fancy straps. 
Medium broad. 
12-8, 13-8 and 14-8. 
Ooze leathers. 


Sport Welts 

Oxfords and sandals. 
Medium broad. 
8-8 to 11-8. 
Buck, elk, ooze and calf skins. 

Women’s Conservative Turns 
One and two straps. Some oxfords. 
Staple. 
11-8 to 14-8. 
Black kid and patent. 

(Continued from page 58) 
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Style plays a new part on the 
checkerboard of nights and days. 












Aileen Pringle a Goldwyn star, 
in silver coat and slippers. 





The Greatest Evening Slipper Season 


With Dress So Elaborate the Footwear Must Harmonize 
—Highlights from the Opera 


NDICATIONS are that evening functions will play 
I a very important part in social life this winter. 

Every gown shop has been taking in a supply of 
very elaborate costumes for evening wear. There is no 
limit to the extravagance of these dresses. 

The opening of the opera season this year was a blaze 
of glory. It stood out conspicuously as the greatest show 
of the earth. The magnificence of the audience caught 
more eyes than the performers on the stage. The magical 
social horse shoe was filled with light and splendor. If 
there is one thing that the opera shows, it is that pros- 
perity has its highlights, not only in New York, but all 
over the country, for the evening function is the one 
time when women can go the limit in extravagance in 

Gold and Silver Gowns Most Numerous 


To give you a real bird’s-eye picture of the costume- 
aside of the opera opening, we quote authentically from 
our own fashion observer, the colors and scheme of 
dress at that function: 

“Shimmering metal gowns, whether of gold or silver, 
outnumbered all else. Next in line came velvets and 
crepe satins with some georgettes and chiffon studded in 
rhinestones or beaded in crysta!. In colors, green (apple, 
jade or emerald) headed the list with rose color a close 
second. Intermingled with these were splashings of deep 
reds, brilliant purples, and all the vivid shades of pink 
and mauve. There was decidedly less black and white 
than last season, their presence, however, still being felt, 
preferably in gowns that embodied a combination of 
both. A blue dress peered here and there and maize 
was chosen by a few exquisitely gowned women. 

“Sumptuous was the display of swathing chinchilla 
and ermine wraps. Velvets and metals furred in white 
or gray fox fashioned other cloaks, while magnificent 








Spanish shawls and Chinese Mandarin coats had their 
following.” 


Greatest Evening Slipper Season Is Here 


The place that footwear holds in the picture of the 
opera and evening functions in every part of the coun- 
try is more important than ever before. The greatest 
evening slipper season is here. There was an unusual 
preponderance of all over gold and silver brocades with 
silver in prominence. The popularity of paisley brocades 
was emphasized because many were trimmed with gold 
and silver kid skins. 


Jewels of the Feet Emphasize Style 


Ornamentation on new high throat opera effects was 
confined to the small jewelled fhinestone that would be 
equally as useful as a pendant. This new type of foot- 
wear ornamentation indicates that jewels of the feet 
have come in to make footwear more interesting. 

There were a considerable number of Colonials effect 
and high throat pumps. Nothing could be we elabor- 
ately made up as foot wear. 


Broad Range of Strap Patterns 


There is no limit to designs in straps. The outstanding 
impression was that evening slippers of this season have 
retired all the old slippers of former seasons, because 
none in the past could keep up with the elaborateness 
of the costume. 

One of the New York houses previous to the opera 
described its line of evening slippers as “Evening slip- 
pers of dust gold or moonlight silver of imported French 
brocade. The smart fashion of blond gold in coats and 
wraps calls for slippers in matching tones. These slippers 
of gold or silver may be further tinted to individual 
order to match your gown.” 
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It Took Just Six Months for Him to Double 
His Evening Slipper Sales 


Merchandise Man of New York Store Tacks a New Angle on an Old 
Principle—and Makes Good 


OULDN’T you like to increase your evening 
slipper business more than 100 per cent in six 


months’ time? It has been done. The evening 
slipper department of Franklin Simon & Co., Fifth 
Avenue, New York, has accomplished this feat. Last 
May, against the advice of some of the powers that be, 
T. J. Fitzharris, merchandiser of the women’s and chil- 
dren’s shoe departments in this well-known specialty 
shop removed the evening slippers to a separate depart- 
ment where they are handled by a special salesforce and 
to all intents and purposes are distinct from any other 
department in the store. 

Making a separate department for evening slippers 
was only a small part of the task. The separate depart- 
ment, in Mr. Fitzharris’ opinion had to have something 
distinctive about it. In short, he wanted a place in 
which to sell evening slippers that would as near as pos- 
sible reproduce the surroundings in which the slippers 
were to be worn. 


How the Department Was Created 


Fortunately, some changes around the store threw to 
the women’s and children’s shoe departments some 
much-needed space. The regular department was en- 
larged, and the children’s department shifted to a new 
location, and a space at the front of the store, some 40 
feet square was set aside for the evening slipper depart- 
ment. The room was almost completely enclosed. In 
fact, a room was built within a room, complete with 
doorways, windows and a new ceiling. 

Walnut panelling runs clear to the ceiling, with the 
woodwork around the windows fluted and carved as it 
is in the finest of New York’s drawing or reception 
rooms. Console tables and mirrors, tapestry chairs and 
other odd pieces of furniture, together with softly 
shaded table lamps and magnificent crystal ceiling 
chandeliers were added. A thick pile carpet of pleasing 
and harmonizing tone was 


above what they were before the separate department 
was installed, according to Mr. Fitzharris. 

“The new shop has helped us in many ways,” he said. 
“We find that our specialized salespeople are being re- 
lied upon more and more by our customers. Women 
constantly come to us and ask us to advise the style and 
material in slippers to be worn with a certain gown. 
Often they bring the costume with them. In addition, 
to this, it has brought a higher class of trade into the 
store and this has been felt by our regular shoe depart- 
ments and other departments throughout the store. We 
have a slipper shop that in appointment, detail service 
and merchandise is comparable to the best in the city. 
We realize, however, that volume business cannot be 
built on the most expensive merchandise, therefore, we 
have kept our prices down to a moderate figure. Our 
scale runs from $12.50 to $25 or $30. We find many 
debutantes buying two pairs of evéning slippers in our 
shop, where they would have bought but one pair in a 
more expensive shop.” 


Backed Up by Advertising 


The new department has been backed up by high 
quality advertising in keeping with the atmosphere of 
the shop itself. In all evening slippers advertisement 
attention is called to the “Evening Slipper Shop— 
Fourth Floor” which tends to keep the department be- 
fore the eyes of prospective purchasers. Prices are used 
in the advertising, but in a manner that does not de- 
tract from the general “‘tone”’ of the ad, or the shop. 

The opening of the horse show in New York was the 
occasion for some good slipper advertising. This was 
linked up with the street window display and in the 
show cases outside the slipper shop and in other por- 
tions of the regular shoe department. 

In one ‘‘ad” appearing during horse show week atten- 
tion was directed to gold and silver slippers under the 

names of “star dust gold” 





laid on the floor. 


Sales Showed Immediate In- 


crease 


Simon & Co., in es 


Into these surroundings, 
the seekers after evening 
slippers in Franklin Simon’s 
were invited. Due to the sur- 
roundings and the specialized 
sales force, sales began to in- 
crease, and at present are 
Tunning about 100 per cent 


that fancy slippers could 
had 


sales force 





The ry apes invoked by 


for the sale of fancy slippers, can be a 
retail shoe merchant, large or small. 

accomplished was to a. strongly the fact 
m trained to give expert advice on 
the matching or harmonizing of slippers and gowns. 


Obviously this can also be done in other ways than 
by establishing a separate department. Newspaper 
advertising can be used for emphasis on this portion 
of the pro | and a series of well-planned talks to the 
sales force will give them the ground work on which 
to build an intelligent salesmanship. 


and “moonlight silver.” 
Franklin, 
lepartment 
lied by any 

t this firm 


a separate 
Hides from Uruguay 

Uruguay has a number of 
features distinctive from any 
other South American Re- 
public. It has neither moun- 
tains nor deserts. The hides 
that come from Uruguay, as 
well as the kips, come both 
in dry and greensalted state. 


had and that the retail 
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(Continued from page 55) 
Fashior Turns 

Fancy straps, some pumps. 
Medium to fuller toes. 
16-8 French and 18-8 Spanish and block. 
Black satin, black ooze and patents. 

Evening Slippers 
Fancy straps. 
Medium to round. 
French and Spanish. 
Gold, silver and paisley. 

Fontius Shoe Company 


ANOTHER SURVEY FROM SAN FRANCISCO 


Women’s Conservative Wells 
Oxfords and straps. 
Present type to continue. 
10-8 to 14-8. 
Black kid, tan calf, black calf, brown kid. 
Fashion Welts 
Strap, oxford, gorings. 
Present trend. 


Box and leather, 10-8 to 14-8. 
Colored buck or ooze, tan and black calf. 
Sport Wells 
Mostly oxfords. 
Medium and full toes. 
7-8 to 12-8." 
Colored ooze leathers, plain or trimmed with har- 
monizing calf or kid. 
Women’s Conservative Turns 
Strap, few operas and gorings. 
Medium. 


10-8 to 14-8. 
Patent, black satin, black and brown kid. 


Fashion Turns 
Straps, gore effects, fancy oxfords, cut-out or plain 
operas. 
Medium, some French. 
12-8 to 18-8 
Black satin, patent, colored ooze or kid, black ooze, 
bronze. 
Evening Slippers 
Straps 75 per cent, very light and airy. 
In keeping with present trend. 
Box or Junior Louis, 12-8 to 14~8, Louis and Spanish 
14-8 to 18-8. 
Black satin, silver brocade, gold brocade, multi- 
colored brocade, solid or combined with silver or gold 
kid strappings, white satin. 
The White House 


SURVEY FROM PORTLAND, OREGON 
Women's Conservative Wells 
Straps and oxfords. 
Medium and broad. 
8-8 to 14-8. 
Black kid, brown kid, brown and black suede. 
Fashion Welts 
Straps and gouing. 
Medium and broad. 
12-8 to 14-8. 
Black suede, patent, brown suede, mat kid. 
Sport Wells 
Oxfords and straps. 
Broad. 
Spring and 8-8. 
Tan calf, horse and buck skin. 
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Women’s Conservative Turns 


Straps and pumps. 
edium and wide. 
Low, box and Spanish heels. 
Black satin, black suede, dark brown and patent. 


Fashion Turns 
Pumps and straps. 
Narrow, medium and wide. 
14-8 to 18-8 Spanish and LXV. 
Black satin, black suede and patent. 


Evening Slippers 
Pumps and straps. 
Narrow and medium. 
12-8 to 18-8 Spanish LXV. 
Silver and gold brocade, black satin, suede and bronze 
Will A. Knight 





SURVEY FROM HOUSTON, TEXAS 
Women’s Conservative Welts 


Strap patterns and oxfords. 

Shape and width of toe will remain list most of the 
present satisfactory fitting lasts. 

8-8 to 12-8. 

Kid leathers in black and brown. Some white kid and 
white fabrics, also tan calfskin. 


Fashion Welts 
Mostly strap effects and oxfords in colder climates. 
Present medium round toe and the wide toe good. 
From 9-8 to 14-8 suitable to toe. 
New pretty shades in gray “J”’ ooze, beige and fawn; 
plain or in monotone trimmed and white kid in semi- 
tropical climates. 


Sport Welts 
Mostly straps, oxfords in the heavier styles. 
The present round toes with the broader toes for 
heavier styles. 
5-8 to 12-8. 
Tan calf and ooze, and suede calfskin with monotone 
trimmings. Gray ooze suede and white leather plain 
with contrasting colors also red, blue and green 
sport leathers in solid colors. 


Women’s Conservalive Turns 
Straps, oxfords in colder climates. 
A continuation of the present styles with tendency to 
little shorter vamps. 
Leather and covered wood 7-8 to 13-8. 


* Black and brown kid. White washable kid and canvas 


in tropical climates will be good. 


Fashion Turns 

Straps will predominate. The neat dainty slender 
straps also fancy oxfords in the colder climates and 
some pretty patterns in high pumps. 
The present medium oval toe shapes will prevail. 
Covered wood. Full Louis and Spanish from 14-8 to 
17-8. Box wood covered heels from 12-8 to 14-8. 
Dainty colored ooze leathers in grays and pastel 
colors such as fawn, otter and beige also high colored 
leathers sucli as red, green, etc. for the fancy fashion 
turns. 

Evening Slippers . 
Dainty narrow straps and fancy pump effects. 
Medium toes in the styles now prevailing. 
Louis 14-8 to 17-8. Box wood 12-8 to 14-8. 
Silver and gold cloth with silver and gold leather 
trims, ooze leathers. Velvet with gold and silver 
trims, also high colored cloths and satins to-match 


costumes. 
John G. Buckley 
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Ballet Shoe Selling Is Profitable 


Your Store Can Be Made Headquarters for all the Dancing Children 
of Your Community 
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By HELEN M. HANEY 


man beings have danced since the beginning of same ballet shoe twice; one of her understudies may 
the world, it has only been within the past 20 wear it, but Pavlowa puts on a new pair with each 
years that young America has begun to take up profes- dance. 


fir day of the dancing school is here. While hu- seuse from Russia, Mile. Pavlowa, never wears the 






























sional dancing in such large numbers. During the past It has been estimated that she uses in the six 
five years, aesthetic dancing for the little folks has working days of the week, about 24 pairs of slippers, or 
shown a remarkable growth, and with this development at the rate of a pair of slippers every two and a half ‘ 
has come about a big demand on the retail shoe mer- hours. 
nze chant for ballet shoes. Many a modern mother does not These dainty creations are made to order for her by a 


- think that her little girl’s education is complete unless custom shoemaker in Milan, Italy, who every week for 


dancing is included as part of the child’s physical train- the past seven years has kept a constant stream of two 
ing; doctors recommend dancing, as it notonlystrength- or three dozen pairs coming to mademoiselle’s address 
ens the muscles of the child’s leg, but develops every in whatever city she may be appearing. 


the art of its body. 
2 part of its y Pavlowa’s Yearly 
Shoe Bill $7,488 


An inspection of 
Pavlowa’s ballet 
shoe wardrobe is in- 
deed interesting—of 
all colors—of fabrics 
in gay gold tissues 
and silver; in satins, 
and in kid, to match 


Dancing Schools Show 
Big Growth 


It is safe to say 
that the dancing 
schools of Massachu- 
setts have an enroll- 
ment of 36,000 
pupils; New York 
and other large 


and 


Les. 


wn; 
mii- 





os States of the Union her various costumes. 

have twice that num- Each pair of these 
<4 ber. Many of these shoes costs madam- 
een children wear out oiselle $6.00. This 


makes her shoe bill 
for 24 pairs, $144 a 
week, or $7,488 a 
year. “In the last 
seven years,” said 
the petite danseuse 
in a recent interview, 
“T have paid $52,416 
to this worthy shoe- 
maker for ballet slip- 
pers. But they are 


several pairs of bal- 
let slippers during 
the year. “The extra 
pair” sale is the fixed 
rule with ballet slip- 
pers—usually three 
or four pairs are pur- 
der chased in a single 
wad sale; if the customers 
| are semi-profession- 
tes als, they will buy 


j to 


vas 


~ eight or twelve pairs, i@ worth it. He knows 
jon Perhaps more during 3 -how to make them 
the season. and his slippers fit 


me perfectly. In the 
early years of my 
professional life, I 
bought ballet  slip- 
pers everywhere, 
testing shoemakers 
in all parts of the 


Pavlowa Uses 24 
Pairs Weekly 
her 


ver As for profession- 
tch als, they wear out 
anywhere from one 
pair to four pairs a 
day. The dainty dan- 


“Snow Flakes’ 





ley 





The premiere akenien Anna Pavlowa.. Her grace has been a national pearcr ‘ 
to dancing classes, especially ballet dancing for children. (Continued on page 62) 
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FRANK BROTHERS snaen Zucsdan, lection Day, 
Rith Avenue Boot Shop 
Bencemn 50h ond 40th Sweep : Anprew ALEXANDER 
The finest in footoéar 348 Fir TH AVE. ABOVE 4573! 


Women’s Strap Pumps 


with an air of distinction 


TAL 









































Saks & Company 


ott d4ch STREET 











MIGNON 


paris insists that the slipper for eve. 
ning be simple—and that velvet or 
satin be your choice. Brocade, however, 
is correct-just as correct if you like bro- 
cade better. We suggest Mignon as a 
challenge to the Rue de la Paix. It is 
not priced to remind you of im tions, 
either. In satin at $15, or in brocade at 
$18. And if your whim be velvet, ask to 
see our “Lady of the Evening.” 


Urtown Store 


414 Boylston Street 
‘THAYER 


Ris Ay a: 


to Woman’s Love of Beauty. 


a 








In Selling Dainty Slippers You Are Appealing 








Grey Suado— Wing tig and trie of Mach 50 
Saree vom mae |B Feel ae Si aS ce of do wt tng 
py moter pombe hm ade Pp Pumps: 
Black Rusme—Self trum and wing ip —_ 
The “Pandora” —en eaclusive a mode! made by 
our Swiss b b hie ate> oul 
into the sunlight of the afternoon when ~ vee ae ; : . 
Sens Seka ef evening when sods of Uelont WINTER'S SOCIAL EVENTS At $9 Ar $14 
colorful Very new—and very emart! Pumpe a esther; black fone See | = 
The Pondexs in Black Sitin . . . ot 12.90 CREATE A. DEMAND FOR ! ‘(Theta - - _ ote 
The Ponda in Broctde 2 1 ss ot 8 — - i i zane emp. tent shit; low 
, . Setend Floor BRILIANT FOOTW EAR | ny Ag ino tian a 
Cosse-eguep Poms qh a Tene, Ors Pum 
| L or patent leather, Louis patent leat! Levis 
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Pinter: Feet Dance 
on the News Sheet 


TEP by step on the musical way, flash the lilting feet 
of Youth caught in the magic of the dance. Beauty, 
laughing, jostling beauty, dance joyously forth 

from office and shop, from factory and store with ex- 
pectant feet clad in brilliancy when the murky shadows 
of evening gather over the gay city. 


Dazzling Slippers One Way of Commercializing Dreams 


Every woman is a fairy princess in her own heart. Her 
yearning and feminine craving for royal raiment is grati- 
fied in the exquisiteness and daintiness of the evening 
gown. 

The snap and fire of youth cannot be modified nor re- 
strained. Pulsating with eagerness the young girl blossoms 
into a gorgeous flower of the night. —~ 


New Ads Show That Merchants Are Dancing to the Tune 


She is leading the merchants a merry dance in her fas- 
tidious requirements for footwear to match the extent and 
range of her fanciful desires. That the merchant is keeping 
time to the music is shown by the newspapers. 

The whims of the “Lady of the Evening” are catered to 
in gorgeous presentations. The modern shoe prepared for 
the season’s social events surpasses the glamorous fan- 
tasies of the dream-luxuriant Arabian Nights. 

Out from the newspaper page dance brocade slippers of 
varied hue, satin and kid of gold and silver, adorned with 
dainty contrasting band, or beaded until the slipper might 
well be imagiried a jewel waiting in scintillating splendor 
for its setting. 
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The hand of heaven planted the seed of desire in every 
feminine heart and the manufacturer grew the crop of 
bright-colored slippers that are blossoming on the floor 
of the dance hall. The merchant in the guise of the Prince 
must fit the impatient feet w:th the tinsel slipper. 


Merchants Name the Evening Slippers 


The strains of the jazz band are echoing in every shoe 
store and the jubilant merchant can scarcely refrain from 
joining in the encore with a few impromptu steps of his 
own creating. 

Swing into the spirit of the music and feature shoes for 
evening and formal wear. The hand of beauty has gently 
touched the vogue of today. The charm and intrigue of 
“‘gay Paree”’ is felt in the fashionable footwear; romance 
is woven into the very names invented to describe it. There 
is the ““Lover’s Knot Pump.” 


HE very names give substance to the “airy nothings”’ 
of the girl who dreams as she waits on table. How 
many castle-building princesses in the dreariness of their 
lodging-room press the gorgeous slipper to their heart 
where in childhood rested the much-loved doll? 
Today is an ageless age, it has been said, and in truth 
the eager bearers of Fashion’s shining train would indicate 
that the step is not far from childhood to girlhood. 


Evening Shoes Match the Trimmings of the Gown 


Daintiness, exquisiteness and smartness are the needs 
to be filled in evening wear. The woman of originality is 
not buying her footwear to match her gown, but the 
trimmings of her gown. She wants “something different.”’ 
If she is a “symphony” in one color she must have buckles 
to match her jewels and accessories. 


The Wee “Social Bud’”’ Has Her Wardrobe 


The wee miss who is bursting with the excitement of 
her first party or her first social event at dancing school 
comes in for her share of attention. Even if the family 
purse is slim, the tiny feet must dance the primrose path 
of pleasure correctly shod, and “Dad” cheerily pays the 
piper. Paternal pride in the wonderful sight of “little 
sister’’ arrayed in her fine feathers more than compen- 
sates for the luxury of “delicate bubbles” made more for 
ornamentation and less for utility. 


Amateur Theatricals Are an Instrument of Sale 


Not only do dances, fetes and the dinner party fill the 
‘night with gay, flashing beauty. There are the wants of the 
amateur actress to be filled, the shy, elusive dweller in the 
“land of make-believe.”” When the town players perform 
the merthant has an opportunity which he must not let 
slip. Feet must be cleverly shod in the glaring stare of the 
footlights. 






YOUNG PEOPLES STYie* sTroOReE 
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Beaded Satin Slippers 


for Afternoon and Evening 


2 li it and . 
er by a fouch of clever 
beading. 


A New Chiffon 
Paris Clock 


of gossamer sheerness in the latest 
color modes of the rue de la Paix 
DAWN FRECKLES 


and others equally smart 
Special - - $2.95 





Other Late Sterling Arrivals - 
360 MAIN STREET 509 MAIN STREET 
New Bag! ALSO NIAGARA FALLS Near Mohewk 




















se! Evening Slippers 
Are of Brocaded Simplicity 

The smart. Parisienne this sehson has de- 

cided to center at-entien upon the line of 


her slipper rather than ugon its furbelows. 


. THE STRAP PUMP appears in felehingly 
guise, In fine brocaded gold cloth, with ia 


The Rhinestone fancies are $8.24 cach 


Emad Flew, ‘Center, Regn, 


R.H Macy 


S4™ST.£ BWAY INC 
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One of the two types which a retail shoe merchant featuring 
ballet shoes should carry. For beginners, with flat arch. 


Ballet Shoe Selling is Profitable 


(Continued from page 59) 


world, so necessary is it to secure just the right 


fit.” 
Next Six Weeks Good Ballet Sellers 


Just at this time of the year, and especially during the 
next six weeks, retail shoe merchants who are featuring 
ballet shoes are, and will be, turning dollars into their 
cash drawers to the tune of thousands of dollars. And 
not only during the next six weeks, although these are 
generally regarded as the very best ballet shoe selling 
period of the year, but during all the year, there is good 
money to be made in selling ballet shoes. However, in 
order to make this possible, it is necessary to cultivate 
the ballet shoe business carefully, just the same as you 
would any other feature of footwear merchandising. 


How Connell § Carey “Does It’”’ 


In every large city, there is always to be found some 
one store, which is already alert to the big possibilities 
of a ballet line. In Boston, the firm of Connell & Carey, 
second floor, Little Building, is shoe headquarters for 
the little folks who are studying the terpsichorean art. 
This firm consists of A. E. Connell and E. I. Carey. 
A. E. Connell has made the subject of dancing a life- 
long study. In addition to shoe selling, he conducts a 
dancing school in a nearby city, where he has at present 
117 pupils, the youngest of whom is two years old. Here 
he can be found on two evenings of each week and Sat- 
urday afternoons. Mr. Connell is a professional dancer 
and knows just how difficult a proposition the young- 
sters have, and how well fitted their ballet shoes must 
be, in order to help their little feet stand the enormous 
muscle tension which is required of them in toe dancing. 
Particularly does he realize that they cannot dance well 
unless they have shoes which will fit their feet; he also 
realizes that if children cannot get shoes that. fit their 
feet at one store, they will go to another store where 
they can be fitted. 

**You absolutely have to know how to fit ballet 
shoes for repeat customers,”’ advises Mr. Connell. 
**You can hurt children more than you can help 
them if you do not fit right. With no other line of 
shoes can more damage be done by poor fitting 
shoes than with ballet shoes.”” 
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One of the two types which a retail shoe merchant featuring 
ballet shoes should carry. For semi-pros; with high arch. 


How to Fit Ballet Shoes 


First of all, Mr. Connell suggests, a ballet shoe must 
fit across the ball; then there must be plenty of toe room, 
for the ballet dancer must always be able to bend her 
toes as nimbly as one is able to bend the fingers; there 
must be a snug fit at the heel. He recommends a hand- 
sewed slipper principally on account of the box at the 
toe which necessarily must be of great strength. He also 
recommends that shoe salesmen selling ballets take a 
very careful course in fitting these shoes. The salesman 
should be the one to instruct his customer as to how to 
adjust them. Some dancers require that ballet shoes be 
laced, but if so, they must be laced so as not to stop 


circulation. 
What to Stock in Ballets 


There are two types of ballet shoes which the retail 
shoe merchants should carry, the shoe for the beginner, 
with the flat arch, and the one for those who are more 
proficient with the high arch. The popular width is C, 
although it is well to carry ballet shoes in A to C widths. 





“Creighton Foresees Good Business in 
1924” 


By E. B. TERHUNE 


On my return from Europe I find men, as ever, of two 
minds. On the one hand is the pessimist with his indigo 
blue outlook. On the other is the optimist. The chief 
difference between them seems to be that the pessimist 
is governed entirely by his fear—the optimist by his 
courage and his accurate knowledge of the underlying 
stability of our business structure. 

One such is A. M. Creighton, who has just rounded 
out the first year of his occupancy of the wonderful new 
factory built in Lynn—a year marked by a steady in- 
crease in business. 

Widespread rumors to the effect that.Mr. Creighton 
has sold out are without foundation. Mr. Creighton 
authorizes me to make this as emphastic as possible. 
‘My business,”’ he told me, “has not been for sale and 
is not now for sale. My plans for 1924 are complete. | 
foresee clearly a year of good business and I have geared 
up my plant in order to insure prompt deliveries on the 
orders I know I will get. Nothing I can now foresee is 
going to prevent us from having good business in the 
shoe and leather industry and I look forward to many 
such profitable years here in my new Lynn home.” 
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“‘Runs Caused by shoes,” says Miss Carrol. In both cases ner” oy above Miss Carrol claims that the straps were not lined 
smoothly 


The Part Played by Shoes in Ruining Hosiery 


From address before the Joint Style Commitiee 
By SARAH CARROL 
Of the Gotham Silk Hosiery Co. 


HIS is undoubtedly the first time that such beau- 

tiful girls heve appeared before so distinguished 

and large a gathering with holes in their stockings. 
They've come to show you these holes because you are 
responsible for them! 

Of the two, shoes are the stronger and stockings the 
weaker, so it behooves you to be chivalrous and protect 
the stockings. If you will not take offense at my seeming 
to put the blame on all of you, I'll tell you a few things 
that we have found out at a sort of stocking hospital 
where over a period of 12 years, records have been kept. 

We have a repair department for worn-out hosiery 
where stockings abused by shoes and other sources come 
to have their lives prolonged. The repairs fall into cer- 
tain classifications—either worn-out toes or heels, in 
which cases new toes or heels are inserted; or runs or 
pulled threads, in which cases the thread is caught and 
re-knitted. Do not be alarmed for all of these are not 
the fault of the shoe. 


No Remedy for Some Holes 


The one ] have come to talk to you about, particu- 
larly, is the most prevalent of all and that is the stocking 
that is worn out just above or at the heel splicing—for 
which we cannot do anything. In such a case, the cus- 
tomer is told that the stocking cannot be repaired, 
which in these days of low shoes means that she has to 
throw it away. If she wore high shoes, she might mend 
it and wear it, but with low shoes, the mend would be 


too noticeable, for which we stocking manufacturers say 
“Long live low shoes!” 

The customer is plainly disappointed as you, too, 
would be and though we most courteously suggest that 
it is caused by the constant rubbing of the shoe against 
the stocking, she often goes away with the thought that 
the stocking is defective and believe me, gentlemen, it is 
not the fault of the stocking. 


Friction Is Cause of Silk Wearing Away 


Of course, silk is fragile, but even a more hardy fabric 
would wear away if hundreds, | might say thousands, 
of times a day it were rubbed against. Why, every time 
a person takes a step, inasmuch as they walk on the 
balls of their feet, the heel slips up and down in the shoe 
—vh, just a tiny bit, but enough to cause friction. 

In a made-to-order shoe, or in a shoe having a suffi- 
ciently narrow heel, this friction is minimized. The heel 
of the foot stays in almost the exact position when each 
step is taken and the stocking does not wear away. 

Judging from the statistics we have kept, shoes gen- 
erally are too wide at the heel. Of course, we realize the 
necessity of making shoes that fit the average foot and 
that some feet are not as narrow at the heel as others, 
but we, too, are fitting average feet with stockings and 
the average repair is at this place, and still we feel that 
the average foot does not need as wide a heel as is being 
generally made in shoes. Often when a woman brings 

(Continued on page 68) 
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AN 


OUTLINE OF LEATHER 


TENTH OF A SERIES 
By FRANK R. SPALDING 


not grown for the skins which are a by-product of 
the food supply. In most cases, the increased de- 
mand for raw materials increases the supply, while an 
increased demand for hides and skins simply gives an 
increase in the prices, because the take-off cannot be 
increased any faster than the demand for meat. 
The domestic, as well as foreign supply of leather, is 
less than it was 20 years ago. | think the price of hides 
is almost double. 


Hides and Skins Are By-Products 


Another illustration that hides and skins are a by- 
product of food supply is that skins are only obtained in 
countries where animals are used for food and milk. 
There are no goat skins in the United States, but as we 
have told you, they are obtained in great quantities 
from Mexico, South America, India and China, and the 
countries where they are raised for flesh and milk. 

There are three distinct divisions in the process of 
making upper leather. First, the beam house work 
where the skins are prepared for tanning. This process 


ie animals, from which leather is obtained, are 


constitutes removing the hair and loose tissues and flesh. 

Second, the tanning which is preparing the hides and 
skins to prevent putrification. Animal fats must be re- 
moved and brought.under the action of vegetable tan- 
ning for mineral substances, which coat the fibres and 
make them proof against decay. 

Third, the currying and finishing. Currying is the 
process of softening leather for shoes, gloves and harness 
leather. ln this process, skins are worked mechanically 
and stuffed with oils and fats to make them soft and 
pliable and are dyed and finished with a dull lustre or 
polish on the grain side. 


Following a Skin Through a Tannery 


There have been some very complete and exhaustive 
books written about tanning within the last ten years 
that would be of interest only to those who want to 
make a real study of the industry. But I think you will 
be interested to know the different processes through 
which a skin has to go and the number of times it has 
to be handled in a personally conducted tour through 
a tannery before it is finished into shoe leather. 





Norember 17, 1923 


Skins for Upper Leathers 


Upper leather for shoes is made principally from calf 
skins, goat skins, side leather, horse hides and sheep 
skins. While some leather is vegetable tanned, from 80 
to 90 per cent is tanned in chrome. 

One of the most important processes, through which 
a calf skin must pass before it is tanned into leather, is 
the soaking which cleans and softens them. The salt is 
first shaken out. The skin is trimmed of the useless por- 
tions and put into water liming for 24 hours. The re- 
maining salt is then removed by washing for 15 or 20 
minutes with running water. They are then fleshed and 
laid in limed pits until the hair is sufficiently loose to be 
removed by a machine. This takes from six to ten days. 

As soon as they have been unhaired, they are put in a 
drum where they are washed and then fleshed again, 
this time more closely. Before the second fleshing, the 
heavier skins are run through a levelling machine which 
takes off the thickest portion of the skin so that the skin 
is an even thickness all over. 


Traces of Lime ‘Are Removed 


They are then worked by hand over a beam to remove 
any short hairs. Many tanners weigh and number the 
skins at this point. It is necessary that all traces of lime 
should be removed after it has done its work, as its ac- 
tion on tanning is very injurious. For this purpose, the 
skins are subjected to a solution of hen or pigeon man- 
ure. This not only takes out all the lime, but renders the 
skins soft and pliable. Great care should be taken to 
prevent too severe action which may damage the stock 
causing what is known as bate runs. 

The pure must neyt be removed before the skins are 
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ready for the tan; for this purpose the skins are washed, 
in a drum, some tanners using a drench of bran, and the 
skins are then ready for tanning. 


One-Bath Process 


In the one-bath process, tanolin is quite generally 
used. This is the process patented by Martin Dennis, put 
up in barrels and sold ready for use. The liquor contains 
chromium sulphate, orchloride obtained by a mixture of 
chrome alum and eommon soda, or bicromate of potash. 
The one-bath process usually employs a drum in which 
the solution is gradually strengthened. 


Care Must Be Exercised 


Bath Two—The two-bath process requires more care 

as a slight error in mixing the ingredients will entirely 
alter the character of the leather. In the first bath, the 
skins are put either in a covered paddle vat or drum and 
given a bath of chromic acid. This turns the skins to a 
light orange color and leaves them in a state that is 
poisonous to the touch. 
The skins are then put in a drum containing a solution 
of hypo-sulphate of soda and muriatic acid. The object 
of this second bath is to reduce the acid to an inert 
oxide. 

This process produces a sulphurous acid and turns the 
leather a dirty dark brown. Then as the chemical action 
continues, the sulphur works free leaving the skins a 
pale blue color. The chrome process is used in tanning 
the great majority of upper leather, but it is used as 
well in tanning some sole belting leather and in the last 
few years in making gloves and fancy leathers. 


Photo by Charles J. Belden, 27 Ranch, Pitchfork, Wyo. 
Cowboys inspecting the brand of a stray steer at close range 
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Nathaniel C. Fisher Dead 


New York, Nov. 13—The death of Nathaniel C. 
Fisher, secretary and treasurer of Nathaniel Fisher & 
Company, shoe wholesalers, New York, marks the pass- 
ing of one of the trade leaders, who, however, because 
of his retiring disposition and modest nature, never 
pushed himself into the limelight. His work, however, 
was far-reaching and his death is regarded as a great 
loss to the trade. 

Mr. Fisher was one of the veterans in the shoe trade, 
having engaged in the business upon his graduation 
from Yale University in 1881. His firm bears the dis- 
tinction of being the oldest wholesale shoe house in 
New York, if not in the country. It was founded in 1838 
by Nathaniel Fisher, father of the deceased. 

Nathaniel C. Fisher and Irving Fisher, his brother, 
have conducted the business since the death of their 
father several years ago. 


Interested in Charitable Movements 


Mr. Fisher was in his 63rd year. He remained a 
bachelor all of his life and devoted his time outside of 
his business to numerous clubs and charities. 

One of his virtues, according to his fellow shoemen, 
was his exact methodicalness. He had a certain time for 
every task during the day and allowed nothing to inter- 
fere. He was extremely punctual in hisengagements and 
demanded the same punctuality of his employees and 
those who had business with him. It is said that every 
evening before leaving the business establishment he 
visited every floor to see that everything was in order. 

He resided at 46 East 52nd Street with his sister, 
Miss Elizabeth R. Fisher and Dr. Edward D. Fisher, a 
brother. Mr. Fisher was a member of the University 
Union League and Church clubs, the Society of Colonial 
Wars and the Algonquin Club of Boston. 


How to Succeed Told by ‘‘Sam” Davis 


Boston, Nov. 15—The biggest successes in the retail 
field are achieved by doing well a large number of small 
things. At least, this is the theory around which Samuel 
A. Davis, Field Secretary of the N.S. R. A., built an 
exceptionally interesting talk last night to the members 
of the Massachusetts Retail Shoe Merchants’ Asso- 
ciation. 

“Minimize your walk-outs by encouraging your come- 
backs,”’ he urged, illustrating by several instances of 
how women had been induced to become regular cus- 
tomers by their courteous reception when it was obvious 
that they were only “‘lookers” or “‘window shoppers.” 

“Never let a customer go without suggesting a 
second purchase,”’ was another of his pleas. “Sell ‘em 
shoes, and then suggest polish, ornaments, hosiery, shoe 
trees or any one of the dozen other findings which you 
may handle. I know a dealer in Providence who keeps a 
tree in one shoe and leaves the other shoe untreed. 
When he completes his footwear sale, he brings out this 
pair and shows the customer how much better it is for 





the shoe to be treed. He sells a lot of them this way. It is 
almost possible to‘pay your rent or some of the other 
large items in your overhead expense by selling second 
articles by suggestion.” 

Mr. Davis’ criticism of many of the shoe salesmen of 
today is that they have a transient mental attitude. If 
they don’t make good one place, what’s the odds—there 
are other jobs. Another is that they do not think in 
large enough sales units. He also urged that stores be 
examined with a critical eye to see that they are clean 
and neat—that windows be well dressed and not 
crowded—that the salesforce should be instructed to 
have a neat appearance. 

His address was followed by a general discussion led 
by W. W. Willson, who presided at the gathering—one 
of the largest ever held by the association. 





Walter J. Wichgar Dead 


Cincinnati, Nov: 13 —Following an illness of nearly a 
month, Walter J. Wichgar, president of The Cincinnati 
Shoe Company, died at his home here recently. Mr. 
Wichgar was 50 years of age. After being associated 
with a number of companies in his early years, he 
entered the shoe department of J. H. Laws and Com- 
pany and later joined The Cincinnati Shoe Company 
with which he remained until his death. As the president 
and treasurer of the latter concern, he had numerous 
friends with whom he had become associated during his 
18 years with the company. He was one of the shoe 
manufacturers who was widely known throughout the 
entire industry and who had an extensive local acquain- 
tance due to his participation in civic affairs. 


Was Aetive in Civie Affairs 


Mr. Wichgar was the owner of one of the finest pri- 
vate art collections in Cincinnati. On many occasions he 
loaned his masterpieces to the Cincinnati Art Museum, 
to which he gave his unstinted support. He was also a 
former president of the Cincinnati Business Men’s Club 
and a past master of the Norwood Lodge of Masons and 
a member of the Scottish Rite and the Shrine. He was a 
member of the Queen City Club, Cincinnati Country 
Club, Business Men’s Club, Chamber of Commerce, 
and the Cincinnati.Automobile Club. 

One of the closest friendships within the ranks of the 
Cincinnati shoe industry was that of Mr. Wichgar and 
Lawrence B. Cahill and within the past three weeks 
death has taken both men. Mr. Wichgar was often at 
the bedside of Mr. Cahill when the latter became seri- 
ously ill recently. But before Mr. ‘Cahill died, on 
October 26, Mr. Wichgar, too, was stricken, and his 
condition was so grave that he never learned of his old 
friend’s death. Mr. Wichgar is survived by his widow 
and one brother, Oliver E. Wichgar, Newport, Ken- 
tucky. 





Advertising doesn’t add to your resources so much 
as it multiplies them. 
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Read the story on another page of how a New York firm 
doubled its evening slipper sales by installing a new depart- 
ment. This shows the importance of emphasizing such things 
in your Christmas advertising. Shoe ornaments of all kinds 


should be attract 


the opportunity arises. 


ively displayed and sold by suggestion when 


Pictures Tell the Story of Extra Sales at 








Last year a retail shoe merchant in the Mid- 
dle West reaped a harvest by making “‘club”’ 
offers of hosiery—combinations of silk, silk 
and wool and ribbed lisle—three pairs to a 
box—at a fixed price. Attractively decorated 
Christmas hosiery bores can be sold at a 
nominal profit as an extra inducement. 


Slippers for the entire family are almost a 
necessity. They are a Christmas gift habit. 
Have you sweetened up your line with some 


of the colorful novelties brought out recently? 


“Mules to match her boudoir gown.” With 
this phrase an adroit merchant can emphasize 
a selling point which will be distinctly to his 


The gift certificate is old yet always new; for 

there are many men and women, too, who 

prefer to send and let the recipient choose for 
himself. 


Christmas Time 


What Others Have 
Done, You Can Do 


For a stunt you might have a 
special messenger, a young man of 
good manner and appearance to 
deliver Christmasgrams to a selected 
list announcing some special article 
that you have to offer. This boy 
could also be used in the delivery of 
packages that need special and im- 
mediate attention. 

Inside your store the spirit of 
Christmas should prevail. Perhaps 
a few toys to amuse the kiddies. 
Perhaps a rocking horse to take up 
the mind of the little one while the 
parent shops more freely and to 
your better advantage. 

Appropriate pictures should be 
upon your wall space. Have special 
wrapping paper and colored twine 
and ribbons to tie around boxes and 
packages. Put your merchandise in 
Christmas boxes. If you use stickers 
instead of twine why not get some 
that carry the holiday feeling. Fur- 
nish a Christmas card with each gift. 

Study these suggestions as to their 
possible adaptation to your business 
in your community. Lean back in 
your chair, put your feet in a rest- 
ful position, high or low, and de- 
velop these and other ideas that 
you will have in mind, giving due 
thought that by extra efforts you 
will acquire extra profits, not only 
in seasonable sales, but in creating 
future sales. “CHRISTMAS IS 
COMING! GET READY!” 


Few pairs of shoe trees can be sold by them- 

selves as Christmas gifts but many can be 

sold by suggestion to go with the fancy 

slippers or dainty pumps. They complete 
the present. 


Anklettes are the latest ornaments for the 
flapper—of beads. Some, even of cut or 
pressed steel. They are in the extreme novelty 
class but there are many stores into whose 
stock they will fit and find a profitable sale. 


Spats and boot-tops are in favor in many 

parts of the country. They can be had in all 

the fashionable shades. Here again, the 

sale can often be influenced by a gift carton 
into which the boot-tops fit. 


There is a tendency for the shoe merchant 
to broaden his line a bit. Men’s golf garters, 
attractive garters for women to match silken 
hosiery and even the grip garter for men’s 
half hose may often be stocked profitably. 
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The Part Played by Shoes in Ruining 
Hosiery 
(Continued from page 63) 

















1 hole impossible to mend because it comes at the heel splice 


back a pair of stockings, we ask if we may look at the 
shoes she is wearing. We ask her to take a step and over 
and over again it’s plain to see that the shoe is too wide 
at the heel and does not fit the back of her foot. It is a 
very common occurrence. 

If shoes were made narrower at the heel, they would 
cling better and cause much less friction, thereby 
greatly lessening the wear on stocking heel. 


Stocking Repair Depariments Much Larger Now 


It is a significant fact that our repair department is 
proportionately much larger now than it was ten years 
ago, making ample allowance for the greatly increased 
output. lt is larger because styles in shoes have changed. 
Many strapped and cut-out shoes, which we very much 
admire and favor, do not cling to the foot as did the high 
shoe or regular tie. Often women and shoe salesmen do 
not go to the extra trouble of adjusting straps and but- 
tons in order to get the closest relation between the heel 
of the shoe and heel of the stocking and the result is 
more and more friction. 


Narrow-Filling Heels Save Stockings 


There are many retail stores today that make a spe- 
cialty of very narrow fitting heels. The shoes may be 
rather high-priced, but are so easy on stockings that 
they are a saving in the end. All the holes in the heel of 
the stocking are not, however, caused by loose-fitting 
shoes. Sometimes it is the lining of the shoe that is too 
loose and becomes wrinkled after wearing, or linings of 
inferior quality that tear. The slightest friction of a silk 
stocking against this rough inner surface wears out the 
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stocking. Carefully fitted linings of good quality will 
enable the stocking to live the full length of its natural 
life. 

The strap that is not neatly and carefully lined, the 
type having rough edges, catches a thread at the arch 
of the stocking and causes pulled threads. This, of 
course, happens in the cheaper grade of poorly finished 
shoes. 

Shoe Linings Often Cause Discoloring 

Then there is the shoe lining which is dyed with an 
inferior dye that is affected by perspiration. It discolors 
the stocking. Thereafter, when the stocking is washed, 
the dye spreads further and is noticeable above the 
shoe. Inasmuch as light stockings are worn so exten- 
sively, the discoloring is very noticeable. About the 
only thing a woman can do in such a case, is to have the 
stockings dyed a darker shade than the discoloring. 
When colored kid shoes were worn last summer with a 
light-colored stocking this often happened and many 
were the complaints to the shoe merchants. Some of 
them made good for the sake of keeping the customer 
satisfied, even though the tanner would not make good 
to the retail merchant. The manufacturer can avoid 
this by using good grades of leather lining. 

And a word of caution that you can pass on to the 
buckle manufacturers. Steel and other sharp-edged 
buckles tear many stockings. Many models this season 
are worn with a buckle-button in the usual way and the 
buckle is slid over to hide the button after the slipper is 
fastened. . 

You have ways of ascertaining if what I say is not 
worthy of investigation. And do not think that the retail 
shoe merchant will object on the score of selling fewer 
stockings. We want to sell as many as possible and we 
are not afraid. Make shoes so perfect that stockings 
will wear indefinitely. 
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Here the run was started by the ornament cutting through the 
fine silk threads 
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The Flapper Colonial—It’s a True Type 


The question as to 
who starts the styles is 
here answered with 
one credit to the re- 
tail shoe merchant. 

Out of the city of 
Washington has 
come a remarkable 
style influence. Is it 
the fact that Presi- 
dent Calvin Cool- 
idge is typical of 
Puritan stock, or 
whether Puritanical 
simplicity is a cure 
for all of the extra- 
vagances of the day? 
Nevertheless, out of 
Washington has 
come the flapper 
Colonial. 

Arthur Burt, 
a prominent shoe 
merchant of Wash- 
ington, has sold over 
1,500 pairs and the 
style still ho'ds gcod. 
We illustrate the 
shoe in a typical Washington setting. It is as close 
to the Colonial of continental days as the shoemaker 
could make it. It appears in patent and gun metal, 
the buckle is of plain silver or hammered silver, the 
heel, shank and workmanship is mannish and it is a 
number that has worked up through its experimental 
stage into being “the going thing” with the younger 
girls. 





It Is Spreading Out 


It hasn’t been confined to Washington alone, because 
in one issue of the Chicago Daily Tribune, Monday, 
November 12, F. E. Foster & Co., Alfred J. Ruby, 
Inc., and O’Connor & Goldberg feature the street 
Colonial practically as illustrated herewith with the 
exception that the tongue is not as high, just clearing 
the buckle. 





Oppenheim Col- 
lins & Co. of New 
York consider their 
Puritan pump as 
being a good number 
for the college Miss, 
having a low flat 
heel and the buckle 
making the shoe fem- 
inine for all of its 
trim mannishness. 

The flapper has 
been looking a- 
round for some- 
thing more char- 
acteristic than the 
galosh. That foot 
covering stood out 
as the emblem of 
the flapper for so 
long that she look- 
ed for a change. It 
is in precisely that 
class of trade you 
will find the de- 
mand for the old- 
new fashioned Col- 


onial. 


Made in Different Materials 


It is a good number in gun metal, dull kid or patent 
leather. The prevailing price is from $10 to $12.50 and 
pure silver buckles increase the price a ten spot. This 
type of shoe was one of the talked of things at the 
Styles Conference in New York. However, we insert 
the caution of Charles E. Petot, “Each and every 
year the Colonial is pulled back into the limelight so 
that for most of us ‘it is to laugh.’ If it could be kept 
out of style for five years, we could have a real colonial 
period.” 

However, this flapper Colonial looks like a good 
number for December selling. Some of them are 
made up in very square and blunt toe lasts of 
Revolutionary Days. 








Leather Trade Conditions Will Be 
Discussed 


Boston, Nov. 14—President Fraser M. Moffat, of the 
Tanners’ Council of America, will be the chief speaker 
at the monthly dinner of the Boston Boot and Shoe 
Club to be held at the Copley Plaza Hotel, Wednesday 
evening, November 21. In view of present unusual con- 
ditions in the tanning industry and their relationship to 
the shce manufacturing business, the remarks of Mr. 


—= 


Moffat will have a most timely interest to the members. 

Everit B. Terhune, publisher of the Boot and Shoe 
Recorder, who has just returned from a trip to Europe, 
also will be a guest, and will give a few of the high lights 
of his experiences in London and Geneva. There will be 
a special program of music. President John A. Gardner 
will be toastmaster. 





Quit advertising when you're ready to quit business. 
—Portland Evening Express. 
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Special Holiday Novelties 


OW is the time to order the dainty novelties that are in 
demand for many social affairs up to and including New 
Year’s Eve. For dances, theatre parties and all other social 
gatherings, Hannahsons beautiful slippers will adorn the feet 
of any well-dressed woman. The new white silver brocade and 
plain white satin Grecian will duplicate the popularity of some of 
Hannahsons best numbers of past seasons. Send in your order 
now. They are— 


IN STOCK 
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Genuine Silver 





Brocade 
No. B814... .$3.25 
No. B299. ee $4.50 The Thanksgiving Num- 814—White Satin Brocade One Strap and Front 
299-—Genuine Silver Brocade One Strap —Front ber of Hannahsons News aes turn, 12-8 Cuban heel, B to ) Dios 
Strap imitation turn, 15-8 Full Spanish-heel, B to D, ae : phd hing 
code “Newport” . $4.50 is just off the press and is 813—As above + am 3 “with 14- 8 8 Junior | Lovis heel, 
December Ist delivery now being mailed. If you B to D, code “Maud . $3.25 








are not already on our 
mailing list ask us to send 
you this issue of the News 
and all other advance 
style information which 
we prepare for our deal- 
ers. Many merchants find 
much to be thankful for in 
Hannahsons In-Stock 
Service. Are you making 
use of it? Ask us to tell 
you how it can help you 
increase your turnover and 
add to your profits. 











No. B846... .$2.35 


B 846—Black Satin One-Strap, cut out suede front 


No. B843... . $3.25 


#43—Black Satin Two Strap, suede trimmed, side 


cut outs, imitation turn, 14-8 Spanish heel, ‘code. strap Imitation Turn, 9-8 heel, B to D, code 
*‘Queen” $3.2 i, TR I Se ee SE Bay PERS Re eS $3.25 
844—As above except with 12-8 Cuban heel, code B 845—As above om 15-8 nana heel, code 
“Princess” $3.25 “Emily”... $3.25 





HAVERHILL A N N A H S O N MASSACHUSETTS 


SHOE CO. 
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TOLL MUL LOMO elenmie lie Le LILLE eta 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Brooklyn Shoe Maker 
are preparing, for in-~ 
creased demand in white 
calf footwear. for formal 
occasions, street wear, or 
sport, the choice will be 


LORRAINE 
WHITE CALF 


“The White Supreme” 


Rovsmantere, WitaMs & (0. 
BOSTON, MASS. VU. S.A. 
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AN IDEAL XMAS GIFT 


PARISTYLE FOOTWEAR MFG. CO., Inc. 41-45 Washington Ave., Brooklyn, N. Y. 


Besutiful mules and D’Orsays are always in demand, particularly for the Christmas season 
and, at the prices quoted, will allow 
you a good substantial profit. Now 
is the time to 
send in your 
orders and 
be assured of 
immediate 
shipment. Ne 
























pole gaat rt Satin Mule. 
0’ oe urn 

, > a... oe 
Per Dozen............. . $27.00 We cannot drier No 5080 for Round Toe, Turn iD D'orsay 


Best quality satin Mule, short vamp, right and left. Half Louis heel. Per- arantee to 
fect fitting. Colors: combination only as follows: Black satin vamp with satin ill orders Colors: Black vamp with satin lint =. 
Blue, Copen. , Rose, Lavender, Am 





lining in any of the following colors: Pink, Blue, Copen., Rose, Lavender, 
American Beauty or Black. from stock ty or Black. 
Order No. 6050 for Pointed Toe. later in the 
season. 
TERMS: 
2%! 10 days, 
30 net 
Sizes: 3 to 7 
, PE LM ie full—no half 
—Embossed Leather ‘ sizes. No. 5020X—Embossed Leather D’Orsay, Turn Sole. Per Dozen. .... $42.0 
: leather D’Orsay, with attractive design in gold, 


Ko. 5020 
Mule. Turn Sole h aay Gee aa 
made on the short vamp last, right and left. Round toe. Half Louis heel. 


Per Dozen. . . $30.00 L 
A very fine embossed leather Mule with attractive design in gol,d. Made on SAMP’ ES Colors as follows: Black leather vamp with American Beauty satin lining. 
the short vamp last, right and left. Round toe. Half Louis hee . Colors as UPON Purple ye with purple satin lining. Copen. leather vamp wi 
follows: Black leather vamp with American Beauty satin lining. Purple leather Copen. satin 

vamp with purple satin lining. Copen. leather vamp with Copen. satin lining. REQUEST Order No. 5020 ee Mule, Turn sole, Round Toe. jPer Dozen . . $34.20 


MULES & D’ORSAYS 


HARD TOE BALLETS Martin’s Genuine Imported 
No. 606—Black Glazed Kid . 
6 $2.60 Scotch Grain College Oxfords 


“Foot Lite’’ B, C and D Widths 
Satins on Order 




















Ballet 
Slippers 


IN STOCK 


No. 606 
Hard Toe 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 




















IN STOCK 
~ ; Pca es Two Real. Sales Getters 
Overweight “A” arg | Leather Soles. Bleached Calf Lining 
: Standard of Shoemaking 
C, and D Widths No. 860—Tan Bee Scotch Grain College Ox. Coach Last 
White Kid to Order No. 861—Black Imported Scotch Grain College Ox. Coach Last n 
Sizes & Widths: B 6-11, C 5-11,D 5-11. Price $6.10 = 
Have you seen our right and left last Ballet Slippers. If not Order Now to Have on Hand for ser 
send for samples of this new model of perfect Ballet Slipper School and College Trade pe 
style. a 
FREDERICK S. PECK f - 
Th 





BROOKS SHOE MFG. CO. pos al : 


1731-41 N. 6TH ST. PHILADELPHIA WORCESTER ° MASS. 

















Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 








November 17, 1923 





BOOT AND SHOE RECORDER 


























“KEEPS THE FOOT WELL” 


This Trade-Mark is found on 
the sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
& Company, Inc., Rockland, 
Massachusetts, for the making of 
men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Ohio, for the making of 
women’s and misses’ shoes. 




































“Get There” 
men make 
600d customers 


"Gt there” men have active feet—as we explained in 
our national magazine advertising for November— 
and “get there” men demand good shoes, comfortable shoes. 
They know the value of feet—and they know the value of 
the Arch Preserver Shoe which keeps their feet useful and a 
real help in business. 


THE 


RCH RRESETVER 


sells to men—easily, quickly, profitably—holding business and adding 
new business—simply because it gives more for the purchase price. 
Thousands of men are learning that this shoe gives foot health and vigor 
—and they are demanding it. 

In the Saturday Evening Post, World’s work, Atlantic Monthly, Review 
of Reviews, Century, Scribner’s and Harper’s we are telling men the 
facts—telling men in your community. This shoe offers an unusual 
selling opportunity. 








If we are not represented in your com- 
munity, write us about the franchise. 


Twenty good styles carried in stock. 


E. T. Wright & Co., Inc., 
Rockland, Mass. 

Makers of the ‘“‘Just Wright”’ 

Men’s Fine Shoes since 1876. 


(The Talbot Shoe Co., 
Thomas, Ont., are licensed by 
us to make Men’s Arch Pre- 
server Shoes for Canada.) 
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FANCY DRESSINGS FOR FANCY FOOTWEAR 


Whittemore Always Has the Right Dressing, at the Right 
Time at the Right Price. Here Are Right-Now-Sellers 


STICK SUEDE CLEANER, BLACK SUEDE DYE 





Renews the original 
beauty of the leather 
inaninstant. Handy to 
use. Put up in Log 
Cabin, Hazel Brown, 
Autumn Brown, and 
all popular colors. 


CHIC LIQUID SUEDE DRESSING 
GOLD and SILVER DRESSING 
SUEDEDENE POWDER 








More than 27 National Magazines carry 
Whittemore Consumer Advertisements, 
stirring up business for you. 























When your jobber can’t supply you, write ly soiled suede shoes 


Does not injure the nap. 
WHITTEMORE BROS., CAMBRIDGE, MASS. 


Put up in all popular 
colo 


rs. 
Brush in each carton. 











Works wonders on bad- 
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ARCH SUPPORTER 


No. 229—Built with the famous 
Steinbrecker steel shank, carries rub- 


ber heel. 





HIGH-GRADE COMFORT SHOES 
THAT REALLY HELP THE FEET 


A comfort shoe meets its purpose fully when 
it is actually of benefit to the feet. Dr. A. Reed 
Shoes possess this qualification. 


When the product is manufactured by a house 
of long and honorable standing, merchants and 
their customers are protected. 


Experience has shown that the Dr. A. Reed 
line, combining the two above factors, sells 
easily and induces future business. 


Our Stock Catalog will interest you. 


JOHN EBBERTS SHOE CO., Ine. 


Exclusive Manufacturers 


BUFFALO : : NEW YORK 
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The Beauty of Silkk "%§ 
at One-Third the Cost 


**Big Chief” sells for 50 cents a pair! 
A fine gauge artificial silk sock plated 
over mercerized. High spliced heel and 
double sole. Comes in all colors. 


With all the fine lustre and shape- 
liness of silk—with astounding wearing | 
quality and a fraction of the cost, 
this sock makes an instant appeal. 





The unceasing efforts of dealers 
to keep a sufficient supply of 
“Big Chief” in stock proves it 
one of the fastest selling numbers 
ever offered. 


Strong advertising of Arrowhead 
Hosiery in leading national maga- 
zines makes it easy for you to sell. 
Stock the complete line, including 
pure silk, fibre silk, mercerized 
worsted and cotton hosiery for 








| OPTI TPL Ls 










men, women and children. 





ARTHURS WC rane AES INES 








RicumonpD Hosiery Mi ts, Inc. 
Established 1896 
CHATTANOOGA TENNESSEE 


Arrowhead 
HOSIERY 


Jor all the Family 
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The popular : 
8 and 9 inch heights for heels 114 inch and higher; low heel pattern 
made to order in two weeks. 


Su / 
BOOT/TOPS 


There is only ONE TWEEDIE BOOT TOP. 


There never has been any other. 





PATENTED 
Re-issued 7-18-22 


Model C 
Swing Button Model in Stock in all TWEEDIE Fabrics; 





Model Q 


ir 
bo, Amsden Buck or Trayton Kersey in all popular 

6 Co i . "Satin, Black or 
Brown, Fancy Leather, Patent Leather or Utella Calf, in Tan, Grey or 


Brown shades to harmonize with Cloth. Leathers with cut-outs, at 
extra charge. 


For sale’ wherever g00d shoes are to be had. 


TWEEDIE BOOT TOP CO. 
ST. LOUIS, MISSOURI 
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“I always feel at home at the 
Essex.” 

That’s the way they talk 
when voice is given to the 


feelings. 

Anyone in doubt as to where 
to stop in Boston can see a 
tip in that. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T.A. McCarthy, Treas. 











GREEL ny 
BOUDOIRS 


Are like good books. 
There’s many a happy 
hour spent “in them.” The 
comfort appeal is captiva- 







ting. Combine with this, 
Greeley Workmanship and 
an atable combina- 
In Black or Colored dion is created. Write to- 
Kid. 36 pair lots day for samples and prices. 


only. 
If your Jobber Cannot Supply You, Write Us. 


ye. W. GREELEY, Haverhill, Mass. x 














Y 








Shoe Thread for At 
Once Shipment 


Don’t worry if your 





ders sent to us get 
immediate  atten- 
tion. All kinds of 
thread needed by 
the shoe trade are 
carried in s 

ready for at once 
shipment. Use 
Meyer’s thread and 
have the best. 





JOHN C. MEYER THREAD CO., Lowell, Mass. U. S. A. 
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Smith-Crawford Shoe Co. 
of Hudson, Mass. 
Makers of ‘*TROTMOC”’ Shoes 
for Children 


are selling large quantit es of the 

style illustrated below to many 
famous big city stores. 

The buyers took to the advantages 

of Clico Crepe Welt and Sole im- 

mediately; principally due to the 

fact that it makes a sole job 

that youngsters can’t 

kick off at the toe. 















a 
x» 
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Combined with CLICO Crepe 
Soles Makes a 100% Satisfactory 
Soling Job 















FIRST because it makes SECOND because the sole 
attaching crepe rubber soattached can’t kick off at 
soles a fool-proof job and_ the toe or squash out at the 
a permanent one. sides. 





Clico Welting and Clico Soles together elim- 
inate heavy cumbersome appearance and 
afford the lightest weight sport shoe on the 
market. 


Makes the ideal play shoe for children—a fact 
attested by the readiness with which the 
largest and best city stores are ordering shoes 
so made. 


Ask your manufacturer to show you samples 
of Crepe Rubber soled shoes made with 
CLICO Rubber Welting, with the new 
rounded edge. The process is the same, and the 
results just the same as given by a regular 
welt process in Goodyear Welt shoes. 


Our Two Unit CLICO Soles are made either 
with the first unit vulcanized to a white or tan 
rubber midsole or separate from the midsole, 
as you wish. 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 
185 Summer St. Boston, Mass. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








74 


BOOT AND SHOE RECORDER 


November 17. 1923 











Putting the Spot-Light on the Hidden Value 


StyloTFull 


Over Siz 















" FLEXIBLE ALL-LEATHER 
INNERSOLE 





Over special meas- Made to fit the 
urement lasts which the NarrowAnkle— 
fit the Full-Foot. Wide Forepart Foot 


675—Black Kid Fat 
Ankle Boot...... $5.00 


690—Black Kid Boot 
(Comb. Last) ...$5.25 







670—Brown Kid Fat E-EEE 

Ankle Boot...... $5.75 c LEATHER BOX Black Kid Ox- 

650—Black Kid Full - (or ford (Comb. Last), 

Ankle Boot...... $4.75 - © yy GRAIN LEATHER COUNTERS C-EEE $4.25 

660—Brown Kid Full 7 634—Patent Leather 
« . 

Ankle Boot...... $5.50 KID QUARTER RerAine-w ete ne. 

600—Black Kid Over- LINING id Cane .$4. 

Size Oxford eeoes $4.00 Sizes—3 %-10 


605— Brown Kid Over- 
Size Oxford..... $4.25 


3%-10 C-EEE 


25 STYLES 
IN STOCK 


Note—On all shoes, to 

sizes 8% and 9 add 

25 cents;9% and 10 add 
50 cents 


ANDERSON-OWENS SHOE CO. 


BOSTON OFFICE—186 Lincoln St. 


373 Washington St. LYNN, MASS. 
SEND FOR CATALOG 























Made to measure out of imported 
waterprooied veals 





———_— 


" QUSSELL'S 


“IKE WALTON” 


puts four layers of leather 
between your foot and ground 


The fine workmanship = exireme light weighi 
&staunchness appeal io out-ofi-door folks 
of the mosi discriminating taste. 


Has exira looks 





The Scout Special 


Gives exira service 





ee ce ee 


















SEND FOR CATALOG AND DEALERS DISCOUNTS 


JheWN.C, RUSSELL MOCCASIN CO. 
925 Capron Si., Berlin, Wis. 
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If you will send us a diagram 
of the heel of your shoe on a post 
card, Jy of Armstrong Circle 
A Hi will be sent to you so 
| that you may test their unusual 
qualities of elasticity, durability. 


and comfort 

















Resilience 


An automobile tire may be too soft or 
too hard, because under-inflated or over- 
inflated. Result—damage to the tire, or 
damage to the machine. 

The satisfactory rubber heel must be 
resilient and elastic to give comfort to the 
wearer. The springiness of the heel, too, 
takes up many of the shocks which pound 
and fray the nerves. 

The best rubber heel is neither hard 
nor soft—it is like the correctly inflated 
automobile tire—resilient, elastic. 

The Armstrong Circle A Heel has this 


Armstrong Cork Company 


Shoe Products Division 


elasticity to a surprising jdegree.”“But it 
has combined with this a durability 
which makes it a heel that will last longer 
and wear better. Specify Armstrong 
Circle A Heels on the shoes you carry. 
Give your customers a new conception of 
the comfort derived from perfect rubber 
heels. 

Let us send you a sample pair. Merely 
draw a diagram of your heel on a post card 
and send it to us. When you receive your 
pair of Armstrong Circle A Heels walk 
on them. Test their resiliency. 


Lancaster, Pa. 


Armstrong 
ircle ® H ee / 5 
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the new 





Stretcher 


HOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 


MeN ell Me MIN © MMM Ne Mle MMe T Me MITT eT e TIT TITU ie III et iTT 


For speedy, positive action-- 


Repco Shoe 









Repco Shoe Stretchers 


are made in nine sizes— 


No. 000 down to No. 6. 
Each stretcher is packed 


in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 





Me MMMM Te MM © MM MM © Md © MM ® MM = MN © Me © MM © = CO 
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PURCHASED FROM THOMPSON BROS. BROCKTON, MASS. 


Five Thousand Pairs Men’s Shoes 


We Are Offering Them to You at 
About Half the 


Original Wholesale Selling Price 


OUR PRICE 


3.60 


PER PAIR 
Both Styles. 










BLUCHER 
S 620 


Wire Order 
by This No. 






Men’s Tan Galluns No. 4 Norwegian Grain 
— Blucher. 15 Iron Single Sole. Brogue 
t. 


12 Pair AA Wide Sizes. . . . 834/10 
12 “ A “ a. . me 
a:b: cinuome 
"ae ‘ “ 5/ or 6 6 
“4” D « “16/104 oF 7/10 S 654 






Wire Order 
by This No. 


22 Men’s Tan Galluns No. 4 Russia Calf’Wing Tip Bal. 
Minimum order accepted 11 Iron Single Sole. Vandyke Last. ; 
on either style, 96 pairs. 12 Pair AA Wide Sizes . .  8/I1 or 814/10 
° . ° as? 2 * . e« 7/l\lor 8/11 
Sizes and widths as listed. 4“ BS | ft SygIl or 7/10 
_— = * ; 5/\lor 6/10 
24“ OD 5/\l or 6/10 


M. FINKOVITCH, Inc. 


“The Distinctive Wholesale Catalogue Shoe House”’ 


138 LINCOLN STREET ee et BOSTON, MASS. 
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35 In-Stock Styles in 
Stitchdown Specialties 





¥ 


Send for Catalog showing 
styles for men, women 
and children 














BELL’S STITCHDOWNS 


“ring true to a standard” 










In a “Nut Shell,” 
here’s what you get in 
Bell’s Stitchdowns— 
Shoes that are 


FLEXIBLE 
ee pan aaa fee. e—Tee Visi Speers iagesentakeal 4 
0. an Vict Romeo...........000. R 0. 450—Tan Cab. Everett.............. J 
soe. SEo— Ze Cad. Romeo... .... -- oe Sizes 6-11, E wide. Terms: 5%-10, 4%-30. 


No, 453—Black Cab. Romeo ou npn eee 
We have some desirable territories open and invite correspondence with salesmen. ; 


VVVUVUVUVVVVWY 





CBEEECEEECERYVVVVVRVRY 
HUB GORE 





Thes Your 


Protection 





Try to Walk 


When Baby Feet Beginto “Talk” 


That’s the time this special shoe comes into its own. 
The semi-soft sole provides just enough support for the 
tiny foot. “Starting them off” in ““Tri-To-Walks” is 
proving profitable with lots of merchants. 





Various Widths and Colors 
Cotton-Mercerizzed and Silk 






Blucher Boot $12.00 
of First per ° ome 
Quality Elk Dozen. 
in All Popular 
Shades. SEND FOR SAMPLES 
Pearl Ch rome 
Sole. Terms 
Guaranteed 5% 10 
not to rip. 30 Net. 


Send for catalog of In-Sltock—Soft Soles, “‘Tri To-Walk” 
and Hard Soles 


LITTLE WITCH SHOE CO. 


(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 


1107 Broadway, New York City 
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EVERLASTIK, Inc. 


Webster and Spencer Aves., Chelsea, Mass. 
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A winner for dry feet and warm legs thru 
snow and slush. High grade chocolate 
rain Blucher with 
Bellus tongue and 2 
buckle strap. Have 
double oak sole. 
Ask for Number 
S-275, Size 9-2 
(8 inch top) 
S-382. Size 1-8 
(10 inch top) 


Just an all-round good shoe for hard knocks 
gruelling service. A_chocolate Elk— 
Army Garrison Tip Blucher—Munson 
Last—Wear-proof Being wary outer sole 
Similar styles in Brown Elk in the Haig and 
unior Lasts. 
Ask for Number 
S-371—1-8 Munson Last 
S-369—1-8 Exeter Last—Tan 
S-354—1-8 Exeter Last—Choc. 
S-253—9-2 Junior Last—Choc. 
S-271—9-2 Junior Last—Tan 
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plus 


NATIONAL 
ADVERTISING 


A winning combination for you, Mr. Dealer. 
Four of the greatest National Magazines regis- 
tering 10,487,644 EXCELSIOR MEDAL SHOE 
impressions are bound to influence many buyers 
of boys’ shoes in your locality. 

EXCELSIOR MEDAL SHOES will be the 
fastest-selling merchandise you could carry this 


fall. 
USE OUR STOCK PROPOSITION 


All of our leaders are carried in stock ready to be 
shipped at one day's notice—60,000 pairs—all 
sizes and widths. Take advantage of this 
wonderful opportunity to turn over your boys’ 
stock every two or three weeks and still-carry a 
nationally advertised line. You're going to make 
real money this fall if you are one hundred per 
cent EXCELSIOR. Write for stock list TO- 
DAY. 

Write for your copy of “Business Builders’’ 

TODAY. Use all of these selling helps we offer 

you. “‘Tie-up’”’ with EXCELSIOR, Sell—Boost 


—talk and push EXCELSIOR this fall and 
you're bound to “cash-in.” 


THE EXCELSIOR SHOE CoO. 


Portsmouth, Ohio 
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SKI and Snowshoe Moceasins 
IN STOCK 
“The Quality Kind” 


SKI-MOCCASIN |} ci 


This style is readily modified to 

















meet the requirements of Skiing. AC 
The last is thickened to make room tp 
for heavy socks. The sole is tapered ase 
to fit the ski iron and the heel is a good 
concave to meet the demands of ski rom 
bending. Specify if you desire strap tag te 
and buckle. 
No. 723—Brown Chrome Rangeley Ski 
Moccasin. 8 inch, Sole Leather Toe Int 
Counter, Full Bellows Tongue, Nickel as wel 
Klondyke Eyelets. Double Waterproof one 
In Stock—E Wide Sole, Concave Heel, Ski Last. a 
To order, 6 to 11—D and E counte 
Stock, 6 to 1I—E wide Store | 
. her ho 


close t 


SNOW SHOE os 


This 


: MOCCASIN |] = 














° ° ° as the 
For snowshoeing this old-time ' 
moccasin is still the most accept- Nett 
able. It is made right to fit the 
rough usage it receives. a 
ger 0} 
No. 933—Brown Chrome Moccasin. 9 Shop a 
inch, Full Bellows Tongue, Klondyke Upone 
Eyelets, Snowshoe Last. impres 
In Stock—Men’s sizes FF wide In Stock, 6 to 11, FF.—Women’s sizes E owe 
Women’s sizes E wide — Boys’ sizes wide—Boys’ sizes EE wide—To Ronn: 
EE wide order, 5 to 12, D-E & EE donner 
Send for Catalog vole 








G. H. BASS & CO, === Wilton, Maine | | [~ 
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CHICAGO 


Fair Note to Shoe Trade 


Crisp Weather Adds Zest to Buying in the Loop District— 
Optimistic Feeling Prevails 


N uncertain note characterized the 

retail shoe business during the week 
ending November 10. The weather has 
been suitable for fall shoe buying. In the 
Loop district the shoe merchants reported 
a good business, but that condition did not 
extend to the outlying districts. But opti- 
mism is still in the air and the general feel- 
ing is in that strain. 


Sell by Suggestion 


In the exclusive shoe stores in the Loop, 
as well as in some of the outlying districts, 
from 65 to 90 per cent of the hosiery sold 
is sold by suggestion. 

The young lady in charge of the hosiery 
counter in the Feltman and Curme Shoe 
Store at 134 N. State Street reports that 
her hosiery sales, by suggestion, will run 
close to 90 per cent. She claims that only 
three words are necessary to pull this busi- 
ness and they are, “Hosiery to match—?”’ 

This tip should be useful to the great 
number of merchants who probably do 
not take their hosiery counters as seriously 
as they do the buying and selling of shoes. 


Nettleton Atmosphere Is In- 
viting 

An interview with W. T. Gable, mana- 
ger of the Nettleton Shops in the Nettleton 
Shop at 26 N. Clark Street is interesting. 
Upon entering the store one is immediately 
impressed with the refinement of the sur- 
roundings. It is the atmosphere of a gentle- 
man’s club. A soft, velvet carpet covers the 
floor and the chairs are so arranged as to 
keep away from the usual stiffness of store 
arrangement. Smoking stands are in con- 
venient places. 





On a table in the center, covered with a 
rich velvet cover, is displayed the famous 
Nettleton Riding Beot. The display con- 
sists of a pair of boots, boot jack, pushers, 
puttees, spurs, and spur chains. 

Their windows are in keeping with the 
store decorations. Attractive oxfords in 
full grain imported Scotch calf and other 
high grade leathers are shown. An orange 
velvet drapery is used on the floor in this 





Tw) Getting More Shoes Sold R ight 
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window and the shoes are carefully 
arranged. Another window is devoted to 
oxfords for college men, in which pictures 
of local football stars are shown. 


Windows Are Impressive 


The beginning of the opera season in 
Chicago is responsible for many attractive 
windows featuring footwear for the formal 
occasion, especially in the men’s line. A 
good business is being done in patent 
leather pumps and some business in patent 
leather button shoes with cloth uppers. 
The latter mentioned are being shown 
with a braid sewn down the front seam of 
the upper to correspond with the braid on 
the side of the dress trousers. 





MILWAUKEE 


Preparing for Christmas Trade 


Present Retail Shoe Business Situation Is Characterized by a 
Quiet Tone—Women’s Oxfords Good 


TRIFLE quieter tone pervades the 

local merchandising districts. De- 
partment store managers report that it is 
the usual brief lull before the heavy holi- 
day shopping commences. Shoe merchants 
are preparing for Christmas business on a 
larger scale than ever before, and confi- 
dently expect to shatter last year’s volume 
records. “Do Your Chirstmas Shopping 
Early” signs are already out and the 
active campaign for early buying has got 
under way. Results are expected from this 
type of promotion within the next two 
weeks. 

Cold weather has made demand for ox- 
fords in calf and in suede so strong that 
this type of footwear now ranks with the 
leaders. -Brown and black, with the for- 
mer more widely called for, lead in the 
color trends, although some gray suede 
oxfords are being sold here and there 
Satin and patent slippers are wanted in the 
fancy strap and plain strap effects. 


Prepare for Heavy Men’s Trade 


Stores selling men’s shoes exclusively 
have not felt the pre-holiday lull as 
strongly as those selling to both sexes or 
exclusively to women. Men have been buy- 
ing steadily for a month, and while sales 
are not spectactular they are consistently 
satisfying and well up to the period average 
as compared with last year. Oxfords in 
black and tan, with a surprising demand 
for the tan shades, are leading in men’s 
sales. Boot demand has increased greatly 
since cold weather, and is now almost on a 
par with the call for oxfords. 


Manufacturing Companies 
Active 
With plenty of skilled labor available, 
Milwaukee shoe factories are producing 
steadily and in volume comparable with 
that normally maintained at this season. 
Milwaukee and state manufacturers of 
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leather are not in heavy production at this 
time, and tanneries are working at various 
degrees of capacity, ranging from sixty to 
90 per cent. An air of uncertainty seems 
to pervade the tanning business and holds 
back full time operations. 














































Manager Named President 


J. B. Atkinson, manager of the J. C. 
Penney Company chain store at Fond du 
Lac, Wis., was elected president of the 
merchants’ bureau of the Association of 
Commerce of that city at an organization 
meeting. Mr. Atkinson succeeds A. C. 
Egelhoff, veteran shoe merchant, who re- 
tired after heading the bureau for three 
years. Mr. Atkinson is also a shoe mer- 
chant in that the Penny store operates a 
large shoe department. 


Foot Expert at Store 


An expert from the New York staff of 
Dr. Kahler was present at the Boston 
Store, Milwaukee, during the week of 
November 14 to 17, inclusive, to give 
free foot advice to the customers of 
Charles Lew, manager of the department. 
The service has always been widely utilized 
in the past, according to store officials. 


Business Outlook Good 


“‘Milwaukee is in an especially favorable 
financial position and business here this 
fall and early in 1924 should run from 5 to 
10 per cent above last year,” L. L. New- 
ton, local manager of the Babson statisti- 
cal organization, told a group of Milwau- 
kee business men, at a recent gathering. 
The general outlook, he said, is excellent. 


Products Exposition 


Shoes will be prominently displayed in 
the 100 and more Wisconsin-made ar- 
ticles to be exhibited at the Wisconsin 
Products Exposition to be held at the 
Milwaukee Auditorium during the week 
of December | to 8. 


Company Erects Factory 


Ground has been broken by the Cedar 
Grove Shoe Manufacturing Company of 
Cedar Grove, Wis., for the construction of 
a greatly enlarged plant at an estimated 
cost of $40,000. The company was or- 
ganized and began production the first 
of the present year, making at the start, 
100 pairs of children’s shoes each day. 
This output has been increased to 500 
pairs daily. It is the hope of the company 
that the building under construction will 
be completed by December 1, at which 
time production of 1,500 pairs of shoes per 
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day will be begun. This will make necessary 
an increase of the working force to 150 
employees. 


Brouwer Heads Rescue 
Mission 
S. J. Brouwer, president of the S. J. 


Brouwer Shoe Company, of Milwaukee, 
has been renamed president of the Mil- 


waukee Rescue Mission. Mr. Brouwer is 
one of the most prominent social workers 
in Milwaukee and has held the position of 
head of the Rescue Mission for a number of 
years. In addition to his outside work, Mr. 
Brouwer is active as the head of the 
Brouwer Family Shoe Store, one of the 
largest shoe merchandising stores in Wis- 
consin, and in the affairs of the Milwaukee 
Shoe Retailers’ Association. 





ST. LOUIS 


Spotty Trend to Trade 


Shoe Stores Report Business on Equal Plane with That of 
Same Corresponding Period in 1922 


USINESS during the week ending 
November 10 was decidedly spotty. 
Some stores reported fair trade while 
others complained of dullness. One un- 
animous opinion was that the business on 
Saturday, Noy. 10, was better than that 
of a week ago. Few stores are reporting 
gains over the same period of a year ago. 
It is averaging about even, comparing 
figures of this and last year. 

Some merchants are predicting normal 
business that will make a more evenly 
developed situation than the peak and 
low periods which have been so frequent 
during the past two years. 

Considerable discussion is being given 
to the men’s end of the business. Most of 
the stores report men’s business has been 
quiet and for some unknown reason men 
have not bought their fall shoes in a great 
many cases. There is a prevailing opinion 
that much of the money that should go 
for necessities is being squandered on 
luxuries, which is to some extent affecting 
the shoe business as well as the retail 
trade throughout the district. Women’s 
black shoes are the most popular. Satin is 
very good with patent and black suede 
fighting for second place. 


Increase in Welt Sales 


There has been some increase in the 
demand for welts. Not alone in plain lace 
oxfords but in the novelty type oxfords 
with Scotch tongues and goring effects. 
Some attractive patterns in sport effects 
are being shown in the better grade stores. 

An unusual situation in one of the finest 
stores is that satin, patent and black suede 
combined sells only as good as the brown 
suedes. There is much talk about the 
patterns becoming more conservative, but 
from all appearances it still seems that 
as many fancy patterns as ever are being 
shown. Some new numbers have been 
added to the line which have the plainer 


note but straps and cut-outs look mighty 
big in the present stocks. 


Pump Effects Are Creeping In 


No opinion can be given at this time as 
to their sucess due to the short time they 
have been in stock. Warm weather the 
latter part of the week curbed the buying. 


Brown Shoe Declares Divi- 
dend 


Directors of the Brown Shoe Company 
recently declared two dividends of $1.00 
each on the common stock, payable 
December Ist, to stock of record November 
20th and March Ist, to stock of record 
January 20th. This action was decided up- 
on after a most sucessful year which ended 
October 31st. The regular quarterly 
dividend of $1.75 on the preferred was 
also declared. 

The gross shipments for the year were 
$31,386,960.81, a gain over last year’sship- 
ments of $2,584,796.14. October shipments 
this year surpassed those of the corre:- 
ponding months of many years past. The 
figures for October were $3,358,744.95. 
Earnings of the company have not yet 
been audited but they are regarded as 
satisfactory by the officers of the company. 


Million a Month Gain 


The International Shoe Company, 
which shipped a total of $100,000,000 of 
shoes in the fiscal year ending November 
30,1922, passed this mark for the present 
fiscal year on October 25th last. Shipments 
this year have been showing-a gain of 
about $1,000.00 a month over last year. 

“About six weeks ago our salesmen left 
for their territories with samples for nex; 
spring,”’ said F. C. Rand, president of th 
company. “Orders for current needs ar 
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Suede Shoes for Men 


Fred Maxted, manager of the St. 
Louis Hanan store, is showing a 
black suede shoe for men. The pur- 
pose of the shoe according to Maxted 
is its use for semi-formal occasions. 
It is priced at $16.50. 











being received in good volume and ship- 
ments are continuing to show a substantial 
increase in volume over the same periods 
of last year,”’ he said. 

“The dread of style changes in a few 
novelty patterns is being reflected some- 
what in future orders, even for the most 
staple numbers. From our standpoint the 
conditions of the country as a whole are 
not unfavorable and we anticipate a con- 
servative, healthy flow of business based 
on sound values and free from the harmful 
influences of either speculation or de- 
pression.” 


Harry L. Tomes Resigns 


Harry L. Tomes, vice-president and 
superintendent of factories of the Brown 
Shoe Company, resigned to enter the shoe 
manufacturing business. The company 
announces that his vacancy will be filled 
by Walter R. Ekins, who has been with the 
company 25 years in the manufacturing 
end of the business. He will be assisted by 
William Kaut who will have charge of the 
stitchdown and turn factories. Kaut is a 
former manufacturer of wide experience. 


Dodd Joins Pedigo 


J. M. Dodd, formerly associated with 
the Robert Wise Company has joined the 
organization of the Pedigo Weber Shoe 
Company, St. Louis. In his new capacity 
he will be in charge of the buying. 


Brown Shoe Has New Catalog 


An unusually attractive catalog has 
been prepared by the Brown Shoe Com- 
pany for distribution to its retail accounts. 
In size it reflects the length of the Brown 
Shoe line, containing 84 pages, most of 
them printed in two colors to show at least 
some of the numbers as nearly as possible 
in their real shades. An innovation is the 
so-called “‘Style Supplement,”’ a separate 
and very artistic booklet by itself, which is 
inserted in the main catalog and the con- 
tents of which are devoted, as the name 
indicates, to style footwear. The price list 
enclosed is as of September 19. 
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Much Interest in Blacks 


Women’s Suedes in This Color Lead—Gradual Response by 
Men in Wearing Shoes for Occasions 


HE retail stores report business 

showed signs of improvement during 
the week ending Nov. 10. The weather was 
colder and was a factor in increasing the 
volume. The demand by women was 
mostly for black footwear. Black suede 
has been given a certain vogue which has 
pushed it forward to the front rank among 
the shoes which are selling best. The 
publicisdemonstrating an unusual interest 
in black and the retail merchants have 
been doing their best to move their colored 
footwear so that they can get rid of the 
colored shoes that they have on hand. 
Black satins and patents are both good 
sellers at the present time and have 
increased steadily in popularity. 

Commence Christmas Buying 

Preparations are being made for good 
sales on house slippers during the holiday 
season. The public is not waiting until 
the opening of the holiday season to make 
purchases, but sales at present are showing 
strength. 

Men’s shoes are having fairly good sales, 
although conditions are only about normal 
at best. Men are gradually responding 
more and more to the plea to wear shoes 
for the occasion, although this educational 
process is very slow. Black shoes are sell- 
ing well and a gratifying number of black 
patents for evening wear have been mov- 
ing during the past few weeks. 


Low Heels Coming 


“Low heels will prevail during the early 
spring season to be followed by the higher 
box heels ranging from one and a half to 
one and three-quarters inches in height,” 
states W. T. Dickerson, vice-president of 
The P. Sullivan Company. “Strap effects 
in black are going to be big numbers in 
the early spring. These will include satins, 


patents, black calf, and black suede. The 
black footwear will be worn with light 
hosiery which gives a nude effect.” 


McLaughlin at Meeting 


H. C. McLaughlin, vice-president and 
general manager of The Potter Shoe 
Company, is in the East. While in New 
York, Mr. McLaughlin presided over the 
regular quarterly meeting of the Joint 
Styles Committee of the N. S. R. A., 
of which he is chairman. 


Good Hosiery Sales 


Retail shoe stores report that their 
volume of sales on hosiery are showing 
steady gains from week to week. Women 
are displaying particular interest in buying 
hosiery to contrast with their footwear, 
although much hosiery to match the 
shoes is also being sold. Chiffon seems to 
be a favorite with the feminine purchasers. 
As the colder weather comes on a great 
many women are beginning to wear the 
light weight wool hosiery underneath the 
chiffon. 


Mail Campaign 
The Stetson Shop has been featuring the 
Stetson tailored oxford with the Miss 
Hawes last during the past few weeks with 
much success. A direct mail campaign to 
the women of the city has had the effect 
of greatly stimulating sales. 


Returns from Trip 


Herbert N. Lape, vice-president of The 
Julian-Kokenge Company, has returned 
from a four weeks’ business trip to Kansas 
City and through Missouri and other mid- 
western territory. 





DETROIT 


Shoe Sales Are Gaining 


Better Weather Conditions Stimulate Trade—Black Suedes 
Lead in Women’s Lines 


HERE is a healthier tone to the 

November business. This is partly 
due to the more seasonable fall weather. 
October dullness developed a number of 
early November sales. 


Some of the types of women’s shoes that 
were advertised recently included a twin 
strap in patent at $6; an anklet style in 
patent and satin at $9; a French vamp 
with interlacing straps in black suede 


, 
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satin and patent at $10; for street wear a 
black calf or patent oxford with plaia toe 
and creased vamp, rubber heels at $7; a 
brogue oxford at $12.50; an anklet type in 
black suede and black satin with Spanish 
Louis heels at $10.90. 

Other types of footwear were advertised, 
including goring pumps, and evening 
slippers. 

N. C. Amluxen, manager A. E. Burns 
Company, said: “Our sales of women’s 
shoes show suedes are leading; patents 
next, with satins showing a decline. 
Straps, of course, lead. Heel heights range 
from 6/8 to full Louis styles. 


Restaurant at Fyfe Co. 


R. H. Fyfe & Co. has re-opened a res- 
taurant for its employees. This is not 
operated for profit, but to allow employees 
to get their lunches in the building during 
the inclement weather of the wiater sea- 
son. 
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Hosiery Sales 


There is little demand for all-wool hose’ 
especially in the heavier types. Camel hair 
lines and silk and wool mixtures are selling 
well. 


Smith Store Moves 


Smith’s Footbridge Shoe Company has 
closed its Lafayette Boulevard branch, 
where men’s shoes were sold and moved 
the stock to 232 State Street, where both 
men’s and women’s lines will be handled 
in the future. 


Men’s High Shoes Strong 


According to Steven J. Jay, men’s de- 
partment R. H. Fyfe & Co., men’s high 
cuts have taken a jump into popularity, 
vying now with oxfords for first place in 
sales. The heavier and medium weights 
have first call. 





LOS ANGELES 


Encouraging Reports from Stores 


Presence of Tourists in the City and Rapid Growth of Popu- 
lation Stimulating Retail Trade 


LL retail lines are enjoying good 

business here. October proved to be 
far better than the same period in 1922 
and November sales in the shoe trade 
promise to go ahead of the corresponding 
period in 1922. The rapidly increasing pop- 
ulation and the large number of tourists 
visiting the city add to the general pros- 
perity of all lines of business. 

Mr. Black, manager of the College 
Boot Shop on Seventh Street, reports the 
store has had a large gain over the fall 
business of last year. The leading num- 
bers have been satins and suedes in black, 
with browns next in favor, while the 
Spanish and low heels have been most 
popular. The store is showing a large 
variety of beautiful models in strap slip- 
pers and cut-out vamp, with oval toes. 

The Woman’s Shoe Store, 617 South 
Hill Street, which opened about a year ago 
has had a wonderful increase in business 
during its first year of activity. 


Ghildren’s Business Good 


Mr. Anderson, manager of the Chil- 
dren’s Shoe Store, is enthusiastic over a 
line of correct and corrective shoes for 
children and growing girls. These shoes 
have flexible or rigid shanks to fit the 
particular requirement of the individual 
case, and orthopedic heels with a special 


construction. There is no store in the West 
that carries a more complete line of these 
shoes with a wider range of sizes and 
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widths than they are featuring. The 15th 
of this month the store at 214 So. Broad- 
way will be discontinued. In the future it 
will be located at 1712 Hill Street which 
has unique windows especially adapted 
for display purposes. 


Satin Evening Slippers 


The Bootery on Seventh Street is show- 
ing many different styles of novelty shoes. 
The most popular models are in black 
satin and suede with oval toe. A colored 
slipper inlaid with gold and silver, which 
they featured for evening wear, was a 
big success. 

Quite a striking feature of the Bootery’s 
advertising is an article called “Style 
Notes” which they publish each week. 
This gives advance information on the 
new fashions in feminine footwear and 
hosiery, and has created a great deal of 
interest. 


Visited the East 

David A. Schoen, president of the Star 
Shoe Company, recently returned from a 
tour of the Eastern shoe markets where he 
closed contracts for new shoes. 

Louis Leader, buyer of the Model Shoe 
Company, was a recent visitor in St. 
Louis and the East. He reported black 
satin, black suede and brown suedes 
popular in the East. 





DENVER 


Good Trade in All Lines 


Plenty of Money in Circulation Due to Successful Crops— 
Black Favorite Color 


OW that Colorado farm crops are 

being placed on the market, farmers 
have money and as a result business in all 
lines is on an upward trend. Retail shoe 
merchants in the smaller cities and towns 
of Colorado report that since the farmers 
are being paid for their crops, their busi- 
ness is showing considerable improve- 
ment. Mining in the state is also better 
and more money from this channel is com- 
ing into existence and business is beiag 
bettered just that much. 

Denver retail shoe merchants report 
that business so far this fall has beea good. 
Some snow and bad weather of late has 
caused an increase in the sale of rubbers 
and overshoes. 

Black continues to lead in color with 
brown running a close second. A good 
winter business is anticipated by the men 


engaged in the retail shoe business ia 
this section of the country. 


Store in Loveland 


Rollick’s New Store is the name of a 
new retail business opened in Loveland, 
Col. The new store has a big shoe depart- 
ment in which shoes for every member of 
the family will be carried in stock. Mr. 
Rollick is starting out in his new business 
venture in Loveland with a $25,000 stock. 


Encouraging Reports 
Robert Johnston, of the Johnston Shoe 
Company, Denver, reports fall business s0 
far good. He says this year’s fall business 
is better than it was during the same per- 
iod last year. 
George H. Swift, proprietor of a general 
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mercantile store in Goodrich, Colo., in 
which is maintained a shoe department, 
reports business good at this time. Mr. 
Swift purchased the business last August 
and since that time has built up a very 
good business in Goodrich. He was for- 
merly located ia Keensburg, Colo. 


Two New Pumps 


Business is reported good in the shoe 
department of the Gano-Downs Company, 
Denver. At present the firm is featuring 
two new pump models in women’s foot- 
wear—the “Jeane,” a semi-dress, one- 
strap pump, hand-turned sole, medium 
toe and Cuban heel in brown suede, beige 
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Movie Star Buys Shoes 
in Denver 


Louise Lovely, motion picture 
film star, was in Denver last week 
and W. B. Wise, of the W. B. Wise 
Shoe Company, got some publicity 
out of the fact that the film star 
visited his store and purchased a 
pair of shoes there. Mr. Wise reports 
a good demand for black and brown 
in women’s footwear. 














suede and black satin; and the “Diana,” 
which comes in beaver suede and black 
suede. 





CLEVELAND 


Stores Report Improvement 


Period of Stormy Weather Serves as Stimulus to Alli Lines of 
Shoe Business 


TORMY weather prevailed part of 

the week, ending November 10 and 
brought a nice increase in business into 
the stores of this city. All lines profited to 
some extent by the inclement weather, 
which brought snow and sleet and rain 
and wind that sent the waters of Lake 
Erie breaking above the breakwater and 
casting spray into the part of the city that 
is situated along the water’s edge. 

Shoe stores undoubtedly enjoyed a 
larger increase in* patronage than the 
other retail establishments for the feet had 
to be protected from the first blast of 
winter that we have had. Shoes worn by 
the average Clevelander are undoubtedly 
down at the heel and about on their last 
pegs. 

Good Sales of Oxfords 

Low shoes were sold in the ratio of at 
least 60 to 40 per cent, notwithstanding 
the freezing temperature that prevailed 
while the storm lasted. Oxfords were sold 
in the largest quantities, also boots for 
school children and others who are out 
a great deal on the streets. 


New Browning King Store 


Browning, King Co., will soon invade 
the University Circle and E. 105th street 
shopping section, a district that is several 
miles east of what has long been the best 
shopping district down town. 

Several shoe stores have been opened in 
this district in recent months. The Stone 
Shoe Co. has a prosperous store in that 
section as has the Chisholm Shoe Co. 


The Browning King Co. operates a shoe 
department. The opening of a branch store 
by this company marks the first advent of 
a large department store in this city into 
the East End location. Charles A. Dolan, 
Cleveland manager for the Browning, 
King Co., has taken a lease on two store 
rooms in the new Fenway Hall apartment 
hotel building at Euclid avenue and E. 
107th street. The stores are to be made 
into one, and they will have a frontage of 
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35 feet on Euclid avenue and depth of 75 
feet. A basement is under the rooms, which 
will open in the rear into the Fenway 
Hotel lobby. 

In this new store, which will be opened 
by Thanksgiving, this company will carry 
a line of shoes, in addition to its usual line 
of clothing. 


Industrial Conditions Are 
Good 


Industrial conditions here continue to 
be very good. Although there has been a 
dropping off in the number on the pay 
rolls, wages have advanced steadily 
through the fall months. 


Calls for Overshoes 


The wet and sleety weather increased 
sales of rubber goods, and brought forth 
a good demand for overshoes which have 
been so popular in this city for several 
winters, especially among the women. 

This spell of disagreeable weather 
indicated to the retail shoe merchants that 
there will be another good demand for 
overshoes. 


The Bailey Co. recently took over the 
stores of Frank & Seder, Inc., Philadelphia, 
Pittsburgh and Detroit. Victor W. Sincere 
is manager of the Bailey Co. The Frank 
& Seder Co. does an annual business of 
approximately $35,000,000. The Pittsburgh 
store is one of the leaders in that city, as 
are the Detroit and Philadelphia stores in 
those places. 





MINNEAPOLIS 


Encouraging Business Report 


Federal Reserve District Announces Better Note to Condi- 
tions—Concern Adopts One-Price Plan 


YF JNHE latest report of the Ninth Federal 

Reserve district shows that business 
conditions are better. The report says 
the “improvement in the country takes 
the form of a revival of buying and ap- 
pears to be based on a solid foundation. 
Computations, based upon latest inform- 
ation published by the U. S. Department 
of Agriculture concerning production, 
value and price received on the farm 
October 1, indicate a substantial increase 
over last year in the dollar amount of the 
available purchasing power of the farmer.” 


One-Price Plan 
H. H. Peck is the new manager of the 
Sterling Shoe Company here, succeeding 
R. L. Stover, who has gone East. Mr. 


Peck comes from the concern’s store 
in Milwaukee where he was assistant 
manager. G. H. Smith, traveling manager 
of the company, was in Minneapolis the 
first week of November helping Mr. Peck 
get started and inaugurating the new one- 
price plan adopted by this chain of stores. 
All shoes are marked at $6.50. During the 
first five days under the new plan, Mr. 
Peck said business showed a 40 % increase. 


Minneapolis Notes 
The Sorenseon Shoe Company has 
installed a complete new line. There was a 
fire in the store recently. 
Standard Clothing House’s shoe depart- 
ment put on a sale of merchandise up to 
$12 at $2.85 and did a good business. 
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MEN’S SLIPPERS 


In Stock for Immediate Delivery 


Men’s Turn Slippers 


Tan Kid Jumbo Everett . 
Tan Kid Romeo “—_— 
Tan Kid Everett 

Tan Kid Brighton 

Black Kid Romeo . 

Black Kid Everett 

Tan Kid Romeo 

Tan Kid Everett 

Tan Kid Opera 
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Full Kid Lined 


Tan Kid Romeo 
Tan Kid Everett 
Tan Kid Opera 


Mistwold Comfort Shoe Co., Raymond, New Hampshire 
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Boston London 
ERNEST JACOBY HENDERSON, FORBES & CO., Ltd. 
79 Milk Street 


F. R. HENDERSON & CO., Inc. 


111 BROADWAY, NEW YORK CITY 


(rude Rubber 
IMPORTERS OF PLANTATION SHOE SOLE 


Singapore 
Cable Address (repe Rubber , HENDERSON BROS., Ltd. 

REDSONDER, NEW YORK anh 
LIEBER’S A. B. C. Sth Edition-Private Codes HENDERSON BROS., Ltd. 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
children ange and op 0 Sally vent 


fived shoe, elope te unesealod. Wall knows 
pan yA its use. 
stock of 


children's shoes 
WENT)LATIONS complete by 


PATENTED er today. 
Pron hone Brockton 2133 
for immediate action. 











Holly Wreath 








No. 32861—Holly Wreath, natural peepee, ox everlasting, we BURKLEY 
with bow, holly berries and ‘silver effect, per dozen..........+++ 0.06 SHOE co 
Write to-day for our Xmas Catalogue No. oon containi ne Hd 
in colors of Artificial Flowers, Plants, Vines, etc., mailed Free for 1156 No. Main Street 
the Asking. Brockton, Mass 


FRANK NETSCHERT, INC. 
61 Barclay St., New York, N. Y. 













































im 


1923 


SceTs i | ioe 


eo? See 








November 17, 1923 BOOT AND SHOE RECORDER 


87 





—_— 








- 


tl oa 
U.s.% 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
AtoD 








ONCENTRATION of our 
efforts has enabled use to offer 
that which the times and the trade 
require. 


ooUc°0806Um8dlhClCUD 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo39o°o 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 

















C.H.ALDEN Ca 























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Flexibility of a Rubber Band 





Take a HUB PIGSKIN COUNTER in your hands, 
Pull it open as shown above. It will snap back into 
Reg. U. 8. Pat. Of. position in much the same way a rubber band con- 


PIGSKIN tracts’when tension is released. 
a\ COUNTERS 
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Lightness and Elasticity 



















with Firmness 





These are the prime counter requisites of 
the makers of the light, airy modern foot- 
wear. 


In no counters are these requirements more 
perfectly provided than in HUB PIGSKIN 
COUNTERS of prime, live leather. 


There can be no bulging of line where 
HUB Counters are used. 





Their very nature is to fit, conform and 
hold the lines to which they are moulded. 


HUB Counters are leather counters, made 
only from a limited selected area of the skin. 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 





Branches: HUB Counters are made oy 
New York Philadelphia Chicago St. Louis choice pigskin, selected from 


id Rochester Cincinnati a very limited area of the 

— skin — the prime flexible 

$. leather suitable for just 

. counters, and nothing else. j 

a 
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POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U. S. A. 








Dealer Influence is secured thru advertising in the Beot and Shoe Recorder. 
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NEW YORK 


Merchants Report an Improvement 


Weather and Advertising Factors in Increasing the Demand 
for Footwear in All Lines 


IHE retail shoe business here has 

shown decided improvement during 
the week ending Nov. 10, according to 
prominent merchants. Colder weather and 
a large amount of shoe advertising have 
brought the attention of the public to new 
footwear. It must be admitted, however, 
that much of the advertising has been ia 
the nature of cut price announcements. 
There is a host of sales now running in 
New York, and all of them are getting a 
fair patronage. 

Business in children’s shoes has taken a 
turn for the better with the advent of 
colder weather. There seems to be less hesi- 
tancy on the part of the public to buy 
shoes for children than there is for adults. 
Even the higher priced lines of children’s 
shoes are selling well at present. Good 
style also is being demanded in children’s 
shoes to a greater degree than ever before. 


Run On Blacks Continues . 


The strong run on black is still a leading 
feature. While most merchants expect 
brown to assume a position of more im- 
portance before the season is over, it has 
not yet developed as strongly as many 
anticipated. Black satin is selling ex- 
tremely well at present, with black ooze a 
good second, according to most merchants. 
Patent leather is growing stronger, as 
some merchants report. 

In men’s shoes black also is going strong 
this season, with the lighter shades of tan 
in demand, in contrast. There has been 
only a slight demand for men’s high shoes 
so far, but most merchants believe that 
high shoes will sell in larger quantity be- 
fore the winter is over than they did a year 
ago. 





New Exclusive Store 


Another exclusive shoe shop has 
opened in the upper Fifth Avenue 
section. The new shop, which car- 
ries both men’s and women’s shoes 
and also does custom work, is 
knownas Pharaoh & O’Connell, Inc., 
and is located at 15 West 46th 
Street, just off Fifth Avenue. The 
firm conducting the shop is com- 
posed of Patrick H. O’Connell, 
Hugh M. Pharaoh and William J. 
Jahoda. 











Some Imported Shoes 
Imported shoes are being featured by a 
few of the department stores and specialty 
shops here. In addition to a display of 
French shoes at Gimbel Brothers, there 


91 


was an interesting window display of 
Swiss shoes last week by Oppenheim, Col- 
lins & Company. Most of the imported 
shoes for women are in evening models, 
and confined largely to strapped styles in 
rich silver and gold brocades. Oppenheim- 
Collins & Company also is featuring a 
“Puritan” model in a tongued shoe. The 
model in question had a fairly large tongue 
with a rectangular, plain silver buckle. 
The shoe is cut along the lines of those 
worn in the early Colonial days. 





BROOKLYN 


Slight Let-Down Prevails 


Considerable Activity in In-stock Departments, Particularly 
for Blacks—Discuss Spring Styles 


ROOKLYN shoe manufacturers are 
now passing through the seasonal 
lull between the fag end of the fall season 
and the opening of the spring season. This 
does not mean that business is particularly 
dull, but there has been a let-down from 
the activity that characterized August, 
September and the early part of October. 
That a number of new styles are about 
to be launched for the spring season by 
leading Brooklyn producers is admitted, 
but as yet there is little that is definite 
that has leaked out of the sample rooms. 
It is likely that the spring season will 
begin in earnest following the style con- 
ference between the retail merchants and 
manufacturers which was held in New 
York on November 14.Some manufacturers 
here have spring samples already made up, 
but are delaying showing them for a week 
or two. 
Activity in In-Stock Departments 


With forward ordering only spasmodic 
and forming but a relatively small part of 
the business, the activity is now furnished 
by in-stock departments. Manufacturers 
who have such departments report a heavy 
demand for black shoes, particularly black 
satins. Apparently retail mercbants under- 
estimated the call for this type of foot- 
wear and are now resorting to quick deliv- 
eries to fill their shelves. Both the goring 
and strapped models are in good call in 
satins. 


Strong Call for Evening Shoes 


Another active item in the stock depart- 
ments is the evening shoe. Gold and silver 
brocade and gold and silver kid form the 
bulk of this demand. According to several 
of the manufacturers here evening slippers 
have been more active this season than 
for some time past. 


Concerning Spring Styles 


Reverting to next spring’s styles, there 
seems to be a general agreement among 
Brooklyn manufacturers that small tongued 
Colonials, without much trimming 
will be a big feature of the spring business. 
Although it is likely that some of the 
larger tongued models will be shown, it is 
not expected that they will go into any 
big volume business. There is nothing to 
indicate a let-down in the general popular- 
ity of strapped models.On the height aad 
style of heel, there is a fairly wide diver- 
gence of opinion, some favoring the high 
Spanish type of dress shoes, while others 
report that medium-height covered Cuban 
heels are likely to continue in public favor. 

Even in shoe styles it is likely that a 
fairly wide diversity will prevail in spring. 
The old phrase, “Anything that is pretty 
and practical will sell” is being quoted by 
the manufacturers in reply to all questions 
on indications of leading spring styles. 





Walking Fast at 82 


Dan O'Leary, famous pedestrian, 
is 82. He is’ living in New York 
and walks every day. Mr. O’Leary 
is looking for a match, with any 
other man of his years for marbles, 
fun or money up to $5,000. He isa 
champion of the slogan “Walk and 
Be Healtby.” 

Mr. O’Leary claims that he can 
walk at the rate of six miles an hour 
(a mile in ten minutes) and that he 
can keep it up for six hours. 

In times gone by, Leary won 
many a walking match, ranging 
from a mile race on the track to 
tramps across the continent. 
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Where to Buy 


Women’s Shoes 

















J.W. BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 












BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Ha , Mass. 


Boston Office 
207 Essex Street 










FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for ing are ettegsting most 
favorable attention. = turn sl 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











Where to Buy 


Ballet Slippers 

















BALLET SLIPPERS in Stock 


mes ~*~ ce 


ch M 
BLACK KID sort TOE $200" BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 






Misses $1.35 

Sizes 11$to2 

Ladies $1.40 

Sizes 24 to 8 

BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 











BALLET SLIPPERS 





FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 
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BOSTON 


Fair Note to Retail Trade 


Ideal Weather Conditions Add Some Zest to Shoe Business— 
Women Showing Interest in Welt Oxfords 


LTHOUGH the week ending No- 

vember 10 was the most favorable 
since the fall season opened in regard to 
seasonable weather, the shoe business 
in the retail stores was only fair. Most 
stores reported that buying was spotty 
although Monday in some of the stores 
gave all indications of being the opening 
day of a very busy week. 

Buying in both men’s and women’s 
lines in most of the larger of the high 
grade and medium-priced stores at this 
time a year ago was better than it is at 
present, merchants say. But they all 
agree that in volume this year exceeds 
1922 at present. Some merchants attrib- 
ute the present dullness that character- 
izes the trade to the fact that women’s 
novelty footwear sold freely all summer 
long, while in 1922 the shoe business was 
quiet in the warm weather months. 


Brown and Suede Gain 


One of the larger of the high grade 
stores reported that brown suede strap 
patterns sell better than any other style. 
Black suede ranks next and black satins, 
particularly when bought for afternoon 
and street wear, are selling freely. Black 
satins are also very strong on evening 
patterns. 

The recent cold spells have stimulated 
interest in women’s welt oxfords. Over- 
shoes and rubbers also sold during the 
week. Some merchants have urged the 
public to buy early in order to insure get- 
ting the popular overshoes for winter 
wear. Last year’s shortage is frequently 
mentioned in newspaper advertising in 
order to stimulate early trade. 


Men Call for High Shoes 


Men’s stores reported a marked gain in 
the call for high shoes. Oxfords also sold, 
but not so freely as in former weeks due to 
the decided increase in the call for high 
shoes. 


Thayer McNeil Associates’ 
Party 

The Thayer McNeil Associates of the 
Thayer McNeil Company will hold an in- 
teresting get-together on Thursday even- 
ing. November 22, at 8 o'clock at the 
Hotel Hemenway. There will be an en- 
tertainment, followed by dancing. Charles 
Holt, manager of the women’s shoe de- 


partment, first floor, is president of the 
association. Miss Bachelder of the child- 
ren’s shoe department is in charge of the 
entertainment. 


M. J. Yoskin Visits Boston 


M. J. Yoskin, children’s shoe buyer for 
A. H. Geuting Company of Philadelphia 
was a visitor in Boston on Monday, 
Tuesday and Wednesday, November 
5, 6, and 7. Mr. Yoskin is in charge of 
juvenile shoe styles for the National 
Shoe Retailers’ Association. 


Wood in Europe 


Russell C. Wood of Rousmagiere, 
Williams Company, makers of Lorraine 
leathers, has gone to Europe. 


Claims Congress Dec. 4 


The Traffic Manager’s Council of the 
New England Shoe and Leather Asso- 
ciation will act as host to the visiting 
delegates to an important Claims Con- 
gress, to be held in Boston, December 4. 

It is expected that at least 200 dele- 
gates from the freight claim offices of 
practically every railroad in the United 
States and Canada will attend, and, as 
shippers are invited to take part in the 
discussion, it offers an excellent op- 
portunity to secure expert advice on the 
procedure to follow in the collection of 
claims. 

A luncheon in honor of the visiting 
delegates will be given at the Boston City 
Club at noon on December 4 by The 
Traffic Club of New England at a nominal 
price to members and guests. 

In the evening a banquet will be held 
at the Copley-Plaza Hotel, and short ad- 
dresses are to be given by men of prom- 
inence. Full particulars are to be given 
later. 





New Shoe Stores 


Leavitt Shoe Company, Boston Mass., 
Faneuf’s Shoe Store, E. A. Faneuf, proprie- 
tor, Orange, Mass.; Superb Children’s 
Shoe Company, boots and shoes, Brook- 
lyn, N. Y.; St. Louis Bros., 159 Main 
Street, Pawtucket, R. I.; Jack Klapper, 
2950 Clifton Street, Indianapolis, Ind.; 
Conroy & Magee (Popular Shoe Store) 
South Main Street, Fall River, Mass. 
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PHILADELPHIA 


Shoe Situation Remains Same 


Fill-in Orders Reported as Comprising the Bulk of Business— 
Black Suedes Selling Well 


ACTORIES report there has been 
very little change in the situation 
during week ending November 10. Fill-in 
orders constitute the bulk of the busi- 
ness. Black suedes in strap and cut-out 
effects continue to be the leading style 
feature. Gores are not very active in the 
jobbing and factory trade, though one shoe 
manufacturer says that gores consititute 
80% of his business, and two other shoe 
manufacturers are each bringing out a new 
gore model, one being a center gore in 
suedes and in suede with satin or kid, and 
the other a cut-out with a little strip of 
front gore in patent and black, gray and 
brown suede, made to retail for $12.50. 
In view of the general lull in factory de- 
mand, several manufacturers report sur- 
prising activity. One Philadelphia factory 
reports it is working to capacity on fill-in 
orders. Another factory is said to have 
more work than it can handle. The former 
factory makes women’s shoes and the 
latter men’s and boys’. Of two factories 
in another town one was said to have been 
rushed last week while the other had only 
two days’ orders on its books. 


Upper Leather Active 


Upper leather merchants here have had 
good business in suede calf, nubuck, and 
patent leather during last week. Grain 
calf is not much in demand. One jobber 
says he is booked ahead on patent leather 
for months. While very little business is 
being booked at this time for spring it is 
said that the trade is inquiring a little 
more actively about samples in gray and 
tan. With the exception of trimming and 
the usual quiet demand for oxfords, there is 
no call for glazed kid. Some reds, greens, 
and blues are moving in children’s foot- 
wear and, in some quarters, these colors, 
as well as champagne and white, are ex- 
pected to go big in spring. 


Showing New Designs 
Benjamin F. Getz is featuring a number 
of new designs in fall footwear in his store 
on Frankford Avenue. He is also making 
a specialty of children’s shoes in a wide 
variety of styles. 


Children’s Shoes Active 


In the wholesale field, the greatest 
activity is in children’s shoes. Most of them 


are high shoes and will continue so during 
the winter months. Men’s shoes are in fair 
demand whiie women’s are dull. One job- 
ber in men’s shoes reports an increase over 
last month. He says heavy shoes are be- 
coming active as are also rubber goods. 
Prices for the most part continue un- 
changed and collections are fair. 


Suedes and Patents Lead 


Horace Gentel, manager of the Walk- 
Over store on Chestnut Street, says seal 
brown and black suede are selling well in 
women’s lines. Black velvet is also active 
though Mr. Gentel considers it a flash in 
the pan which will not last long. There is 
also good demand for log cabin but black 
glazed kid is quiet. Satins are falling off in 
demand. Patents are very good. 

The best selling gore this store has had 
was in a basket weave effect with a low 
heel. It came in black satin and in black 
suede and seal brown suede. In satin it 
was priced at $10 and in suede at $11. 

Opera pumps with open work in front 
up high on the instep have been moving 
very well. This store is offering them at $10 
in satin, $11 in black suede, and $12 in log 
cabin suede. High shoes are in demand only 
in corrective and staple models. 


Concerning Men’s Business 


Men’s business is not as brisk as it might 
be due very iargely to the fact, Mr. Gentel 
thinks, that many men buy one pair of 
shoes, like a brogue for example, and wear 
it for morning, afternoon, and evening 
affairs. A considerable part of last year’s 
demand for men’s high shoes is being taken 
up this year in the call for the heavier ox- 
fords, like scotch grain. There is a ten- 
dency towards wider toes and stitching 
rather than perforations. 

At the last monthly salesmanship meet- 
ing held by the employeesof this store there 
were talks on service, the approaching of 
customers, and the importance of fitting. 


Wholesale Trade Dull 


The wholesale trade shares in the gen- 
eral apathy which permeates the situa- 
tion. Orders coming in are few and call 
for very small quantities. There is no ad- 
vance buying as jobbers find no difficulty 
in getting delivery in four or five weeks. 
Staples are said to be somewhat more 
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Where to Buy 


Men’s Shoes 





























(?) M.A.PACKARDCO., Makers (P) 
BROCKTON ___ 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 




















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 























One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 























Where to Buy 


Men’s Shoes 




















} Men's Suoes ~HANp TAILORED 


WHEN Nee Us 
When IN Your Town We Wiz Visit You 


Stock Dept. 5 az 











Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











FOR MEN OM THEIR FEET 
TS SHOE CANT OF COAT, 


ED & MER SON, JNC 


Boston Office: Room 214 United States Hotel 


FREDERICK S. PECK 


Worcester, Mass. 








Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 


207 Essex Street 
ietee 


PULLMAN TRAVELING SLIPPERS 


better“than ever in Quality and fit 
of Thade Mork Pillman’ 





Black i 
full sizes 3 toll in Stock 
M. GUSTIN CO. ; 
DWwisos New York 








Cortiod Stock 


‘Che 11 South 8 Street 
(foe ’ Shoe ait 


FOR MEN saat 


Do You Know 


That you can buy or sell it through 
the ‘“‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














BOOT AND SHOE RECORDER 


active as the time for cold weather ap- 
proaches. Patents, tan and gun metal are 
in demand in oxfords. Leather and felt 
slippers are enjoying seasonal activity. 
One jobber predicts a general decline in 
leather prices in the new future. 


Addition to Store Opened 


Hallahan’s recently opened an addition 
to their store at 5723 Germantown 
Avenue. The addition forms the rear part 
of the store and is devoted to the sale of 
children’s shoes. This addition adds 900 
feet of shelving to the store. 


Expansion Seen in Trade 


Wholesale and retail trade is expanding 
seasonally, manufacturing activities are 
declining, and price movements are con- 
fused, according to the November issue of 
Trade Trends, published by the Franklin 
National Bank, It states further that con- 
sumption continues at a high rate, though 
distributors are still buying closely. 


Harmonizing Colors Popular 


One merchant reports a tendency to- 
wards shoes of one color. While combina- 
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Booming the Convention 


Blotters are being sent out by the 
Pennsylvania Shoe Retailers’ Asso- 
ciation to boom the convention 
which will be held here in January. 
Letters sent out with the blotters 
state that there will be 20 female 
models at the convention, a few 
male models, and 78 booths. 











tions are still being asked for they are 
more popular in harmonizing colors than 
in contrasting colors. 


Pushing Germantown Store 


Hallahans recently ran some good- 
sized advertisements in the Germantown 
newspapers featuring their line of child- 
ren’s shoes in their Germantown store. 
They stress the convenience and satis- 
faction which residents of Germantown 
can obtain in this suburban store by 
pointing out the fact that their juvenile 
department carries a stock of boys’ and 
girls’ shoes which is as complete as that 
carried by their down-town store. 





LYNN 


Slight Variations in Styles 


Interest Centering on Styles for Spring and Summer ot 1924— 
Winter Patterns Remain Same 


TYLES for winter continue to sell 

about “as is.” Some variations on 
the main style themes are noted here and 
there—an addition or a subtraction from 
a prevailing mode to please a particular 
notion of a customer. 

Major interest is centering on spring 
and early summer styles. A leading featire 
of this is specialized style making, or the 
making of sample lines to please the 
special requirements of the retail merchant 
whom each salesman visits. For instance, 
a shoe firm is making up one line of 
samples for its New York city salesman; 
another line for its western salesman, a 
third line for its southern salesman, a 
fourth line for its New England salesman. 

So each salesman will start out, not 
with a general line of samples, but with 
an individual line of samples, designed 
and made according to each salesman’s 
judgment of what his customers will like 
most. 

Of course, this means a heavier load on 
the designing and sample-making de- 


partments of factories. But Lynn firms ex- 
ist to serve their customers. 


Spring Samples 


Spring samples, so far prepared, show a 
wide range of styles, and a wide range of 
opinions about what is going to sell. Yet 
this range is not so wide after all, for many 
of the different styles are made to fit the 
requirements of retail merchants. If a 
merchant is convinced that he can sell a 
certain style, that style is satisfactory to 
him, and the rest are of interest to others. 

A development of fine welt shoes, made 
to look like turns, is one feature of Lynn’s 
spring samples. That light and dainty 
shoes are going to sell again is taken for 
granted, excepting by makers of welt 
shoes, who believe that a lot of sport shoes 
and sandal style shoes, will be wanted. 


Styles for Young Women 


Sandal styles for the younger trade 
which some call the flapper trade, will be 
made over broad tread lasts, with heels 
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from 4/8 to 8/8 and with round toes, low 
sides, and plenty of cut-outs. They should 
fit very easily. They will have instep 
straps, front straps and the Hollywood 
strap, which is long enough to wind 
around the ankle, above the ankle bone, or 
to pass under the shank of the shoe. 

Strap effects will run again next spring. 
Slender straps will be used in the dress 
shoe lines, and broader straps in sport or 
walking shoes. The straps on dress shoes 
will be of intricate patterns, cross, lattices 
or birdcages on the front of the shoe. 


Broad Range of Colors 

Colors in sample lines for spring, con- 
tinue to show patent and black suede 
leather, satins, brown suede calf in several 
shades, some grays, and new Chinese 
colors. These Chinese colors are being 
held in reserve, to be sprung as sur- 
prises. Yet most everybody knows about 
them. But the manner of the use of them 
is not yet a matter of common knowledge. 


Watson’s Welts 


New samples of Watson’s welts are 
being made for 1924, and, as many mer- 
chants expect, they will show smart novelty 
effects, in both design and color, as well as 
skillful showmaking. 

“Featherwelts,”’ made by the Watson 
Company are looked upon by many mer- 
chants as the acme of the new grade of 
light welt shoes for dress wear. They have 
close thin edges, slim and shapely shanks 
and graceful wood heels. Indeed, they 
possess all the style markings of the best 
types of dressy turn shoes. 

They are light in ounces of weight, too, 
as well as in line and design. The com- 
pany is showing sport oxfords, walking 
oxfords, and health shoes, too. 


Christmas Slippers 


Sales of men’s slippers in Lynn for the 
Christmas trade have beaten all records. 

Slipper firms have sold their output 
completely. Yet, of course, there are some 
slippers in stock. 

A local philospoher comments: “Many 
aman the coming winter will put on his 
Christmas slippers, light his pipe, and 
sit down and listen to the radio.” 

But the circumstances of slippers for 
women appear to be different. Style has 
spread its influence to slippers for women 
to wear at home. Strap pumps are as 
popular for house wear, as for stceet wear, 
especially among “the younger set.”” The 
old folks trade seeks the solace of com- 
fort shoes, the staple shoe for house wear, 
but the young folks trade will have its 
fling of fashion, even in footwear for the 


home. 


Satin comfort shoes have been men- 
tioned in Lynn, but not seen. Yet many 
satin slippers with wood heels, plain pat- 
terns, have been sold for house wear. 


Sandals for Spring 


Merrill, Porter Company is booking 
orders for sandals for spring, and is in- 
creasing its equipment 50 per cent, so that 
it can make more sandals. 


A Factory Warehouse 


George C. Vaughan, tanner of Peabody, 
and associates,‘ have formed the Essex 
County Manufacturers Warehouse, Inc., 
to maintain a storage warehouse for 
manufacturers supplies and products in 
Salem. 


Showing New Colors 


The Lorraine tannery of Rousmaniere, 
Williams Company, Peabody, has sent 
out its new color cards for 1924. They 
show 12 colors, besides black and white. 
The new colors show the Chinese hues. 
They are fine calf leather, grain and suede 
finish, and also, on calf embossed in alli- 
gator and lizard grains. 


Preparing New Samples 


William S. Jelly Shoe Company is pre- 
paring a new line of samples of pumps and 
oxfords for growing girls. The line will be 
strong on staples and will show a sprink- 
ling of novelties. It will be ready towards 
the end of the month. William S. Jelly 
Shoe Company was recently incorporated, 
by William S. Jelley, W. P. Stanton and 
others. 


“Glass Tan Calf” 


J. S. Barnet & Sons, Lynn tanners, are 
making a new leather called “Glass Tan 
Calf.” It is made of selected skins, is 
chrome tanned, and has a boarded grain of 
the Scotch design, and a bright silky 
finish. It is made in weights suitable for 
shoes for both men and women, and it has 
already appeared in some sample lines. 


M. G. & W. Styles 


Shoes made in the Murphy, Gorman & 
Waterhouse factory, continue to show an 
abundant variety of styles. They are made 
for buyers in the east, west and sou.h. 

Blacks and browns are the predomina- 
ting color. Yet some gray aregoing through. 
Suede and satin shoes show new trim. 
mings of kid or calf leather, in harmoni- 
zing colors. Many of the leather trim- 
mings are perforated with Maltese crosses, 
or double diamonds. 
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Where to Buy 


Men’s and Women’s Slippers 

















Felt Satin and Leather 
Soft Sole Slippers 


For the entire family 





NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
51-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 

Leather, Tinsel and Brocade. 
Prices from $23.00 per doz. up 















ae Traveling 
Slippers 


B $18.00 daoen pairs 
Terms 2% 10, Net 30days 
F. 271 ew York. 

















Special in Medium and+ 
IGH GRADE 









dll /tyla* made of Do 
Imported Satin. Brocadevand Meta! Cloth. 
$2.10 per pair and up 


wirst_M GUSTIN © 


(EW YORK 









BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 

Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 











SKINNER SATIN 
D’Orsays $3.50 
Mules $2.50 

Combination Colors 


Wm. Sumner Smith Co. 
326 W. Monroe St., Chicago 














Where to Buy 


Boys’ Shoes 























AShoe for Boys 
That Wears 
| Marston & Tapley Co, 




















Where to Buy 


Children’s Shoes 




















“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 16 Columbia Street 




















FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 





DR.A.POSNER SHOES. INC. 


140 W. BROADWAY 





L ASIN, 


NEW YORK 








Soft Soles and Moccasins 


Ask your Jobber for our 
s. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 











SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock— All 
leather moccasins, soft soles. 


range 
$2.50 doz. and up- 
wards. Alsoa fullline 
of Ladies’ PumpStraps 


NU BABY SHOE CO., East Lynn, Mass. 
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Shoe I}ustrations 
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ue WVASKOW CO 
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New lattice and cross strap patterns are 
particularly strong. Only a few oxfords 
are being made. 

Heels are running chiefly from 14/8 to 
16/8 high. Advance models, for 1924, show 















a wide variety of strap styles, including 
new front straps, and also, the long strap 
sandal. The strap is long enough to pass 
around the ankle or under the shank of the 
shoe. 





BROCKTON 


Buying Close to Needs 


Men’s Light and Heavy Oxfords Going Well—Fancy Stitch- 
ings Used on Many Patterns 


HOE manufacturing concerns are at 

present selling shoes principally on a 
basis of five or six-weeks deliveries. Repre- 
sentatives of local houses, who are calling 
on the trade, report that retail shoe mer- 
chants are loath to buy beyond their im- 
mediate needs. Some business is being 
taken for spring, but, as a rule, buying is 
on a hand-to-mouth basis. 

The demand for men’s oxfords continues 
to be a feature of the buying. This pattern 
of footwear is universally popular, both in 
the light and heavy weights; the latter 
having the call in the fall and winter buy- 
ing. Fancy stitching is a feature of the 
newer patterns in the men’s oxfords. There 
is a demand for plain uppers with creased 
vamps. The same is true of the women’s 
welt oxfords, many of which are made in 
Brockton and the South Shore district. 


Retail trade conditions throughout the 
country are “spotty.’’ In some sections the 
merchants report good trade, while in 
others the contrary is true. A veteran 
salesman, who recently returned from a 
trip among the larger cities of the East 
and South, says that the demand for the 
lower and medium-priced lines is quite gen- 
eral on the part of the merchants. Buying 
is done on the basis of price to a greater 
extent, he says, than at any time in the 
years of his traveling experience. This 
statement is confirmed by other traveling 
men. They say that merchants are inclined 
to talk prices to the exclusion of other 
characteristics of the shoes. 


In-Stock Departments Busy 


While Brockton factories are fairly busy, 
the spring orders are not being received in 
as large volume as usual, at this season of 
the year. It is believed, however, that the 
next few weeks will see a considerable 
change in the situation, and that buyers 
will need shoes both for immediate and 
future deliveries. Meanwhile, factory in- 
stock departments are doing a substantial 
business in supplying shoes for quick ship- 
ments as a means of enabling merchants 
to fill their sizes. 


Buys Factory Building 

The Old Colony Shoe Company, manu- 
facturing men’s welts, recently purchased 
the brick factory building occupied by the 
concern on East Railroad avenue. The Old 
Colony Shoe Company is continuing its 
occupancy. This is a policy pursued by 
many of Brockton’s older concerns, most 
of which own the buildings which they 
occupy. Itisin contract to the plan of manu- 
facturers in many other shoe centers where 
leased plants are occupied. 


Back Pay for Workers 


E. T. Wright & Company, Inc., manu- 
facturers of the “Just Wright’ line of 
men’s welts, will pay to employees of the 
factory in Rockland, Mass., about $50,000 
in back wages. These payments, dating 
back to last May will be made about 
Christmas time. This is in fulfillment of a 
promise made by the concern that if 
Brockton shoe workers received an in- 
crease the “Just Wright” employees, pro- 
viding they remained at work during labor 
troubles, would be correspondingly remun- 
erated and that the wages would be re- 
troactive. There are about 800 employees 
in the plant, each of whom will receive 
individual amounts varying from $50 to 
$100. 


Discontinues Making Wo- 
men’s $5 Shoes 


Owing to increased cost of production, 
W. L. Douglas Shoe Company has dis- 
continued the manufacture of the $5 
grade of women’s shoes. Under this plan 
the daily output of the women’s shoe de- 
partment is reduced from 120 dozen pairs 
to 50 dozen pairs, with the working force 
curtailed in proportion. It is stated that 
the recent restoration of former factory 
wages had an important part in the con- 
cern’s decision to discontinue the manu- 
facture of women’s $5 footwear. The 
Douglas Company will produce more of 
the $6 and $7 women’s shoes than here- 
tofore. 
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Was Last Manufacturer 


Charles H. Shannon, who for many 
years was identified with the manufact- 
ure of lasts in Worcester and Brockton, 
died recently here. Mr. Shannon was in 
his 70th year. Born in Portsmouth, N. H., 
he came to Brockton (then North Bridge- 
water) 42 years ago. Later he became 
identified with the Mawhinney Last 
Company as a member of that concern 
and president of the corporation. He dis- 
posed of his interests in that concern 
several years ago, following which he 
traveled for the United States Rubber 
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Company. Mr. Shannon leaves a widow, 
a son, a granddaughter and two brothers. 


Shoe Manufacturer’s Birth- 
day 

In recognition of the 71st birthday anni- 
versary of President Elwin T. Wright of 
E. T. Wright Company, Rockland, Mass., 
the factory employees presented to him a 
floral bouquet. Mr. Wright, who enjoys 
excellent health, is, in addition to being 
the head of the concern bearing his name, 
one of the councillors of Governor Cox of 
Massachusetts. 





HAVERHILL 


Bagley Made Sales Manager 


Named for Important Post with the Harding Shoe Company— 
Fox Company Liquidating 


YRON W. Bagley has been ap- 
pointed sales manager of the Hard- 
ing Shoe Company following the resignation 
of Charles Harding. He has been for the 
past two years with Herman E. Lewis Inc. 
Previous to that time he was with John 





MYRON W. BAGLEY 
Sales Manager of the Harding Shoe Company 


H. Cross. Mr. Bagley will have charge of 
sales and designing styles. He is a young 
man of marked ability and long experience. 
He is well qualified to maintain the Hard- 
ing Shoe Company’s reputation for style 
and quality. 


Making Turn Shoes 


The F. E. Adams Shoe Company of 
Seabrook, N. H., moved to that town from 


Haverhill about five years ago. Following 
the destruction by fire of the original 
plant, the concern, about 18 months ago, 
completed and occupied a plant con- 
structed and equipped on the most mo- 
dern lines. The factory has a daily capacity 
of 1,500 pairs of women’s high grade turn 
shoes. Surrounded by open country with 
ample light and air on all sides, the lo- 
cation is ideal. The interior of the factory 
is finished entirely in white even to the 
shoe worker’s benches. The plant has its 
own water supply, restaurant and, in fact, 
is a complete unit in every respect. 

The company’s location gives it ex- 
ceptional advantages in securing skilled 
help for shoe production. Seabrook and 
vicinity is famous for turn shoe workers, 
men and women having been for genera- 
tions associated with this industry. It is a 
saying that the skill in turn shoe making is 
inherited from one generation to another, 
The company has sample rooms in Boston 
at 215 Essex Street; New York City, 
Marbridge Bldg., Room 433; Chicago, 
Chicago Building, Room 810. The officers 
are: George A. Adams, president; Frank 
E. Adams, treasurer. These with Louis 
Bonin, in charge of sales and Charles 
Locke, production manager, are directors 
of the corporation. 


Old House in New Quarters 


Dalrymple-Dudley Company, manu- 
facturers of shoe ornaments, has moved 
from Washington Street to the second 
floor of the Lang cement building on Essex 
Street. In the new quarters this concern has 
15,500 square feet of floor space available 
for factory and office departments. The 
building is of modern construction, with 
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Where to Buy 


Standard Shoe Materials 














100 % PROFIT 
~yspurd 


by al representative 
spose cost $18 
sell for $36: ‘Our Counter 
Salesman Helps Sal 
Detachable ROBERT E. MILLER, Inc. 
Rubber Heels 11 Broadway, New York 











T.W. bat aig 7 Ki +. E SStas, Doom. 


F.E. JONES co. 
FANCY COLORS 














Black Glazed Rid: 
Surpass LEATHER ©. 











The One 
Waterpreef 
Leather That 
Takes and Re- 
tains a Pelish 


CREESE & COOK CO. 
Tanneries at Danvesspert 95 Seuth St ,Beston, Mass. 











ELDITE 
ILLER 





THOMPSON-FIELD COMPANY. | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 


BROCKTON MASS. Ay 














COATED GEM DUCK 
a BACKING CLOTH 
= Dee Foot Wadden 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
i iosToN 





Colored 
Chrome: 
Sides 
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| Where to Buy 


Shoe Ornaments 








Fashions Latest Decree | 


NEW SHOE ORNAMENT FOR 
COSING monet s 

Made és end lenthers, 

cloths, plain and brocaded. Large 

assortment of patterns. 

Samples available immediately 


‘ 


Pottern 
Neo9774 






EDW. E. KAHN, Ine. 
291-293 Adams St., Breoklyn, N.Y. 














stone shoe ornaments. 12 
peir in individual velvet 
covered boxes. 8 pair but- 
ton covers. 4 pair pins 
Price 5.40 per box 
KAHN & BUICK, INC. 
291 Adams &t., Brookiyn,N.Y. 











Latest Creation in Shoe Ornaments 
We make them tn all colors. Bead- 
ed Rosettes. Write for samples. 

WRITE TO 


The Vanity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 


D. W. COULTAS CO. 
Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 
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Where to Buy 


Shoe Patterns 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 














DO YOU KNOW? 
the 
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ample light and air on all sides, offering an 
ideal location. By December all depart- 
ments will be in readiness thereby provid- 
ing the added space required for the devel- 
opment of this business. 


Liquidation of Old House 


C. K. Fox Inc., for a generation identi- 
fied with the production of women’s high 
grade turn footwear, is liquidating its 
business. This news will be received with 
regret by hundreds of merchants who have 
in past years sold “Fox Footery” and es- 
teemed this line as one of the leaders. 

The house, established by Charles K. 
Fox, was developed by him into a world- 
wide business. Following his death, many 
years ago, Lurad H. Downs succeeded to 
the management. The business continued 
successfully to the time of Mr. Downs’ un- 
timely death a few months ago. Since then, 
the high costof doing business has brought 
about a decision on the part of the stock 
holders to liquidate and retire from busi- 
ness. The concern is paying obligations in 
full and maintaining the honorable name 
of Fox. By December 1, the liquidation 
will be completed. The equipment will then 
be sold. 


Oldest Shoe Ornament Con- 
cerns 


Following the consolidation of D. T. 
Dudley & Company and Dalrymple- 
Pulsifer Company a few months ago under 
the title of Dalrymple-Dudley Company, 
the concern, with two stores on Washing- 
ton Street, found it necessary to secure 
more space. The members of this consoli- 
dated house represent the two oldest con- 


November 17, 1923 


cerns in shoe ornaments in the United 
States doing business continuously. 
President Frank E. Dudley began in the 
shoe trimming business in Haverhill with 
A. J. Dudley & Company, in 1880. Later, 
this concern became D. T. Dudley & Co. 
Dating back to 1873, this makes a record 
of 50 years under the name of Dudley, with 
out a break in business. Treasurer Joseph 
A. Dalrymple has been doing business on 
Washington Street since 1882. Starting 
with H. J. Pinkham, at a location directly 
opposite the present Washington Street 
store. Mr.Dalrymple has since occupied but 
two stores, side by side. The removal to 
Essex Street marks his first change in 41 
years from a Washington Street location. 
The other members of the concern, Vice- 
President L. H. Ordway and Assistant 
Treasurer George E. Dalrymple have 
been for many years actively engaged in 
manufacturing and selling ““Dalco” shoe 
ornaments with the house of Dalrymple. 


New Shoe Corporation 


Colcord & Walker Inc., is the title of a 
new corporation formed to manufacture 
women’s turn shoes here with a factory in 
the Gale Building on Duncan Street. The 
incorporators are Arthur T. Colcord, 
Ethel I. Colcord and Nathaniel K. Walker, 
all of Haverhill. 


Leaves Broad Shoe Co. 


Joseph R. Feehan recently severed his 
connections with the Broad Shoe Com- 
pany of this city. Mr. Feehan for years 
had charge of the upper leather buying 
and cutting room of the Rickard Shoe 
Company and was subsequently a partner 
in the firm of Welch, Moss & Feehan. 





ROCHESTER 


Cold Weather Helps Business 


Big Volume of Trade in Rubber Departments—Blacks in 
Novelty: Numbers Going Strong 


NOW and low temperatures, the first 

real winter weather of the season, 
brought joy to the hearts of local shoe 
merchants during the week ending No- 
vember 10and served as a real stimulus to 
the shoe business. 

It was in the rubber footwear section, 
however, that the big volume of business 
was done and local shoe men report that 
almost every model of rubber footwear; 
the old fashioned galosh, the zipper boot, 
low style rubbers and high styles, en- 
joyed a good sale and re-orders are being 
rushed to wholesale merchants to replace 
the depleted stocks. 


Leather footwear sales were also 
greatly increased during the spell of win- 
ter weather, all departments showing a 
decided improvement. 

Patents, black suede and satins in the 
various novelty patterns are reported to 
be the best sellers and there is also a grow- 
ing demand for silver slippers in strap 
patterns for evening wear. 


Shoe Department Gains 


Jim Olmstead, manager of the Mc- 
Curdy shoe department, is wearing 4 
smile these days for his department is 
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now the home of the percentage pennant 
given to the department of the McCurdy 
store showing the largest sales gain during 
the months of June, July, August and 
September. During these months, the 
McCurdy shoe department showed a gain 
of 61% over last year and Mr. Olmstead 
is making every effort to keep business 
ahead of last year. 


New Patterns 


A new number in black ooze in a two- 
strap pattern with adjustable strap over 
the instep is proving to be extremely 
popular and Mr. Olmstead looks for con- 
tinued popularity of this type of shoe. 


That Extra Pair 


William Eastwood & Son Co. is featur- 
ing novelty sport skirts in window dis- 
plays, and they are attracting much 
attention. 


Plans for Chicago Show 


Rochester shoe manufacturers are al- 
ready making plans for the Chicago Con- 
vention of the N. S. R. A., and A. L. 
Williamson, general secretary of the 
Rochester Boot and Shoe Manufacturers’ 
Association, has contracted for exhibit 
space for the following firms: The Meni- 
han Company; Carfagno Shoe Company, 
Sherwood Shoe Company; E. P. Reed & 
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Good Rubber Business 


Frank Hahn, of the F. W. Hahn 
& Co., wholesalers of footwear and 
rubber goods, reports an excellent 
business in rubber footwear as a re- 
sult of the snow storm. Shipments of 
rubbers are being made rapidly and 
Mr. Hahn reports a big replace- 
ment business to fill depleted stocks, 











Company, John Kelly, Inc., Moore- 
Shafer Shoe Manufacturing Company; 
Leach Shoe Company; C. P. Ford & Co.; 
Utz & Dunn Co.; Joy, Clark & Nier, Inc.; 
Carpenter Shoe Company; Le-Hy Shoe 
Mfg. Co.; and Dugan and Hudson Co. 


Urges Early Buying 
Wm. Eastwood & Son Co. took ad- 
vantage of the early snow fall and urged 
early purchasing of rubber footwear in 
newspaper advertisements. 


Change in Ownership 


Samuel Schaffer, 79 East Main Street, 
Amsterdam, N. Y., has sold his retail 
shoe store to Ben C. Schaffer, who is con- 
ducting the business under the name of 
Schaffer Shoe Company. He carries a 
general line of men’s, women’s and chil- 
dren’s shoes. 





PROVIDENCE 


Sam Davis Is Speaker 


Know More About Your Stock—One of the Messages He 
Delivered to Shoe Merchants 


AM DAVIS, field secretary of the 

National Shoe Retailers’ Association, 
delivered an inspiring and instructive 
message at a meeting of the Rhode Island 
Shoe Retailers’ Association held recently 
here. His subject was: “Stock and Sales- 
manship.”’ 

Mr. Davis said in part: 

“We ought to know more about our 
stock. We ought to be better stock- 
keepers instead of better storekeepers. 
And there are too many of us that are 
merely storekeepers. We should analyze 
conditions, analyze our stock, analyze our 
salespeople. If we can analyze the average 
sale made in our sales this month and 
compare it with the average selling price 
of the shoes we carry, we can perhaps find 
out whether we are turning over a certain 
stock as often as we think we are. 

“Are you making money onacertain line 





of shoes and losing it on another? Let us do 
some thinking, lei us analyze our stock. 
Let us analyze our buying. And remember, 
it is not only the shoes you sell; it is the 
man behind them. It is not the sales alone, 
it is the friends you make. We can all do 
business, but we cannot all build business. 
“Regarding your salesman, occasionally 
have a get-together luncheon, collectively 
or at your individual stores. Try to make 
them cultivate their job, not (J-O-B) but 
J-O-Y at their work as it is 2ot only shoes 
you are selling, but your confidence and 
goodwill. Establish confidence, goodwill 
and service toward your patrons, who 
pay for all the overhead. In service, 
(‘serv’) have no (‘ice’) toward your 
customers, approach them in a willing and 
cheerful way, form a habit not (‘abit’) 
do not take the ‘H’ away but a real 
H-A-B-I-T of smile, good morning.” 
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Cuarenteed fullfashioned 
Let Your Jobber Carry Your Rock 


Harrington & Waring 
41 Union Sq. W. New York 
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Ladies’ itr rock ned Chigon Hose 
AREY SUPERIOR” 
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J. R. BEATON CO. 


Inc. 
331 Fourth Ave New York City 
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ATLANTIC PRINTING CO. 
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Leather Buying in Volume Below Normal 


HE volume of leather business is 

still below normal. Tanners are us- 

ing caution in buying raw material 
when the demand for leather is so slow as 
at present. Shoe manufacturers continue to 
buy very close to their needs and are not 
inclined to purchase for long time de- 
livery. Even with this situation, leather is 
on the lowest basis that it has been for 
' many months. Sole leather, in particular, 
is on a very low price basis and tanners 
should obtain more money for the leather 
now coming through the works. 

Tanners are operating their plants under 
curtailment and in view of the orders in 
sight, they are not inclined to purchase 
heavily of hides and skins even at the low 
prices which prevail. Packer hides have 
shown a decline of 4 to Ic a pound dur- 
ing the week ending November 10, and 
sales are light. Sole leather tanners report 
a little better business the past week and 
state that shoe manufacturers are jobbing 
about more and showing more interest in 
selling prices. Buyers of sole leather are 
covering as fast as they take orders for 
shoes but they do not care to carry sizable 
stocks. The upper leather situation is but 
little different. Buyers are purchasing 


sparingly for immediate needs, although 
the prices paid are on the same basis as for 
the past few months. 


Sole Leather in Better Call 


The volume of sales of union sole are 
increasing to some extent and sole cutters 
are putting on extra help every week. 
Shoe manufacturers are doing more 
sampling and are buying more than a few 
weeks ago. The top selections of heavy 
steer union backs are bringing 47c to 48c 
per pound; light and medium 42c to 45c. 
New business is rather slow on oak sole. 
There have been some sales of heavy 
packer steer backs reported at 46c per 
pound. The average price, however, is 
said to be 43c to 45c. No. 1 scoured oak 
backs are quoted up to 50c; bends from 
50c to 65c and finders bends from 70c to 
75c per pound and higher. No. 1 over- 
weight green hide sides are bringing 30c; 
light and medium 2 to 4c less. 


Calf Leather Unchanged 


The calf leather market is not showing 
the activity that was expected. The best 
call is for full grain finish on the heavier 
weights. The light weight and spready 


skins are dragging. The first selections of 
full grain smooth finish calf are quoted at 
45c, 40c and 35c per foot. Medium leather 
is quoted from 25c to 30c and light weights 
at 5c per foot less. There is a fair call for 
ooze calf in the fancy finishes at prices 
which range from 60c to 65c for the better 
grades; 50c to 58c for the medium selec- 
tions. The demand for suede is consider- 
ably less than it was a few months back. 
There is a better demand for suede in the 
west. Some of the largest users of this 
leather are operating on a curtailment 
basis. 


Side Upper Demand Only Fair 


The side upper leather market is quiet 
and purchasers are buying for immediate 
needs only. There is a fair demand for 
buck leathers in gray and black. Prices on 
colors range from 40c to 50c and for light 
weights around 40c. The top grades of 
smooth finished side leather in imitation of 
calf are bringing from 20c to 32c per foot. 
There is considerable lower grade side 
leather moving at prices ranging from 16c 
to 20c. Boarded side leather brings from 
24c to 28c and there is a fair call for the 


(Continued on page 103) 
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A sturdy “U.S.” 
Rubber for men 


We couldn’t change their habits 


by machine 
This remarkable machine gives 
rubbers the same test for wear 
Sues in actual daily use. In 


Several days in this cabinet, 
where a a certain temperature is 
maintained day and 


ordinary atmosphere. 
Here the actual “length of life” 
af “US.” Rubbers is subjected 
to the most rigid examination 


rubbers can undergo. 


so we built rubbers to 


HEY will kick their rub- 

bers off—dig toe into heel 
and “scuff” them loose. They 
do it when they’re eight—and 
they’re apt to doit when they’re 
forty-eight! Nothing seems able 
to change that habit. 


So we've designed and built 
“U.S.” Rubbers and Arctics to 
stand just such treatment. 


The construction of “U. S.”’ 


suit them 


Rubbers is the result of 75 years 
of experience—from the mak- 
ing of the first successful rub- 
bers ever turned out down to 
the manufacture of the master 
brand that bears the ““U. S.” 
trademark today. 


In stocking ““U. 8.” Rubbers 
and Arctics you are identifying 
your store as the home of the 
best in waterproof protection. 


United States Rubber Company 


©. 
~ ULS.’ Rubbers 
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Rubber Boots for Children Make Ideal 
Christmas Gifts 


HILDREN’S boots as Christmas 

gifts from parents and members of 

the family to the children in past 
years have proved to be ideal and it is time 
for the alert retail shoe merchant to plan 
for the trade on this footwear article for 
the approaching Christmas season. 

From several sources it is reported that 
merchants in former years have not appre- 
ciated the fine demand for this article dur- 
ing the Christmas season and heretofore 
have not stocked heavily, with the result 
that along about the time when the call 
for such merchandise is at a peak, the 
stocks have been pretty well depleted. This 
condition existed last year and it is time to 
seriously think about being prepared to 
handle the trade on children’s boots. 

Year after year there has been an excel- 
lent business on all types of rubber boots 
for children. The little ones accept them as 
ideal gifts and they are usually put to 
severe tests when snow falls. 

Window displays, suggestive of the win- 
ter and Christmas season, with scenes de- 
picting snow or weather suitable for rub- 
ber footwear, can be made appealing to the 
children’s trade by incorporating the chil- 
dren’s rubber boot idea into the trim. 


Rubber Products Exposition 


New York, Nov. 15—Announcements 
come of the sixth international rubber 
products exposition, to be held at Brussels, 
under the patronage of the King of Bel- 
gium, April 1-16, 1924. 


Joins Maine Firm 


R. W. Philbrook, who for the past few 
years has been manager of the rubber 
heel and sole department to the shoe 
manufacturing trade of the Hood Rubber 
Company, Watertown, Mass., has re- 
cently bought an interest in and become 
an official of the Pine Tree State Rubber 
Heel Company of Sabbattus, Maine. 

Mr. Philbrook has been selling rubber 
heels to the shoe manufacturing trade for 
the past 10 years, known among the trade 
from coast to coast. 

The company has increased its business 
to a great extent and recently new ma- 
chinery was added, doubling the capacity. 
Mr. Philbrook has full charge of sales. 
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The St. Nick boot for children made by the United 

States Rubber Company. It has a leg and the 

foot is black and very shiny—high pile white 
fleece-line provides warmth 





Leather Buying in Volume 
Below Normal 


(Continued from page 101) 


heavier leathers such as kip, veal and water 
proof chrome. 


Patent Sides and Kid 


There have been some fair orders for 
patent chrome sides. Prices remain the 
same, the top grades bringing from 42c to 
45c per foot; medium grades bring 40c and 
the lower selections 30c to 35c. The cheaper 
grades of patent leather have been in 
better demand which makes it more ex- 
pensive for tanners to carry the top grades. 
There is a fair call for patent colt which 
brings from 55c to 65c for the top grades 
and the best selections of patent kid are 
still quoted at 65c to 75c. There is a fair de- 
mand for the latter from makers’ of wo- 
men’s high grade shoes. 


Glazed Kid in Same Position 


The glazed kid market shows no 
material change over a week ago. There 
has been a fair demand for the lower 


grades, but the medium grades of kid are 
dragging. Trade, however, is spotty and 
such shoe manufacturers as are busy are 
purchasing fair amounts. There is no 
change in prices, the market is steady at 
65c to 80c for top grades and for very 
choice leather prices range from 80c to 
$1.00 per foot for colors. Western manu- 
facturers have been larger purchasers of 
kid at prices ranging from 20c to 40c. 


Waste Avoided in Splitting 

Considerable waste in the splitting of 
leather in shoe factories is being avoided 
these days, according to some manu- 
facturers, by the use of the U. S. M. C. 
Splitting Machine, Model A: In former 
methods of splitting, the portion split off 
was wasted but, with this machine, the 
piece split off is whole and can be used for 
other purposes. As an example, the pieces 
saved in splitting leather for bellows 
tongues is being used for vamp and quarter 
linings. In another factory, where it is 
being used for splittlng flexible innersoles, 
two innersoles, can now be made from one 
piece, whereas there was a high percentage 
of waste under the old method of splitting 
with a stationary knife or with the so- 
called Summit splitter. 





Barnet Sales Conference 


The Barnet Leather Company, Inc., of 
New York held a sales conference at the 
Little Falls tannery during the week end- 
ing November 17. 

The sales agents and their assistants 
from the various branches throughout the 
country attended and inspected the new 
leathers for the coming season. The vari- 
ous merchandising developments that the 
tanners are interested in at the present 
time were discussed. 

Sylvan M. Barnet, president, had charge 
of the meeting. The New York delegation 
included Mortimer H. Heyman, the treas- 
urer; F. X. Wholley, T. W. Manion and 
Albert J. Eamon. 

Mr. Sig. Rothschild, the vice-president 
of Boston, was the New England repre- 
sentative and was accompanied by Sam B. 
Bates and Tom Bates. 

Groups from the Rochester agency, and 
those in Milwaukee, Cincinnati, St. Louis 
and the West attended. 
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Marshall Shoes are first produced, then te 
priced. elect 
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Buyers who discriminate are apprecia- a 
tive of Quality thus secured. = 
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C. S. MARSHALL COMPANY 


BROCKTON, MASS. 
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This Department is conducted by Helen M. Haney, Associate Editor 


Annual N. S. T. A. Convention, January 7-9 


Much Interest Centers in Election of Officers—Pullman Hearing at Washington, 


LANS are now in full swing for the 
Pp thirteenth annual convention of the 

National Shoe Travelers Associa- 
tion, which will be held at the Hotel Som- 
erset, Boston, January 7, 8 and 9, 1924. 
The Boston boys, who are to be hosts to 
their brothers the country over, are prepar- 
ing a most elaborate entertainment pro- 
gram. It would be -indeed difficult for 
human initiative and brains to put more 
effort into an association meet. It is safe to 
say that when the thirteenth 1924 annual 
convention of the N. S. T. A: has passed 
into history, it will be remembered as the 
best of all of its past twelve very attractive 
and constructive programs. 


Good Natured Contests 


At each N. S. T. A. Convention, much 
interest always centers in the elections of 
the president and vice-presidents. There is 
sometimes a “dark horse’’ who looms up 
suddenly and strongly and prior predic- 
tions are set at naught. But never is there 
any ill feeling. The shoe travelers of the 
country are about as friendly a group as it 
is possible anywhere to find—if the world 
as a whole manifested as brotherly a spirit, 
one toward the other, strife and contention 
would be unknown quantities. So these 
elections, while sometimes marked by a 
spirited contest, are, nevertheless, good- 
natured contests and the officers selected 
are always well chosen on account of their 
past services to the association, their pres- 
tige in the trade and their ability for con- 
structive work. 


MeWhirter Presidential Candidate 


For 1924, in the event that President 
Weber does not wish to run, it looks as 
though the Southern part of the country 
would be honored by a man at the na- 
tional helm. Buford McWhirter, of Waco, 
Texas, the popular Vice-President of the 
N.S. T. A., is a strong candidate for the 
Presidency. Mr. McWhirter was one of the 
chief organizers of the Southwestern Shoe 
Travelers’ Association and is its present 
Secretary-Treasurer. The Southwestern 


January 16, 1924 


boys are naturally very proud of their able 
booster; they are most ambitious to see 
him take his place at the steering wheel of 
the National ship of shoe salesmen and 
undoubtedly a large number of constitu- 
ents from Mr. McWhirter’s bailiwick will 
make ii a poiat to be in the Hub and at the 





BUFORD McWHIRTER 


National Vice-President and a Candidale for 
the 1924 N.S. T. A. Presidency 





“polling booths’ when balloting takes 
place. 


N.S. T. A. Increases Membership 


It will be ascertained when the National 
Secretary reads his report that the associa- 
tion is in a very healthy state. There have 
been several branches of the National 
which have made a notable increase in 
membership—such as the Philadelphia 
and Baltimore associations; also the Bos- 
ton Shoe Travelers’ Association, which has 
not only added individual members, but 
has had a splendid augmentation through 
the affiliation with the one hundred very 


able travelers selling to the wholesale trade 
called the Boston Shoe Associates. 

The Pacific Coast Asscciation shows a 
distinct increase in membership; also the 
new Pacific Northwestern group, which 
became a part of the N.S. T. A., early in 
1923. The Southwestern Shoe Travelers’ 
Association has a’so been steadily adding 
to its membership. 


Vice-Presidential Possibilitics 

For the Vice-Presidency, it is possible 
that a candidate may be L. D. Ream, that 
very efficient booster of the Iowa boys,— 
their past president and ex-member of the 
National Board of Directors. 

Or, a candidate for the Vice-Presidency 
may be James L. Scanlon, president of the 
Philadelphia Shoe Travelers’ Association. 
Mr. Scanlon is young, and a “live wire.” 
He is a protege of ‘“‘Daddy” Earl, “‘the 
youngest old man’”’ in the association, who 
is advocating his candidacy. It is also likely 
that there may be candidates from New 
York and Boston. 


November 13 Hearing Cancelled 


Word has been received at the National 
office from the Interstate Commerce Com- 
mission, Washington, through George B. 
McGinty, Secretary, in the matter of 
charges for passengers traveling in sleeping 
and parlor cars, that a hearing which was 
assigned for November 13 at Washington, 
is cancelled and these cases are reassigned 
for hearing January 16, 1924, at 10 A.M., 
at the office of the Interstate Commission, 
Washington, D. C., before Commissioner 
Campbell and Examiner Keeler. 


Osler and McDonald Re- 
port Favorably 


Charles Osler, who covers Chicago and 
Indiana for The Val Duttenhofer Sons 
Company, and Jesse McDonald, who 
covers Cincinnati and Kentucky for the 
same company, were at the Cincinnati 
factory last week getting new samples. 
Both Mr. Osler and Mr. McDonald report 
that they find business good. 





BOOT AND SHOE RECORDER November 17, 1923 














a a sea hail ons 
ae 


tt il sag 
“ 


ee 
hdd de 


ad 


aaa 
é 


» 
eal Ba in pat? 
Pr 
ve 


“a 
~*~) 


“J 


Lai as! Lad 
PP ee 


x 
er | . 


« 


Pas as tall all tas Bas lal lak de a ak ek Ek a 


Ca aS all a a “all al la Ss cl a! 
PPPLTIPLELEULELE LLLP Lee eS 


4 


PPV PEL LVL LL Pe 
tall tl all tall hal al athe tall” 


PS en 


= Tals 
sal ln Sal de al Cad la a aS a aS la Ta a a lad “nb a ak, ek 


PPV LL LES 


“This rubber sole 
will\stretch your profits / 





A 
A 
N 
af 
SN 
sO 


HE Top Notch Trade Mark on the soles of 
rubber in your stock insures two things: 


ly moving merchandise that carries with it at- 
tractive volume and greater profits. General 
consumer acceptance of the Top Notch line has 
produced a certain definite demand that cannot 
be overlooked by the progressive merchant. 


(1) Your customer’s satisfaction. 
(2) Your own satisfaction. 


If you are not a Top Notch dealer it will pay 
you to WRITE AT ONCE to our nearest branch 
for particulars. 


Top Notch rubbers offer the wearer the ut- 
most in Rubber Footwear mileage. They wear 
and wear, the heels last as long as the shoes, the 
first cost is no more and the final cost is less 
than the ordinary kind. 


NOTE 


EARLY Fall Storms will break up your runs. Keep 
: ; your stock sized out with “‘Top Notch.” You can not 
Top Notch rubbers offer you a line of quick- afford to lose even one sale. 
BEACON FALLS RUBBER SHOE COMPANY 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U. S. A. 
Branches at 
BOSTON 
241 Congress Street 
KANSAS CITY 
926 Broadway 


MINNEAPOLIS 
426-432 Second Avenue, North 
SAN FRANCISCO 
530 Howard Street 


NEW YORK 
106 Duane Street 
CHICAGO 
208-12 South Jefferson Street 


OP NOTCH 


A GUARANTEE OF MILEAGE 
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R. A. GILLETT 


Who is carrying “The Correct Dodge for alt 
Occasions, ” in stock at N. D. Dodge & Com 
pany’s Boston office, 179 Lincoln Street 





N. D. Dodge Stock Depart- 
ment Maintained 


It may be of interest to the trade to 
know that N. D. Dodge Shoe Company’s 
slippers will continue to be stocked at 179 
Lincoln Street, Boston, as in the past. 
Arrangements have been completed 
whereby these shoes will be distributed by 
R. A. Gillett, who for the past three years 
has had charge of the Boston stock depart- 
ment of the N. D. Dodge Shoe Company, 
and who has regularly covered the New 
England trade for the house. 

These shoes will be sold by the regulaT 
Dodge salesmen throughout the country 
and will be oa display at the various Dodge 
sales offices. Mr. Gillett will continue to 
cover the New England trade as in the 
past. 

Through his retail connections, being 
president of Gillett-Upton, Inc.,a woman’s 
exclusive specialty shoe shop on Tremont 
Street, Boston, Mr. Gillett is unusually 
well qualified to select the styles and mate - 
rials of slippers most in demand and to 
have them ready when wanted. 


It is the desire of this concern to supply 
the better shops with pretty slippers that 
will turn quickly at a profit. In this con- 
nection, Mr. Gillett says: “Our experience 
at the store has taught us that it is exceed- 
ingly difficult to obtain pretty shoes for at- 
once delivery in our grades and I have 
found that this is true of the better shops 
generally. Two pretty patterns of a shoe 
for at-once delivery in a variety of mate- 
tials are shown in a folder which will be 
sent to anyone interested.” 


Here’s one big store’s timely catch line: 
‘We are planting values and raising cus- 
tomers.”—Portland Evening Express. 
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Cc. G. CARLETON 
Who covers Texas for the Churchill g Alden Co. 





Carleton Covers Texas 
for Ralston 


C. G. Carleton is the new representative 
of the Churchill & Alden Company in 
Texas and has already left for his territory 
very much enthused with his new line of 
Ralston shoes. 

Mr. Carleton is a successful shoe man of 
many years’ experience. He is one who 
keeps thoroughly in touch with the trade 
conditions of his customers. 

Before leaving on his trip Mr. Carleton 
made the following statement about his 
new line of Ralstons: “Let me say that 
in my many years’ experience as a shoe 
salesman I have never seen a proposition 
that offers the retail merchant the same 
opportunity for sales and profits. Good 
shoes in. themselves are not enough these 
days—there must be a sales punch back of 
them if they are to prove quick and profit- 
able sellers, and this is where the Ralston 
advertising campaign gets in its exceed- 
ingly effective work. I am greatly enthused 
with it, all the more I presume, because 
unlike many others it is planned and exe- 
cuted with a one idea of helping the retail 
merchant sell more shoes.” 


“Charlie” Giles on Trip 


Charlie Giles of the Donovan Giles 
Company, Inc., left Boston this week for a 
short trip through Middle Western terri- 


tory. “‘Charlie’”’ is one of the boys, who 
usually gets into a territory where the 
“shooting” is good and generally brings 
back some big game. 


Texas Business Good 


Ben Sachs of The Sachs Shoe Manufac- 
turing Company, has just returned to 
Cincinnati from a Western trip which took 
him as far as Texas. Mr. Sachs reports 
that business was good. 


“JACK” REIMAN 


Who is now ‘cover: Western re, York with 
“the Beals 9 Pratt Shoe Co.'s line 





“Jack” Reiman with Beals & 
Pratt Line 


“Jack” Reiman, who formerly sold the 
line of the Menzies Shoe Company’s line 
in Western New York, is now connected 
with the Beals & Pratt Shoe Co., of Mil- 
waukee. “Jack” is very much enthused 
with his new line, in regard to which he 
states: “I believe that this is one of the 
snappiest lines of men’s welts to retail at 
$5 to $8 on the market.” 

“Jack” has a host of friends among the 
retail shoe merchants of western New 
York. He states that conditions in his terri- 
tory are very satisfactory and that he is 
looking forward to a nice spring business. 
His many old customers, as well as new 
ones, will doubtless be glad to see “Jack” 
with his new line. 


F. E. Adams Salesmen’s 
Roster 


The F. E. Adams Shoe Company, Sea- 
brook, New Hampshire, producing wom- 
en’s high-grade turns, has the followiag 
salesmen, all of whom are now showing 
their lines to retail shoe merchants: Louis 
Bonin, New England; Frank Harris, 
Greater New York, with office at Mar- 
bridge Building, Room 433; Frank L. 
Parker and Charles J. Reidholm, Chicago 
and vicinity with office at Chicago Build- 
ing, Room 810; Frank Law, Middle West, 
Messrs. Ernest and Harry White, entire 
South. 


Lammers with Samuels 


Fred Lammers, for 15 years connected 
with Sensenbrenners, in charge of the 
basement, has joined the selling staff of the 
Samuels Shoe Company, St. Louis. Lam- 
mers will have the St. Louis territory. 
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Mother Hager’s Shoes for (hildren 











| IN[STOCK 
STITCHDOWNS McKAYS 
| 217—Cherry Lotus Polish 
5-8 8-11 
| $1.40 $1.65 
| 217H—Cherry Lotus Polish, heel 
| 1134-2 
| 217 $2.00 
| 

j L2023— Patent Polish, Field 


Mouse Top, wide toe 
8%-11 11%-2 


$2.15 $2.50 
L1023 — Patent Polish, Field 
Mouse Top, English toe 
11%-2 
$2.50 


L2023 


Complete Stock List Furnished on Request 


Hagerstown Shoe & Legging (., Inc. 


Hagerstown, Maryland, U. 8. A. 























| 































“Mother H. ager” 
Says: 


SOLID, HONEST 
SHOES FOR REAL 
SERVICE AT POP- 
ULAR PRICES: This 
is what you find in our 
product. 


We know the retail 
shoe trade recognizes 
this—since we require 
a factory capacity of 
twelve thousand five 
hundred pairs per day 
to keep up with the 
call—and to maintain 
a stock department 
that is really a source 
of certain supply. 


* 
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E. E. HARGROEDER 


Who covers Tennessee for the F. M. Hoyt Shoe 
Company 





“Sport Oxfords for ’24,” Says 
Frank Terhune 


Frank Terhune of V. K. & A. H. Jones 
& Thomas is home from the road and is 
spending a few days at the factory work- 
ing on styles for 1924, which is no small 
task, considering the way that buyers are 
demanding both something staple which 
is bound to sell, and something different 
than they ever saw before, which also is 
bound to sell. 

Incidentally, Mr. Terhune, on his recent 
trip, booked very good orders for winter 
footwear, particularly welt oxfords of calf 
leather, suede, smooth and boarded, some 
with gable edges; and also advance orders 
for next season in encouraging volume. 

For next season, Mr. Terhune looks for 
quite a run on sport oxfords, for wear with 
sport costumes, particularly the new 
knitted suits; a sale of light and dainty 
McKays, with wood heels, for dress wear, 
and, also, a brisk demand for those low 
heel sandals that are about as near bare- 
foot sandals as have been seen since the 
days of Tut-Ankh-Amen. 





““Sol’”’ Klein is Dead 


Sol Klein, well known in and about 
Chicago, passed away at his home on 
October 29. The deceased was a brother- 
in-law of Dave Davis, treasurer of the 
National Shoe Travelers’ Association. 

Funeral services were held at Firth 
Chapel on Thursday, November 1, with 
interment at Mt. Myriz Cemetery, many 
friends in the trade being present at the 
ceremony. Mr. Klein was 59 years of age. 





Good nature never lost business for 
anybody unless it was too good to be 
natural. 
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Brown Shoe Company Add 
to Salesforce 


The Brown Shoe Company has recently 
made changes and additions to its sales- 
force. There are now 170 men, covering the 
entire country. There are two mea in New 
England. The following list of salesmen, 
with their territories include the new men 
as well as those who are now in new terri- 
tories for the first time for the company: 

R. W. Bayly, eastern Ohio; J. R. Black- 
burn, northwest Wisconsin; C. E. Bradley, 
central Texas; C. F. Caulfield, Oregon; 
W. J. Gilmore, eastern Pennsylvania; N. 
B. Hagy, central Tennessee; M. C. Huf- 
ford, southeastern and central Ohio; W. F. 
Jordan, eastern Alabama; H. W. Kish, 
North Dakota; E. L. Kuykendall, eastern 
Georgia; L. L. Lockridge, Kansas City and 
adjoining territory; B.S. Mattingly, north- 
ern Georgia; L. F. Murphy, western Colo- 
rado; G. T. Shaw, eastern and central 
Missouri; C. M. Smith, northwest Okla- 
homa and northwest Texas; Geo. M. 
Stern, New Orleans; H. S. Wilhoit, north- 
east Texas; F. B. Williams, Utah; M. B. 
Witty, northeast Texas; R. C. Wynkoop, 
southern Michigan; J. J. Meehl, central 
western Minnesota; J. H. Roberson, south 
Minnesota; W. B. Geiger, central Arkan- 
sas; N. C. Parsons, eastern Tennessee and 
western North Carolina. 

The firm will have permanent sample 
rooms in Kansas City and St. Paul. 


G. H. Bass Salesmen’s 
Roster 


The following is a list of salesmen of the 
G. H. Bass Company, Wilton, Maine, and 
the territories which they are now cover- 
ing: A. Craig of Bangor, Maine, Maine and 
Northern New Hampshire; H. W. Hunter 
of West Roxbury, Mass., Southern New 
Hampshire, Massachusetts, Rhode Island 
and part of Connecticut; W. B. Goodnow 
of Winthrop, N. Y., Northern New York 
and Vermont; I. F. Foster of Oneonta, 
N. Y., Western New York; M. T. Morss 
of New York City covers that city and the 
towns in the vicinity, and also has New 
Jersey, Pennsylvania, and Washington, 
D. C.; R. H. Calden of Wilton, Maine, 
Ohio, Illinois, Iowa, Indiana, Michigan, 
Minnesota, Wisconsin, and North and 
South Dakota; Elmer J. Carter of Miss- 
oula, Montana, Montana and Eastern 
Wyoming; J. B. Kruger of San Francisco, 
representative in the Pacific Coast States; 
Dave E. Houston of Boulder, Colorado, 
covers Colorado, Utah, Idaho and a part 
of Wyoming; R. B. Leavall of Tuston, 
Louisiana, covers Louisiana, Arkansas, 
and Mississippi; Foster A. Burns of Hous- 
ton covers Texas and Oklahoma; C. A. 
Ellis of Jacksonville, Fla., covers Georgia 
and Florida; C. B. Finnell of Winchester, 
Ky, covers Kentucky. 








“ED.” SINSHEIMER 
Who is none covering Illinois territory for The 


unn & Sweet Company 





Lunn & Sweet Announce 
Changes in Salesforce 


The Lunn & Swegt Company has re- 
cently made some changes in its sales force, 
as follows: 

Ed. Sinsheimer, who has been covering 
Indiana for several seasons for Lunn & 
& Sweet Co , has been transferred to IIli- 
nois. 

W. W. Risher is covering the Indiana 
territory left by Mr. Sinsheimer. Mr. 
Risher has had considerable experience on 
the road and for five years was the shoe 
buyer in the store of Wm. H. Bloch in 
Indianapolis and also for a considerable 
period of time was shoe buyer for the 
Pettis Dry Goods Company of the same 
city. 

M. C. Bentley is now covering the Mich- 
igan territory except the upper Peninsular. 

G. D. Latham is traveling in the terri- 
tory consisting of Southern Oklahoma and 
Arkansas. 


Mac Lean with Fern 


R. L. MacLean, until recently with 
Chas. K. Fox, Inc., is now representing 
the Fern Shoe Company, Inc., of New- 
buryport, Mass., manufacturers of wom- 
en’s turns. His territory is New York to 
Kansas City, West, where he will call upon 
the jobbing, chain stores and large depart- 
ment stores. Mr. MacLean left this week 
with his new line. As he is well acquainted 
with women’s shoes, has a large following 
in the trade, is very popular and a hard 
worker, his friends are all predicting for 
him a wonderful success. 

Speed ‘is often fatal unless it is well 
aimed. Advertising is a safety device on 
the steering wheel.—Portland Evening 
Express. 
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ONE OF THE TEN STYLES IN STOCK 


Stock No. 240. Frat Last, Tony Brown 
Calf Oxford. Wingfoot Heel, Over- 
weight Single Sole. Sizes: AA, 7-12; 
A, 6%-12; B, 6-12; C, D, 5-12. 

Price $6.65 





E. T. WRIGHT & COMPANY, Inc., 


Makers of the Well Known “Arch Preserver” Shoes for Men cae 
ROCKLAND, MASS. gee a oe Me: 
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‘‘Best Felt Year in Five’’ 


" HE best felt year in five years,” 
cheerily reported Harry F. Rice, 
who represents the Carroll Felt Com- 
pany, with Boston Office at Room 208, 
139 Lincoln Street. “There is also a ten- 
dency to buy the better grades,” said he. 
When asked about the very low prices 
at which felt slippers have recently sold at 
retail, “Harry’’ explained that jobbers 
are gradually cleaning up on the shoddy 
goods, so as to make room for better 
materials in their stocks. 


Will Not Lower Grades 

At a meeting which was held at the 
Boston office last week, at which L. M. 
Carroll and George F. Foster, principals of 
the company, from Ellsworth, Maine, 
were present, it was decided, in view of the 
general call for something more substantial, 
not to lower grades. This decision is based 
on the argument that while the price of 
wool is low, that of cotton is advancing. 
This affects the 24 and 26 ounce felt, the 
ones which have the greatest call. The 1924 
schedule of felt prices for everybody in the 
industry, it is expected, will be definitely 
established by the middle of this month. 


“ Harry” Is a Hustler 

Mr. Rice is a very popular salesman. He 
is known in every section of the country, 
down to the confines of New Mexico, all 
of which territory he has covered in past 
years. At the present, Mr. Rice spends 
more time at the office, at 139 Lincoln 
Street, Boston. His trips are now shorter 
and more frequent. In the old days 
“Harry”’ traveled for Field Bros. & Gross 
Co. He has been with the Carroll Felt 
folks for the past two years. He is on the 
“qui vive” every minute, as there is al- 
ways a buyer at the office from some 
section of the country. “And,” added Mr. 
Rice, “last year, when old King Tut was 
resurrected, bringing with him the vogue 
for brilliant colors, it helped the felt shoe 
business more than the ancient Egyptian 
ruler could have possibly realized.” 


Charles Emerson on Trip 


Charles Emerson of C. S. Emerson Shoe 
Company, Derry, N. H., is now calling on 
his customers in the wholesale trade with 
the women’s, misses’, infant’s and chil- 
dren’s McKay lines of his house. 


Every ad you write is a history of your 
efforts and a promise to your customers.— 
Portland Evening Express. 


““Ed”’ Rafter ““Home with the 
Bacon” 


“Ed.” J. Rafter who sells the Carroll- 
Jellerson Shoe Company's line to the job- 
bing trade is one of the great favorites 
with the boys at 139 Lincoln Street, Bos- 
ton. He is equally popular with the whole- 
sale trade of the country. “Ed.’’ returned 
to Boston November 7, from a trip through 
the West and South with the Carroll- 
Jellerson Shoe Company’s line. He was 
in his usual happy frame of mind when in- 
terviewed and said that this house antici- 
pated for January, February and March, 
1924, the biggest business in its history. 


Morrill and Swan on Trips 


Charles W. Moriill and Dean C. Swan 
who travel for the Victoria Shoe Company, 
left this week for a three-weeks’ trip 
through the South and Middle West. 
“Charlie” and “Dean” are two good pals 
and usually divide up their territory be- 
tween them. 


Some “‘Snappy’’ Numbers 


A call at their Boston office the other 
day found these two tried and true 
“knights of the grip’ packing some very 
snappy styles to show to their friend cus- 
tomers. Very effective was a one-strap in 
champagne kid, with maltese cross perfor- 
ations around cut-out front saddle, 14/8 
Spanish heel; a gray suede one-strap had 
an instep strap of gray kid, with perfora- 
tions on quarter and collar; it carried a 
12/8 leather heel, with rubber toplift. A 
rich tan calfskin one-strap carried an in- 
step strap; there were perforations on 
collar and quarter, the heel was a 14/8 
leather Cuban; a cinnamon suede one- 
strap had a toe cap defined by perfora- 
tions; the collar and center strap were of 
brown calf, the shoe carried a 10/8 leather 
heel with rubber toplift; a Congo suede 
one-strap had a perforated calfskin collar 
and instep strap; its heel was a 14/8 
Spanish. 

“Charlie” Morrill a Stylist 

Mr. Morrill is ever on the alert for style 
notes. He believes that next spring and 
summer will see many colors in women’s 
shoes and in all one tone, rather than 
combinations of colors. He stated that on 
his recent Southern trip, he noted at Char- 
lotte, N. C., a young woman who was 
dressed most attractively. She wore a pair 
of red one straps, her stockings were of 


(Photo by Waid) 
HARRY F. RICE 


Who sells the line of the Carroll Felt Shoe Com- 
pany to the wholesale trade. Boston office, Room 
208, 139 Lincoln Street 





black silk, her dress was of black silk with 
a girdle of red; her hat was of red. This, to 
Mr. Morrill’s mind, carried out his convic- 
tions that women like bright colors in 
shoes and will wear them next spring and 
summer. 


Leo Silverman with Spring- 
vale 


Leo Silverman, for the past two or three 
years with the Bleecker Shoe Company, at 
their Boston Office, 214 Essex Street, and 
well known to the large retail and whole- 
sale trade throughout the country, re- 
cently joined the salesforce of the Spring- 
vale Shoe Company, of Springvale, Maine, 
with Boston office at 139 Lincoln Street. 
Mr. Silverman will leave Boston on No- 
vember 20 for a trip through the Middle 
West and the Pacific Coast and will call on 
the large retail and jobbing trade. Leo is a 
thorough shoeman, having commenced his 
career with A. Freedman & Sons, Inc., of 
Brockton, immediately upon leaving high 
school; it was from there that he became 
connected with the Bleecker Shoe Com- 


pany. 


Oscar Whitcher in South 


Oscar Whitcher, who sells the line of 
Linscott-Tyler-Wilson Company to the 
wholesale trade, is now on a three to four- 
weeks’ trip South. 


Steininger in Central West 


Harry A. Steininger, who sells the line 
of Curtis & Jones Co., to the wholesale 
trade, with Boston office at 168 Bedford 
Street, is now covering Chicago and the 
Central West for his house. Mr. Steininger 
is making a five to six weeks’ trip. 
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NOW READY 


THE 





SHOE 


In response to the many demands of 
our customers we shall have these 


two peppy numbers IN STOCK. 


Made from genuine Norwegian grain, 
two full soles to heel, calf linings, 
Wingfoot heels— some oxford! 


We advise letting us have your order 


$6 


oS 





[ Unbranded 
if you prefer 


No. 716 


No. 4 Tan Norwegian 
Derby Oxford 
Double Sole to Heel 
Rubber Heels 
B, C, D, 6-11 


No. 306 
Same style in Black Norwegian 


M. A. PACKARD COMPANY 


BROCKTON 


MASSACHUSETTS 





































“THE CLIMAX”’ 


A Real Sensation 


(imitated, but not Duplicated) 


Pattern 95. 160 Last, 16-8 Spanish 
heel. Also in 150 last which carries 
12-8 Cuban or 13-8 Spanish heel.Can 
be made in gold and silver brocade 
cloth, with plain silver and gold 
cloth, as well as patent leather, satin 
and all other prevailing shades. 


NOT CARRIED IN STOCK. 
THREE TO FOUR WEEKS’ DELIVERY 


SAMPLES OF THIS AND OTHER MODELS 
OF OUR LINE SUBMITTED ON REQUEST. 


MIDDLE WEST PLEASE TAKE NOTICE. 


ED 


BROOKLYN, Nw 


Factory and Sales Rooms 
351-353 Jay St. 





Goodyear Welt 
Creased Vamp Oxfords 
IN STOCK 





Price 
No. 441—Gun Metal Creased Vamp Oxford. ..... .$3.00 
No. 442—Patent Creased Vamp Oxford............ 3.00 
No. 443—Russia Calf Creased Vamp Oxford....... 3.00 
No. 450—Mandalay Suede Creased Vamp Oxford... 3.60 
No. 451—Black Suede Creased Vamp Oxford... .... 3.60 
No. 1000—Same in Patent Bal. Plain Toe.......... 3.00 
No. 1001—Same in Patent Blu. Plain Toe......... 3.00 


All with 8-8 Rubber Heel 
(C and D Widths—Sold in lots of 12 pair or more) 


STERN BROS. SHOE CO. 
40-42 Lincoln St. Boston, Mass. 








Nove 
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LAST originated by Edwin Clapp more 

than thirty-five years ago. The fact that 
ever since, it has been in constant demand and 
is today one of the “best sellers,’ is tangible 
evidence of its attractiveness as well as its 
fitting qualities. 


Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 




















ESTABLISHED 1859 
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DONKEY COLT 


Everything you can ask for in Patent Leather 








Don’t say — “‘make it in Patent” 


Ask for DONKEY COLT and 


see what unusually handsome 


Patent Leather Shoes you’ll zet. 


TOLMAN, DOW & CO., Inc. 


174 Lincoln St., Boston, Mass. 


Cincinnati, Ohio Greater New York 
Mohr-Holters Sales Co. New Castle Leather Co. 
202 E. 7th St, 100 Gold St. 


Rochester, N. Y. St. Louis Mo. 
Mr. Charles L. Kirk T. M, Fitzgerald &"Co. 
22 Andrew St. 1602 Locust St. 


General Representatives for Continental Europe 











NEW CASTLE LEATHER CO., Headquarters, PARIS, FRANCE 
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Pays You 100% Profit on Your Cost 


. : ££: ' _Introducing 
> Ne our counter SALESMAN 


Put him to work on your display 
counter or in your window. He 
is small, neat, and attractive to 
ladies. 

He SELLS comfortable, delight- 
ful to wear “U-PUT-ON” Rub- 
ber Heels. Women appreciate 
buying from him because they 
are served so quickly with what 
they want and they want “U- 
Put-Ons.” 

He will bring you NEW CUS- 
TOMERS and pay you REAL 


ey, ee —— PROFIT all the year round. 
_— The merchandise he sells is 
unqualifiedly guaranteed by the 


manufacturer he represents and backed up by national advertising used in 17; lead- 
ing newspapers. 


a! 4 ask any of the jobbers listed below for him. They will tell YOU THE 
WORTH-WHILE PROFIT HE WILL MAKE FOR YOU. 


72 PAIRS COST $18.00--SELL FOR $36.00 


--- OUR WHOLESALE DISTRIBUTORS --- 


Washington, D. C., Street & Simon Minneapolis, Minn., 

Atlanta, Ga., H. Wilensky & Sons Dodson, Fisher & Brockman 
Atlanta, Ga., Atlanta Leather Co. Corinth, Miss., Abe Rubel & Co. 
Chicago, Ill., Thompson Ehlers & Co. Flint, Mich., Braden & Whiting, 
Louisville, Ky., Bosler Bros. Indianapolis, Ind., Nutz & Grosskopft, 
New Orleans, La., I. Dahlman & Sons. Richmond, Va., P. J. Straus 

Baltimore, Md., S. Halle & Sons, Norfolk, Va., J. Goldman & Co. 
Boston, Mass., H. R. Holden & Co. Cincinnati, Ohio, 

Boston, Mass., Samuel Lebow, F. Schlochtermeyer & Co. 
Detroit, Mich., B. Marx & Son Albany, Hudson Leather Co. 


, 1923 


In actual use 


Albany, Herbert L. Marx Co., Inc. New York City, Lyons & Co. 
Cleveland, Ohio, H. H. Hackman New York City, Blog Shoe Fdgs. Co. 
Leather Co. . ‘ 
Binghamton, N. Y., Truitt Bros. 


Cleveland, Ohio; J. Sherman > 7 
Columbus, Ohio, Ohio Leather Co. Hickory, N. C., Hickory Tannery Co. 


Columbus, Ohio, DeLuxe Leather Co. Providence, R. I., Jacob Feinstein 
Providence, R. I., New Haren, Conn., J. H. Rubin Co. 
Rhode Island Leather Co. Cincinnati, O., A. B. Ratterman & 
Philadelphia, Pa., Sons Co. 
aing, Harrar & Chamberlin, Cumberland, Md., 
Pittsburgh, Pa., Weinman Bros. Cumberland Leather & Supply Co. 
New York City, Berkowitz & Secol Henry E. Brogg & Co., So. Joseph, Mo. 


ANY OF THESE CONCERNS WILL GLADLY SERVE YOU 


ROBERT E. MILLER, Inc., 
11 Broadway : : New York City 


**U-PUT-ON”’ 
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There’s Always “Welcome” 
On The Door Mat At Little Falls 
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OU who are interested in leathers 
are always welcome at the Barnet 
Tanneries at Little Falls, N. Y. 


Come and see just how Barnet Leathers 
are tanned and finished—make yourself 
at home—spend an instructive hour 
or two in studying leather from 
the raw to the finished state. 


* * * 


It’s on the Mohawk trail. 
When motoring by, drop in. 


ri 
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On the main line of the New 
York Central at Little Falls— 
Going East or West it is 


convenient for a stop-over. 
* * * 5 


You will find it worth while. 


a THE HOUSE 
OF-“SUNSET” 


Barurt Leather Cn., guc. 


360 MADISON AVENUE, NEW YORK CITY 
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Boston Distributors 
BARNET LEATHER CO., Inc. 
of MASS. 
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Tannerics 


LITTLE FALLS 
New York 
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“Tve a Lot to be 
Thankful For!” 


“My own happiness is not the only 
thing that proves my business is good 
this year. I know it by the number of 
women who are coming into my store 
praising FISHER Comforts, and buying 
their second pair. The profit on these 
steady selling staples more than offsets 
the loss I’ve taken on style. 


“On the street, my customers pass with 
a smile. At my bank, I am greeted for my 
account is worth while. I am in good 
standing in my community. Do you 
wonder I rejoice! Thanks to FISHER 
Comforts.” 


FISHER’S “FULL-FOOT”’ 
ARCH-SUPPORTING COMFORT 


Genuine Vici, Flexible McKay. Triple E Wide. Full Ankle Last. 
Reinforced Spring-Steel Shank (3 rivets). Extra long Instep and 
Arch Supporting Sole Leather Counter. Soft Leather Covered 
Cushion le. High Quality Sole. Wingfoot Rubber Heel. 


Style No. 054—Oxford. Genuine Black or Brown Vici- 
Price $2.50 


Style No. 078—Boot. 7% in. Quarter. Genuine Black or 
Brown Vici Price $3.00 


Terms: 5%—30 Days 
IN STOCK—FOR QUICK DELIVERY 


FISHEBCOMFORTS 


*\ SISHER S\N 


LYNN,MASSACHUSETTS 


Boston Office: 216 Lincoln Street 


Chicago Office: 189 W. Madison Street 
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Beaded Pleated Buckles Fine Calf Leathers 


For Opera or Front Gore Pumps Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 
Russia Calf— 














Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER Co. 
106 Beach St., Boston, Mass., U. S. A. 














GROPING IN THE DARK 


Buckle Illustrated - wih 
$12.00 d Time was when the purchase of advertising space was 
“UU per doz. a “blind groping in the dark.” Advertisers had no means 


Write today for samples of this beauti- of checking a publisher’s statement of circulation and 


. often these figures were unreliable. 
ful ornament now greatly in demand. In six years the Audit Bureau of Circulations has 


We also carry in stock a full line of we. gb - ; : , 
g problemi. By a systematic analysis 
beaded buckles made up in any ma- of distribution and methods this qegeutendian is able to 


terials as well as Instep Ribbon supply just the data an advertiser needs. The darkness 
Ornaments. All reasonably priced. is dispelled and the bright light of verified facts takes its 
, place. Space buyers no longer find it necessary to grope 


in the dark. 


Waverly Shoe Trimming Co. goodies dapabetion. - Sue Somvede ae catas by: Gee bute 


151 Vanderbilt Ave., Brooklyn, N. Y. Bureau of Circulations. 














BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. . 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 


It’s the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorper is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 
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F RENCE. SHRINER & URNEK 


MENS SHOES 





THE PEP is one of our new lasts. It appeals 
to the young as well as the older man who 
wants a rugged, wear-proof shoe that has an 
excess of comfort and a surplus of style. 


Carried in black and tan specially 
selected imported leathers. Over- 
weight oak soles. 


One of the many distinctive models 
of French, Shriner & Urner Shoes 


FRENCH, SHRINER & URNER 


Factory and Salesroom: 63 Melcher St., Boston, Mass. 








—— a 


Superiority Built in Not Rubbed On 











'S EXTRA 
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USKIDE toplift after Leather toplift after 


three weeks’ wear three weeks’ wear 


> <_< 


“Here’s The Difference, Sir” 


HOES with USKIDE toplifts wear months longer because 
USKIDE wears evenly and smoothly and never becomes ragged 
at the edges. 
It doesn’t take your discriminating woman customer long to see the 
difference in value between a shoe with an USKIDE toplift and one 
with an ordinary toplift. 
Thousands of retailers have found what an advantage it is to sell 
shoes with USKIDE toplifts. USKIDE is not new—it is not an 
experiment. It has been proved and tested by manufacturers, 
retailers and shoe wearers for the past four years. 


An USKIDE toplift gives you one of the greatest talking points you 
can find for any shoe. It is the longest wearing toplift on the market. 
It keeps the shoe in shape and always presents a neat, trim appearance. 
When you sell your women customers shoes with USKIDE toplifts you are mak- 


ing staunch friends and protecting the good name of your shoes and your shop. 
Your manufacturer can put USKIDE toplifts on your shoes. Ask for them. 


United States Rubber Company 


1790 Broadway New York 
Sole and heel stocks in our following branches: 


BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 
LOS ANGELES PITTSBURGH PORTLAND, ORE. SAN FRANCISCO 





eu areee ve & 2 ragee 


behest Sap ie. 


» 
‘. 


pore 
- ‘ | oe : Ee Sig 
(CARE fe 

















fovember 17, 1923 BOOT AND SHOE RECORDER 


a 











a a os 
a ae ae ae ae oie a 
me ore! ROE ck ees 


Ready Now Nie , Catalogue _ 
In Stock r\ Lit Upon Request 


A Mark of Quality 
Quality Styles 
for Winter 


Diana Pump. Light weight dainty Agatha Pump. Light weight dainty 
welts, thin shanks close trimmed welts, thin shanks close trimmed 


ee a a es 
SOOO cece ee ee ee eee 





; \ 
Ewe No. 716—J Suede, Brown Kid trim, modified 


4 : . : French last, 13-8 wood covered heel. 
—— a No. 718—Same in Mouse Suede, Field Mouse Kid 


; : c: trim. 
— a Say See ee No. 720—Same in Gray Suede, Gray Kid trim. 
In 24 pair case lots only with the following sizes: In 24 pair case lots, sold in case lots only, with the 
11iii . 28089 following sizes: 
A5-6-7B4%5-6-7 2 ewe 12211 
1 1122211 
C3%4-5-6-7 
Price $6.75 


ee ee 
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No. 302—Black Calf Oxford, Tailor Stitched, Sally No. 434—Brogue Oxford, Black Boarded Calf, 
Last, 8-8 Heel, Rubber top lift. AA-D. Price. . $5.00 Long Wing Tip. AA-D. Price $5.25 
No. 301—Same in Brown Calf. No. 430—Same in Brown Victoria Calf Price. . $5.25 


CROOKER & MORSE, Inc. 


Makers of Exclusive Patterns 


Bridgewater - - Mass. 
BOSTON SAMPLE ROOM—183 ESSEX STREET, ROOM 501 
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Diamond Brand 


(VISIBLE) 
Fast Color Eyelets 
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UNITED Fast COLOR. EYELET COMPANY 
ALBANY BUILDING 


205 Lincoln Street, Boston; Mass. 
September 27, 1923. 


‘ 


From United Fast Color Eyelet Co., 
205 Lincoln Street, 
Boston, Mass. 


Dear Sir: 
Probably no article of wearing apparel has greater systeries for the 
consumer than the shoe. ’ 


How many of your customers understand the manufacturing processes of the 
shoes they wear! How many are familiar with the materials of which their 
shoes are made? And still there are surprisingly few people who fail to 
recognize the quality shoe on sight. 


egularly judged on first impressions. With the 
therefore, it is the visible features of the 


a3 pig. 

wey hoe eee es - 

S “Byslets are outstanding “visible 

testures® and can be turned into a 
: ; for the sale of the 
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r cen + eee 


EVANGELINE 


(REG. U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 


23 

















No. 5634 












No. 5623 
Brown Boarded Lotus Calf 





AQOCO4n z= 


Blucher Oxford Black Calf Oxford 
Cord Crease 100 Last 

100 Last 9-8 Heel 9-8 Wingfoot Heel 

Price $4.25 Price $3.75 











STRAPS 


FOR WOMEN 








No. 5658 










No. 5644 


Black Suede 1 Strap 


Black Calf Trim Black Kid 1 Strap 


99 Last Black Calf Collar ‘f77™== 


AQOO4Sn w= 

















14-8 Junior Louis Heel 13-8 Wingfoot Heel 
Price $4.85 Price $4.25 
MADE BY 
A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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AKRON-CANTON 


Weather Stimulates Business 


Women’s Trade in Tan and Black Oxfords Very Good—Men 
Are Buying Better Grade of Shoes 


LTHOUGH the month of October 

was rather slow for majority of retail 
shoe merchants in the Akron-Canton dis- 
trict, November promises one of the best 
months of the fall season. Crisp fall 
weather and several rainy days stimulated 
business. There is every indication now 
that business will be steady right on 
through the holiday season, now a few 
weeks distant. 

There is interest in oxfords, both black 
and tan being in demand. It is estimated 
by leading merchants that 60 per cent of 
the shoes being sold this fall are black. 
This applies to both men and women’s 
footwear. 

There are few high shoes being sold this 
fall, merchants report. 

The men are beginning to buy, those: 
selling at $10 to $12 and even $15 are most 
popular. Men are buying more black ox- 
fords than tan and favor heavy grain 
leathers. Children’s shoes, especially rub- 
ber footwear, moved the past two weeks 
in greater volume than at any previous 
time since last spring. 


Increases Capital Stock 


To take care of proposed expansions’ 
the Zane Shoe Company of Zanesville, O., 
has increased its capital stock from $50,000 
to $100,000. Plans call for the acquisition 
of the third floor of the building, now occu- 
pied by the shoe concern, and when this 
addition is operated production will be 500 
pairs of children’s shoes a week. It is now 
turning out 350 pairs a day. Officials report 
business prospects bright. 


G. H. Geist, manager of the company, 
said that production at the start was lim- 
ited to turned shoes for children, but re- 
cently a line of flexible welts was added. 


To Discontinue Business 


Announcement is made that the retail 
shoe firm of Waltz and Kinsey of Alliance, 


* Ohio, will discontinue business. The stock 


is being disposed of at a special sale and 
the location will be vacated about the first 
of the year. 


The 80th Anniversary 


Cutter’s, one of the oldest retail shoe 
stores in Ohio, recently observed its 80th 
anniversary. There was an anniversary 
sale. This store has been located in South 
Howard Street for almost a half century. 


Newmark Is Manager 


H. E. Newmark, who has had a wide ex- 
perience in the retail shoe business in Pitts- 
burgh, has assumed charge of the store of 
the Kirby Shoe Company in East Liver- 
pool, O. The store is one of a chain of 17 
operated by the Kirby Company. 


Exclusive Women’s Shop 


Opening of an exclusive women’s shoe 
shop by the A. Greenblatt & Co. of 
Youngstown, took place recently. The de- 
partment is located on the third floor of 
the store and is one of the finest in the 
Youngstown district. 





LOUISVILLE 


Good Complexion Is Noted 


All Lines of Shoe Merchandise Sell Freely Due to a Marked 
Change to Cold Weather 


USINESS has been good with the 

retail shoe merchants. Cold weather 
in late October and early November 
resulted in a decided improvement in the 
demand for shoes. There is also a better 
volume of hosiery business. The opening 
of the Brown Hotel, a 700 room, $4,000,- 
000 hotel recently was a big social event, 
which created a good demand for evening 
slippers, as there were dinners on two 


evenings. 

There hasn't been any marked change 
in styles so far this season, as demand is 
for the strap and latticed effects princi- 
pally, and in various materials and colors. 
Satin and suede are very good. Demand 


for fine shoes, evening slippers, etc., has 
been better than usual. 


Shoe Club Meets 


The Louisville Shoe Club held a meeting 
recently following a dinner at the Tyler 
Hotel, at which time a movement was 
launched for use of black shoes by men 
for evening wear. It was stated by J. C.. 
Fedler, Jr., president of the club, that 
such movements were being worked out 
successfully in other cities, and after a 
discussion of the idea it was decided to 
adopt a slogan: “No tan shoes after 
6 o'clock.” 





November 17, 1993 Novemb 


Discontinuing Business 


The Travers Shoe Co., Louisville branch, 
has announced a clearance sale in con- 
nection with a plan for discontinuing the 
Louisville division. This is partly due to 
the fact that the present lease expires in 
the spring, and the owners of the building 
have plans for remodeling,~ which will 
result. in considerably higher rental for 
the present space occupied by this store. 


Louisville Notes 


Among recent visitors to Louisville were 
L. Doremus, of the Baker Shoe Co., 
Brooklyn; Milton Bahmer, of the Hanan 
Shoe Co., Brooklyn; N. M. Lacey, of P. 
Cogan & Sons, Stoneham, Mass.; and 
George Lyons, of the A. S. Kreider Co., 
St. Louis. ; 

J. C. Fedler, Jr. of the Boston Shoe Co., 
reported satisfactory business in all 
departments. 

Byck Brothers have started advertising 
and featuring the Bannister line of shoes 
for men, a line carried for several years. 

Roger Dougherty, Market street shoe- 
merchant, reported very fair business. 





Lynchburg Notes 


The Craddock-Terry Company has 
mailed out copies of its new catalog. The 
book is attractive. The history of the com- 
pany is reviewed and photographs show 
its various plants. Every shoe manufac- 
tured by the company is depicted in colors. 


The eight-story building, belonging to 
the Smith-Briscoe Shoe Company, located 
on Jefferson Street, was sold to Isaac T. 
Mann of Bramwell, W. Va. Mr. Mann was 
interested in the company for years and 
served as vice-president. The sale was held 
in the plant and included the equipment 
ready for the manufacture of shoes, leased 
machinery not being included. 

The Smith-Briscoe Company decided 
during the past summer to liquidate and 
the sale of the plant and its equipment was 
the result of this decision. 


The recent Washington and Lee Uni- 
versity-Virginia Polytechnic Institute foot- 
ball game here caused increased sales in 
local retail shoe stores. Many of the stores 
were decorated with the colleges’ colors. 
The university student body was here for 
the game and caused much of the increased 
business. Shoe stores displayed college 
types of shoes and did a good business. 

E. F. Sheffey of the Craddock-Terry 
general offices was elected adjutant of the 
Lynchburg post of the American Legion 
at a recent meeting. Mr. Sheffey is the son 
of E. F. Sheffey, secretary of the Crad- 
dock-Terry Company. 
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\ POLICY IN YOUR 
) INTEREST 





Why are Seiberling rubber heels 
sold to makers of fine shoes only? 

So that you will not have to show 
the purchaser of a fine shoe the 
same heel that comes on shoes that 
are several dollars cheaper. 

—In a word, a heel that empha- 
sizes the difference. 
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| ie SEIBERLING 
€*®) RUBBER HEELS 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recerder. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 








BUSINESS REVERSES 
Birmingham, Ala.—Birmingham Specialty Com- 
pany, general merchandise, petitioned or peti- 
tioner in bankruptcy and receiver appointed. 
Carbon Hill, Ala.—L. Jones (Carbonhii Cash Bar- 
gain Store) general merchandise, reported peti- 
pm or petitioner in bankruptcy, and receiver 


ted. 
Mexarrel Ala.—Hilary H. Parrish, general mer- 
sandise, ~\peggen petitioned or petitioner in 


bankruptc 
Sheffield, ‘a1. Feldman, boots ont om, etc., 
reported ering to compromise at per cent. 
Parkdale, Ark. ~ L. Barnett, general merchan- 
dise, reported petitioned or petitioner in bank- 


Tarry, Atk. —Taliaferro & Co., general merchan- 
cae, reported petitioned or petitioner in bank- 


ptcy. 
Oeemn aay Cal. ioned o McCollon, +4 > shoes 
~\ petitioned or petitioner in ptcy. 
Diego, Cal.—Harry man, boots and 
- K.., etc., petitioned or petitioner in bank- 


ruptcy. 

Hartford, Conn.—Alfred L. Brewster, wholesale 
leather and findings, opestes petitioned or peti- 
tioner in 

New Haven, Conna.— evie & Willerman (Chicago 
Shoe Store) boots and shoes, reported petitioned 


or petitioner in tcy. 

Miami, Fla.—Samuel (Sample Shoe Store) 
boots and shoes, receiver appointed. 

Plant City, Fla.—Frank McGuire, boots and shoes, 
a reported offering to compromise at 50 per 


aoe, Ga.—Wolfson Dry Goods Co., boots and 
shoes, etc., r meeting of creditors called. 
Cochran, Ga.— . Canter, boots and shoes, etc., 


coperted pe titioner in bankruptcy, 
Dublin, G: a Naske boots and shoes, etc.. 


reported embarrassed ied. 
Glenville, Ga.—Mose Nathan, boots and shoes, etc., 
reported pe titioned or ‘/~-— in bankruptcy. 
Grayson, Ga. —William Watson, general mer- 
chandise, reported petitioned or petitioner in 
bankrup ptoy. 
Goneam, 7a. yp Kramer, boots and 
ted receiver appoin 
— ror —Holmgren's Department Store 
Warner E. Holmgren, proprietor) 6632 North 

Jark Street, reported assigned. 

Jacques Golden, 3948 Lawrence avenue, boots 
and . r ted assigned. 

Stein & Greenburg (427 South Crawford 
avenue) boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Chicago, Ill.—Irving "Prank (3961 Irving Park 

Boulevard) o—~ and shoes, petitioned 

bad omer 2d in —y | 

t Side Trunk (605 Roosevelt —_ 

——_ae of trunks and bags, etc., reported 
titioned or petitioner in bankru ptcy. 
Cllses Heights 1 I.—&. Makris, Soe and shoes, 
o reported petitioned or petitioner in bank- 


ptcy. 

Galea. Ill.—Charles W. Grove & Son (Grove Shoe 
Sher) boots and shoes and repairing, 

tioned or petitioner in Ly. 

calor "ts Ind. Gee Hoon & Co., general mer- 


ge 5 ensignes. 

Huntington, nd a - & Kearns, boots and 
shoes, reported receiver appoin 

Salina, Kan.—Carlson’s Footwear Shop, boots and 
shoes, reported petitioned or petitioner in bank- 


ru picy. 
Regal Ky. Drewerell Shoo &,Talring Co. 
a meetin 

of creditors called. . 

Braintree, Mass.—Williams-Kneeland Co., shoe 
manufacturers, reported offering to compromise 
at 50 per cent. 

Brockton, Mass.—David Kaplan, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Chelsea: Mass.—Trotter Shoe Co., shoe manufac- 
turers, reported petitioned or petitioner in bank- 


Haverhili, Mass.—Stockbeidge S 


Mass.—Eustace Shoe Co., shoe manu- 
facturers, reported offering to compromise at 20 


per cent. 
Lawrence, Mass.—G. Fichera (United Shoe Repair- 
i Go} boots and chess, reported petitioned or 


ing 
petitioner in bankruptcy. 


Lynn, Mass.—Harney Tyee Crehan Co., shoe 
manufacturers, reported offering to compromise 
at 20 per cent. 

——v Mass.—J. Habin (233 Summer street) boots 

cn offering to compromise at 20 


e Tracey Crehan Co., Inc., shoe manu- 

— = petitioned or petitioner in 

Salem, M ruptoy. (V Shovies Shoe Mfg. Co., Inc., man- 

ufacturers of shoes, reported petitioned or peti- 
tioner in bankrup pry. 

Shrewsbury, Mass. reen & Hickey Leather Co., 
en reported petitioned or petitioner in 
ru 
be Ries. —Samuel L. Berman (East Walpole 
a t Store) reported petitioned or peti- 


in bankruptcy. 
Wantboren Mass. Westboro Trunk & Baggage Co., 
a . repented petitioned or petitioner in bank- 


an Me. —Kominsky-Friedman Co., boots and 

— = etc., reported petitioned or petitioner in 
up 

Fort Kent, Hast P —IJ A. Cote, boots and chon, 

eae. vepestad eed or petitioner in bank- 


Portland, Me.—N Boot Shop, Inc., (f 
merly Neipert & onal, Inc.) Roan : 


Baltimore, Md.—Michael N. Li 1920 E. 
Fairmount avenue) (3700 E. street) 
and chews, sepested eating te compromise 


extension. 
Detroit, Mich.—Morris Baetens (11225 Mack 
avenue) boots and - reported wera aa 
petitioner in bankrup' prey 
Hendin Bros. (Max Hendin pee oe ell 


avenue, ee St. mir ores - vey. 
aia bankruptcy 


aren general mer- 
reported panes or petitioner in 


reported amiga general 
{= ty — petitioned or petitioner 


bankruptcy. 
Staples, Minn.—Staples Co-operative Co., general 


merc! 
Wykoff, Minn.—Robert Mc orran, general mer- 
chandise, reported offering to compromise at 60 


per cent. 
Duncan, Miss.—Dinkins 
Dinkins, t 
tion: 
nretiineed Miss.—Emma S. 
, wes petitioned or petitioner in 
Summit, ie —J. Magehee & Co., general 
merchandise, ~kF petitioned or petitioner 


Goods Co. (J. ‘W. 
reported 


street) boots and reported —A ty or 
petitioner in bankruptcy. 

Antwerp, N. = Jeues Kean, boots and dom, 

ee or petitioner in bankruptcy 

Brooklyn, N. Y.—Frant & Friedman (114 

hattan avenue) boots and shoes, reported a 1% 

tioned or peti in bankruptcy and receiver 


ited. 
2 Wolf olf Raden (980 Manhattan fad general 
petitioned or itioner in 
bankru 


Rewenfoki & O’Keane (524 Fifth avenue) boots 
of creditors " 


“Harry ¥ ante (127 _ yo > 
Meira os Seventh avenue) boots and 
shoes, meeting of creditors called 


New York City—Harry Grossman (54 E. 34th 
street) boots and pane ome, petitioned or 
petitioner in we ag tL —— ry ted. 

Irving Swartz ( wartz 1929 
en 9 wenn boots and ty reported 
or 
ee, Y— - 
etc., Teported : meeting 

Knox, N. D.—Farmer’s Exchange (M. F. 

= merchandise, reported peti 


OT Dia 
Reuta, N. D.—Maurice Senn general 


merchandise, 
Ashtabula, 0. Soe De Gorge, boots and shoes, aie 


reported petitioned or 
Cleveland, o— E. H. tller (71 3716 Fulton An i) 
boots and shoes, etc., or sage 
tioner in bankruptcy and receiver a 
_~ —Fitshu Shoe Co., nn ee ain — 


reported offering to compromise at 25 cent. 
a, | Penn.—M. B. Finkelstein, "Sa and 
shoes, etc ee petitioned or petitioner in 


Derry Church, Penn.—William E. Carman, gen- 
pad merchandise, ee petitioned or peti- 


mien, we Gordon (1918 North Sixth 
street) - and — reported petitioned or 
petitioner in bankruptc 
Berwick, Pa.—Harry =m boots and shoes, etc., 
reported petitioned or petitioner in bankruptcy. 
, Pa. pay od Lickenstein (Murphy's 

— boots and “agama petitioned or 


er in 
Pitladelph ia, oe H. Lever (Liberty 
Shoe Co), 48 North 8th street, wholesale and 
— 4. boots and shoes, reported petitioned or 


in bankruptcy. 
South Shore, 8. D.—J. "Bick (Economy Store) gen- 
eral merchandise, 
Fort Worth, Texas—A. J. Cohen (114-116 Houston 
et ts shoes, etc., reported meeting of 


reported itioned or itioner in 
Jeffress, Vee R. CL geneee 

reported petitioned or yy = oe in ———— 
Hayward, Vi. —Edith Daly, general merchan- 
dise, reported assigned. 


BUSINESS CHANGES. 
— Ark.—R. L. Bom al merchandise 
sold out to J. N. Hill. 
Rusoelvile, Ala.—M. W. “Hall hey og Co., 
al merchandise, 
Conlisle. Ark. =< ye boots and shows, 
ip dissolved and succeeded by J. 
Exeter Cal. Cal.—C. R. Hann (213 Pine otrest) poo 
and shoes, etc. sold out to C. H. H 


Beach, Cal.—A. L. Blaisdell, boots 
ceen capaehcanentieatere 4 et Ferra- 
Los Angeles, Cal.—Joe and Morris Benoun (146 
pom Nay =) — | Crea 
's, Inc., 2 So. Broadway) boots 
a 3 


ke 
boots = 


and shoes, ee, rece 
branch at 625 West Seventh street, Los 
Modesta, Cal.—Joe and Tilly ly 

shoes, reported AH by Ot 

San Diego, Cal.—P. W Snide Go. gusenel 
Waanlise, incorporated $250,000 boots and shoes, 
CE sit- han. 
merchan- 

commenced 


ti.— Periman (3804 Cottage Grove 
— — 
Aaron Katz (3419 16th street) boots and shoes, 
iy HS ak “(cui Block 
Bootery, 5952 West Roosevelt road) boots and 
digsolved and suc- 
ceeded by wwe Woodrich. 
ee; — , Inc., boots and 
incorporatal $ 
re in u.—A. C. Emrich, boots and shoes, etc., 
reported sold or closed out business. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ne-ei OSITIONS WANTED—Four cents per word for each insertion. 
; ee rates for oad less than o ighth page per P Minimum amount accepted, seventy-five cents. For ll Want” 


advertisements, seven cents word for each insert Mini- 
ltime  7times 13times 26times 52 times myn pey e  y 
$4.00 $3.50 $3.00 $2.50 dase enewers to come t in care of this offi 
8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 1050 9.00 7.50 aa A i 
16.00 14.00 12.00 10.00 to ads must be sent under letter ——- 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


WANTED salesman living in Minneapolis or St 
peat ey ee with the buyers of ladies’ high- 
Groves & Rood, 222 W. Monroe 


a line of J0 A Manufacturer of a Nationally 


Wis. stock men’s popular priced welts. Can 


iais @ Adiress Fite, ewe Hoot nd'Soo ke — |! Advertised Line of Orthopedic Shoes 


corder, 207 South St., Boston, Mass. 


—- like to communicate with several high- s ; ™ 
Wrred : LSonen ier iaiiien Ge Gon betlar desires to secure the services of a salesman, who has been or is now suc 


shoe reader in Indiana, Illinois, Ohio and Pennsyl- s . * * . 
vania who could handle short line of men's and boys’ cessful in selling Orthopedic footwear. This man must be the highest type 


ue crete cree nn a. = salesman, who is personally acquainted with the buyers in the South. To 


er, 207 South St., Boston, Mass. such a man we offer an exclusive territory with an attractive drawing 
a4) = ~-.. —— x aa account. Give full particulars in first letter. Same will be held in strict 


7 ‘epresen 
SS a i confidence. Address E-417, care Boot and Shoe Recorder, 207 South St., 


Recorder, 207 South St., Boston, Mass. Boston, Mass. 


EXPERIENCED salesmen with established 
trade in the West and Middle West wanted by 
manufacturer of women’s medium-priced welts. 
Line includes res. 5 fat-ankle specialties and 


ee Ratrene E09, care"Boot an = WANTED—COMMISSION SALESMEN 


Recorder, 207 South St., Boston, M all 
A Manufacturer making a nationally known specialty line of children’s 
- Feet REN ond ane of the cident Clap and misses’ shoes has a few desirable territories still open. Will consider 
ade shoes, with established business, desires side line pro position with non-conflicting line. Address E-405, care Boot 


-grade salesman for Kentucky and Tennessee, 
om Secs bn the pomteary. Bien oe —, and Shoe Recorder, 207 South Street, Boston, Massachusetts. 


with the trade in those em and have a good 
9 of a shoes. Six — meee 
traveling ¢ van dress ALESMAN to handle as a side line Linen Thread ANTED—E: moed retail salesman 
E-410, care Boot and Recorder, 416 Gwynne 5 W. - penta 
Bidg., Cincinnati, Ohio. ya dn = Shoe Bequiastering _—_ ao cad es ability ~~ a Pe novelty po Pep micsi 9 
jowa, Minnesota, Wisconsin and Kansas ter- Boot ont ‘Shoe Recorder, 207 “South St., Boston, Copertanity for prom: ive full e 
ritor‘es open January 1. Strong line of men’s dress “RR EE references in Pairst letter. Sholem & Sholem, 
welts retailing at $5.00 to $7.50. Ly a | satis- GALESMEN WANTED—Salesmen to carry Champaign, Ill. 
factory i in -_ service. Full details by mail. Cor- side line our well-known line of boudoirs and 
Address E-411, care soft and hard-toe ballet slippers. In stock i- GALESMAN for line of fine turns for the state of 
Boot and Shoe Recorder, 189 W. Madisoa St., oa ont y liberal commission. The Vogue Slip- Pennsylvania. References required. Address 
Chicago, Ill. verhill, Mass. — = —~_" and Shoe Recorder, 207 South 
treet, ton, ass. 


SALESMEN WANTED — Milwaukee Work Shoes 


for the following States to sell on commission basis to the re- Several Choice Territories 


tail trade a high grade line of stitch down shoes, sandals, and ew hw 


play oxfords: Produce. 
STATES OF KANSAS AND MISSOURI STEVEN STRONG SHOE COMPANY 
STATES OF NEBRASKA, IOWA Milwaukee, Wis. 
STATE OF ILLINOIS 
STATE OF OKLAHOMA 
STATES OF ARKANSAS, TENNESSEE, 
MISSISSIPPI AND LOUISIANA WANTED—Experienced salesman with 


STATES OF NEW MEXICO AND ARIZONA successful record to carry our general 
work shoe line in an established terri- 
Give full particulars and references, also territory being covered. tory, covering New York State. Address 


S. RAUH & COMPANY E-403, care Boot and Shoe Recorder, 
310-318 Sixth Avenue, New York, N. Y. 199 W. Madicen St., Chicago, Hil. 

































































RESIDENT SALESMEN: caery general west chee Hae ta Now 


England States, also Oklahoma, Texas, 

A New England manufacturer of high-grade (complete) line of felt footwear and Kansas and Missouri on a straight 
leather soft sole slippers wants resident salesmen in the large cities on commission basis, commission basis. Address E-404, care 
those preferred withfestablished[trade among department, chain and big retail stores. Boot and Shoe Recorder, 189 W. Madi- 
Address E-415, care Boot and Shoe Recorder, 207 South St., Boston, Mass. son St., Chicago, Ill. 
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SALESMEN WANTED 


HELP WANTED 


HELP WANTED 








ALESMAN well acquainted with New York 

State, Pennsylvania and Ohio trade and who 
undenstends getting up ae for high-grade 
women's and children’s position for 
right man. Address E-412, 4. Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





A NORTHWESTERN firm building snappy line 
of men’s popular priced dress welts has opening 
for straight commission man in Chicago. Already 
have ber of hed accounts. Also could 
use straight commission men in Indiana and Ohio. 
Address application and references to E-414, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 








GAL .sESMAN—Experienced high-grade ladies 

Brooklyn turns. Established clientele South or 
Middle West. Past experience must be with concern 
making same grade. Would pay to make change. 
Write fall particulars. Address K-564, care Boot and 
Shoe Recorder, 127 Duane St.. New York. 





V 7ANTED—An Al Salesman for the South. We 

want a live salesman to carry as a side line 
America's most famous orthepedic shoe for men 
and women. These shoes are an outstanding suc- 
cess; sold for half a century; vigorously adver- 
tised locally as well as astiopelie. Intense co-opera- 
tion and adver ising make large sales easy. To the 
right salesman we offer an exceptionally attractive 
proposition both as to compensation and perman- 
ency. State qualifications, age, st and present 
connections, etc., all of which will be held in strict 
confidence. Address E-426, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





EVERAL rich territories open to high grade shoe 

salesmen for a line of beautiful ladies’ full 
fashioned silk hosiery to be carried as a side line on 
commission. Colors match or contrast with shoes 
you now sell. This line of hosiery is opennrey 
advertised in the leading trade papers. Write for 
full particulars giving past history to K-570, care 
Boot and Shoe Recorder, 127 Duane St., New York. 





sahiiahed 


pty ( 9 th oo lines) 14 
trade to carry (wi eir poenens es 
men’s welts to retail at $5.00. All carried in stock. 

mission basis only. issions paid each 
month. State what — you cover and what 
line carry. Samples y now. Address E-278, 
care t and Shoe eo Mecsedes, 189 W. Madison St.; 
Chicago, Ill 





SALESMAN WANTED 


By substantial Chicago manufactur- 
er, to carry a side line of high-grade 
children’s, misses’ and growing girls’ 
Goodyear welts, on a commission 
basis, payable monthly. In replying 
state age, territory, how often covered, 
line carried and any other information 
that may be of interest. All corres- 
pondence will be held strictly con- 
fidential. Address —— care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, ll. 








SIDE LINE 
SALESMAN 


To Carry Very Short Line of 


SANDALS and 
OXFORDS 


Give full details of lines carried 
at present time and territory 
covered. Address E-397, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


A large manufacturer of women’s shoes will have two 
territories open after January 1. If interested and a live wire 
write us and arrange to correspond preparatory to a per- 
sonal interview later. All replies strictly confidential. Address 


E-418, care Boot and Shoe Recorder, 207 South St., Boston, 


Mas... 


A POSITION is open in our sa'es room for a shoe 
man, 25 to 30 years old. He must have re- 

ible endor t and at least two years’ ex- 
perience ina retail shoe store. The man we select 
should be of developing into a road sales- 
man. Write, giving age, present and past employ- 
ment, education, etc. The Hurd & FitzGerald Shoe 
Co., Utica, N + Be 











POSITION WANTED 


HOE salesman and buyer, single, capable of 
taking charge. Will consider out-of-town. David 
Prakin, 51 E 109th St., New York City. 


GHOE BUYER AND MANAGER now employed, 
desires to make a change. A live wire business 
getter. Thorough experience buy popular 
priced merchandise. Must be a live tment 
store. Address K-576, care Boot and Shoe Recorder, 
127 Duane St., New York. 











UYER and manager, 12 years’ experience in 

all grades, wish to make change January 1. 
A-1 reference. Address E-419, care Boot and "Shoo 
Recorder, 207 South St., Boston, Mass. 


OUNG MAN, seven years’ o- experience, 
desires position as to 
manager or proprietor. Knows the. shoe business. 
Best references. Address E-420, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











ETAIL shoe salesman seeks new position, same 

place 5 years. Thoroughly experienced. Ad- 
dress E-421, care Boot and Shoe R Recorder, 207 
South St., Boston, Mass. 











BUSINESS OPPORTUNITIES 


BUSINESS 


OPPORTUNITIES 


To sub-let Shoe Department in one 
of the South’s largest exclusive ap- 
parel stores in thriving southern city 
of over 60,000 population with a trade 
territory of 800,000, will consider con- 
cession contract on percentage basis, 
an ideal connection for a live wire shoe 
man and can handled with small 
investment. Only those w are in- 
terested in selling medium to better 
grade shoes and who mean business, 
need apply. For particulars address 
Box 112, Macon, — 


























FOR SALE 


GHOE STORE—Carrying general line of mens’ 
pa women’s shoes, por Nn and findings. Also 

——. plant. Will sell stock or plant 
separa y. Apply 1802 Purchase St., New Bedford, 








YSITION WANTED as buyer or assistant in 

some live awake shoe department. Have had 
lots of experience; best of reference. Now employed 
as assistant buyer. Address E-422, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





LINE WANTED © 


ANTED—By experienced salesman with follow- 
ing, a short snappy line ladies’ popular priced 
8 ~ McKays, and working Middle Western 
ling on large —— and chain store operators, 
can furnish ferences and finance myself. 
Address E423, Anak Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Span with following in Middle West and 

South: Wants line of light weight welts or Mc- 
Kays to sell with high-grade women’s turns. Ad- 
dress E-424, care Boot and Shoe Recorder, 623 
Powers Bidg., Rochester, N. Y 


WANTED—A high-grade, ——— shoe man 
wants to represent a line of high-grade shoes 
throughout Pennsylvania and vicinity. Address 
E-364, care Boot and Recorder, 207 South 
St., Boston, Mass. 











| a & SALE—In large Michigan automobile city. 
Shoe department doing bry 000 yearly. Progres- 
sive department store. Would lease present, ample 
to do $75,000 yearly, with heat, light and fixtures 
complete. Would allow right party to advertise 
under store pame. Growing business requires owner's 
time along dry goods lines. Present shoe stock 
about $12, 000.” Cash deal only. Store owns build- 
ing. E-427, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
for SALE—Established shoe store, fast-growing 
city of 40,000. Western North Carolina. Good 
a < clean stock, inventory $22,000; always 
made owner ‘has other business. Address 
E-398, care SoBe as and Shoe Recorder, 207 South 








MoDERN Shoe store for sale with stock and 
my oy Wey ——g > a ae. ag 
ition for right part e338 care 
and Shoe Recorder, 127 D Duane St., New York City. 
Fy SALE—Stock—Shoes, eee | 
ixtures, Shoe Repair achinery. 
county ot, —. Trade 15 to 25 miles. Job Let 


buyers don aa sale; 7 ons -- 
Recorder, oor ot South Street, py — 











WANTED TO PURCHASE _ 











MILWAUKEE DRESS SHOES. Excel- 
lent copereuniyy for salesmen with 

trade to get volume busi- 
ness with our dress welts to retail at 


Hoot and Shoe K Recorder, 207 South St., 











BUSINESS OPPORTUNITY 


Wan) NTED—To open negotiations with boot and 
shoe jobber who also jobs rubber footwear and 
to 





educated in rubber footwear business. Ad 4 
P-100, care Boot and Shoe Recorder, 1420 Widener 
Bide. ’ Philadelphia, Penn . 





CASH PAID 


tose or other merchandise Any qua 
ny quantity. 


293 Church St., New York, N. Y. 
Phone Canal 0679 











WILL 
BUY 


Bargair 
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WANTED TO PURCHASE 


MISCELLANEOUS 











We buy quick and pay highest cash price 
for retail Lod wholesale stocks of shoes or any 
other merchandise. Quantity no object. 
For 30 years our ity. 
Bank and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will pay 

value for your entire or surplus stock of shoes. 

Leases on short term to run taken over. 
tablished 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ect. THE CHICAGO 
ant Pret WIRE CHAIR CO. 


621 N. La Selle Street, Chicago, Ill. 




















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
or wholesale. Short term leases taken off your 
hands. Wire or phone us. Correspondence con- 
fidential. Established 1890. 

MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase —— hats, furnish- 
ing goods, etc. one Canal 9633 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
SLOW SELLERS. FOR 
WILL {§ 
SURPLUS STOCKS 
BUY | ENTIRE STOCKS CASH 
Bargains in shoes always on hand for special 
sales and bargain basements 





Milbradt Rolling 
Step Ladders 




















2416 No. 10th Street 
ST. LOUIS, MO. 




















MISCELLANEOUS 


W ANTED—Complete children’s and growing 
girls’ McKay shoe factory equipment. Address 
E-425, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








Neatest, s t, lightest and most 
conventinnt Seting stool on the market. 


Finished Golden Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 
For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 














SHOE STORE WY 
CHAIRS 


SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











kinds of 
shelving. 
Send for cata- 
full 
description 
and prices. 
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by the 
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OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
OWEN A. THOMAS HELEN M. HANEY 
L. F. KUNSTMAN CHARLES K. HICKEY 

Associate Editors 





PUBLISHER'S NOTICE 
et i ae subscription price of the 
Boot and Shoe Recorder is $5. i 


vance, which includes yy 44 
States, Cuba, Hawaiian and 
ane. ds, Virgin — —— Canada, 
Ni Pat Salvador lic, Hon- 
dures, icar . ° 
Bolivia, Brazil, Colombia, Ecuador, Peru, 
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ADVERTIING RATES—Card of Advertising 
Rates furnished on application. For rates for 
pine For Sales, etc., see Want Page. 


ery pres ecaution is taken by the BOOT AND 
SHOE CORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 
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CINCINNATI OF "FICE: 416 Gwynne Bidg. H. M. 
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BOOTS AND SHOES 


Adama, F. E., Shoe Co., Seabrook, N. H.... . . 1 
Alden, C. H., Co., Abington, Mass.......... 87 
Anderson-Owens Shoe Co., Lynn, Mass.... 74 


Barnard, J. W., & Som, Andover, Mass... .. 92 
Barry, T. D., Co., Brockton, Mass.......... 93 
Bass, G. H., Shoe Co., Wilton, Me.......... 80 


Beacon Falls Rubber Shoe Co., Beacon — 
CU ov ccundacensdsubtiescnebasateneuaees 


Beals-Pratt Shoe Mfg. Co., Milwaukee, Wis. 11 


Bell, D. H., & G. H., Beverly, Mass........ 78 
Berkshire Moccasin Co., Holliston, Mass... 20 
Berry, A. H., Shoe Co., Portland, Me....... 123 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 95 
Bleecker Shoe Co., New York City......... 92 
Blog Shoe Finding Co., New York City... .. 92 


Brockton Co-operative Boot & Shoe Co., 
Brockton, Mass o4 


Brooks Shoe Mfg. Co., Philadelphia, Pa.... 68 
Burkley Shoe Co., Brockton, Mass......... 86 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Claremont Shoe Co., Haverhill, Mass... .. . 9 
i emarerentetmemeatdieg oe 
Commonwealth Shoe & Leather Co., Whit- 
GRO, BERND. occ cccccccccccecccccccsescces 93 
Craig, Reed & Emerson, Inc.............- 04 
Creighton, A. M., Lynn, Mass............ 4 


Crooker & Morse, Inc., Bridgewater, Mass. .121 

Eaton, Charles A., Shoe Industries, Brock- 
ton, NE, Zac oSeanendaten caneareastes 23, 30 

Ebberts, John, Shoe Co., Buffalo, N. Y.... 70 


Edmonds Shoe Co., Milwaukee, Wis. 
Front Cover 


Elam, F. S., Shoe Co., Rochester, N. Y..... 96 
Excelsior Shoe Co., Portsmouth, O.......... 79 
Ferguson Bros. Co., Boston...............- 92 
Finkovitch, M., Inc., Boston.............. 77 
Fisher, A., & Son, Lynn, Mass............- 117 
Flersheim Shoe Co., Chicago, Ill............ 15 
French, Shriner & Urner, Boston......... 119 
Gardiner, H. K., & Co., Pittsfield, N. H..... 26 
Greeley, A. W., & Co., Haverhill, Mass... .. 72 
Gustin, M., Co., New York City......... 94-95 


Hagerstown Shoe & Legging Co., Hagers- 
town, 108 


Hannahsons Shoe Co., Haverhill, Mass.... 66 


Howard & Foster Co., Brockton, Mass..... 93 
a Stephens & Shinkle Shoe Co., 

y MG, Ms 0ebeqedseeseronssece 2d cover 
Poe Shoe Corp., Cates, eee 3 
Kirkendall Shoe Co., Omaha, Nebr. .3d cover 
Le Mar Shoe Co., Brooklyn, N.Y.......... 112 
Lilly, Hemry, New York City............... of 
Little Witch Shoe Co., Salem, Mass....... 78 
Marion Shoe Co., Marion, Ind............. 5 
Marathon Shoe Co., Wausau, Wis......... 39 
Marston & Tapley Co., Danvers, Mass... .. 95 
Martin, A. H., Rochester, N. Y.......... ason OO 


Mackey Shoe Co., Brooklyn, N. Y....... ‘ 








Marshall, C. S., Co., Brockton, Mass...... 104 
Mistwold Comfort Shoe Co., Raymond, N. H 86 
Miller I., & Sons, Inc., Brooklyn, N. Y. .33, 92 


Nettleton, A. E., Syracuse, N. Y........... 93 
Newcomb-Anderson Shoe Co., Rochester.. 96 
New England Slipper Co., Worcester, Mass. 95 
Nu-Baby Shoe Co., E. Lynn, Mass......... . 6 


Olenick, I., New York City................ 129 


Packard, M. A., Co., Brockton, Mass... .93, 112 


Parity Footwear Mfg. Co., Inc., ~~. os 


S., Worcester, Mass.... 
Phillips Shoe Co., Inc., Haverhill, Mass... . . 92 


Posner, Dr. A., Shoes, Inc., New York City. 96 


Reynolds, Bion F., Brockton, Mass.......... 4 
Rice & Hutchins, Inc., Boston............. 40 
Rickard Shoe Co., Haverhill, Mass........ . 9 
Riley Shoe Mfg. Co., Columbus, O........ 36 
Roberts Shoe Co., Lynn, Mass............ 26 


Russell, W. C., Moccasin Co., Berlin, Wis.. 74 


Shaft-Pierce Shoe Co., Faribault, Minn.... 28 
Slater, C. B., Company, So. Braintree, Mass. 25 
Smith, Wm. Sumner, Chicago............ 95 


Stacy-Adams Co., Brockton, Mass.......... 93 
Stetson Shoe Co., So. Weymouth, Mass.... 94 
Stern Bros. Shoe Co., Boston............. 112 
Stonefield-Evans Shoe Co., Rockford, Ill... 19 
Tessier & Bowdoin, Haverhill, Mass........ 92 
Thomson-Crooker Shoe Co., Boston..... 13 


Troy, Seymour & Co., Inc., Brooklyn, N.Y. 35 
United States Rubber Co., New York City 
102, 1 
Utz & Dunn Co., Rochester, N. Y......... 8 
Weber Bros. Shoe Co., No. Adams, Mass.... 32 


Weimer, Wright & Watkins Co., Philadel- 
ee err Pree 22 


Whitman & Keith, Brockton; Mass....... 93 

Wichert, Inc., Brooklyn, N. Y............. 37 

Wright, E. T., & Co.., Inc., Rockland, Mass. 
69, 110 

HOSIERY 

Artcraft Silk Hosiery Mills., Phil., Pa...... 99 

Beaton, J. R., Co., Inc., New York City ree 99 

Harrington & Waring, New York City...... 99 


Richmond Hosiery Mills, Inc., Chattanooga, 
Tenn 


71 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago.......... 129 
Chicago Wire Chair Co., Chicago.......... 129 
Coultas Co., D. W., Providence, R.I........ 98 
Ellis, W. E., Co., Haverhill, Mass........... 97 
Hymes, H. L., Co., New York City.......... 95 
Kahn, Edw. E. & Co., Brooklyn, N. Y....... 98 
Kahn & Buick, Inc., Brooklyn, N. Y........ 98 
Miller, Robert E., Inc., New York City. .97, 115 
Milbradt Mfg. Co., St. Louis, Mo.......... 129 
Netschert, Frank & Co., New York City.... 86 
Onken, Oscar Co., Cincinnati, Ohio......... 29 





Pep-Beep, Cilengn, TB... cccicccccccccces 28 
Tweedie Boot Top Co., St. Louis, Mo....... 72 
Vanity Novelty Works, Brooklyn, N. Y...... 98 
Waverly Shoe Trimming Co., New York Cityl18 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Phil- 
adelphia, Pa 


Armstrong Cork Co., Lancaster, Pa........ 15 
Ashland Leather Co., Boston.............. 32 
Barnet Leather Co., Boston and New York. . .116 
Barnet, J. S., & Sons, Inc., Boston. ..... ...100 
Beggs & Cobb Co., Boston................. 7 
Chamberlin, B. F., Boston................ 7 
Clifford Co., The, Boston.................. 73 
Creese & Cook Co., Boston.............. 18, 97 
Evertastik, Inc., New York and Boston...... 78 


Hale, Alfred, Rubber Co., Atlantic, Mass.... 14 
Henderson, F. R., & Co., Inc., New York 
City 86 


Hunt, Rankin Leather Co., Boston........ 118 
Deen Fe Bie OTE. 0 0060 bese scecbascccces 7 
Lawrence, A. C., Leather Co., Boston. .88-89 
Levor, G., & Co., Inc., New York City...... 2 
Lorraine Tanning Co., Peabody, Mass...... 67 
New Castle Leather Co., Boston........ 16-17 
Pfister & Vogel Leather Co., Milwaukee, Wis. 10 
Republic Rubber Co., Youngstown, O....... 22 


a Fred, Leather Co., Fond du Lac, a 


Scherer, Oscar, & Bro., New York City. .... BT 


Seiberling Rubber Co., Akron, Ohio....... 125 
Standard Kid Co., Boston................ 6-7 
Surpass Leather Co., Boston .............. 7 
Thayer, Foss Co., Boston.................. 21 


Thomas, Lake & Whiton, Inc., Boston..... 90 
Thompson-Field Co., Inc., Brockton, Mass. 97 
Tolman, Dow & Co., Boston............... 14 


MACHINERY, LASTS, MFR.’S SUPPLIES 
~ DRESSINGS, ETC. 


Beckwith Mfg., Boston.................+++ 12 
Dunbar Pattern Co., Brockton, Mass........ 8 
Meyer, John C., Thread Co., Lowell, Mass.. 72 
Tubular Rivet & Stud Co., Boston......... 132 


United Fast Color Eyelet Co., Boston. ..... 122 
United Shoe Machinery Corp., Boston. .24, 76 


Whittemore Bros. Corp., Boston.........- 70 
MISCELLANEOUS 

Atlantic Printing Co., Boston............- 9 

Brooklyn Purchasing Syndicate.........-. 129 

Calderwood & Preg, Inc., Boston.........- % 

Glauberg, Max, New York City..........-- 129 

Hotel Essex, Boston. ...........-00-ee00008 72 


Kalter Cerf. Co., Max, New York City...... 129 
ag A T. K., Sales Co., Inc., Minneapolis, 





édeeeoess 13] 

Br TE Co., New York City.......- 1% 
New York rt Purchasing Corporation, 

Now York City. ...cccecscccccccccsccccss 129 

Tolman Print, Brockton, Mass........----- 9 

United _— Company of America, New - 

wR... Ad Bar Foundry........--- : 
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| Gelling 35,000 
3 Shiro’ 
75 
: oranivros 
116 
100 
i 
m paar is what Kelly Service accomplished 
wh in two selling campaigns on the shoe stock 
"? of A. P. Schiro, Inc., New Orleans, Louisiana. 
-¥ Their first Kelly campaign was held in May 
* 86 of this year, to clean up stock so they could 
is move into new quarters and not have to carry 
m any odds and ends or broken lines into, their 
“ new store. 
61 The second sale, recently completed, 
6-11 he was for the purpose of drawing addition- 
: z al trade to their new location, expand 
: business so as to do a bigger volume on 
. a smaller, better balanced stock. 
125 Just consider how many pairs of 
at |. ie. shoes $35,000 represents and you gain some 
s idea of the volume of business we created in 
| these campaigns. 
0 In spite of the backward season—extremely 
us warm, dry weather—we sold heavy shoes, 
rubber goods, in substantial amounts. 
_ el You, too, have a real opportunity to reduce 
your stock, clean out broken lines, odd sizes 
1 and have a cleaner, smaller stock for January 
-# Servi inventory. ff 
1 ce ; — , ; 
132 Full details of this selling plan as it . 
122 MINNEAPOUS will serve you this season will be for- 
<= warded gladly without obligation—just my 
| tell us the size of your stock y 
and what you want to accom- 2 
plish in your selling campaign. a DH 
“ms ‘i 
. % 
” me tian ll 
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N° T only do lacing hooks help to make the initial sale— the added 
comfort and convenience which they impart to the shoes you sell 
brings the “first time” customer back into your store to buy again. 








Make immediate profits and future sales by 
Latha tel=amt-lebel-amelele) ce 
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KID POLISH 


On No. 240 last. Medium 
toe. Kid tip. Flexible Welt. 
7 inches high. 14-inch heel 
with rubber top. 


In Stock: A-B3 to 9, C-D- 
E24 to 9, EE3\% to9. 


$5.85 








Boots---Now’s the time you need them 
and here’s where you get them 


Winter’s at hand. Cold and snow in the offing. Now’s the time to sell boots. 
There’s a place for at least one pair in every woman’s wardrobe. 


Since early in the summer, boot orders have been coming into our offices in in- 
creasing number. Whether this indicates a growing demand for this type of foot- 
gear or whether it means that dealers everywhere realize that we always have a 
completely sized stock always ready, is for you to decide. 


But the fact remains that there is always a certain demand for boots and here’s 
the place to get them. 


The style shown above is one of the best sellers for the very simple reason that it 
fits perfectly an astonishing variety of feet. 


APE RI HITS Ta rs 


Nineteen other styles in stock all the time. Let us tell you more about them. 


J. J. GROVER’S SONS CO. -- Lynn, Mass. 


**Soft Shoes for Tender Feet’’ 





Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bldg., 47 W. 34th St. Corner Madison 





-10 Published every week by the Boot and Shoe Recorder Publishing Co: 207 South St., Boston, Mass. Entered as sceond class mat- 
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BOOTS THE BOYS LIKE TO SELL 


“E. S. (Easy Sellers.) That's what my boys are calling your number 
921,” writes a live wire retailer. Boots with the style pep men want. 
Stanworth top grade uppers and overweight Oak Bend Soles sure do 
wear. At $6 they show 33%4% profit; at $6.50. 3814% profit. Mail 
your first order today. You can get sizes from Stock later just, as you 
need them. You, too. will make more money featuring these E. S. 


number 921. 


MARION SHOE CO. 
ON, INDIANA 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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RASOYML 
Tanners 
Levor Grain Kid 
Levor Grain Goat 


WA ininnviins 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THE FEATURE SHOE 
FOR WINTER SPORTS WEAR 


This year the winter sports enthusiast is turning to the high-cut 
storm boot in preference to the more cumbersome heather spat. 

Anticipating the deserved popularity of this type of shoe we 
designed the Crawford Storm Boot—The Sawney. This shoe is 
featured in Vanity Fair for December in our advertisement under 
this typical Crawford hunting panel by C. F. Peters, the famous 
sportsman artist. . 

The Sawney is a storm shoe made from high quality imported 
brown saddle calf—built expressly for wear during the winter out- 
door sports season. It has a 6-inch upper with bellows tongue to 
keep out snow ahd water. An extra heavy waterproofed outersole 
is backed up by a rawhide middle sole and a strong reversed welt, 
closed tight against the shoe seam. It is a shoe that is thoroughly 
water- and cold-proof—a shoe that is almost wear-proof. 

You can feature The Sawney as the ideal shoe for skating, skiing 
and snowshoeing as well as for general winter outdoor wear. 

The Crawford line is styled on a four-season basis and it will pay 
you to investigate the Crawford Agency proposition which will 
show you the way to more turnovers and larger profits. 


The (awford Shoe 





SHOE INDUSTRIES 
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FOSTER 


SHOES FOR YOUNG WOMEN 


REG. U. S. PAT. OFF. 


MADE IN AMERICA. 


THE FOSTER SHOE ILLUSTRATED HERE 
LOOKS GOOD ON THE PRINTED PAGE, 
DOESN’T IT? 


WELL, IT WILL LOOK BETTER IN YOUR 
WINDOWS, IN YOUR STOCK AND ON THE 
FEET OF YOUR WELL-PLEASED CUS- 
TOMERS. 


TO REALLY APPRECIATE SUCH A SHOE, 
YOU MUST SEE AND HANDLE IT. THE 
MORE CLOSELY YOU EXAMINE IT THE 
BETTER YOU’LL LIKE IT. 


IN SIMPLE FAIRNESS TO THE SHOE AND 
TO YOUR OWN INTERESTS, WE SUG- 
GEST THAT YOU SEND FOR A SAMPLE— 
ps eg Baten wee TEES AD FOR IMMEDIATE DELIVERY 

TION OF THE wo. 53105 LOG CABIN BUCK, BR. CALF TR... $4.50 
JUVENILE SHOE CORPORATION. a 








IT PAYS TO ‘“‘PLAY WITH A WINNER”. 

THE ELEMENTS OF SATISFACTION-GIV- On ae 
ING THAT HAVE BROUGHT ABOUT THIS ; 
FIRM’S FAST AND STEADY GROWTH. el 
WILL CONTRIBUTE ALSO TO YOURS. 








STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MO MANUFACTURERS 


“THE QUALITY IS HIGHER THAN THE PRICE” 


eedeeeeeeeeelele! 
eeaeeeleeeeelele! 
Aeeeeeeeeeelelele! 
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6 What to do with 


the door~bell ringers 


MONG all the hundreds of letters which 
have reached the Full Fashioned Guild - 
from retailers both large and small, there is 


one outstanding complaint. 
“What to do with the 
hosiery peddler?” “How to 
fight his door to door 
methods?” “How to make 
customers of retail stores 
value the integrity of the 
dealer and his guarantee 
of the goods he carries?” 
Thereis only one answer. 
Join the Guild campaign 
by doing your part to edu- 
cate customers as to the dif- 
ference between full fash- 
ioned stockings and others. 


Few peddlers carry genu- 
ine full fashioned stockings. 
They peddle imitations 
and sell them as genuine. 
The customer is fooled be- 
cause she does not know 
the difference. 


‘The One 
Infallible Test 





“Jull Jashioned Guild: Ine 


OF AMERICAN MANUFACTURERS 


334. FOURTH AVE-NEW YORK CITY 


As a matter of fact the peddler hurts all 
your business. He generally sells a circular 
knit stocking not half as good as the ones you 


carry, for a lot more money. 

If women want full fash- 
ioned stockings they should 
know how to distinguish 
them and buy from repu- 
table dealers who won't 
fool them. 

If they want mock seam 
stockings they can get a 
better buy at a good store 
than they can from a ped- 
dler. p 

In either case you win. 
So make it a point to give 
your patrons the truth 
about stockings. 

To help explain what full 
fashioned stockings are, the 
Guild offers you a beautiful 
store hanger, and a supply 
of consumer folders. Write 


for them. They’re free. 
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ee De Lipp Shoes fee 
Trade Mark . 


THE “-ADEL:ATDE””’. 
(Originated by Barnett Lipp) 





—— 


Rosebud tinted silver French 


egg gold kid trimmed Ty, 


Shoes for the Occaston 


DeLipp styles are always designed for a specific 
purpose. The model shown here is an especially 
good one for strictly evening wear. The silver 
tinted rosebud brocade is made for us exclusively 
in France, and combined with the gold kid trim- 
ming, gives the shoe both individuality and dis- 
tinction. 
In these days of difficult merchandising a 


shoe of this type lends prestige and sales 
aid to the merchant displaying it. 











P>>>>>>>5555555 
pr rrrr rrr rrrrrr 


‘Degen-Lipp, lr. 
af / Brooklyn, N.Y. ; 
LY (SY Showroom 607 Marbridde Bldg. New York : 


+! 


DISPLAY 
CREATES 
SALES PL CPF -@ 
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“What Do You 
Think” 


exclaimed Miss Atta 
Brown on returning 
from a stroll along 


Board Walk. 


“They never saw my 
hat at all!” 


You ll 


understand why 
when newshoes made 
in Black and Colored 
Suedesand “Sun, ru” 
Colors of Calf help 
steer the crowd your 
way. 


Have You Seen 


the Autumn shades? 
TELL US at once 
and we'll send you 
SAMPLE BOOK of 


allSuedesand Colors. 














cho cho 
Prowns Leathers 


ATTA BROWN ATTA TAN ATTA RED 


C.D.BROWN & CO., Inc. 
Canneries and Executive Offices Z Rochester. NV. Y 


C.D.BROWN COMPANY 
50 South Street. Boston, Mass. | Ad Branches | P90 Ne Wells Strect” Chicago, gol 


SUEDE LEATHERS OF ALL POPULAR SHADES 
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320 Million Pairs 


of shoes will be needed 


to supply the footwear demands 
~ of the American people in | 924. 


We are in business to help 
supply this demand. The large 
volume of spring orders from our 
salesmen now on the road is an 
indication of how well we are 


succeeding. 


“Follow the Creighton Line” 


A. M. CREIGHTON 


Maker of Women’s Shoes 
LYNN, - - - - - MASS. 
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VULCO-UNIT END BOX 


“THE PERFECT BOX FOR SOFT TOE SHOES” 


Stylish toes are the chief requisite of soft toe dress shoes. The VULCO-UNIT 
END BOX assures style at the toe of the shoe and, by providing just the 
necessary support, permanently retains that style 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


argest Manvifacturers of Box Toes in the World 
iii SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. }) GEO.A. SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. q St Louis 


—_s LP SF Oa th a “tigate heed ted ed Aen 3 = ee ee ee ee. Sag tig Pg a ee as =n << 
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STYLES THAT WILL SELL 


THROUGHOUT THE ENTIRE WINTER 
(But especially good for Your Holiday Trade) H 


Immediate Shipments 
Made on These Styles 


B-0987-G $4.15 B-1496-B $4.25 

























Net Thirty Days 
Women’s Star Black Suede one strap Valkyrie 
Pump, perforated vamp and strap, perforated 
imitation collar and tip with toe punchings, Welt 
soles, Cambridge last, 14 inch Military heel with 


Net Thirty Days 
Women’s Star Black Satin quarter and vamp, 
suede straps, 2 strap Coma sandal, Saver. 
last, McKay sole, 1% i satin covered Spanis 
Louis heel. 





rubber top lift. 
% 


owed 


Pru 
IOQO-r 





sss 


% 
% 


IN STOCK 


A 


1 


% 


% 
% 


OW>> 
Om > 
ssss 
AAAI 
RK 











B-0979-A $3.85 
Net Thirty Days 

Women’s Star Black Kid 2 strap Avon sandal, per- 

forated vamp, collar and straps, perforated imita- 

tion tip with toe punchings, Welt sole, Cambridge 





B-0987-E $4.35 
Net Thirty Days 


Women’s Colonial Brown Delhi calf one strap 
Oakmont sandal, Russia calf collar, strap and§tip, 
Welt sole, Berkeley last, 134 inch Military heel 
with rubber top lift. 





last, 1 4% inch)Military heel with rubber top lift. 
AA 4% to 8 





A4% AA 4% to8 
A4%to9 A4%w8 
Bs ee IN STOCK BS 83s, 
D3%tw8 








Send for New Stock Catalog 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK 


DENVER OFFICE 
218 Charles Bidg., Denver, Colo. 
TIGER & McNUTT 
Representatives 


NEW YORK OFFICE 


LOS ANGELES OFFICE 
09Forrester Bidg.,Los 


Bush Terminal Sales B: i 7 Angeles,Cal. 
130-132 West 42nd St., Room 1521 G. C. McATEE, Representative 
S. A. McOMBER, Representative 














2 
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Net oho) hams (ols E-Cotboloae olole) <M ol obeMcoMect-t-q-Mdel-Mbettet-t Mtl (meemaelme-Tolelace| 
comfort and convenience which they impart to the shoes you sell 
customer back into your store to buy again. 





, 


brings the “first time’ 


Make immediate profits and future sales by 
(Cab be bel-am t-letbe loam elele) ce 
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Shipped at Once 








Just when the demand is greatest for this 
style of oxford we are ready with the goods. 





No. 2596—Price $3.50 


Dull Calf Blucher Oxford 
Crease Vamp Soft Toe Goodyear Welt 
8/8 Rubber Heel AtoD 


No. 596—Same in Cocoa Calf 
Price $3.50 

















Thomson-Crooker Shoe Co. 
18-26 Station Street Boston, Mass. 
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THIS 
CHARMING STYLE 
OF 


FBaC WHITE 
GLAZED KID 
IS SHOWN BY 


THE KINDNESS 
OF ITS MAKERS 


JU SLATER 
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Don’t Watt For 





T hasn’t varied yet—so far as 

white dresses and shoes are con- 
erned —and it won’t vary next 
¢ason. 


White Kid as a Summer leather will 
hever pass Out—zts popularity in- 
rreases with the years. 

Everyone who makes, retails, or wears fine 
thoes knows that F. B. & C. White Glazed 


id is the only high quality, dependable white 
kid produced in this country. 


“The Glaze that Stays’’ 


Its highly glazed finish prevents dust and 
dirt from penetrating the pores. It holds its 
shape and wears out gracefully. 





F. B. & C. White Glazed Kid means shoe 
beauty that is practical. 


Amalgamated Leather Companies 


INCORPORATED 
2-24 North 5th St., Philadelphia, Penn. 


Factories: Wilmington, Del. 
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The Palm Beach Verdict 





We have already started (earlier 
than ever) delivery of F. B. & C. 
White Glazed Kid to the men who 
aake the exquisite footwear. 


They are looking for an increased 
business on F. B. & C. White Kid 
shoes, for the Spring and Summer 
of 1924. 


Fashion calls for light, airy dresses 
and featherweight Spanish Louis 
heeled shoes—for which no white 
material compares in elegance or 
practicality with F. B. & C. White 
Glazed Kid. 


Don’t hesitate to anticipate your 
wants earlier than ever. Though 
our production facilities have con- 
stantly been increased, we have 
never yet known a Summer season 
in which we were able to supply 
F. B. & C. White Kid to all who 
wanted it when they wanted it. 
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wlne Newest, ules 


Drachical Sport Solle 
DRYDEN 


DOUBLE-WEAR 


VUILCRIEIDTE 


The Comfort of Crepe 
plus Trimness and Wear ) 


REAL innovation! Pure crepe rubber combined with 

wear resisting ingredients, vulcanized and molded 

into strong, sturdy soles, having the color, appear} 
ance and comfort of unvulcanized crepe with none of its |) 
disadvantages. y | 
The KNURLED tread surface of VULCREPE soles is 
not only pleasing to the eye, but insures a firm, steady CI 
grip on pavement or turf. 
For all sport purposes—for men, women and children. 
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Smooth Edge- 
Stitches Perfectly 


November 24, 1923 














In the sample lines of many leading shoe 
manufacturers. 
; : The Sole for 1924! Specify Vulcrepe 
The creation of Vulcrepe Soles emphasizes when ordering shoes. 
Dryden leadership in styling and producing 
practical rubber heels and soles for all *« a 
classes of footwear. There's Double Wear inevery Pair 


fies 5 - hese DETROIT - ST. LOUIS 
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Co-operation 


**The association of a number of 
persons for their common benefit.’”’ 





——— = oo 
<x x . « 


_—— = « 


Over twenty-five years ago the firm of A. F. Gallun & | 
Sons, Milwaukee, originated and named 


———- ———- 
a a a aes 


_——> 


—_——— -— 


“Norwegian Veals and Calf” |i 


During the past quarter century there has been perfect 
co-operation between manufacturers of the highest grade 
shoes, the merchants selling them and the A. F. Gallun 
& Sons Co. The demand for leathers of unimpeachable 
quality has been steadily fulfilled for the common bene- " 


fit of the industry. 
















_—————<——— = = = 
—_——-s oC 


_———— = 


—— se a a ee ee 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to theeye. Offered in the 
Fashionable shades. 


_————— = 


$2525252S¢ 


Available in black and five colors. A smooth 


Viking Calf finished leather of superior merit. 





+tK+t 


_———— ee a 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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COMBINATION No. 14—In Stock 


Style S-73—Black Kid Bal, Combination No. 14 last {heel and instep 
two widths narrower than ball}, 10 iron single sole, half rubber heel. 


Width AA, 8 to 12. A,7 to 12. B,C, D,5 to 12. 
Less than three pairs of a style from stock, 20c per pair extra. Stock goods net. 
Book of stock styles mailed on request 
The Florsheim Feeture Arch—a new scientific arch combining all 
arch support features without sacrificing style—both rigid and 
flexible, giving the wearer the benefit of a firm arch support and free- 
dom of a Flexible arch. To be had only in Florsheim Shoes for men. 


THE FLORSHEIM SHOE COMPANY 
ADAMS AND CLINTON STREETS 
Manufadurers CHICAGO 


| TR 
ies al 


| ef B 
l l 
Flexible Wniees aarests SHANE 
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AXI 


The PATENT 
With the Wonderful 








ui wna ROR ARS 
mM “ £ 


Counting our own welfare as interdependent 
with that of our friends, the shoe manufacturers 
and shoe merchants, we have always welcomed 
their suggestions for improving Evans Leathers. 
Each Evans Leather has a story behind it—of 
unceasing effort to make it excel in its field. 


And above all, to provide in each Evans Brand 


the highest possible percentage of qeaky 
sameness in shoe after shoe. 
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‘ILEATHER 
| tElastic Finish 





1923 


















V~sS 


Fifteen years of trying before we finally perfected that 
remarkable enamel finish of MAXIMUS. 


A bit more coating, or a bit less, would be all wrong. 
It had to be exactly right in balance—exactly right 
in amount of elasticity, so that it would ‘‘give’’ only 
just as much as the leather, and no more. 


And then that wonderful transparency through which 
the grain shows plainly, resulting at last in a patent 
leather with real leather looks and pliability. 


at RE ce AK 


x24 


en 
ee agi eae 


Fifteen years to secure all this was by no means 
wasted, as all agree who try MAXIMUS. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 
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Autumn Harvests 


HE Fall season is the most produc- 
tive of the year for the shoe mer- 
chants who offer seasonable merchan- 
dise at right prices. 33 
Brownbilt Shoes for Men will sueimens 
a harvest of new customers for the re- 
tailers who carry this representative 
line. 
They are made and priced to please 
men who appreciate good style and 
good values. 3 $3 3 


A large floor stock always 
carried for quick shipment 


Drow Vase Gowran, 


Standard Since 1878 
MANUFACTURERS SAINT LOUIS 
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- Browntit Shoes a* | 
FOR MEN F 
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Young Ladies’ Shoe of No. 78 Dark 
Hindu RUE-BUCK. One of the smart 
RUE-BUCK numbers made by the 
James Shoe Company, Milwaukee. 





RUEPINGS 1 )7/¢- B UGH Sides 


take the risk out of buying buck 
shoes. When you make sure that 
the factory is cutting RUE-BUCK 
for the uppers you protect yourself 
against complaints of the shoe 
quickly wearing shiny or the color 
being spotty. 


The skins used in RUE-BUCK are 
chosen for their especial fitness for 
the purpose—not for their unfit- 
ness for other purposes—because 
RUE-BUCK is a product, not a 
by-product. 


COLORS— "sted are the ten shades agreed upon by the Joint Styles Com- 
mittee of the Shoe and Leather Industries for shoes and fabrics 
for the Spring of 1924. We are the first tanners to have ALL TEN shades ready for 


shipment. 


AIREDALE 
A Sand Tan a light sha 


TANBARK 
A Sie MOEA brown, also 
e. 


BOMBAY 
A Brilliant Tan 


RACQUET 


A Dark Sand Tan it. 


ORIENTAL PEARL 
Practically all of the Peguies 
grays have been of a bluish 
shade—this color has a slight 
cast of chrome yellow added to 


JACK RABBIT 
An intense gray. 


LOG CABIN 
A popular dark brown—gray. 


MANDALAY 
A pleasing reddish brown. 


OTTER 


ALSO THIRTY-FOUR OTHER COLORS 
Color Cards Cheerfully Furnished to Shoe Dealers and Manufacturers’ Salesmen 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati 
Chicago San Francisco 


Milwaukee 
Montreal 


St. Louis “"“" New York 
Northampton, d 
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STETSON SHOES 






THE ARCADE 


Two more styles have been 


added to Dept. 5. 


Style 25 — Men's Oxford, 
Aurora Calf. 


Style 26— Men's Oxford, 
Gun Metal Calf. 


Both of these models are the 
very latest thought in square toe 
styles for youn, men, bein, built 
over a brand new medium narrow 
square toe last. 


A Supplement to Stock Book 33 
showing, styles 25 and 26 is just 
off the press. 


Write for a copy. 


Dept. 5 
The Stetson Shoe Co. 


Incorporated 
South Weymouth, 90, Mass. 


BOSTON NEW YORK CHICAGO 





Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; yas men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to Seseme a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the test suc- 
cesses come from the ranks of av men. it we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition — tested and proven over a 
peiled of 21 years: 

You come to us first as a salesman in one of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are sel 
from our sales force. 


When you make a success of the management, 

ou are sold a one-third interest in a new store and 

me its m . You may afterward acquire a 

ip in other stores which are the outgrowth 

of the one in which you first received a financial in- 

terest. If you do not possess the capital to purchase a 

wt me a eo 

ou by . C. Penney Company, you repay it 
Coan cubsoquent profits of the store. 


Write today for our booklet, “Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 


first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 
J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, a 
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Black Kid Oxford 
(Arch Corrective) 


Black Kid Oxford 

















Brown Kid Oxford 
(Arch Corrective) 








Brown Kid Oxford 


AAA 5-9 
d 5-9 
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Indeed 


I I i 





The Famous B. W. Is ‘In 
Stock and Shipments Are 


Made Same Day Order Is 
Received. 





ET this shoe now, and getit on 
iG the foot of every woman in 
your community. It’s the best 
fitter in the land and you'll have a 
walking, talking advertisement such 
as money can’t buy. 











B. W. is a Combination Last of extraordin- 
ary fitting qualities and every pair sold 
opens up a fertile field of profit, for, once 
your B. W. customer, always your B. W. 
customer. She can’t get the B. W. except at 
your store or anything “‘just as good”’ at any 
store, 


Th ROTH SHOE”4@ 


“ CINCINNA 


There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH’S 
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T is important to a shoe manufacturer 
or to a shoe retailer to be able to de- 
pend on the uniform good quality of 

the material in his shoes. 

That is why it is easier for both man- a ee 


ufacturer and merchant to sell shoes 36 inches wide and are 
made of mad> in four different 


ersten somerset he 
“1 5 
Skinner's 
Shoe Satin 


—made especially for use in footwear. 


trade. 













—<¢€ <a 


WILLIAM SKINNER & SONS 


NEW YORK 













BOSTON PHILADELHPIA 
Established 1848 


CHICAGO 
Mills, Holyoke, Mass. 


“Look for the Name in the Selvage”’ 
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TRADE MARK REGISTERED 


THE FINEST WELT MADE 
xa jf PARAMOUNT IN STYLE. SUPERIOR IN SERVICE 





ANOTHER DECIDED WATSON SUCCESS 
MADE ON ORDER 


ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF OR KID TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


WELT CONSTRUCTION —~TURN APPEARANCE 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


5 Wain Shoe 


LY NN—-MASSACHUSETTS 


BOSTON OFFICE 183 ESSEX ST 
NEW YORK OFFICE 
BARCLAY BLD-B'WAY AT DUANE ST 
A.G. SMITH IN CHARGE 
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Something Hitherto Thought Unattainable 





A TIGHT TANNAGE 


and yet 
The LEATHER “BREATHES” 


HAT is what our new tan- OREOVER—here for 
nage produces in WILO the first time is combined 
ELK—something hitherto in leather, QUALITY, SOFT. 
thought unattainable. NESS and SUBSTANCE. 


HE difference this makes in T is no wonder that women 

preventing foot damp- 13 are so pleased with WILO 
ness through confined Colors ELK for their street 
perspiration canonlybe ®>_. i and sport shoes, and 
appreciated by those —Exren a for their children’s. 


LOG CABIN DARK GRAY 
who try WILO ELK LIGHT SMOKE DARK SMOKE Your customers are just wait- 
COCOA’ 


in shoes. More Coming ing for a leather like this. 


WILO SPORT ELK 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of A i i @) Leathers 
s 








10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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| DincLey Foss | 
SHOE COMPANY | 


Fabric Shoe 


Manufacturers 


AUBURN, ME. 


Boston Offices, 54 Lincoln St. 


{UC ———— eee FS hon OOOO 
_2.«27@- 2-7 eo <- 7 eee ooo ow wee oOo oe OOo oe + 






















for 


ined 
FT- 
CE. 


















men 
treet 
and 
walt- 
; No. H577 
this. White Sea Island Duck 
Slashed Front Two Button Strap 
White Cabretta Front 
é VALUE is tangible only when re- 





sults can be shown. The Dingley- 
Foss Shoe Company have for years 
produced a line of fabric footwear 
that has proved an asset to our cus- 
tomers because of its tangible value. 








We sell to wholesalers only. 
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NUBUCK 


No. 87,776 August 6, 1912 
Hide and Kip 
A. C. Lawrence Leather Co. 


Os August 6, 1912, the United States Patent Office granted 
us the sole title and right to apply the name NUBUCK 
to suede side leathers. 
However, since the name NUBUCK is sometimes careless- 
ly, or thoughtlessly used to designate almost any leather of 
this nature, we urge all shoe men in specifying NUBUCK 
to insist on the genuine — originated and produced 
only by the A. C. Lawrence Leather Company. 


A.C. LAWRENCE LEATHER COMPANY 
210 South Street, Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS ROCHESTER CINCINNATI 


a REAR ES TT ATS TE 
Dealer Influence is secured thru advertising in the Boot and Shoe Recordar. 
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N the Spring of 1909 a new erain shoes was initiated, 

for in that year the A. C. Lawrence Leather Company 
originated, tanned, and finished the first of the present 
popular suede side leathers—NUBUCK. 


In the beginning—14 years ago—we tanned and finished 
only white, but in the following year, 1910, we added 
IMPERIAL —the first colored NUBUCK. Since then 
the number and shades of our colors have increased and 
adapted themselves to meet the ever-changing require- 
ments of popular demand, but always Lawrence Colors 
like Lawrence Leathers have been the leaders—the Stand- 
ard of Style. 


Our long years of practical experience in originating and 
perfecting NUBUCK, together with the appliance of the 
utmost care in the selection of the highest grade of raw 
stock have enabled us to render the maximum of service 
and satisfaction. 


“Lawrence Leathers Are Reliable Leathers” 


Y « [here ts. 


Only 
Oils 
"Nubuck! 
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The counter in the shoe is out of 
sight and out of mind as a rule. 
Neither theretailernorthe wear- 
er mentionsor thinks of counters 
until-- one breaks down. Then 
the counter becomes — im- 
portant. A shoe with a broken- 
down counter may be otherwise 
Branch Offices perfect and still be worthless. 


78 Fifth Ave. 


taco iad The counter is the backbone of 
Bg tN : the shoe and the life of the shoe 
is the life of the counter--no more and 
prone ieniccy no less. The “‘death rate’’ of counters 
— is governed partly by their cost. The 
COLUMBIA LEATHER life of a cheap counter is shorter than 
oa the life of a good counter. The per- 
centage of cripples and misfits is great- 
FRED A. HOLLIS 
Milwaukee er among cheap counters naturally. 


FORTH & CO. The life of your shoe is the life of 


Leicester, England the counter you use. 


the backbone of the shoe 








ROGERS 
FIBRE @ 


121 Beach St. 


BOSTON 
MASS 
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ERCHANTS who Central-ize their buying 

and their selling on ‘CENTRAL SHOES” 
begin at once to establish a permanent line of 
customers. 


When you constantly ofter difterent ‘“‘brands”’ there 
is no impelling reason for returning to your store. 
Different ‘‘brands” may be had anywhere. 


“CENTRAL SHOES” are money makers for retail 
shoe merchants because they ofter an opportunity of 
supplying the entire family with all their shoe re- 
quirements—under one trade-marked brand. 


Our Distinguishing Names are as follows: 


ST. LOUISAN LADY LOUIS 


for Men for Women 


ROBIN HOOD 


for Boys and Girls 


All of these lines carry the “CENTRAL SHOE” 
trade-mark on the shank 


The tremendous facilities at the 
command of this company enable 
us to give our Merchants the most 
reliable Styles, the most reliable 
Quality and the most reliable 
Service possible in the Shoe 
Business. 


In a word, the Merchant who 
concentrates on “CENTRAL 
SHOES” has exactly the advan- 
tage of an army over a mob—of 
concentrated effort over scattered 
effort. Think this over. 


Make your selections from the time- 
ly offerings on the following page,and 
start concentrating on ‘ CENTRAL 
SHOES” NOW. It will pay you. 


GENTRAL SHOE Co. 


Manufacturers 


ST. LOUIS 

















Style 1928 
Wos. “Lady Louis” Blk. Satin Lo- 
lita Strap, Pat. Lea. Trim., Pl. Toe, 
S. S., 14/8 Spanish Cov. Wood Hl. 
Imt. Turn. “Stage” Last. A 4-8, 
B 3-8, C 2%- 


Style 1911 
Wos. “Lady Louis” Pat. Carnation 
Tong. Pump, Pl. Toe, S. S., 17/8 
Spanish Cov. Wood Hl. Imt. Turn. 
“Cleo” Last. A 4-8, B 3-8, C 
$3.85 


1910—Same in Blk. Satin, Blk. 
Suede Trim $3. 


Style 3269 

Wos. Nut. Br. Cf. Alpha Lace Oxf., 
Mahog. Cf. Trim, Cap Toe, S. S., 
8/8 Rub. Hl. Welt. “Rita” Last. 
B 3-7, C-D 2%-7 5 
3269—Misses’ same. 6/8 Rub. H1., 
Footshaping 18 Last. C-D 11%-2. 

$3.35 
3269—Child’s same. Spg. HI., Foot- 
shaping 18 Last. C-D 8%-11.$3.00 


These numbers, fresh 
from our Women’s 
High Grade Specialty 
Factories, represent 
the season’s most 
advanced style 
creations 


Style 1822 
Wos. “Lady Louis” Cin. Br. 
Suede Dancy Two Strap, PI. 
Toe, Hav. Br. Kid Trim, S. S., 
12/8 Spanish Cov. Wood Hl. 
Imt. Turn. “French” Last. 
A 4-8, B 3-8, C-D 2%-8.$5.00 


1821—Same in Black ——. 
Mat Kid Trim $5.0 

1820—Same in Black om 
Black Suede Trim 0 


Style 1919 
Wos. “Lady Louis” Cin. Br. Suede 
Enid Tong. Pump, Pl. Toe, Hav. 
Br. Kid Trim., S. S., 9/8 Cov. Box. 
Wood HI. Imt. Turn. “Myra” Last. 
A 4-8, B 3-8, C-D 2%-8 0 
1918—Same in Patent 
1917—Same in Black Satin, Blk. 
Pe Saves cuccdanseded $3.85 


All Are 
Ready-to-Ship 


Style 1908 
Wos. “Lady Louis” Blk. Suede Enid 
Tong. Pump, Pl. Toe, Mat. Kid 
Trim, S. S., 14/8 Spanish Cov. HI. 
Imt. Turn. “Stage” Last. A 4-8, 
B 3-8, C 2%-8 


Style 1916 

Wos. “Lady Louis” Pat. Chorus 
Stp., Pl. Toe, S. S., 14/8 Spanish 
Cell. Cov. Wood HI. Imt. Turn. 
“Stage” Last. A 4-8, B 3-8, C 
2%-8 

1914—-Same in Black Kid... .$4.50 
1915—Same in Black Satin, Mat 
Kid Trim. $4.50 


Style 3268 
Wos. Otter Suede Vivian Strap, 
Wing Tip, Nut Br. Cf. Trim., S. S.., 
8/8 Rub. H1., Welt. “Rita” Last. B 
3-7, C-D 2%-7 $4.25 


CENTRAL SHOE Go. 


MANUFACTURERS 
ST. LOUIS, U.S. A. 
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NOW IS 


THE TIME \auneaae| YOUR STOCK 


Your Customers Want Beautiful Evening Slippers 
WE HAVE THEM 


IN STOCK 


THE EVELYN 
One strap pattern of silver and gold brocade, in either 
17-8 Spanish heel or 12-8 Baby Spanish heel. - - 
In a paisley brocade with gold background and black 
or bronze satin with gold brocade motif throughout. 
Turn sole, 17-8 Spanish heel. AA to C $9.25 
Also in all white satin with two cutouts on quarter. 
Turn sole, 17-8 Spanish heel. AA to C $7.75 


THE LORNA 
Paisley brocade one strap pattern with collar and 
straps of gold and silver kidskin. Turn sole, 17-8 
Spanish heel. AA to C 


THE LILA 
Twin button strap slipper with diamond cutout over 


\ the instep. In several motifs of paisley brocade with 
a collars and straps of silver kidskin. Turn sole, 17-8 
EES Spanish heel. A a fies 20s 

e In gold satin with brocade floral motif throughout. 


. a Turn sole, in either 17-8 Spanish heel or 13-8 Baby 
THE GRACILE Spanish heel. A to C $9.50 


I. MILLER & SONS 


INCORPORATED 


1 CARLTON AVENUE, BROOKLYN, NEW YORK 


<> 


—— 
S> =e 


DS" QV 


NY 


IIT S71 Ev > 
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OXFORDS F 

$38 LI. 
LESS 2% TEN DAYS 

Nationally Recognized } L 

They Represent the Very Bélue: 


INITC 


Mail Yarder 





FREEMAOE 


BELQSC. 


Cinnamon Brown, Style No. 45 
Black Ivory, Style No. 450 
Brogue Last 
A to D 








Style No. 40 
Black Ivory Kip 
Brogue Last 
A to D 






HIGH SHOES 


$2.45 


Less 2% TEN DAYS 















» Leaders in This Grade 
alues in the Country Today 


NTOCK 


Ydrder Today 






MOE MFG. CO. 


ELIBSC. 


>. 
>> 
ms 


Style No. 850 


Black--Full Grain 
Scotch Grain 


Beloit Last 
Ato D 









Mahogany, Style No. 2 
Black Ivory, Style No. 20 
Beloit Last 
Ato D 
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The Side Lace 


VER on the alert to catch the latest trend in style, 
Primo presents the “Anita,” a new adaptation of 

the side lace shoe. 'Women,who strive for individuality ** Anita” 
and distinction in footwear, 
will be quick to appreciate 
this exquisite creation. Model 
shown is in black velvet, pat- 
ent leather . Ma 
on any last or heel in any 
combination desired. 


Three week delivery | 


Primo Shoe Mfg. (9. 
1 Chester St., Brooklyn, N.Y. 


== BSA 


iginality in Design 




































































SPAT TIME—NOW! 


TRU-FIT SPATS 
are true fitting—well made and ready for instant 
shipment. 


CLOTH and FELT— 10 Button, under Buckle 
Regular and Fat Ankle Patterns for Women - 


FAWN GRAY 
BROWN BLACK 


Cloth, Regular Pattern 
Cloth, Fat Ankle Pattern 
Felt, Regular Pattern 
Felt, Fat Ankle Pattern 


SPECIAL—Cloth Back Only—Regular Pattern 
$10.00 dozen 


Men’s Spats in Cloth and Felt also IN STOCK 


LAING, HARRAR & CHAMBERLIN 


43 N. THIRD STREET : : PHILADELPHIA 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Famous 


Weber 


Shoe for Nen 








No. 931. Red Boarded Calf 
No. 98. Blucher Oxford, Drake Last, 
Creased Vamp, Gun Metal Piping 
Vamp and Top. 








We’ve Got Just What You 
Want Mr. Retailer: MIGHTY GOOD 


The best shoes anybody can WIEITS for BOYS 


make to retail at $6.00 and $7.00 are great for Christmas gifts. Here’s the 
at a profit to men. dandiest of all for this purpose—it’s the 


All Calf skins and all solid SKIBOOT FOR BOYS 
leather and don’t forget we 

have a dandy line to retail at Broncho brown elk, with fibre middle sole 
$5.00 to go with these. —double moccasin vamp. Just the ticket 


! 
Ask to see them, our men will for the outdoor boy! 


soon be starting. 
IN STOCK 


Boys’ 2% to 6, C and E 
? , 
UNION MADE! BY m ©6Youths’ | to 2, C and E 


Little Men’s 101% to 13, C and E 


Weber Bros. Shoe Co. Price based on even dozens 
NORTH ADAMS, MASS. 5% Discount 10 Days 


New York Office, H. Harris, 1328 Broadway, ‘ 
* ie Bate TEEPLE SHOE CO: 

. F. Staps, joston Block, 
Minneapolis, Minn. WAUPUN~ WISCONSIN 


C. E. Quigley, Maryland Hotel, St. Louis, Mo. 











No. 8892 


Cc. & C. Tony red calf. Insert of Gal- 
lun’s Russia Calf. Single sole. Rubber 
heel, D-D. Also in Patent and tan; 
dull calf and tan scotch grain; dull calf 
and black scotch grain. 


Gallun’s No. 4 Russia Calf Oxford 
Radio last. Single Sole. Rubber heel, 
B-D. 
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ALL AMERICA Shoes for 
men need no introduction. 
The brand is established in 
the minds of men who know 
and go after style in the 
better made shoes. 


Here are a few of many 
They 
are typical of the line— 
ultra-stylish, finely fash- 
ioned the way of all good 
shoes, and made to sell at 


numbers just out. 


reasonable prices. Your 
trade is waiting for shoes 
like those illustrated. They 
will be your best bets if 
played up strongly. Orders 
can be filled at once from 


any of our branches. 


.00- 











IN-STOCK NOW 
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Lapored French dull calf. Single Sole. 
ber heel, B-D. Also in C & C tony 
= calf. B-D. 


Russia Calf Blucher. Byng last. Single 
sole. Rubber heel. Permanent trouser 
crease with cord. B-D. Also in Imported 
French dull calf. 


RIcE & HUTCHINS INC. 


13 High Street 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Atlas Shoe Co., 


Distributing Branches: 


ton, Mass. 


Write Today for Catalog 


BOSTON, 


U. S. A. 


Rice & Hutchins Cleveland Co. 
Rice & Hutchins N: 
Rice & Hutchins St. Louis Shoe Co. 
Jos. I. Meany & Co., Inc., Phila. Pa. 


York Co. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Watch Changes in Styles 


The Free and Easy Fitter Is Most Profitable but You Want to Be Sure 
That It Actually Does Possess These Qualities 


covering from the viewpoint of simplicity that has 
ever been created. Some stores sell opera pumps 
season in and out, and demand with them is constant. 

At a time of changing styles, isn’t it well, however, to 
consider what the stocking of opera pumps means to the 
average shoe store? Plain pumps mean extra careful 
fitting. You must have more sizes and widths and the 
slipper must hug the foot. Sides that gape, throats that 
cut and backs that slip up and down, won’t do. The shoe 
must be absolute in fit. Now the human foot is such a 
variable thing that it is impossible outside of custom 
shoemaking to guarantee the fitting value of pure pump 
lasts. 

There has never been a type of shoe that has had the 
fitting value of strap models. Even the old time oxfords 
with the lace adjustment had a tendency to gape at the 
sides, slide at the heel, and bite at the throat. For the 
small store handling a pure pump last of the opera type, 
it is one of the greatest dangers that we can see facing 
any change of style now. 

If the general impression is that the change of style is 
a good thing, let’s have the new styles of such good 
fitting values that they will readily recommend them- 
selves for not only the first sale, but for many others. 
One of the great things about the one, two or complex 
strap was their adaptability in fitting. With one shoe 
you could fit up or down a size with ease. The adjust- 
ment of the button or buckle would do it. 

Here is one of the solutions of style. Whatever high 
throat pump effects that you buy, see to it that the 
adjustment permits of easy fitting. The French woman 
will spend half an hour to put on a pair of fancy strap 
and gore shoes with the very complex adjustment, but 
the American girl wants to put hers on in an instant. It 
has the consumption of time in putting on shoes that 
killed the boot. 

Now in the pump type of footwear, select rather 


Ji HE opera pump is perhaps the most beautiful foot 


those high throat numbers that have a gore adjustment 
on the front or sides so that fitting can be made more 
easily. The pure pump may have its place in the high 
class city store which has a huge stock to work with, 
but it hardly compensates a small merchant to carry 
them because his service to the woman will be very 
indifferent, once his sizes are short. 

It is possible in the high throat pumps to use a little 
ornament over the waist and to have proper adjustment 
through the concealed gore beneath. Goring, therefore, 
should be made a more intelligent part of new style 
shoemaking. 





A Saturation of Sizes 


HE more we look into sizes, the greater the mer- 
chant interest thereon. It indicates clearly that we 
have touched on a very sore spot in store manage- 
ment. The operation to cure it varies with communities. 
In some places the general clean-up sale is misinter- 
preted ; it muddies up the stream of business and people 
who buy a fixed number of pairs of shoes per year, load 
up on styles that give no profit to the merchant. Then 
when he has fresh and beautiful footwear to show, he 
lacks public acceptance, for his town has reached the 
saturation point. 

To this merchant, the only way to get rid of odds and 
ends is to negotiate with some dealer in a distant city 
to take them off his hands at a loss. Here is a letter from 
an alert traveling salesman who travels through the 
Middle West, Pennsylvania, Ohio, Indiana and Michi- 
gan and sends us the letter under a Michigan date line: 

“Where in years gone by, every retailer has had one 
section for odds and ends, now, it is one whole side or 
both sides, depending on the kind of a store he has. He 
gets in a lot of 40 pairs a day, and in ten days selling, 
disposes of 15 or 18 pairs, and then there is a remnant, 
and the same process all down the line. He has straps 





42 


of every description, he has gores galore. What is there 
left for him to do? 

“Suppose a new creation is put on the market, can 
the retailer afford to jeopardize his entire balance of his 
stock to buy in any quantity? He may have 2,000 pairs 
of strap shoes on his shelves, while about 200 would 
come closer to filling his requirements. In other words, 
this man is making a very large per cent of his stock in 
odds and ends. Those odd sizes decrease in value, and 
are slow in selling. Their total is a very large per cent of 
a merchant’s entire stock being in an unsalable con- 
dition.” 

How much of your stock is unsalable? How much of 
your movement of turnover is retarded by this drag of 
odds and ends? Ultimately, shoe stores will be forced to 
rack all their shoes under sizes so that the lesson of the 
buyer before placing an order will be “lay off the bum 
sizes.”” 

A big part of the present situation in the shoe indus- 
try is caused by wrong size engineering. The economics 
of a good business insist upon the right sizes, at the 
right time, at the right price. What are you doing to 
bring all three together? 





Out in the Wet 


HE majority of retail merchants have bought a 
quantity of 1vbbers. Last year was such a good year 


for this type of footwear, that they did not have enough 
to go around. The old story then was to be heard of a 
customer going to many stores, each of which reported 
no goods. 

The merchant misinterpreted the one customer’s 
query as being the voice of a multitude. The result was 
that this year he is fully prepared for a hard winter sea- 
son. Not every merchant is overbought, but most mer- 
chants have been questioning themselves as to the total 
number of pairs of overshoes in their town. It is a wise 
merchant who can stimulate an early buy:ng. 

Advertising has done much, and our little suggestion 
of in:tials inside the folds of the gaiter has prompted 
many school children to be supplied earlier than usual. 
In the general average of things, this winter will have 
its quota of bad weather and with it, the opportunity 
for moving these goods. A four-inch snow last Saturday 
in Lancaster put a sparkle to the overshoe business that 
was very helpful. A turn of weather makes for briskness 
in the store, and we are experiencing it in many sections 
of the country. 

Even 35-cent cotton in the South is indirectly helpful 
to the rubber business for the more money in the pub- 
lic’s hands, the greater advance purchasing of all types 
of footwear. It is a wise community that has some 
accord and concord in its merchandising of such stand- 
ard articles as arctics. 

They should be sold at a profit and approximately at 
the same price, quality considered. So many wholesale 
houses have become depots for rubber goods that their 
success is dependent upon the condition of the weather 
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this mid-winter. A week or two of bad weather before 
Christmas will mean a lot in the movement of these 
goods. 

This is one of the things that cannot be made to 
order for we take our weather as nature gives it to us. 
One man prays for rain while another man wants dry 
weather. In the evening up of the scheme of things, 
nature goes to one extreme in one year and to another in 
the next. It is a good plan to put on the top of your 
daily record sheet, what the weather is and a little 
diary as to your theory of why business is good or bad 
on that date so that when another year rolls by, you 
can compare it with the records that you have set up. 

One of the heart troubling things in business is the 
race to beat records of a year ago. We lay out by the 
week or month what volume of business we have ac- 
complished and when another year comes around, we 
feel that we have made no progress unless a substantial 
increase is noted. This is, of course, the healthy thing, 
but in a spiritless buying season, it is a very uncomfort- 
able mental time keeper. 





Study Your Customer When 
Buying 
HE charge has been made that the average mer- 
chant and manufacturer has never developed one 
of the greatest factors in success—human nature in 
business. 

Recently the American Academy of Political and 
Social Science conducted an inquiry into psychology in 
business. They found that there are two major types of 
human relationship which prevail in business: first, the 
employee-employer relation and second, the seller- 
buyer relation. 

Of peculiar interest to retailers is the analysis of the 
mental process of the buyer. Professor Kitson of the 
University of Indiana, insists that the modern marketer 
of goods should study the consumer. He believes that 
there are‘two regrettable features in the present-day 
psychologizing about the consumer. It is contended 
that foo much attention is given to conducting investiga- 
tions on the consumer when he is not buying, and from 
the results inferring what he will do when he is buying. 

Professor Kitson claims that the psychological in- 
vestigations of the future should seek new paths of 
approach to the consumer, and in particular, should be 
made upon the consumer himself when and where he is 
consuming. 

The stages in the act of buying are described as atten- 
tion, interest, desire, confidence, decision and satisfac- 
tion. Professor Kitson in his report for the Academy of 
Political and Social Science declares that the consumer 
is impersonal and therefore, the market analyst has to 
strip him of his anonymity and endow him with a per- 
sonality. The consumer is said to exist in the mass and 
he is depicted as a many-sided figure. 
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Our Creed 


ETTING More Shoes Sold Right: 

not only “more” but “right”; 
sold for the right purpose, to the right 
wearer, in the right fitting, for the right 
price, at the right profit. This is the 
great problem of the retail merchants. 
The chief purpose of the Boot and Shoe 
Recorder is to help solve it; for this is 
the basic problem upon which depends 
the progress of the entire allied indus- 
tries relating to shoes and leather; 
their production and distribution. 
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““Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Early Christmas Buying 

Los Angeles, Nov. 22—As a 
measure to inspire early buy- 
ing for the Christmas holiday 
season, Bullock’s are display- 
ing in a circular show case near 
the entrance appropriate arti- 
cles for Christmas gifts. Among 
the articles suggested are cut 
steel buckles, mules in pastel 
shades, shoe trees and evening 
slippers with shades of hosiery. 


Advocates More Changes 

Philadelphia, Nov. 21—An 
advertisement inserted in local 
papers by Wanamaker’s reads: 
‘Pavlowa Says Women Should 
Change Their Shoes More 
Often.” Other material in the 
advertisement urged women to 
buy more pairs of shoes. 

Preference for Better 
Quality Shoes 

Indianapolis, Nov. 22—A 
marked preference for better 
grade footwear is being ex- 

by women. The men’s 

usiness is better and mer- 
chants report blacks and tans 
are about equal in popularity. 
Strap numbers, with plenty of 
open work, are very well liked 
in women’s lines. 


Black Satin Favored 

Salt Lake City, Nov. 23— 
Black satin is the most popu- 
lar material favored by women 
for evening wear, mer- 
chants report. Black suedes 
and patents are about even. 
Welt oxfords for street wear 
are steadily gaining, especially 
those made of tan leathers. 


Evening Shoe Displays 

Birmingham, Nov. 22—Of 
more than ordinary interest is 
the fact that evening footwear 
in gold and silver brocades and 
also paisley are big factors in 
creating an impressive atmos- 
phere to the displays of several 
shoe stores here. 

This Helps Some 

Lynn, Nov. 23—A walking 
club, formed by the Yo 
People’s Society of the Friends 
church, takes long walks for 
exercise and nature study. 
There is something substantial 
in that slogan “Walk and Be 
Healthy,” and the fact that a 
church has taken it up shows 
its truth. 

Why not a “Walk to 
Church” campaign, in every 
city and town? It would add to 
the dignity of footwear for 
Sunday, and sell an extra pair 


in many a store. Besides, when 
folks walk to church on Sun- 
day, there are the friendly 
greetings, which help to 
strengthen the brotherhood 
of man. 


New Styles at Daniels Store 

Cincinnati, Nov. 22—Latest 
style creations in men’s, wom- 
en’s and children’s footwear 
were displayed at the recent 
opening of the new store of the 
Daniels Shoe Company, 15-17 
West Fifth Street. Victor and 
Sol Urban comprise the man- 
agement. 

Detroit Style Notes 

Detroit, Mich., Nov. 21— 
I. Miller lizard leather shoes 
are selling. The R. H. Fyfe 
Company opens a skate de- 


Perfect Foot Contest 

In Cincinnati and in Wash- 
ington, leading newspapers are 
encouraging a perfect foot con- 
test. The prize total of $1,000 is 
to be awarded for the most 
perfect feet in each of these 
cities. 

The shoe stores are linked up 
with the campaign for it is in 
the stores that feet are to 
be preliminary judges. Mer- 
chants who are co-operating 
say that the stunt isa one 
because it produces foot and 
shoe consciousness. 


Shoes for Occasions 
Buffalo, Nov. 24—Women’s 
footwear in all the autumn 
shades and for all occasions, 
furnished through the courtesy 
of the Walk-Over Shoe Com- 





is for sport 





Patent Alligator for Sport Shoes 


Peabody, Mass., Nov. 22—Patent alligator leather is 
being made here; also suede alligator. The patent has an 
alligator grain, with a bright shiny finish. The suede = 
tor has an alligator grain, with a snuffed finish. The leather 
, for next spring and summer. 








partment. Yellow tan leathers 
in some sources are not as pop- 
ular as anticipated, merchants 
report. 
Are Women’s Feet Increas- 
ing in Size? 
Philadelphia, Nov. 22—A 
large store answers the ques- 
tion: “Are Women’s Feet In- 
creasing in Size?”’ by reporti 
it is selling more large sizes an 
and fewer small sizes in foot- 
wear. It attributes this condi- 
tion to women’s great activity 
in recent years in more strenu- 
ous events with the result that 
the foot develops rapidly. 


Advertising Convention 

Philadelphia, Nov. 23 — 
Members of the Philadelphia 
Shoe Wholesalers’ Association 
are using stickers on mail as a 
measure to advertise the State 
convention of retail shoe mer- 
chants here in January. 


Snake Kid Trim 

Los Angeles, Nov. 23 — 
Snake kid trim is applied to an 
otter suede strap shown 
here by Fitzpatric’s, mer- 
chants featuring styleful wom- 
en’s footwear. Lizard is also 
applied in models as trim- 
mings. 


pany, were worn by models at 
the fashion show and ball held 
at the Elmwood Music Hall 
this week. 


Demand for Oxfords 
Kansas a Mo., Nov. 21 
ee H. Ferguson, mana- 
r of Ferguson-Davis Shoe 
mpany, the Edwin Clapp 
store in this city, reports that 
while the light, airy straps 
with cov heels and all 
other types of the so-called 
millinery footwear are leading 
as to volume of sales in wom- 
en’s footwear, the walking ox- 
ford ~—_ *e- heel . going 
good. Mr. Ferguson further 
stated that colors are the big- 
t, but that blacks are show- 
ing a decided increase. 


Finishing Edges 
Haverhill, Nov. 21—A new 


method of finishing edges of 


uppers of shoes, develo b 

averhill shoe oak oe 
vides for the stitching of a 
corded braid to edges of vamps, 


prem and straps, and 

olding of the braid over the 
edges, cementing it to the 
inside of ba a, process 
makes a fine looking , like 
a French corded cane Abe, the 
braid makes straps so strong 


that even a Hercules of the 
shoe trade cannot stretch them. 

Started as Custom Shop 

Lynn, Nov. 22 — Baker's 
Family Boot Shop is celebrat- 
ing its 57th anniversary. It is 
one of the few retail stores in 
the country that began as a 
custom boot shop, in which all 
of its shoes were made in the 
shop, according to measure of 
the foot of each customer. It 
has survived all the changes of 
the trade through the develop- 
ment of the factory to the store 
era. 


Dull Tone to Trade 

Portland, Ore., Nov. 22— 
Continued periods of unseason- 
able weather served to retard 
retail shoe business. Two of the 
larger stores are holding clear- 
ance sales. There has been no 
need of rubbers or overshoes 
in contrast to other years at 
this time. 


Good Window Trims 


Boston, Nov. 23—Shoe mer- 
chants have paid particular 
attention to their display win- 
dows this week. One of the 
most striking of recent dis- 
plays was an evening footwear 
trim at the C. F. Hovey Com- 
pany store. 


Smart Strap Number 

Philadelphia, Nov. 23—A 
strap pattern in paisley bro- 
cade with trim of silver or gold 
kid is one of the most impres- 
sive looking shoes at the Stei- 
gerwalt Boot Shop. 

ins at Home 

P y, Nov. 15—A leather 
firm here — at home the 
practice of slogan “‘Noth- 

Takes the Place of Leath- 

er,” by si ing to its em- 
ew yee that they wear nothing 

t lea shoes. 


No Change in Styles 

Cincinnati, Nov. 22— The 
style fundamentals in womens 
shoes shown in stores are the 
same here. Black strap pat- 
terns are being favored by 
women and there is a better 
tone to the welt oxford trade 
since the weather has become 
more seasonable. 


Gain in Shipments _ 
St. Louis, Nov. 22—Ship- 
ments for the fiscal — ending 
October 31 for the Brown Shoe 
= og A totaled $31,386,- 
960.81. is was a gain 
$2,584,796.14. 
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What Is the Situation 


in the Overshoe 
Market? 


T the November meeting of the Massachusetts 

A rete Shoe Merchants’ Association, the adver- 

tised sales of overshoes at cut prices by some of 

the down-town Boston shoe stores came up for dis- 

cussion. President W. W. Willson called for brief talks 

and among those called upon was John G. Magaw of 
the Hood Rubber Products Company, who said: 

“| have had my shopper at every one of these sales 
and have ascertained that there is nothing which has 
been offered to cause any retail merchant any alarm or 
worry. What I am about to say is based on the assump- 
tion that we are to have a normal winter and snowfall. 


On Eve of Big Overshoe Business 


“Mr. Willson has just read to you the Joint Styles 
Committee’s report for January, February and March, 
up to Easter selling. Just stop and think what that 
report (an average of 50 per cent of women’s strap 
effects and 50 per cent oxfords, as well as 50 per cent of 
“men’s low shoes for January, February and March 
selling) means to the rubber shoe man. 

“As nearly as 1 can check up the Boston market, 
there is not a retail merchant, wholesaler, or factory 
man, who has any amount of overshoes in stock. The 
Boston Weather Bureau shows an average snowfall of 
44 inches. Last winter, we had 68 inches of snow, and if 
we have only half as good a rubber winter as last year, 
we are on the threshold of the greatest overshoe busi- 
ness we have ever seen. 


Take a Good Mark- Up 


“Any retail merchant in my opinion, who does not 
secure a good mark-up on his overshoes is foolish. It is 
too early to get nervous. We can go until late in Decem- 
ber without snow and then judging from the leather 
shoes which have been sold this fall and the Joint Styles 
Committee’s report, overshoes, according to weather, 
will be needed until late in March.” 

The writer of this article, believing the Boston situa- 
tion of interest to merchants in other localities, inter- 
viewed a Hub merchant who keeps in close touch with 
his market, by having his shopper constantly attend all 
sales, and was given the privilege of reading this shop- 
per’s report. This report was divided into five sections, 
as follows: 

What Investigation Shows 

Report No. 1—Advertised sale in Boston newspapers 
of “Women’s 4-buckle overshoes, $3.75, Jersey cloth, 
all perfect and all sizes. Avoid mistakes in cloak room 

(Continued on page 48) 
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WM. EASTWOOD & SON CO. 
176-180 Main Street East 
Store for Men. Fowers Hotel Building 32 Main Street West 


Are You Prepared for 
Real Winter Weather? 


The Time to Buy 
ARCTICS and RUBBERS 
Is Now 


Yesterday's flurry of snow suggests 
how suddenly winter may break upon 
us. 


Wherever you usually buy shoes, you 
will serve your best interests by visiting 
your dealer and selecting your rubber 
footwear at once. 


All shoe stores plan their stocks to 
meet the early demand for this type of 
footwear. But no store can have on 
hand at the beginning of the season a 
supply large enough to meet the call the 
whole winter through. Probably every 
rubber stock in Rochestet would be 
broken 1n assortment of styles and range 
of sizes by the sudden demand awakened 
by two or three days of cold, raw. wet. 
slushy. disagreeable weather. 


It takes time to replace stocks of rub- 
bers; and arctics and other specialties, 
on reorders, are not easily secured from 
the mills without great delay. This ex- 
plains the inconvenience and disappoint- 
ment often experienced ‘by men and 
women who fail to equip themselves 
early in the season with rubbers and 
arctics. 


Now 1s the time to buy, when full 
rubber stocks are available. 





Take the children in and 
have them fitted this week 


WaEasrwoops SoxG. 








Remember Last Winter’s 
Overshoe Shortage? 


Here’s Preparedness—and a 
Saving Worth Your While 


Note These Prices! 
4-Buckle Arctics 


You'll need them scon—and you'll 
pay more. All perfect, of course—a 
maker's regular product. 


*,¢ 7 —Marl 
Initials Free wey 4 


STREET FLOOK—HOVK)'S 








Cashing in on last year’s experience 
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XN the beginning of any season the old question of | 
value and pr ce comes up for discuss on 

In the mind of every merchant lies the idea of doing a 
vigger business than ever. The idea in many cases is so 
impelling as to crowd out the thought of value, substi- | 


tuting instead that of low price. In this way the profita- 











bility of a new season is sacrificed at the start. A big 











business is done, but the earnings are not commensurate 











with the volume. Further, the business is spoiled, not 











only for the merchant who cuts prices, but for all. It is 











too easy to run down hill. A constant lowering of prices 














must have its effect in lowering of quality, so there is 








ll 





nothing to be gained in a price race. 
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ADDRESS a1 




















Insure the Family Against Sickness NOW 


A pair of rubbers each! That’s the price of the premium on your policy 
to insure your family against the colds that follow the blustering Nor’- 
wester. 


Brisk wintry weather brings health and happiness if you meet it forti- 
fied and prepared. 





Snow and wind hold only invigorating joy if your feet are warmly and 
comfortably clad. 


Take out your policy today. Step in and let us fit you with rubbers or 
overshoes made to brave the blizzard. Durability, comfort and strength are 
qualities melted into the rubber in the making. 


Splash! 


Skating may be spoiled, but what of it? The melting snow is forming 
delightful miniature ponds which young pioneers must wade through on 
voyages of discovery. Every puddle reveals continents that boyish feet 
must reach. 























Splash! In they will gol How can you keep their feet warm and dry? 


Bring your problem to us. Let us furnish them with a pair of our hip 
ubber boots—no weak places to let in cold or wet. Ankle, back of heel, 
instep and sole are made with the thought of safety and durability. 


YOUR NAME 
ADDRESS 








Give your youngster a chance to plant his foot on the world of health 
and comfort. Bring him in to see our strong boots made for rugged youth, 
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Rubberkootwear Advertising 
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Create a Profitable Demand 


The merchant whose business develops healthfully is 
the one who creates an appreciation of value at the be- 
ginning of a season when demand is certain and when 
the quality of demand is entirely dependent upon the 
methods of selling. If an article is worth anything it 


must be profitable to the merchant handling it and to 
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the one using it. 
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Rubber 


| \ Footwear 
Week 
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In the advertisements here we have emphasized value 
—to create a basis on which the customer can sense the 
value. Usage rather than rubber is sold for profit. 
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Xtra Dry 


Live up to the law of—health. Keep dry. Slush, rain and hail-stones 
may flood your path and yet your feet are “dry as a bone” if you wear a 
pair of our warm, extra-quality overshoes. 

Heavy soles made for a heavy tread promise worth and wear. The ex- 
treme flexibility gives such lightness to the shoe that your foot is scarcely 
conscious of an extra covering. 

Chock full of warmth, comfort and health is every pair of our men’s 
overshoes. 

If you want to make a good investment drawing interest in smartness 
and value drop in and buy a pair. 


* * * * 


Rubber Footwear Week 


Everybody's doing it,—running to cover. Wintry weather is calling to 
mind the need of water-proof footwear. 

For the convenience of our customers we have procured a complete line 
of rubbers, overshoes and rubber boots for men, women and children. 

For this week you may pick and choose from a large stock of varied 
styles. Smartness and quality mark our display. 

The rush is on. If you want to make first selection join the front rank 
of purchasers. 

Mark it off on your calendar. This is Rubber Footwear Week. 
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What Is the Situation in the Overshoe 
Market? 


(Continued from page 45) 


by initialing your overshoes. Initials given away free.” 
This advertising proved successful; the sale was well 
attended with every buyer demanding initials. Mer- 
chandise appeared up-to-date and good, but brand was 
unknown to me (the shopper). 


Not Enough Good Sizes 


Report No. 2—Advertisement of “Women’s 4-buckle 
overshoes at $2.95, Jersey cloth, all sizes and heels.” 
Sale well attended. One-half of buyers could not be 
fitted. Merchandise old. Toes out of date. 

Report No. 3—Advertisement of “Women’s 4-buckle 
overshoes at $2.95.” Up-to-date, clean merchandise. 
Clerks making no efforts to sell. Sale undoubtedly 
advertised to meet competition. 

Report No. 4—Advertisement of “Women’s 4-buckle 
overshoes at $1.95, factory seconds and slight imper- 
fections in making.” Sale well attended. Supply limited. 
Mostly punched goods and many pairs on tables badly 
damaged. 

Report No. 5—Advertisement of ““Men’s 4-buckle 
overshoes at $2.95.” Supply limited. Sale fairly well 
attended. Merchandise punched and factory seconds. 

The merchant whose professional shopper made the 
above findings, stated that he had paid no attention to 
these advertised sales, other than to keep in touch with 
what was going on; that his sales of overshoes were 
larger to date than ever before and that his people 
reported no price arguments. In his opinion, he had 
plenty of time to sell his overshoes and would get his 
price for them. He anticipates abuse of overshoes in 
wearing by many people, due to thoughtlessness of the 
consumer, and has prepared for his salespeople the 
following statement as to guarantee on overshoes. 


Guarantee Statements for Salespeople 


“Light-weight Jersey cloth, 4-buckle gaiters are 
designed for dress wear. The consumer must not 
expect them to stand up under heavy service or abuse. 
We guarantee against imperfection in material or 
manufacture only. We do not recognize claims from 
chafing, when worn over shoes with different heights of 
heels, when worn improperly buckled, or when worn 
unbuckled by flappers.” 

Inquiry among other Boston retail merchants shows 
that they feel the advertised sales at low prices have not 
affected them, some reporting good sales to date, others 
stating that they have not yet tried to sell overshoes 
but all confident that they would have no trouble in 
selling their stocks at their prices and at a good profit. 

According to the reports this paper has from cities 
where they have had snow, rubber sales have been 
heavy, the public offering no price resistance on either 
rubbers or overshoes. 
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Still Spreading Misinformation 


Despite the warnings that we have made relative to 
poisoning the air with misstatements as to the condition 
of business concerns, the malice continues. 

Here is a rumor that is not alone false, but injurious 
to credit standing. We cannot locate the source of this 
poison pen propaganda and if we could, we would do 
something drastic. 

Here is the truth from Nat Weiss of the Rialto Shoe 
Company, 110 K Street, South Boston, Mass. “There 
have been some false rumors spread regarding this con- 
cern’s assigning for the benefit of creditors, as well as 
being petitioned in bankruptcy. 

“We were never in a better financial position and 
fortunately on November 15 we have a good cash bal- 
ance, and are absolutely free of any indebtedness what- 
ever for merchandise or otherwise. 

“We have always been known as a prompt paying 
house and plan to continue as such with the outlook for 
bigger and better spring business than ever before.” 





Dates for New York State Convention 


March 10, 11 and 12 have been selected as the dates 
for the 1924 convention of the New York State Shoe 
Retailers’ Association which is to be held at Syracuse. 
For a number of years the conventions have been held 
in September immediately following Labor Day, but 
many merchants found it difficult to attend at that 
time and this fact with other considerations was re- 
sponsible for the change. 

Ernest N. Park is chairman of the Syracuse local 
committee, which has already organized and is plan- 
ning actively for the convention in March. 

President Charles R. Strange of the New York State 
Association has appointed Percy E. Hart of New York, 
Charles H. Barton of Buffalo and J. L. Patton of 
Schenectady, members of the speakers’ committee which 
is to arrange the convention pregram. 





Discuss Foreign Trade Subject 


Boston, Nov. 20—Foreign trade conditions in the 
shoe and leather industry were discussed at a meeting 
of the Export Managers’ Council of the New England 
Shoe and Leather Association, in Boston recently and 
some interesting information from first-hand sources 
was developed. 

Harry I. Thayer, who has accepted the chairmanship 
of the council presided, and others present were Everit 
B. Terhune of the Boot and Shoe Recorder and A. G. 
Moxley of Griess-Pfleger Tanning Company who were 
recently in Europe and A. E. Wright of A. W. Ted- 
castle Co., lately returned from a business trip to Cuba. 

The general situation in Great Britain, France and 
Germany was canvassed, including the noticeable in- 
crease in importations of both leather and footwear into 
the United States. 








923 November 24, 1923 BOOT AND SHOE[RECORDER 49 





Stylish Footwear of 
Yesteryear 















Thayer Mc Neil Company of Boston recently displayed a 

novel collection of 19th Century shoe lithographs. These litho- 

graphs comprise a rare collection and were “discovered” in a 

- quaint volume of huge proportions, now out-of-date and 

5 printed years ago in England. Upon finding this volume, it 

was believed that the contrast of the 19th Century styles with 

those of today would be of interest to shoemen and to women- 

kind who pride themselves upon the appearance of their foot- 
wear. 

Sixty-five models in all were shown, and grouped about the 
old drawings were some of the latest footwear novelties of this 
fall of 1923.The contrast and again the similarity in certain 
cases, provoked much comment. 

The reproductions shown here are certain of the shoes in the 
exhibit to which the style trend of Thayer Mc Neil's latest 
showings are directly attributable. 





The first shoe can be certified as Imperial and bears the 
French print of good taste in elaboration. 











Algiers contributed the second slipper, so Eastern and lavish 
in its covering of patterned gold. 






The third is an evening “oxford” shoe worn by a Duchess, 
famous for a combination of beauty and simplicity in foot. 
wear. 











Christine Wilson wore the first shoe when she sang ‘‘Lohen- 
grin” —and it is quite obvious that charming of voice was not 
her sole consideration. Gilded kid is superior to cloth of woven 
thread because of its untarnishable quality—a fine example of 
kid being the second shoe. 








The third is of cloth of gold, and it, too, belonged to a Duchess, 
who boasted a foot dainty enough for its tiny dimensions. 
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WHAT LEADING MERCHANTS BELIEVE} & 
WILL SELLA” MEN 


In January—February—March 


Patte 


Heels 
Color: 


From Reports Made to the Joint Styles Leath 
Committee by Representative Merchants 


SURVEY FROM MEMPHIS, TENN. ANOTHER SURVEY FROM SAN FRANCISCO 
































Patterns Plain toes, some light stitching with occasional Patterns Fancy stitched effects and plain toes, creased i 
panes and small wings. vamps. Heel: 
Lasts xtremely broad toes best sellers. Lasts Brogue types and medium narrow square toes. Color: 
Heels 6-8, 7-8 and 8-8 flanged (60 per cent rubber heels). Heels Flange and all types of wide heels. Leath 
Light tan and black. Colors Medium light shades, Galluns four and lighter. Sport 
Scotch grain and Norwegian. Leathers Russia, = metal, patents and kids. _ 
Sport Shoes Material drop in sales. Sport Shoes Saddle effects with crepe and fibre soles. 
Robert S. Love. Philadelphia Shoe Co. 
SURVEY FROM COLUMBUS, OHIO SURVEY FROM WHEELING, W. VA. 
Patte 15 t oxfords, 25 t shoes. Patterns Lace and blucher bals, both low and high. Patte 
a" Meulified ‘each, rote pene pa round. Lasts Medium and wide French. Plain full round toes Lasts 
Heels Flat, broad. modified English. Heel: 
— oo one See Saree 2 ne ee ne ee oe Fixed | ch ty light tan and black calf, plai jp 
tan . 4, to 2 t , and blac , Plain 
darker ion. 2 tte _ and boarded black and brown kid cordovan and Sport 
Leathe As above. tents. : 
Sport Shoes Very iow, maybe white buck, tan and black Leathers Bluchers, pattern in combination, lace oxfords with 
trimmed. saddle or apron in tan and brown calf and elk, white 
A. E. Pitts Company. buck and elk plain and combination. 
Alexander & Co. Patte 
Last. 
ail ag FROM SAN FRANCISCO SURVEY FROM PITTSBURGH Color: 
atterns ainer Leath 
Patterns Oxfords. 
Lasts Same as before. Sport 
Heel Same as before — owes ” 
lors ighter tan shades are coming. = 
; rs Beene finished calfskins and Scotch grain, =. Fe] = —_. grain. 
Sport Shoes Crepe soles are going to cut a "ee. iti Sport Shoes Yes, not too loud. 
7 : C. J. Mensch. 
SURVEY FROM OMAHA SURVEY FROM TRENTON, N. J. 
Bal in high shoes; bluchers in oxfords, heavy stitch; Patterns 60 per cent oxfords. 
two tone. Lasts Medium straight. Patte 
Medium wide toes, same as last season. Heels 8-8. Leath 
Shoes, ordinary; oxfords, broad, one inch high. Colors Brown and black. 
Black (strong), brown in lighter shade. Leathers Smooth calf, Scotch grain, Norwegian. 
Young men calfskin and conservative kid. Sport Shoes Leather sole golf shoe. ~ Patte 
Not so good. (In season only). David S. Josephson. Leath 
W. S. Stryker. 
SECOND SURVEY FROM PITTSBURGH Patie 
SURVEY FROM PROVIDENCE, R. I. | a Siete. ii tee te Leath 
: ts lium square toe ler square toes, Growi 
a Full tec —— ~ medium and full round toes and the nature shape Boys 
. lasts for men seeking comfort. 
Heels 7-8 to one inch. Blesie 7-8. 8-8. 90 5 cutieer On 
Colors Medium brown and light tan. Coleve Dodie li ae chad come’ bil » ond d 
Leathers Heavy leathers, smooth and pebble. in calf, Bla -A od eee in kid ack ane tony re 
Sport Shoes Smooth and pebble leather. a x a Leathe Calf, kid and side leather in the cheaper shoes. 
das , Sport Shoes Golf. 
P. Ludebuehl & Son. Patte 
SURVEY FROM LITTLE ROCK, ARK. Leath 
Patterns Plain four-row stitching. Punching on tipping only SURVEY FROM CINCINNATI 
Lasts Broad toes, almost exclusively. Narrow toes dis- High shoes, 70 per cent; oxfords, 20 per cent. Paltei 
appearing. No change. Leath 
Heels Low, flat with half rubber heels, 90 per cent. Same, 95 per cent rubber lifts. 
Colors Light tan leads. Medium shades next, and black. Medium tan shades 60 per cent, black 40 per cent. Patte 
Leathers Smooth calf leads; scotch grain next and vici kid. Tan calf, black calf and kid, tan and black Norwe- Leath 
Sport Shoes Plain toe, crepe sole, golf. Spring, cream and white gian, brown kid. Patent leather oxfords are increas- Crow: 
with leather soles. ing in demand as are black shoes in all leathers. yey 


Ike Kempner & Bro. The Mabley & Carew Co. 
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SURVEY FROM DENVER 











Patterns 


Lasts 

Heels 
Colors 
Leathers 
Sport Shoes 


Patterns 
Lasts 

Heels 
Colors 
Leathers 
Sport Shoes 


Sport Shoes 


Patterns 
Lasts 
Heels 
Colors 
Leathers 


Sport Shoes 10 Per cent. 


SURVEY FROM BOSTON 


F ay Sry ae boots and oxfords. 65 per cent bal, 35 
r cent blucher. 
road toes and medium toes. 


Broad 
Medi um light brown, 65 per cent. Black, 35 per cent. 
Scotch grain and boarded smooth. 


— in soft toe, plain and hard toe cap with crepe 
soles. 
A. H. Howe & Sons. 





SURVEY FROM OTTUMWA, IOWA 


Lace oxford. 
haa straight. 
Rubbe: 
eon ‘tan and blacks. 
Calf and kid. 
Smoked tan trim. 
Stevens Shoe Store. 





SURVEY FROM DANVILLE, ILL. 


Custom bals. 
Full custom and square effects continued. 
Same. 

Medium and darker; soft tones. 
No changes. 

Increasing. 


SURVEY FROM DETROIT 


Mostly bal and some bluchers. 
Medium English and so-called brogue. 
8-8, and mostly rubber. 

60 per cent tan, 40 per cent black. 

75 per cent smooth leathers and 25 per cent grain 


leathers. 
R. H. Fyfe & Co. 


F. P. Meyer. 





Survey of Children’s Footwear Styles 


Patterns Fifty-fifty, low and high. 
Lasts ium round. 
Heels Low heel, some spring. 
Colors Brown, stronger. 
Leathers Calf. 
Fontius Shoe Co. 
SURVEY FROM TULSA, OKLAHOMA 
Patterns Oxfords, brogue effects. 
Lasts Medium square toes. 
Heels 8-8 broad. 
Colors Browns and tans, some blacks. 
Leathers Calf skin 65 per cent, kid 35 per cent. 
Sport Shoes Brown and tan combination, black and white com- 
bination. 
Lyons Shoe Store. 
SURVEY FROM SALT LAKE CITY 
Patterns Bals with tips. Bluchers with plain toes. 
Lasts Medium broad. 
Heels Broad. 
Colors Black, tan and brown. 
Leathers Calf and kid. 
Sport Shoes Limited in our locality. 
Hirschman Shoe Co. 
SURVEY FROM WASHINGTON, D. C. 
Patterns Oxford, plain and some bluchers. 
Lasts As this winter. 
Colors Black and medium tans. 
Leathers Gun metal calf and veals. 
Sport Shoes Scotch grain, veals and buck. 
Arthur Burt Co. 
SURVEY FROM LOS ANGELES 
For School 
Patterns Oxfords, first; boots second. 
Leathers Tan Russia, Norwegian, gun, patent. 
Sport Effects for Play Shoes 
Patterns Two-tone of tan, beige, Russia trim oxfords. 
Leathers Russia, smoke, gray, gun, calf, patent. 
For Dress Occasions 
Patierns Strap effects. 
Leathers Patent, suede, satin, white. 
Growing Girls Patent, satin. 


Boys and Youths Gun, calf, patent, tan. 


Patterns 
Leathers 


Patterns 
Leathers 


Patterns 
Leathers 
Growing Girls 
Boys and Youths Tan and black oxfords, — 





Wetherby-Kayser Shoe Co. 





SURVEY FROM DETROIT 
For School 
Straps and oxfords, also sandals. 
Tan and gun calf. 


Sport Effects for Play Shoes 
Oxfords and straps, sandals. 
Elk leather in colors. 


For Dress Occasions 
Straps and colonials. 
Patent and Satins. 


HI Fife & Co. 





SURVEY FROM CINCINNATI 












For School 
Patterns Growing girls, 75 per cent oxfords; misses and’ 
children, 95 per cent shoes 
Leathers be calf, brown elk, beige, elk and gun metal 
Sport Effects for Play Shoes 
Patterns Blucher shoes, mostly soft box and plain toes. 
Leathers Brown and colored elk leathers. 
For Dress Occasions 
Patterns Misses’ and child’s lace boots. Growing girls, 
oxfords and straps. 
Leathers Misses’ and child’s patent with colored suede- 
and cloth tops. 
Growing Girls Patent straps with cut-outs and colored suedes . 


Boys and Youths 


Patterns 
Leathers 


Patterns 
Leathers 


Tan calf shoes and oxfords. Patent shoes and. 
oxfords. 
Potter Shoe Co. 





SURVEY FROM BOSTON 
For School 
Boots, some growing girls’ one-strap. 
Tan and black calf and a few grain. 


For Dress Occasions 
Boots for children to size 2. Size 11}4 to 2 and 
growing ng girls’, one-strap. 
atent leather with mat top. Also some col- 
ored suede and white kid tops. Patent leather 
one-strap. 
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Growing Girls Oxfords and one-strap. 

Boys and Youths Tan and black boots. Some grain leathers. 
Boys’ plain toe, whole quarter blucher, good 
for dress, black calf and patent colt, plain toe 


oxfords. 
W. W. Willson. 





SURVEY FROM LOUISVILLE 


For School 


Sandals and cut-out straps. 


Patterns 
Patents, elks, ooze and tan calfskins. 


Leathers 


Sport Effects for Play Shoes 


Oxfords, blucher and lace, sandals. 


Patterns 
Elks and tan calfskins. 


Leathers 


For Dress Occasions 


Straps with cut-out quarters. 

Leathers Patent, white, kid 

Growing Girls Patent, black and ‘colored ooze, straps. 
Boys and Youths Patent and gun oxfords. 

Byck Bros. & Co. 


Patterns 





SURVEY FROM DENVER 
For Schools 


Patterns High shoes. 
Leathers ites and black calf. 


Sport Effects for Play Shoes 


High shoes. 


Patterns 
Brown and smoke combinations. 


Leathers 
For Dress Occasions 


Patterns Straps. 
Leathers Patent and black ooze. 
Growing Girls Oxfords and straps. 
Boys and Youths Brown calf shoes. 
Fontius Shoe Co. 





SURVEY FROM TULSA, OKLA. 
For School 


Patterns Oxfords. 
Leathers Calf skin. 


Sport Effects for Play Shoes 


Oxfords and straps. 


Patterns 
Calf skin and some suede. 


Leathers 


For Dress Occasions 


Patterns Straps. 
Leathers Patent leather and suede. 
Growing Girls Patent leather and satin. 
Boys and Youths Oxfords calf skin. 
Lyons Shoe Store. 


SURVEY FROM NORFOLK, VA. 
For School 


Oxfords, straps, sandal effects in large sizes. 


Patent, tan calf. 


Sport Effects for Play Shoes 


Oxfords, straps. 
Tan calf, tan elk. 


For Dress Occasions” 


Straps and cut-outs. 

Patent, colored kids, colored ooze trims. 

Fancy "sandal straps, colored oozes and pat- 

ents. 

Boys and Youths Brogue toe effects, plain toes, tan and black. 
Hofheimer Bros. Co. 


Growing Girls 





SURVEY FROM WASHINGTON, D. C. 
For School 


Patterns Oxford, strap and play shoe. 
Leathers Tan calf and veals. 


Sport Effects for Play Shoes 
Blucher oxfords in moccasin type. 
Veals. 


Patterns 
rs 


For Dress Occasions 


Patterns Strap for children. 
Leathers Patent and white buck. 
Growing Girls Straps 

Boys and Youths Oxfords. 


Arthur Burt Co. 





SURVEY FROM OTTUMWA, IOWA 


For School 


Lace oxfords, straps 


Patterns " 
Coco calf, patent, smoked. 


Leathers 
Sport Effects for Play Shoes 


Lace oxford. 
Smoked tan trim. 


Patterns 
Leathers 


For Dress Occasions 
Patterns Strap. 
Leathers Patent and colored kid. 
Growing Girls Patent and colored kid. 
Boys and Youths Coco calf, French toe oxford, black second. 


Stevens Shoe Store. 





SURVEY FROM DANVILLE, ILL. 


For School 


Lace boots and oxfords. 
No changes. 


Sport Effects for Play Shoes “ 


Sport effects increasing. 
No ch changes, except more high color being 
offered. 


For Dress Occasions 


Patterns Patent and satin band straps continue. 
Leathers Patent. 
Growing Girls Patent. 
Boys and Youths Standard styles with some sport added. 
F. P. Meyer. 





SURVEY FROM HELENA, ARK. 


For School 


Oxfords and straps. 
Calf, black, tan ae kid elk. 





Patter 
Leathe 


Patter 
Leather 
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Sport Effects for Play Shoes 


Oxfords, straps and sandals. 


Patterns 
Two-tone, elk, brown calf, bright colors. 


Leathers 
For Dress Occasions 


Straps. 
Patent, satin, suede trims. 
Patents, satins, colored kid and suede. 
Black and brown oxford. 
Joe J. Hart. 


Patterns 

Leathers 

Growing Girls 
Boys and Youths 





SURVEY FROM SAN FRANCISCO 
For School 


Styles to follow women’s. 
Patents, patents with suede and kid trim- 
mings, Russia, calf. 


Sport Effects for Play Shoes 


Oxfords and straps. 
Russia, smoke with Russia trim, whites. 


Patterns 
Leathers 


Patterns 
Leathers 


For Dress Occasions 


Fancy straps to follow women’s. 
Patents, patents with suede and kid trim, 
whites. 
To follow women’s styles. 
To follow men’s styles. 
Philadelphia Shoe Co. 


Patterns 
Leathers 


Growing Girls 
Boys and Youths 





SURVEY FROM WHEELING, W. VA. 
For School 


Blucher and lace oxfords, two-button Grecian 
and wide one-strap, twin button pattern. 
Patent, tan and black calf. 


Sport Effects for Play Shoes 


Blucher and lace oxfords, two and one-strap 
atterns in combinations. 
rown, beige, white kid and green boarded 
leathers in calf and elk. 


Patterns 


Leathers 


Patterns 
Leathers 


For Dress Occasions 


One strap center strap button, two button 

Grecian one-strap cut-outs. 

Patent, black suede and satin. 

Heavy turn soles and light welts. 

Lace bals in both high and low brown and tan 

calf and black, modified Frenchy toes. 
Alexander & Co. 


Patterns 


Leathers 
Growing Girls 
Boys and Youths 





SURVEY FROM COLUMBUS 
For School 


Oxfords, boots, straps in order mentioned. 
— and brown calf oxfords, brown calf 
ts. 


Sport Effects for Play Shoes 


Boots blucher or lace, plain toe favored. 
Brown calf, brown and smoked elk. 


Patterns 
Leathers 


For Dress Occasions 
80 per cent boots, 20 per cent oxfords and 
straps. 
Leathers Patent with black and wood shade tops. 
Growing Girls Patent, satins, suede, strap patterns. 


Boys and Youths Tan and black calf boots. 
A. E. Pitts Shoe Co. 


Patterns 


SURVEY FROM TRENTON, N. J. 
For School 
Boots and oxfords. 
Russia calf, black calf, patents. 
Sport Effects for Play Shoes 


Blucher, plain toe. 
Tan, gray, elk, Russia, patent. 


Leathers 


Patterns 
Leathers 


For Dress Occasions 


Button. 
Gray and tan. 
Patent and dull. 


Patterns 
Leathers 
Growing Girls 


Boys and Youths Tan Russia, black. 


David C. Josephson. 





SURVEY FROM LITTLE ROCK, ARK. 
For School 


Lace shoes, oxfords, straps. 
Brown, Russia, two-tone tan, patent and 
suede in brown and black, straps and oxfords. 


For Dress Occasions 


Patterns 
Leathers 
Growing Girls 


Oxfords and straps. 
Suede, patent leather, satins. 
Oxfords and straps, suede, satin, patent 
leathers. 
Boys and Youths Tan Russia, lace shoes. 
The Gus Blass Co. 





SURVEY FROM WASHINGTON, D. C. 
For School 


Boots and oxfords. 
Tan, gun metal, patent, elk. 


Sport Effects for Play Shoes 


Boots and oxfords, straps. 
As above. 


For Dress Occasions 


Patterns 
Leathers 


Patterns 
Leathers 


Patterns Strap pumps, colonials, boots. 
Leathers Patent, suedes, fancy top boots. 
Growing Girls As women’s. 
Boys and Youths As men’s. 
Wm. Hahn & Co. 





SURVEY FROM SALT LAKE CITY 
For School 


Boots, oxfords, a few strap effects in G. G. 
Russia calf oxfords, suede and suede trims. 


Sport Effects for Play Shoes 


Plain toe bluchers, brown, bals in McKays 
and welts. 

Elks in smoke and brown, calf and side pat- 
ents and smoked and brown trims. 


For Dress Occasions 


Black in boots and slippers, two tones in boots. 
Mostly turns, some welts. 

Patent, mat tops in boots, patent slippers, 
kids in colors. Plain patents in slippers. 

A ae patent mats for G. G. patent turns and 
welts. 

Plain toe Russia, brown Russia and few blacks 
in calf, few black oxfords in patent and calf. 


Hirschman Shoe Co. 


6) 


a 


Leathers 


Patterns 
Leathers 
Growing Girls 
Boys and Youths 
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Do You Want Government Ownership 


of Railroads? 


Bound to Come, Says Head of Southern Pacific Company, Unless Private 
Capital Can Earn a Fair Return Which It 
Isn’t Doing Now 


HILE oceans of ink and tons of paper are being 
used up to prove this, that or the other thing 
about the financial condition of the American 


railroads, what is happening to the roads themselves, 
the actual tracks, trains and engines on which literally 


depend our existence 
as a nation? 

One thing at least: 
Railroad construc- 
tion in the United 
States is steadily 
coming to a full stop. 

That is the big 
central fact which 
stands out of the 
mass of statistics and 
official reports sup- 
plied to me by Julius 
Kruttschnitt, chair- 
man of the board of 
the Southern Pacific 
Company, when I 
asked him the above 
question. 1 told Mr. 
Kruttschnitt that I 
was looking for plain, 
cold, unadorned 
facts and was not 
interested in argu- 
ments. 

“Well,” he said, 
“if you want the 
story in a nutshell, 
this chart will give it 
to you,” and he 
handed me a little 
graph about the size 
of an ordinary letter 
sheet. The chart 
gave the bald facts 
about railroad con- 
struction in America 
from 1840 to 1922. 


Peak in 1887 


Starting with a 
few hundreds of 


By EDWARD F. ROBERTS 


eighty years previously. 


JULIUS KRUTTSCHNITT 


“Railroad construction is steadily coming to a full stop in the 
United States,”’ says Mr. Kruttschnitt. 

“We built about the same number of railroad tracks last year as we 
did in 1840 when the population of the country was about 17,000,000. 

“If the present policy is maintained we are headed straight for gov- 
ernment ownership long before another 25 years elapse. 

“The economies to be affected by consolidation are far less than the 
average man thinksfor that the Administration dreams about. 

**Railroad labor costs will not come down and it is futile to talk 
about it. The only answer to the present situation is increased effi- 
ciency on the part of the railroads.’’ 


miles in 1840, the line of construction moved steadily 
up into the thousands until the peak was reached in 
1887, and then started downward and kept going until 
1922 it was back to the point where it started from 


“In 1840,” eluci- 
dated Mr. Krutt- 
schnitt, “when we 
had a population of 
about 17,000,000, we 
built about the same 
number of railroad 
tracks as we did in 
1922, when our popu- 
lation was 110,000,- 
000. That, however, 
does not tell the 
whole story. The 
railroad mileage in 
the United States 
actually diminished 
last year to the ex- 
tent of 352.68 miles. 
There were 324.09 
miles of new tracks 
built, but there were 
676.77 miles eban- 
doned, of which 221.7 
miles were actually 
torn up.” 

“Was that condi- 
tion peculiar to last 
year?” I asked. 


Political Football 


“It was not. For 
twenty-five years the 
railroads have been 
the football of 
politics, with the re- 
sult that railroad 
construction has fall- 
en year by year, both 
in mileage and with 
respect to the needs 
of the population. 
The Census Bureau 
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and Interstate Commerce Commission reports show 
that in 1910 there were 2.61 miles of railroad for each 
1,000 population, and that proportion steadily fell year 
by year until it was only 2.34 miles in 1921.” 

“Then in another twenty-five years?”’ I began to 
calculate. 

“Oh,” interrupted Mr. Kruttschnitt, “if the present 
policy is maintained, we are headed straight for govern- 
ment ownership long before another twenty-five years 
elapse.” 

“What can railroads do to help themselves?” | asked. 

“Increase their efficiency,”’ replied Mr. Kruttschnitt 
promptly. “Labor costs will not come down. It is folly 
to talk about it. Wages never do come down. The only 
remedy is greater efficiency in operation.” 

“How about the plan for consolidation?’ was my 
next query. 

“Sounds well, but that is about all. The economies to 
be effected by consolidation would be far less than the 
average man thinks or that the Administration dreams 
about. What the public wants is lower rates and not 
fewer transportation facilities, and the only way it can 
get lower rates is by reduced costs of operation. The 
railroads are doing their best in that direction by striv- 
ing for higher efficiency, but they are badly handicapped 
by the unfair competition of transportation facilities 
created wholly or in part by government, which pay no 
taxes and make their own wage scales.” 


Trucks as Feeders 


“Why do not the railroads go into the trucking busi- 
ness themselves and use it as a feeder for their freight 
lines?” 

“Because they could not compete with private con- 
cerns in the matter of labor costs. The Railroad Labor 
Board fixes the wage scales for the railroads and private 
concerns could operate at a lower cost and make com- 
petition impossible. The Southern Pacific spent millions 
building electric feeders which were simply smothered 
by carriers operating on roads built with public money.” 

“What about the farmer’s complaint that railroad 
freight rates form one of his heaviest burdens?” I asked. 

“] will answer that question with another,” replied 
Mr. Kruttschnitt. “Would the farmer be satisfied with 
an 8 per cent increase in the present market value of his 
products?” 

“Why, no.” 

“Well, that is all he would get if the entire sum col- 
lected by the railroads for transporting agricultural products 
in 1922 was returned to him. That is not guess work. It is 
a fact which can be proved by government statistics. 
The Interstate Commerce Commission estimates the 
total railroad revenue for transportation of agricultural 
products last year to be $715,973,000. In the same year 
the Department of Agriculture gives the total value of 
farm crops as $8,961,000,000. The rest is a simple sum 
in arithmetic. Now I do not suppose that even the most 
radical farmer would propose to pay no freight rates at 
all, yet while continued reduction in rates would bank- 
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rupt the railroads, it would mean but slight relief to the 


farmer. 
Up to the People 


“The whole railroad situation,’ continued Mr. 
Kruttschnitt, “can be reduced to very simple terms. 
We must have railroads, whether they are operated by 
the government or by private companies. If they are 
privately operated, they must be allowed to give a fair 
return to their owners, for no man is going to run any 
business that is not profitable. At the present time 
railroads are not profitable to their owners. That is a 
simple statement of fact which does not require argu- 
ment. The Interstate Commerce Commission has set 
the figures which it considers as a fair return for Class 1 
roads. The actual revenue of these roads last year was 
$334,679,000 less than that sum, or a return of 4.09 per 
cent on the invested property. Ne business can be 
permanently run on that basis. 1 have stated the alter- 
native and the decision rests in the hands of the Amer- 
ican people.” 

EDITOR’S NOTE:—This is one of a series of articles 
in which some of the most vital problems at present before 
the American people are discussed by some of the best 
known leaders of American thought and industry. The 
next article in this series will appear on this page. 


Copyright by United Publishers News Service. 





Hosiery Men’s Convention in April 


Philadelphia, November 20—The Commercial Mus- 
eum here will again be the scene of next year’s Knitting 
Arts Exhibition, the twentieth annual exhibition held 
ander the auspices of the National Association of 
Hosiery and Underwear Manufacturers. The exhibit 
will be under the personal direction of Chester I Camp- 
bell of Boston. Officers, directors and members of the 
committee in charge are as follows: 

President—Joseph H. Zens, Milwaukee Hosiery Co., 
Milwaukee; first vice -president—G. Oberlaender, Berk - 
shire Knitting Mills, Reading, Pa.; second vice-presi- 
dent—W. H. McLellan, The Alden Mills, New Orleans, 
La.; treasurer—E:nest Blood, True Shape Hosiery Co., 
Philadelphia: secretary—John Nash McCullaugh, New 
York City. 

Directors—Thomas W. Buck, Thomas W. Buck 
Hosiery Company, Philadelphia; W. Park Moore, Han- 
cock Knitting Mills, Philadelphia; J. B. Lesher, Unri- 
valed Hosiery Mills, Williamstown, Pa.; John Wyckoff 
Mettler, Interwoven Stocking Company, New Bruns- 
wick, N. J.; F. L. Miller, Jr., United Hosiery Mills 
Corporation, Chattanooga, Tenn.; G. F. Dickson, 
Minn. Knitting Mills, Minneapolis; Walter W. Moyer, 
Ephrata, Pa.; D. L. Galbraith, American Textiles, Inc., 
Bay City, Mich. 

Special Exhibition Committee—D. L. Galbraith, 
H. S. Horrocks, H. Brinton Company, Philadelphia; 
F. A. Rakestraw, Hyde-Rakestraw Company, Phila- 
delphia; Kenneth Howie, Wildman Mfg., Co., Norris- 
town, Pa.; and John N. McCullaugh. 
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He Makes a Side Line Pay Him $5,000 


Ertell Started with a Real Desire to Know More about Foot Troubles 
and Ended by Making Handsome Profit 


$5,000 a year in foot appliances, foot comforts, 
and similar accessories from practically nothing 
in five years is a feat to be proud of. This is what James 
J. Ertell, Ertell & Butler, Detroit, Mich., has done in 
spite of the fact that his store is not located in the most 
favorable spot for any business. While it is a down- 
town store it is off on a side street, away from the cen- 
tral shopping district. 
“About five years ago a representative of one of the 
large foot comfort manufacturers 
was conducting a series of lectures at 
the hotel and I was induced to run in 
and see what was going on. I became 
interested, and attended all the lec- 
tures I could spare the time for, and 
later studied the course and received 
a diploma,” said Mr. Ertell. 


Initial Stock of $25 


“At that time we were carrying a 
few arches and heel cushions, the 
stock never invoicing much over $25, 
I guess. Sales were in proportion, of 
course, negligible. The fact that a 
more intelligent understanding of the 
foot would make it possible to fit 
shoes better probably was the first 
point that interested me. The profit 
in the foot comfort line came as a re- 
sult of my desire to help the poor 
fellow that was suffering from foot 
ailments.” 

A few minutes spent in this estab- 
lishment proves the interest taken by people in foot 
comforts. “I have many people come to me from out-of- 
town as well as from our own city. These mostly come 
at the solicitation of friends who have received benefits 
from my services. Some of the stores that do not feature 
foot appliances regularly recommend their customers 
to come to me with their foot troubles. 

“There is one woman at the head of a department 
where 50 girls are regularly employed. She had foot 
trouble and came to me for relief. She was so pleased 
with the results that she has sent me many customers. 
In her own department, if a girl develops foot trouble 
she is recommended to come to me, if she does not come 
this department head purchases a home treatment out- 
fit and forces her to use it.” 

Asked how a shoe dealer should go about building up 
a similar business, Mr. Ertell said: “First of all learn the 
anatomy of the foot, study the course of one of the 


B 5000 up an annual business in excess of 


JAMES J. ERTELL 
This Detroit Merchant has enlisted the 
co-operation of nurses and physicians 
and is rapidly building up a big busi- 
ness in foot health appliances. 


large manufacturers who maintain schools for that 
purpose. Then, practice the principles learned. 


Buys as He Needs Them 


“I would not advise any merchant to buy a lot of 
foot appliances as a means of building a big business. It 
can’t be done that way. Learn the needs of the business 
and buy as the business requires. Our stock averages 
around $250 and very seldom would inventory more 
than $300, but we do a business of $5,000 on that stock. 

I order my requirements every week. 
I let the manufacturer carry the 
stock, I get the stock-turn, and a 
mighty big profit on the amount of 
capital invested. 

“Going after business and knowing 
how to serve the customer is neces- 
sary. I became so enthusiastic over 
the business that in 1920 I took the 
course in Orthopedic Training and 
have been studying the foot ever 
since.” 


How He Got People Coming 


“How did you build up this busi- 
ness?” Mr. Ertell was asked. 

“There are many sources from 
which to secure customers. Prob- 
ably the most important are the cus- 
tomers who complain about the 
shoes they are wearing being uncom- 
fortable. Usually these customers 
have foot trouble and the shoe is not 
at fault. [ began with these and they 
became my friends, sending others, who form an endless 
chain of advertisers for me. Then, when I have time I 
visit stores and talk to the salesmen, or go to the fac- 
tories and talk to the foremen. I leave literature with 
those I see and often beginning with one case in an 
establishment the business develops into a tidy little 
thing. Once a man gets relief for foot troubles he is the 
greatest little booster for you that you can desire. 

“T always keep a gooddisplay of foot comforts in the 
windows, and with these a framed diploma, because 
this gives people the knowledge that an expert is there 
to fit the hard-to-fit and troubled feet.” 


Outwitting the Drug Store 
That the drug store is not the only place where corn 
and bunion pads and remedies are sold was proven 
while the interviewer was present with Mr. Ertell, who 
(Continued on page 61) 
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“Give Her Shoes for Christmas’’ 


Here’s a Slogan and Below Is Shown a Gift 
Certificate Which You Can Buy 
for Only $5 per Hundred 


Size is 84% 
by 11 inches 
printed on 


Your name 
and address 
imprinted as . 
al no &. == eee high-grade 
ne bond and 

stock 
certificate 


extra cost 


Although impossible to get accurate 
statistics, it has been estimated that many 
thousand extra pair sales are made at 
Christmas time with the aid of gift certifi- 
cates. Men, particularly, dislike to make a 
selection of merchandise sold in shoe stores 
but can easily be influenced to deposit the 
sum of money they contemplated spending, 
leaving it to the recipient of the gift certifi- 
cate to make his or her choice of merchan- 
dise. 

Realizing this, the Boot and Shoe Recorder 
has made arrangements to furnish these gift 
certificates at cost—$5 per hundred. 


paper 


Owing to the high cost of opening 
new accounts on our books, however, we 
shall have to ask that cash—either 
money order or check—accompany the 
order in each case. And orders for less 
than 100 cannot be filled. 


Give us your name and address plainly so 
that there will be no mistake in imprinting 
on the certificate. 

We can promise shipment within 24 hours 
of the time we receive your order. 

If you have gift certificates left over from 
last year, use them. But if you have none 


and want some, here’s your chance. 
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One Merchant Is Always Prosperous 


He’s the Man Who Goes after Trade and Clings to It When He Gets It, 
Says the Preacher of Business Sermons, Samuel A. Davis 


more natural to call the “peppy”’ field secretary 

of the National Shoe Retailers’ Association, was 
in Boston last week. While here, he addressed the 
Massachusetts Retail Shoe Merchants’ Association. 
He told the members thereof what was the matter with 
business and what they might do to make it more 
successful. 

Prior to inspiring the merchants of Boston, he 
aroused the retail shoemen of the Connecticut Valley to 
a more active interest in the subjects 
of “Salesmanship, Service and Store 
Conduct.” Springfield, Fitchburg and 
Providence were visited and then on 
to Woonsocket, and other New Eng- 
land cities, ever educating and en- 
couraging the retail shoe merchants 
and their salespeople. 


He Got the Seventy Per Cent 

“Business is not bad,” he counsels. 
“The man who hustles the most gets 
business away from the man who 
hustles the least. 

“There is not a town the 
length and breadth of 
this great land, but what 
there is some one there 
who does the business of 
that town.” 

He recalls the visit he made with a 
merchant in a little Ohio hamlet. 
Thirty per cent of the people of that 
town were out of work, yet the mer- 
chant was so busy that he could 
hardly take time to discuss the situation, except to 
reply significantly to Mr. Davis’ inquiry “Why?” 

“I have gone out after the 70 per cent of the people 
who are working.” 


Snore n A. DAVIS, or “Sam’”’ Davis, as it seems 


New England Again in Spring 


His New England work is all preliminary to a real 
campaign this coming spring, covering the three states 
of Maine, New Hampshire and Vermont. His Keystone 
state tour, which he commenced October 1, was a whirl- 
wind one, yet most complete in its scope. There he made 
21 cities, with as many talks, in four weeks’ time. This, 
he states was to boost the annual convention of the 
Pennsylvania Shoe Retailers’ Association to take place 
at Philadelphia next January 21, 22, and 23. In Trenton 
and Baltimore, he addressed the merchants on “‘Sen- 
sible Retailing,’ and after an intermission, the retail 





SAMUEL A. DAVIS 


“The Man Who Makes Men Think.” 
He is Field Secretary for the National 
Shoe Retailers’ Association 


salesmen came into the meeting and listened to a talk 
from Mr. Davis on “Your Job and You.” These talks, 
typical of talks in other cities, are followed most fre- 
quently by round table discussions, while Secretary 
Davis is “peppered with questions.” 

One of Mr. Davis’ admonitions to the retail sales- 
people is not to refer to their work as “JOB,” but rather 
as “JOY.” 


Bank Notes and Human Notes 


He says that the attitude of the 
clerk toward the customer is only 
the reflection of the attitude of the 
merchant toward his clerk; that the 
co-operation and efficiency of the 
clerk is in direct ratio to the inspira- 
tion he receives from the merchant. 

“Too often,” says Mr. Davis, “the 
employer puts just bank notes in the 
pay envelope, instead of accompany- 
ing them with human notes. 

“Today in business,” he empha- 
sizes—“‘it is the survival of the fittest 
—brains, brains, brains; personality, 
vision.” 

He gives excellent advice as to 
sizes and styles, reiterating the old 
and most practical counsel. “Analyze 
your size sheet; have plenty of sizes. 
It is well to have enough styles, but 
if you have to sacrifice, sacrifice on 
the number of styles, rather than on 
the number of sizes—and watch your 
end sizes. 

In December, Secretary Davis will give his services 
to the Ohio Valley Retail Shoe Dealers’ Association, 
with the following itinerary: 


Columbus, Ohio, December 3; Springfield, Ohio, 
December 5; Dayton, Ohio, December 7; Cincinnati, 
Ohio, December 10; Cleveland, Ohio, December 12; 
Youngstown, Ohio, December 14; Wheeling, W. Va., 
December 17; Parkersburg, W. Va., December 19; 
Huntington, W. Va., December 21. 


In January, it is Secretary Davis’ intention to work 
California and, of course, it is his iatention to be in 
Chicago for the N. S. R. A. Convention, February 
11 to 14. 


Mr. Davis is known the length and breadth of the 
Big Windy City. In one large department store alone 
out there, The Fair, he has given 52 lectures. 
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N.S. R. A. Convention to Stress Importance of 
Everyone Getting Together 


Meeting Will Cement All Branches of Shoe and Leather Industry— 
400 Exhibitors 


Indications are 
that the thirteenth 
annual convention, 
exposition and foot- 
wear style revue, to 
be held in the Coli- 
seum, Chicago, Feb- 
rusry ll, 12, 13 
and 14, 1924 under 
the auspices of the 
National Shoe Re- 
tailers’ Association, 
will be the greatest 
event of its kind 
ever held in this or 
any other country. 
Preparations for 
the big show are 
going briskly, and 
those in charge de- 
clare that nothing 
will be left undone 
to make the show a red-letter occasion in the history of 
the general shoe and leather interests. It is confidently 
predicted that all previous attendance records will be 
surpassed, and communications already received as- 
sure representation from every part of the country. 


Education the Keynote 


More so than ever before in convention history, tan- 
ners and manufacturers are co-operating with the retail 
men in the general plan to make the 1924 convention 
and exposition one of the big, outstanding industrial 
and commercial events in the nation’s history. Pri- 
marily, the educational elements will underlie the 
general program, and the community-of-interest idea 
will be stressed at all times, so interlocked are the in- 
terests of tanner, manufacturer and retail merchant. 
The forthcoming exposition and convention will afford 
the greatest opportunity to the rank and file of the 
trade to gain knowledge of comparative values and to 
gain complete knowledge of styles and materials. 


English Manufacturers to Exhibit 


Present indications are that the number of exhibitors 
will exceed 400, including several English manufacturers 
of high-grade men’s footwear. The Coliseum has been 
charted in such a manner as to afford the greatest op- 
portunities for display for the exhibitors and for the 





GEORGE M. SPANGLER 
Secretary-treasurer of & convention 
and manager of the N.S. R. A. 





style revue. In past years the style revue has been 
strongly featured, but it is hoped to surpass all pre- 
vious efforts at the forthcoming exposition. 

The National Shoe Retailers’ Association embraces a 
membership of approximately 6,000, and a list of 
25,000 retail merchants throughout the country will be 
especially invited to attend the big show. An out- 
standing feature of the educational program will be the 
co-operation of the Harvard Bureau of Business Re- 
search, in charge of Dr. Melvin T. Copeland, director of 
theinstitution, and Richard Lennihan, assistant director. 
These men will have a corps of fifteen assistant to 
handle the various branches of research work in which 
the shoe interests are interested. These experts will have 
offices and facilities to afford the greatest convenience 
and dispatch to those in attendance at the convention. 


Executive Commitiee Hard at Work 


The executive committee heading the convention- 
exposition is composed of men who have been prime 
factors in the advancement of the interests of retail 
merchants, tanners and manufacturers alike, and they 
are exerting their full efforts to make the forthcoming 
event a red-letter occasion in the history of the general 
shoe industry. It is made up of O. H. Hassel, chairman; 
John Spalo, vice-chairman: F. E. Foster, Frank Hough, 
A. F. Martin, John O’Connor, H. A. Rosenbach, and 
G. M. Spangler, secretary. The various committees hav- 
ing the arrangements in hand are as follows: 

Finance—John O’Connor, chairman; 1. B. Rosen- 
bach and A. E. Taylor. 

Booths and Displays—A. E. Taylor, chairman; F. T. 
McLoney and Harry Silver. 

Footwear Style Revue—F. E. Foster, chairman; 
O. G. Adams, E. Back and Frank Hough. 

Publicity—H. A. Rosenback, chairman; C. H. Fliess- 
back, Harry Levinson, A. J. Metzel and A. J. Ruby. 

Entertainment —H. A. Meyer, chairman; A. Acker- 
berg, Chas. Feltman, R. B. Martin, H. A. Rogers, A. J. 
Ruby and C. J. Stevens. 


Best Ever, Says Spangler 


“We feel that the forthcoming convention and ex- 
position will measure up in every way to the high ex- 
pectations we have for it,” said G. M. Spangler, secre- 
tary-treasurer of the convention and manager of the 
National Shoe Retailers’ Association. “We are receiving 
wholehearted support from the manufacturers and 
(Continued on page 61) 
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Where Does the Women’s Welt Fit into the 











Order of the Day? 


Is It Safe to Humor the Whims of Women to the Extent to Which 
It Is Being Done Today? 


By HARRY W. CROOKER 
President, Crooker § Morse, Inc., Bridgewater, Mass. 


ALANCE in business is what is needed today. 
With a manufacturing industry geared up to 70 
per cent welt production and shoe stores in the 

same proportion, is it safe to humor the whims of 
women and throw that firm foundation into the scrap 
pile? 

Let us look at production and distribution with a 
clear eye. Excessive lightness in shoes has made the 
evening type of footwear in order 
during the entire day. Shoes of such 
construction have their place on the 
feet of American women, but who 
will say that for service, comfort, 
appropriateness and economy such 
footwear should dominate demand. 


When Welts Should Be Worn 


A step in the right direction was 
taken last week by the National 
Styles Committee when they bal- 
anced the day and its footwear into 
classifications, ““Women’s styles for 
morning wear,” “Shoes for informal 
afternoon wear,” “Shoes for formal 
afternoon wear,” “Evening slippers,” 
and “sport shoes for walking, coun- 
try club and athletic wear.” A real 
understanding of the place of the welt 
in this “order of the day”’ is necessary. 

It is my belief that the merchant 
and manufacturer should endeavor to 
develop a national interest in welts 
that can be made as light and stylish as any other form 
of shoemaking and still retain those marvelous features 
of comfort, durability and quick repair possessed by the 
welt. Surely comfort is as much desired in women’s 
shoes as in men’s, and no shoe other than a welt has so 
much of it in each and every pair. 


Not for Dancing or Evening Wear 


First, light and dainty welts are being made for 
daily wear in all of the functions set down by the 
National Styles Committee with the exception of 
dancing or evening footwear. Today, all medium and 
heavy weight footwear for women in all the leading 
stores are of welt construction. The call for these num- 








HARRY W. CROOKER: 


The welt, he believes, is the best combina- 
tion of durability, comfort and style to 
be found in America 


bers is not on the increase for the interest is more in 
light and dainty patterns to wear while shopping or 
walking; in fact, for every daily utility. 

Have merchants and manufacturers said enough 
about the wonderful merits of the smooth innersole 
upon which we can all “Walk and Be Healthy.”’ Its 
firm foundation keeps the shoe in shape and makes the 
foot a comfort item all the day long. 


No Lack of Style in Welts 


Today, we can produce welt shoes 
in fancy patterns, their shanks 
smooth, their soles light and dainty 
as any other manufacturer, so let us 
emphasize it and give it its proper 
recognition before the public. 

Perhaps the answer is that women 
do not know the difference in shoe 
types and the purpose for which they 
are intended. The public needs to be 
brought to a realization that prac- 
ticality of footwear depends primar- 
ily on the type of shoes bought. 

To the people of the United States, 
where the art of shoemaking has 
reached so high a state as to produce 
practically the only American com- 
modity the superiority of which is 
not contested, the welt constitutes 
the best foot covering to give dura- 
bility and comfort as well as style. 





Optimistic Note to Report 


Boston, Nov. 22—Under the new rental royalty busi- 
ness basis, that superseded January 1 the old leasing 
arrangements banned by the Clayton Act, United Shoe 
Machinery has had one of its best periods in history in 
the first half of its fiscal period from March 1 to Sep- 
tember 1. 

In June the peak of business and profits was reached, 
but that was followed by activities slowing down. 

United Shoe Machinery reports show there has been 
an improvement in the shoe trade as a whole lately, 
which justifies hope that there will be a fairly good busi- 
ness throughout the winter. 
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He Makes a Side Line Pay Him $5,000 


(Continued from page 56) 


was interrupted a number of times to handle customers 
in the foot appliance department. He makes no charge 
for examination and advises the customer as to the best 
procedure in seeking relief. Adjustments to arches are 
made at any time and the customer is encouraged to 
return and secure advice at frequent intervals. 

“The foot comfort business is a profitable one, but 
don’t forget that about 50 per cent of the customers 
with foot ailments are easily turned into shoe custom- 
ers as well,” said Mr. Ertell, who feared that point 
would be omitted in the report of the interview. 


Twenty-five Per Cent Are Men 


A further noteworthy fact should be mentioned. 
About 25 per cent of the business done by this firm in 
foot comfort appliances is done with women, but the 
firm only handle men’s shoes. First came wives and 
sisters of the men who got relief. These sent their 
friends, and the business grew. 

It may not be possible for all shoe merchants tosecure 
such satisfactory results as Mr. Ertell, but the mer- 
chant who will go at the business of getting foot com- 
fort business as Mr. Ertell has advised cannot help but 
find a means of additional profit, without increasing 
his investment in stock materially. 

The fact that Mr. Ertell has nurses and hospitals, 
doctors and others co-operating with him in the relief 
of foot ailments proves his ability to serve his customers 
in a satisfactory manner. 

The thought comes to the writer, ““Why go outside of 
the shoe business for a side line?’ It is not necessary, at 
least, not until this phase of the business has been built 
to capacity. 





N.S.R.A. Convention to Stress Impor- 
tance of Everyone Getting Together 


(Continued from page 59) 


leather interests—more, in fact, than ever before, and 
we are confident that much good will result from the 
thirteenth annual convention and exposition. The 
trade in general is coming more and more to the realiza- 
tion that the problems confronting one branch of the 
industry are the problems of the other branches, and we 
hope that the convention will result in developments 
that will make the general sailing smoother for all 
branches of the industry. 

“The educational feature will be stressed. We want 
to do everything possible to make real, sure-shot busi- 
ness men of storekeepers. The Harvard Bureau of 
Business Research will be a wonderful help in this 
direction, and it will give us the best it has, both in 
personnel and in helpful research work. Drs. Copeland 
and Lennihan have outstanding reputations as busi- 
ness experts, and we know that those attending the 
convention in quest of helpful ideas and plans. will 
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benefit greatly from the operations of the research 
bureau. 

“The manufacturers’ and tanners’ exhibits will be the 
most complete ever shown at a convention. Never be- 
fore have the manufacturers and tanners displayed 
greater interest in a convention, and their splendid co- 
operation will go a long way toward making the con- 
vention and exposition what we hope it will be—the 
greatest and most helpful ever held in this country. 

“The footwear style revue will be staged to the best 
possible advantage. Edward Beck, who has in the past 
made so much out of the revues, will again be in charge 
of the manufacturers’ models and the general revue pro- 
gram. A six-foot runway will be hung all around the 
balcony at the Coliseum for the use of the revue. There 
will be two revues each day of the convention, or sixteen 
displays for each model. The committee in charge re-. 
serves the right to guard against the exploitation of 
styles which are mot in keeping with the purposes of 
the convention, but it will lend every help to the manu- 
facturers’ models who will participate in the revues.” 





He Favors ‘‘Up and Down” Racking 


The question is whether to arrange stock up and 
down, or from side to side. One merchant’s answer is up 
and down. The eye can travel more easily vertically 
than horizontally. But there is a greater reason for 
arrangement of styles this way and that is this: Where a 
customer is undecided on what style to purchase, the 
salesman following the lines of least resistance will pull 
out the shoe nearest the middle of the shelf, rather than 
some style lower down, even though the latter is the 
particular style the customer will eventually buy. 

By the use of colored stickers each style is individ- 
ualized. This saves time by preventing the salesman 
from looking over several sections for a certain size of 
that number. For instance, if lot No. 501 has a red 
sticker on the carton, a glance will show exactly how 
many pairs and what sizes and widths are in stock. 
No. 502 next to it could be labeled blue and No. 503 
yellow. 





Shoemen Discuss Outlook 


Boston, Nov. 22—“‘Tanner’s Night”’ was held at the 
Boston Boot and Shoe Club last night. There were about 
200 members and guests present, who were intensely 
interested in the optimistic business reports presented. 
The speakers were Fraser M. Moffat of Irvington, N. J., 
President of the Tanners’ Council of America, who took 
for his subject, ‘““The American Tanning Industry,” 
Everit B. Terhune, Treasurer and General Manager of 
the Boot and Shoe Recorder, who gave a talk on his recent 
European trip, and President Edwin P. Brown of the 
United Shoe Machinery Company, who described con- 
ditions in Japan prior to, during, and after the earth- 
quake. Messages from several western and mid-western 
shoe manufacturers were most encouraging regarding 
spring and summer business. 
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REG. US. PAT. OF FIC! 


IN STOCK 


5-8 8%-11 114-2 2%-8 
414 Mahogany = al 42 24 


ish, igh Cut, 
wedge.......... "$1.45 $1.75 
404 Mahogany Pol- 
ish, fii h Cut, 
Rubber eel, wide 
iis co ccaduccsoeves 1.75 2.00 


1404 Mahogany Polish 
High Cut, Eng- 
lish toe, Rubber 
BEE cussseseocwsecccessees 2.00 2.25 


418 Nut Brown Pol- 
ish, _— Cut, 





wedge.. . 1.50 1.85 

408 Nut Brown ‘Pol- $2.10 
ish, High Cut, 31—Black Kid Romeo, double sole. 2.10 
Rubber heel, wide 
Woe cocccocceccocceds 1.85 2.15 2.50 


1408 Nut Brown Pol- 
ish, High Cut, 
English toe, Rub- 


DOF RO. c cc cccccccccceccocccseee MOO 
8-11 114-8 

12021 Patent Polish, Black Top, 
WE Wc ca cctcccenteses $2.00 $2.35 

L1021 Patent Polish, Black Top, 
OER. cess cocucccas 2.35 

12023 Patent Polish, Field Mouse 
Top, wide toe.........+ 2.15 2.50 

L1023 Patent Polish, Field Mouse 
Top, English toe. . 2.50 


PROMPT SHIPMENT 
Samples Gladly 





: 33—Brown Kid Everett, double sol 
Submitted sont io werypAieeny 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 
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SOLO TUPLE LULL LULU LLL 


Morning, Noon and Night! 


HERE’S a dainty Hannahsons slipper for every hour of the day 
and for every occasion, everywhere—stylish, smartly designed 
patents, suedes and satins for morning and afternoon wear, and 
beautiful leather, fabric and silver brocade numbers for the evening 
hours when every woman puts her best foot forward. Hannahsons’ 
line includes fashionable novelties that are in vogue, in demand, and— 


No. B 832 $3.50 


B 832—Black Satin Two Button Open Work Suede 
Front Strap, imitation turn, 12-8 Cuban heel, B 
—y fT” i A Peereerrer: $3.50 
B 83i—As above except with 15-8 Spanish heel, B 
“S Fh. FL eee $3.50 





No. B 806 $2.75 


B 806—Black Satin One —~ Y suede trimmed, 


Satin Inlay, Imitation Turn 8 Spanish Half 
Som B to b, OU RE ob cndasnads nde $2.75 

B 807—As above except with 12-8 Cuban Heel 
TE inincncnc nestanianbidcest $2.75 
B 810—As Shape except with 9-8 Military Heel, 
CT I 64, cctitiinive ts adtudaccnhell $2.75 
B 241—As above except Patent Leather One Strap, 
suede trimmed, Patent Inlay, Imitation Tura, 15-8 


Spanish half heel, B to D, code “Squab.”’. .. . $2.85 
B 242—As above except with 12-8 Cuban Heel, 
ON GUS I oon kc avccccusececes $2.85 


HAVERHILL 


ANNAHS 


IN STOCK 


Special Notice 


Hannahsons will help you 
sell more shoes—first, by 
making stylish, novel 
numbers that will sell; 
second, by giving you 
every assistance to pre- 
sent these numbers to 
your public. We are now 
prepared to furnish cuts 
of any numbers that you 
order for use in your 
local newspaper, with no 
charge whatever to you. 
Ask us to tell you about 
this extra service, another 
step forward in our policy 
of “Service First!” 





SHOE CO. 





No. B 299 $4.50 


B 299—Genuine Silver Brocade, One Strap and 
Front Strap, Imitation Turn, 15-8 Full Spanish 
heel, B to D, Code “‘Newport”.............. 50 


November 25—December 1 Delivery 





No. B 261 $4.25 


B 261—Patent Leather Two Strap, Side Cut-outs, 
Single Row Fancy Stitch on Quarter, oe 
Turn, 15-8 Full Spanish heel. A to D, Code “ 


re 
B 262—As above except with 12-8 Cuban Heat 
B vo D. Code “Nuove™. ..ccccccccccsccce $4 
B620—As above except Black Satin, Seow 
Trimmed with 15-8 Full Spanish Heel. Ato D. 
Code “Chic” +4. 
B 621—As above damsel - ” es Heel. Les to D. 
Code “Ideal”. . .$3.75 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Dress Shoe for the Boy 
That Makes Him Feel Like 
a Man.” 


IN STOCK) 


No. K 703 “BOBS” 


In mahogany and gun metal, full grain Fred 
Rueping's calf leather, Rock Oak sole, and rubber 
heel 

ee ee 
ee Bam BOE, cc vc sven we ccawce cts tseeese Me 
Bie Sam |] aa cc cccecoccescacesecscscccss Gee 


A GOOD MONEY-MAKER 
from a specialty factory 


“BOBS” have exceptional value 
because they are made in a fac- 
tory where nothing else is made. 
They are the result of the entire 
time and effort of our specialists in 
making boys’ shoes. 


Our Shoulder Channel Process 


The Shoulder Channel Process 
places the inner and outer soles 
together without the use of a cork 
filler. This preserves the shape of 
the shoe and gives longer wear. 


Write for further information. 


KANNALLY-WICK 
CORPORATION 


Manufacturers 


HIGHLAND, ILLINOIS 











a ee eo Ss as ae ae on 


OOO Ie 31c ve IC —s 
es 1c Ooo OoOoOoOOOOOIOO ee ee ee 


_—— — = os IC 
.s IC oc 25 











— ——— — = = s 


November 24, 1993 





“TRADE MARK REG.” 

FOR WOMEN 
IN STOCK—Heels 1’—12/8”—13/8” Sizes 3-10 
Widths AAA to EE. 
Black Kid $5.00, Brown Kid $5.50 
Write for exclusive agency or have salesman call 
The CAHILL SHOECO. 
Cincinnati, Ohio 











ASK YOURSELF 
THESE QUESTIONS! 


: If you want the maximum of advertising 


results, ask yourself these questions when 
selecting mediums: © 

What is the evidence of READER 

‘INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
by the Audit Bureau of Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder’ paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Composite 


The largest selling single style 
in Men’s Fine Shoes. A Blucher 
pattern in Glazed Kid, 12 iron 
sole with 14 inch heel. Combi- 
nation measurements through 
heel and instep. 


AAAAA/AAA, AAAA/AA, 
AAA/A F/H, 6-12 


AA/B, A/C, B/D, C/E, D/F, 5-12 
E/G, 54-12 


141 Sizes and Widths carried In-Stock 


To the best of our knowledge this is the largest carry of any 
men’s fine shoe. It indicates the tremendous popularity of the 
Composite Last and is proof of our desire to make the Nettleton 
Stock Department of genuine value to our dealers. 


30 styles of Shoes, Oxfords and a Riding Boot are ready for 


immediate shipment. 


Write us for our new catalogue — and 
a copy of “The Nettleton Idea”’. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE ° ° - NEW YORK 


lettleton 


MEN LIKE TO SAY THEY WEAR THEM 
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VER 90 PER CENT OF 

THE BUSINESS ON 
WALK-CROFT SHOES IN 
1922 WAS DONE WITH THE 
SAME MERCHANTS WE 
SOLD IN 1921. THUS FAR 
IN 1923 THE. PERCENT- 
AGE IS EVEN MORE IM- 























Diamond Brand (Visible) Fast 
Color Eyelets have celluloid tops 
which always look new and never 
wear brassy. They promote easy 
lacing, retain their original finish 
indefinitely and actually outwear 
the shoe 


For the discriminating buyer, the shoe 
of quality is instantly identified by the 
Diamond Brand (Visible) Fast Color 
Eyelets—the hall-mark of excellence 
in footwear. 


DIAMOND BRAND VISIBLE) FAST COLOR EYELETS 





Nove r 






DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 


Manufactured under Patents 


LOOK FOR THE DIAMOND 


> 


TRADE MARK 
Registered in U. S. Patent Offi 


None But Tue Genurine Fast Cotor Evetets Have Tuts DiAmMonp BRAND 


=, . 
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Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes as shown herewith. 


mE 
COLOR 100 COLOR 625 COLOR 1300 


y.° § a 


COLOR 200 COLOR 700 COLOR 1400 


. So - re | B oe 
SPECIAL STAINLESS BARRELS 


COLOR 300 COLOR 800 COLOR 1500 


99°0°°° [i Ha iil 


COLOR 400 COLOR 900 COLOR 1600 





STYLE 15 


e) ° COLOR S500 COLOR 1100 COLOR 1700 


3 FLAT 


Oo. 56 O O we COLOR 600 COLOR 1200 . COLOR 2000 
eed Fast ae Eyelet Company 


BOSTON, MASSACHUSETTS 
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Winter Oxford Specials! 


IN STOCK 


Real $5 Value 
$ ff 00 


In Black and Tan 
Norwegian 


No. 2130-B 


’atiern. Gallun’s Black Norwegian Calf. 


ew Patierr 
ak Sole. Rubber heel. 
No. 2185-B 


ae, -—at made of Gallun’s No. 3 Tan {Nor- 
i i 


These two Oxfords carry a 15-iron edge. 


ERE, in these two They come in B, C and D widths. 
Bates Winter Ox- 
fords, are the finest values for dealers that have been 
offered this season! 
The prevailing great popularity for Black makes style 2130 a prime 
favorite. Its companion in Tan is likewise in heavy demand. 
These are actual $5 values for $4—and we fill orders immediately. 


In every detail the shoes are our top grade. 
For woolen-stocking trade these two styles, with their special patterns 
and extra plump bottoms, are live salesmakers. 


Get our literature on other in-stock styles for winter 


A. J. BATES COMPANY 


WEBSTER MASSACHUSETTS 


WSIRWI SU SNWUESSEAN wy 


WINE WA ESSIEN 
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Special Combinationsf 
ARE YOU READYF( 


Start Something this Christmas 


Christmas this year promises to be one of useful 
giving. “Du dads” and “gim nacks”’ are decidedly 
out of date. People like to give and to receive useful, 
practical presents. Here is the opportunity for the 
retail shoe merchant. 
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Don’t sit back and accept the annual Christmas 
dullness. Put your store right into the rush of holiday 
profits by displaying the goods in your stock which 
make such ideal Christmas Gifts. 


Nothing will pull in the Christmas business faster 
than a display of Manning ‘‘Unico” FeltSlippers. They 
are cheerful, beautiful and practical. Unicos are made 
for the whole family and are boxed in a way to catch 
the eye of the Christmas shopper. 


oo 





Outing Shoe Company 
Executive Offices and Sales Rooms: 118-128 Lincoln St., Boston, Mass. 
Three Factories at Worcester, Mass. 

















«Manning 
UNICO 
Felt Slippers 























IN STOCK 


Coral 5449 Light Blue PRICE += 4 — 
3576 Am. Beauty -_ ee ey $] 50 $191 Lavender 
5777 Turquoise PRICE 54 pphire ‘. +4 


Orchid 
5779 Light Blue 5459 Rose 6195 Sapphire 


5781 Lavender 17% 6198 Am. Beauty 
5783 Ecru $].17% 


5784 Orchid 
5789 Rose 
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ick. Ordering 


STMAS ?” 


Supporting the “Unico” Dealer Var 


Manning’s Unicos are advertised extensively to 
your customers. There are full pages in Vogue and the 





































































































Ladies’ Home Journal which dominate the holiday vy 
issues of these great publications. aH ; —<—— 
t ' , , Aare h- 
4 With each shipment of Manning’s Unicos we will OR 
y .: enclose a supply of attractive leaflets and window SaaS 
\: * : cards to provide you with a means of acquainting your i 
a trade with these goods and your ability to serve. —- 
Ih | Se There are several special combinations of Unicos 
. which are designed for quick ordering and immediate 
F shipment. We are ready to help you start something 
this Christmas. 
/ 
; = Send for our catalog with styles correctly illustrated 
in colors, or order any of the models here illustrated 
| from our in-stock department. 
Outing Shoe Company 
| ' Executive Offices and Sales Rooms: 118-128 Lincoln St., Boston, Mass. 
, Three Factories at Worcester, Mass. 
3 UNI Co 
mem one ¢ i] 'e 
Felt Slippers 
IT ST ® CK 3838 Silver Brown 1114-2............ $1.25 
: ise sive ern VE 1a 
tan Military $038 Dark Oxford.................... $1.25 3620 Red, Brown Sapphire, Rose, Am. Beauty. 
ce [git Oxtora GOWER. .--snccciccccccccsssettttte ED ee a7 
Rose is ce bbepteicitinwmcancence Aa y 
211 Lavender PRICE ER Re 
90 Bau orchia SRS Seeper 1.20 
RS Sapphire ¢ BS 5047 Dark Oxford 222222222 22°222°2"! 120 
16 Emerald 
17 Fuchsia 
18 Am. Beauty 
Taupe 
Turquoise 
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IN STOCK 


IN STOCK 


Party Slippers for the Holidays 


Wire at our expense for samples 











Sizes and Widths 





No. B 342—All Velvet, Black Kaffor Kid Trim, 
around cut-outs, 





Heel. High Grade Hand Turn............ $6.00 
No. B 339—Same in All Black Ooze..... . . .$6.35 
No. B 341—Same in All Patent Colt....... $6.00 


No. B 340—Same in All Satin, Black Ooze Trim. 


15-8 Spanish Covered Wood 


$6.00 








es ctuneuniwestie 2% to 8 
Mc iacdaiate cM ane a 2% to 8 
Ser ree 2% to 8 
Geicnckéndiantes ences 











—— CLARK & NIER, Inc., 


Terms: Net 30 Days 


Rochester, N. Y. 


New York Office, 127 Duane Street, Murray Klein 

















HARD TOE BALLETS 
No. ee Glazed Kid 





12 ES Y 2.75 


B, C and D Widths 
Satins on_Order 


“Foot Lite” 
Ballet 
Slippers 
IN STOCK 





No. 606 
Hard Toe 
SUPERIOR PRODUCT THROUGH 

LONG EXPERIENCE 


SOFT TOE BALLETS 
No. 601—BlackGlazed Kid 
ae. 


be eee 1.40 
SIGS ccncscvccss 1.50 


C, and D Widths 
White Kid to Order 








Have you seen our right and left last Ballet Slippers. If not 
send for samples of chis new model of perfect Ballet Slipper 
style. 


BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. PHILADELPHIA 








~ 








Martins Genuine Imported 


Scotch Grain College Oxfords 








IN STOCK 
Two Real Sales Getters 

Overweight “A” wey | Leather Soles. Bleached Calf Lining 
Peck Standard of ing 

No. 860—Tan Imported Scotch Grain College Ox. Coach Last 

No. 861—Black Imported Scotch Grain College Ox. Coach Last 

Sizes & Widths: B 6-11, C 5-11,D 5-11. Price $6.10 


Order Now to Have on Hand for 
School and College Trade 


FREDERICK S. PECK | 


40 Thomas Street 
WORCESTER 





MASS. 


8 2 tier 
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SSIOLS 


Merchandise That Works 


IN STOCK 


At Once Delivery From 


New York 


or Chicago 


Boston 


Style 10049 Price $4.65 
Zanzibar Brown 
Brassie Calf Oxford 
Outside Wing Tip 
8-8 Rubber Top Heel 
Welt Sole Swagger Toe 


mM: A BS. *£ 
4448 48 38 21448 2148 


Style 10449 Price $4.65 
The same in 
Black Brassie Calf 
Oxford 


With and For 
The Retailer 


OU will find it easier to sell 
QUEEN QUALITY Shoes 
because more women, in more 
cities and towns, want them. 


For behind every pair of 
QUEEN QUALITY Shoes is 
the tremendous prestige of 
known and appreciated style, fil, 
and real value. 


You don’t have to convince your 
customers about QUEEN 
QUALITY. They know! That's 
why we claim the QUEEN 
QUALITY trademark is the 
biggest drawing card a 
Shoe Dealer can put 

in his store. 


Let us explain to you 
why you can increase your 
sales and profits with 
QUEEN QUALITY 
Shoes. 


Mt, 
a 
ANS 


Ww » 


¥ 








a This t S\N 
Trade Mark 


| is your assurance of } 


Perfect Style 
Perfect Fit 
Perfect Service 


\ Perfect Satisfaction J 


\ 


y< QD / 


THOMAS G. PLANT COMPANY 
101 Bickford St. - - BOSTON, MASS. 
NEW YORK: 125 Duane St. CHICAGO: 207 West Monroe St. 
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Size in on our Satins, Suedes and Patents 


GENUINE HAND TURNS OF EXCELLENT FITTING AND WEARING QUALITY 
Immediate Shipments from Stock 


“ESTELLE” 


B-810—All Gun Metal, 14-8 Span. heel. . .$4.75 
B-820—Patent with Gun Metal trim., 

14-8 Span. heel . .. 4.75 
B-825—All Black Suede, 12-8 Cuban heel 5.10 
B-830—Black Satin with Black Suede trim., 

14-8 Span. heel. . 4.75 










Style 815 Natty Low-Heel Sandal 


Patent with Gun Metal trim., 8-8 Mil. 


**ESTELLE”’ covered heel (Pattern illustrated) 4.85 


No. 815 






All In-Stock Styles, A 4-8; B 344-8; C 3-8. Terms 5% 1@ Days 
Send for new illustrated folder showing other snappy patterns to be made on order 


COLLINS & STAPLES, Haverhill, Mass. 


Boston Office, 183 Essex St., Room 306 Gene Ricker in Charge 
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F Tes ML PL TL © © 

2 CURATIVE QUALITIES § 
QUO MOTTO MMNNCNTMNNNS PLUS STYLE = 
: Meiers T= i 
5 
=| , These are two of the valuable features that 
5 CUSTHON SHOES. make Dr. A. Reed Shoes a constant source 
= of profit and customer satisfaction. 
= IN STOCK Many numbers ere carried in stock, for 
Oo Arch Supporter . P 
= Paap oon prompt delivery, for your convenience. All 
= eo Sa Se styles represent the latest achievements in 
= carries rubber heel, . 
0 staple shoemaking. 
z Write us today for a copy of the Dr. A 
= Reed catalog. In it you will find many 
: helpful suggestions. 
o . 
Z John Ebberts Shoe Co., Inc. 
2 Exclusive Manufacturers 
fe) Buffalo - - - New York 
TIM Mitt mmm Mmm Mints Mins mtn mien maga 
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HE Goodyear Wingfoot name is widely 

known. Wingfoot is recognized instantly as 
the name of that longer-wearing heel, and 
therefore it helps make sales. 


Along with its wearing quality, the Goodyear 
Wingfoot Heel has better style and better fit. 
There is no substitute for Goodyear W ingfoot 
Heels. More people walk on Goodyear Rubber 
Heels than on any other kind. 


Goodyear Means Good Wear 





| =a 





WENGFOOT 
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“Nothing in the shoe 
but the Foot” 
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‘“‘In-Built”” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is‘built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 

















Show your customers shoes with 
Crawford Arch Su i 
Shanks. They'll buy! 











On the head of the rivet which locks the 
shank to the insole, and which is flush 
with the insele, you will find this trade 
mark. Look for the trade mark It is 
your pretlection, 








United Shoe Machinery Corporation 


Boston, Mass. 
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THESE PAPERS TELL THE NATION 
ABOUT EATON SHOES 


Weekly advertisements in these great metropolitan news- 
papers will tell people all over the country of the surpass- 
ing merits of The Eaton Shoe for men—the shoe that is 
comfortable from the first step, that holds its proper style 
lines to the last; the shoe that has made orthopedic shoes 
unnecessary. 

Just read the names of the papers; visualize the people 
the Eaton message will reach through them: 





Los Angeles Times Chicago Daily News 

San Francisco Examiner Pittsburgh Gazette Times 
Portland Oregonian Pittsburgh Chronicle Telegraph 
Seattle Times Cleveland Plain Dealer 

New York Times Detroit News 

New York Sun Minneapolis Journal 

Boston Herald-Traveler St. Paul Dispatch & Pioneer Press 
Boston Post Buffalo News 

Philadelphia Bulletin St. Louis Post Dispatch 
Philadelphia Ledger & Public Ledger St. Louis Globe Democrat 
Baltimore Sun Kansas City Star-Times 
Chicago Tribune Washington, D. C., Star 


These ads appear every week for twelve weeks beginning 
February 28th, 1924. In this series the story of the mar- 
velous Eaton construction will be convincingly told— 
widespread interest in this new kind of shoe, fundamen- 
tally different, fundamentally better, is sure to result. 

Let us tie this big national campaign up to you and your 
store. It will mean more business, better business—busi- 
ness that repeats and increases. Write us to-day for details 
of the Eaton Agency, the marketing and production plan 
of Eaton shoes, and the tested local advertising that we 
are prepared to insert over your name. 


wrens. 
The EATON Sioc 


Made under the A. E. Little patents 


CHARLES A EATON ©) SHOE INDUSTRIES 


BROCKTON MASS., U.S.A. 
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Gun Metal Calf Oxfords 
Patent Leather Strap Pumps 


SHIT TO TA aT et ee 


Ready for Immediate 


No. B 430-$4.50 Shipment No. B 410-$5.35 


| | 
IN STOCK IN STOCK 


No. B430—Gun Metal Calf Ox- 
ford, 237 Last, Creased Vamp, 8-8 
Rubber Heel. Welt......... $450 


No. B410—Patent Leather Strap 
Pump, 244 Last, 12-8 Culluloid 
Cuban Heel. Welt 





SIZES AND WIDTHS 


4% to 8 eer 
to 8 itcstceesccees 

















C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 


eel ert LE ts od a a ae i a ee 2 ak ae a ALU 


Trade Mark 
Welt Sturdiness—Turn Lightness 


“FRANCES” 


Ready to Ship December Ist 
Terms: 5%—15 days 


1005 


. These shoes, in pattern, ma- 
terial and lasts, measure up 

to the standards set by the Joint $4.35 

Styles Committee of the Manufactur- 

ers’ and Retailers’ Associa tions, for th . 
No 1004. On a remarkable new Low period up 2, andladedion, Easter. They No. 1005. An Exceptional Pattern for 
Heel Last. All Patent Leather, 8-8 are safe, sure and profitable numbers, Style, Fit and Beauty. All Patent 
Leather heel, Rubber Top-lift. and we advise placing of your orders Leather, 14/8 Spanish Covered Heel. 


C-3% to 8; D-3 to 7. cee $4.00 early. B-4 to 8; C-3 4 to7; D-3 to7.. . .$4.35 


ROBERTS SHOE COMPANY 


270 BROAD ST. ‘‘Much Better Shoes’’ LYNN, MASS. 


eT e Le LOLOL O@lIIMNOHU OHNO lMU elie riiiii el Li od 
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REG. U. S. PAT. OFF. 


| A SOLID COMFORT SHOE FOR MEN 


/n Stock with a 


widespread number 
of leading 


WHOLESALERS 


Made in New England 


ACH month sees an in- 
crease in the list of RE- 
PEAT Customers who use 


this line of comfortable shoes 
for men. 


PROVEN 
PROFITABLE 
FOOTWEAR 


Phone Your Jobber 


Laslone Mass, 


Laolovies Brockton, New Redlford Nashua ARE : 


.) 
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Changing the Ideas of a Nation 


Copyright 1923 
The Shelby Shoe 
Co. 


Just as the electric light brought forth 
a new world of brightness and clear 


vision, so has the Arch Preserver Shoe 
given women a new idea of comfort 


and foot health. 
THE 


[RCH PRESE 
SHOE nv | 


this most valuable sales fran- 
= Sage The Sel hoe n 
chise in the shoe industry. Selby S Company 
TRADE MARK REG. U.S. PAT. OFFICE Portsmouth, Ohio 


“KEEPS THE FOOT WELL” 




















Write for complete information 
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ESTABLISHED APRIL I, 1882 


CHICAGO 


Records Show Gain Over 1922 


Wholesale Merchants Report Good Tone to Trade—Good 
Indications for Spring Business 


HERE has been no change in business 
conditions in Chicago during the past 
week. The weather continues warm and as 
yet there is no indication of a change. The 
wholesale men report a good business al- 
though they remark on the continuance of 
the “‘hand-to-mouth” buying policy. The 
manufacturers have not yet begun to re- 
ceive spring orders in any volume, al- 
though the prospects are good for some 
big business in the near future. 
The shoe business is good. In almost 
every case the books will show a nice in- 
crease over last year. 


National Style Conditions 


Frank L. McNut, buyer for Feltman 
and Curme’s 52 stores all over the country. 
expresses the following opinion of style 
demands in different localities: ““There is 
no such thing as preference in the different 
sections of the country,” says Mr. McNut. 
“Black satin and patent leather gore and 
strap pattern pumps are popular in New 
York; they are also popular in San Fran- 
cisco—and in New Orleans and Chicago. 
Rapid transportation and national adver- 
tising, nowadays, cause the same demand 
to be created in Seattle for a certain style 
as will be created in Norfolk. There is one 
exception, however. In New York the de- 


mand is greater for fancy pattern turns - 


and light welts made over the ‘stage la:t’ 
than it is anywhere else.” 

The Feltman and Curme stores are do- 
ing a good volume of business in Philadel- 
phia on gore, strip pump and strap pattern 
and the same is true of their various stores 
in the West and Middle West. 


Be a Booster 


A prominent Philadelphia sales mana- 
ger, in Chicago the other day, explained 
his reason for discharging his best sales- 
man. This salesman had been in the habit 
of condemning some four or five numbers 
at. every sales conference. The other sales- 


men respected his opinion because of his 
standing at the head of the list. It finally 
got so bad that when this man condemned 
a number it was dead as far as the rest of 
the salesmen were concerned. The sales 
manager claimed that more money was 
lost just because this ““high-power”’ sales- 
man condemned certain numbers than 
was taken in on his sales. And as a conse- 
quence he was found to be undesirable. 


A four-strap buckle pump in chocolate 

kid with round toe effect. Also in black suede 

= leather trimming. O’Connor ¢ 
dberg, Chicago retail shoe merchants 


Chicago Notes 


Bath mules, house slippers and _ pull- 
mans are being displayed to good advan- 
tage in most shoe departments in anticipa- 
tion of the usual Christmas gift purchases. 

Some unusually attractive styles in 
woolen hose for children are being shown 
in the department stores. They are mostly 
ribbed with color worked in at the tops. 

I. Miller and Son, at their State Street 
store, are showing some new styles in 
lizard skin in strap and gore designs. 

Mr. Metz, who has a complete line of 
bowling shoes and oxfords ranging in price 
from $2.00 to $8.00, reports that a fine 
business has been done on them. 


Need of Tact 


An amusing incident took place recently 
in the ladies’ department of an exclusive 
shoe store. Business was humming all 
over the place and the assistant floor man- 
ager stood near the hosiery counter waiting 
for something to come up that would com- 
mand his attention. 





oe More Shoes Sold Right | 





———) 


Suddenly he heard a distinct gasp—a 
sharp intake of breath—and without look- 
ing he knew that nearby there was a lady 
in distress. He looked around and this is 
what he saw. A daintily dressed specimen 
of feminine loveliness sat grasping her 
right foot with both hands. Her face 
burned crimson red and her eyes glanced 
wildly about attempting to discover just 
how many were aware of her embarrass- 
ment. The clerk, a dapper young man, not 
yet emerged from the “‘cake-eater”’ stage, 
was engaged in trying to comfort her with 
such exclamations as this: “Oh, that ain’t 
nothing, lady. That happens to everybody! 
Don’t worry about that, I'll bet everybody 
in this store has had holes in their hosiery. 
Wedon’t mind that, just you don’t worry!” 

His voice was louder than he thought 
and this seemed to add to the mental 
anguish of the cultured young woman, who 
replaced her shoe with all possible speed 
and hastened from the store in spite of the 
assistant manager, who employed all of 
his tact to ease her mind. 

As she went out the door she said, “T’ll 
be back tomorrow.”’ But she was probably 
thinking, “‘Oh, I wouldn’t dare go in there 
again!”’ It is liable to happen at any time 
in any shoe store, and the point is: Are 
your salesmen prepared for such an emer- 
gency; have you coached them in what to 
say and when to say it? It might be well 
worth your time to study the cause and 
effect of “interrupted sales’”—to analyze 
them and be prepared with a remedy. 

Wouldn't it have been much nicer, if 
the clerk mentioned above had, immedi- 
ately upon observing the hole in the girl’s 
stocking, slipped her shoe back on and 
reached for the other foot with a remark 
something like this: ‘Isn’t it a shame how 
quickly and unexpectedly holes will come in 
silk hose?”’ 


Hosiery Selling Freely 


Silkand wool ‘“‘underhose”’ are fast be- 
coming a permanent addition to Milady’s 
wardrobe, says Miss Panzar, manager and 
buyer for Hannan and Son’s State Street 
store. At the beginning of the season Miss 
Panzar stocked a large number of these 
underhose and they went so rapidly that 
she has been forced to re-order twice. 
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MILWAUKEE 


New Styles Make Appearance 


A Shoe for Every Occasion Is Stressed in Impressive Window 
Trims of Shoes 


OOT and shoe merchants in Milwau- 

kee have enjoyed a delightful fall 
from every angle, save the important one 
of slow trade, owing to the nature of the 
weather. The time is at hand when a break 
is due and most stores are all set for the 
demands which such a change will unques- 
tionably bring out. Stocks of heavy winter 
footwear, including rubber merchandise, 
have been held in suspense for several 
weeks longer than usual, because October 
and the first two weeks of November were 
warm and lacking in the usual equinoctial 
storms which ordinarily are accompanied 
by a rush for galoshes by the women and 
rubbers by the men. 


New Styles Freshen Trade 


During the past week Milwaukee shops 
have put on display in windows and interior 
trims many new styles, covering the wide 
range which is needed to impress the buy- 
ing public with the idea of “a shoe for 
every occasion.”” The new showings have 
served to freshen trade, which has been 
inclined to drift, due largely to the even 
course of climatic conditions. The opening 
of the fall and winter social season likewise 
has given trade some impetus, and the lat- 
est styles of slippers, in their unusually 
attractive form, colors and combinations, 
are deriving the benefit of the good in- 
fluence by the first wearing of advance 
styles at the big social affairs now being 
held in Milwaukee. 


Men's Boots Moving Better 


With the change in season so far as out- 
ward signs are concerned coming some- 
what later than normal, the call for high 
cuts by the men has not been quite satis- 
factory, although improvement is now 
noticeable. Men of Milwaukee, on a broad 
average, buy a pair of oxfords in May and 
have little interest in shoe stores until 
early November, when they come in for a 
pair of high shoes. In the past summer the 
marked growth of interest in golf in this 
locality made for a very heavy sale of sport 
oxfords, which helped business materially 
on the men’s side. High and low patent 
dress shoes have sold fairly well through- 
out late October and thus far in Novem- 
ber, and merchants look for a continued 
good demand as the result of the sharp 
growth in the habit of wearing more or less 
formal dress on even private social occa- 
sions. 


Vogel Back from Europe 


August H. Vogel, vice-president of 


Pfister & Vogel Leather Co., Milwaukee, 


has returned from a six weeks’ recreation 
and business trip through England, France 
Switzerland and Spain. Switzerland is do- 
ing better, since the Japanese disaster led 
to better business in the Swiss silk indus- 
try, but general export trade is still at low 
ebb. England is in the throes of a campaign 
seeking protection for home industry, and 
at the same time is suffering from heavy 
taxes. France is showing some signs of 
prosperity. Deplorable conditions exist in 
Germany, Mr. Vogel said. 


Promote Pied Piper Sales 


The Rice & Thompson Shoe Co., 117 
North Fourth Street, LaCrosse, Wis., is 
engaged in a special effort to stimulate 
business in its children’s department, 
which features the Pied Piper line made by 
the Marathon Shoe Mfg. Company, of 
Wausau, Wis. A large circulation of the 
color book, “The Story of the Pied 
Piper,” has been accomplished among 
boys and girls from two to six years of age, 
with a resultant increase in sales of the 
Pied Piper Junior show, which has the 
approval of the physical board of the 
¥.4.¢C A. 


Rueping Back from Orient 


Frederick Rueping, son of Fred J. Ruep- 
ing, president of the Fred Rueping Leather 
Company, Fond du Lac, Wis., has re- 
turned home after spending nine months 
in travel in the Orient, with the principal 
objective the promotion of American 
leather business in the Far East. He was in 
the Japan earthquake zone just before the 
disaster and returned four weeks later to 
be greeted by indescribable horror. Mr. 
Rueping represented A. J. & J. R. Cook of 
San Francisco, distributor in a large terri- 
tory for the Rueping Company, the Cen- 
tral Leather Co., the Thayer-Foss Com- 
pany of Boston, the Northwestern Leather 
Company of Boston, and the N. R. Allen 
& Sons Co. of Kenosha, Wis. Among his 
interesting observations is that the govern- 
ment of Japan has passed a law requiring 
all children to wear leather shoes. 


For Retail Extension 


A notable retail trade extension cam- 
paign has been undertaken by the Associa- 
tion of Commerce of Madison, Wis., state 
capital, to combat the mail order evil and 
bring more of the trade within a reason- 
able, radius to Madison. W. G. Schumacher 
one of the leading boot and shoe mer- 
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“Shop Early’? Campaign 
Opens 


Retail shoe merchants, in com- 
mon with dealers in other lines, on 
November 15 launched a preten- 
tious “Shop Early for Christmas” 
campaign sponsored by the retail 
division of the Milwaukee Associa- 
tion of Commerce. Full-page space 
was used in the daily newspapers on 
that day, and placards and other 
signs made their appearance at the 
same time in store windows and on 
the walls of stores. The post office, 
express companies, newspapers and 
wholesalers and jobbers are partici- 
pating in the campaign, which is 
being conducted along lines far and 
away more impressive than any 
previous effort. 











chants, has been selected as representative 
of his trade on the general executive com- 
mittee composed of one from each line of 
business. 


State Convention for 1924 at 
Fond du Lac 


August 5, 6 and 7 have been definitely 
selected as the dates of the 1924 conven- 
tion of the Wisconsin Shoe Retailers’ Asso- 
ciation, which will be held in Fond du Lac, 
at the Hotel Retlaw. 

Directors of the association held a meet- 
ing at Fond du Lac recently to select dates 
and make other preliminary arrange- 
ments. A. C. Egelhoff was appointed gen- 
eral chairman of the local convention com- 
mittee by President Richard E. Sager of 
Green Bay. Mr. Egelhoff’s co-workers will 
be selected at once and work on details 
will be put under way without delay. 

After mature consideration of the ques- 
tion from every angle, the directorate de- 
cided against continuing the practice of 
permitting merchandise exhibits in con- 
nection with the convention, feeling that 
the advantages are offset almost entirely 
by the division of interest thus created, 
and the difficulty of keeping members of 
the association together at sessions. At one 
time the association sponsored a shoe ex- 
hibit, but in more recent years has merely 
countenanced the holding of displays by 
whelesalers and jobbers. Hereafter such 
exhibits will be entirely apart from the 
convention proper. 

While the directorate was meeting in 
Fond du Lac, local officers and members of 
the state association took advantage of the 
occasion to show the visiting delegates 
through the great Fred Rueping Leather 
Company works and the factories of the 
Menzies Shoe Company, two of the most 
important industries of the city. 
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ST. LOUIS 


Colder Weather as Stimulus 


Shoe Merchants Benefit by Change from Warm to Seasonable 
Weather—Interest in Future Styles 


HERE was an irregular trend to the 
jie shoe business during the week 
ending November 17. Some stores re- 
ported particular days as good, while 
others were reluctant to name a cause for 
slowing down of business. 

Business started in brisk on Friday and 
exclusive shoe stores on Saturday reported 
business either equal or better than the 
previous one. Much stress is being laid on 
the weather developments and it is gener- 
ally felt that with snow and colder weather 
business will go forward. 

In a careful analysis of conditions it is 
usually pointed out that business is not as 
bad as some try to picture it. The disap- 
pointment is more keenly felt, due to the 
fact that big business was expected in 
September and October. 


Business Signs Encouraging 


Practically all merchants feel that this 
slight depression is only temporary and 
that the upward trend is just around the 
corner. 

Shoes ordered for October selling have 
to some extent been carried into Novem- 
ber, but these shoes will be sold without 
risk of sacrifice. It is reported that some 
stores are heavy on merchandise which has 
not been denied when the question is 
asked. But the background is entirely 
different on this stock than it was two or 
three years back when high priced specu- 
lative merchandise filled the shelves on a 
declining market. Now the merchandise is 
clean, seasonable selling shoes and these 
shoes are being and will be sold during the 
coming month. 


Style Trend Indefinite 


Merchants are not worried about their 
stocks, but one problem of concern is what 
and when will they buy for January and 
February selling. Some orders have been 
placed, but there still seems to be an un- 
certainty as to the style trend which can 
be depended upon. Black shoes continue 
to sell for the present about 75 per cent 
against 25 per cent colors. This applies to 
the more popular-priced merchandise. In 
the higher-priced stores this does not 
apply. 

Two stores, whose price range is from 
$10 to $18, reported colors were as good as 
black. Colors in these cases mean the dark 
brown shades. The manager of one of the 
stores said they failed to sense any big de- 
mand from their trade for black footwear 
and that people who had asked for black 
didn’t walk out because of the fact that 
they could not be fitted in a particular 
style of black shoe. 


Colonials Promise to Be Popular 


There continues to be a good inquiry for 
Colonials. This is mostly felt in the higher 
priced field. One store showing a pattern 
remarked of the interest created in this 
number. Most stores are playing Colonials 
for later selling and the trend for Colonials 
seems to be spreading. What volume will 
be consummated on this style is mere con- 
jecture, but a fair demand is anticipated. 

Welts are being bought by the public 
and the two cold days increased the oxford 
business. Heavier shoes can be expected to 
have a call when the first snow appears. 


Swope Company Contest 


Swope Shoe Company is holding a repair 
contest for its employees. It started No- 
vember 12 and will close December 20. 

The contest will be different from those 
previously held, in that all repair jobs will 
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count the same. This change was made be- 
cause it was found more difficult to sell 
large jobsin some departments than others. 
Each repair job will count one point. 
There will be five prizes given to the five 
having the most points. 


High Shoes Selling 


The Vogue Boot Shop had faith enough 
in the boot business to use their advertis- 
ing space to announce the fact that boots 
could still be bought at the Vogue Boot 
Shop. The boots advertised were black 
suede, black and brown kid high boot, and 
the price range was from $8.50 to $11. 

Max Weiss, one of the proprietors, 
stated that boots are sold throughout the 
winter months in their store. He said the 
sale was satisfactory and the idea of the 
ad was more one of information to their 
trade that they carried a line of high boots. 


Alligator Shoes 


Fred Maxted, manager of Hanan & Son 
St. Louis store, is showing a two-strap 
alligator oxford trimmed with log-cabin 
suede. The heel is covered with alligator. 
Maxted said they sold some of the shoes 
and they were not bought in any volume. 





CINCINNATI 


Good Call for Evening Shoes 


Merchants Report Sixty Per Cent of Women’s Sales Are on 
Black Patterns—Dark Brown Suedes Going Good 


LACKS continue to be the domina- 
ting factor among women’s shoes in 
the local retail shoe stores. Approximately 
60 per cent of the sales are on black shoes. 
Despite this trend towards black, there 
are good sales being made on dark browns. 
There were several weeks when the de- 
mand for browns dropped off rather 
sharply, but there has been a recovery in 
the past few weeks and browns seem to be 
holding their own. There is a more limited 
call for grays. 


Steady Call for Evening Shoes 


Evening slippers are having good sales, 
particularly in houses selling high grade 
merchandise. One large merchant states 
that he is holding his sales up to their 
present satisfactory volume largely through 
the number of pairs of evening slippers 
that he is able to dispose of. Slippers of 
silver and gold and also of brocade are 
winning favor. Several merchants are 
pushing strongly the idea of color in 
evening footwear. 

Black satin retains its popularity 
among the women purchasers of shoes. 
Patents are also proving to be strong 
numbers. Both satins and patents are 
expected to continue in vogue during the 
aext few months. The local retail shoe 


trade has not been doing a very big busi- 
ness during the past week, although some 
merchants say that their business is hold- 
ing up nicely. With colder weather appear- 
ing for short stretches of several days’ 
duration sales take a jump upward, but 
they fall again as soon as the weather 
modifies. Sales have been somewhat be- 
low normal for this time of the year, but 





Interest in Foot Contest 


The Queen Quality Boot Shop, 
430 Race Street, has tied up in a 
novel way with the Cincinnati 
Enquirer’s “Prettiest Feet’’ contest. 
Each day during the contest a dif- 
ferent pair and size of fall shoes is 
displayed in the window so that 
only the vamp is visible. The first 
person each day after 3.30 P.M. re- 
gistering her correct size and this 
size corresponding to the size of the 
contest pair displayed in the win- 
dow is presented with this pair free 
of charge, provided that they prove 
a perfect fit. Winners are being 
announced each day in the news 
paper advertising being done by the 
store. 
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indications for the next few weeks are for 
a stimulated business. 

Colored Evening Shoes 

The shoe department of the H. & 8. 
Pogue Company has a beautiful window 
display of shoes. This display is featuring 
the idea of colored shoes for evening wear. 
Included in the colors are red, green, blue 
and other shades that are filling to the eye 
and satisfying to the taste. 


Plant Opens December 1 


The Lebanon, Ohio, plant of The 
Charles Meis Shoe Company will be put 
into operation about December 1, accord- 
ing to Sidney Eisman, vice-president and 
general manager. This factory will be 
devoted to the manufacture of women’s 
novelty shoes. 


Personal Items 
George R. Vollman, president of The 
Vollman-Lawrence Company, is on an 
Eastern selling trip at the present time. 
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The salesmen of the Krippendorf-Ditt- 
man Company left during the past week 
for their territories. They bave with them 
the newest creations for spring footwear. 

Harry Wiechman, president of The 
Wiechman Pattern Company is now in the 
East at his New York Style Studio, 149- 
151 Fifth Avenue, which was recently 
established. He is making a close study of 
the style trend and is preparing new crea- 
tions for the trade. 

Louis Homan, of The Homan-Hughes 
Company is in New York. Mr. Homan is 
making a survey of the style situation 
while in the East. 

George Gregory and Harry S. Cabill, 
of The Cahill Shoe Company are in 
Chicago on business. Mr. Gregory has 
just spent a week at the factory here add- 
ing a number of new sandals to his line. 
These sandals carry the low heel and Mr. 
Gregory believes that they are destined 
for much popularity during the coming 
year. Harry S. Cahill will remain in 
Chicago for several weeks calling on the 
trade. 





INDIANAPOLIS 


Free Buying in Blacks 


Preference by Women for Better Quality in Footwear Re- 
ported from Several Sources 


OTICEABLE changes in the weather 

have brought much better business 

to the retail sboe merchants. Despite the 

mild weather, the volume of sales in prac- 

tically every one of the indianapolis shoe 
stores has held up remarkably well. 

Women’s black shoes, especially those 
with the open-work strap effects, are 
having a big demand. Satins and suedes, 
in both black and brown, also appear to 
be extremely popular, especialiy for dress 
wear. The big demand for blacks has 
served as somewhat of a surprise to some 
of the retail merchants, who had counted 
on browns leading the field and had ar- 
ranged their stocks accordingly. Although 
browns are going well, the demand for 
them has not been quite as heavy as the 
merchants had expected. Women are 
showing a preference for the better grades 
of shoes. 

Sales in the men’s trade are gradually 
increasing. Reports from a number of the 
local stores indicate that oxfords and 
high shoes are running about equal, the 
tendency toward the high shoes increasing 
a little as the season advances. 

Children’s business has been just a 
little quiet so far this month, the local 
merchants say, but is expected to get 
brisk again along toward Thanksgiving. 
By that time the “kiddies’’ who were 
“shod” for the opening of school will be 
about ready for more footwear, the mer- 
chants say. 





Newton’s Third Store 


Plans are being perfected by J. A. 
Newton of Columbus for the opening of a 
new retail shoe store on West Second 
Street, Seymour. Shoes for men, women 
and children will be carried. Mr. Newton 










operates similar stores in Columbus and 


Franklin. 


Klapper Opens Store 


A new retail shoe store has been opened 
in a North side residence district in Indian- 
apolis by John Klapper. The store will 
cary a line of men’s, women’s and chil- 
dren’s shoes. It is situated at 2950 Clifton 
Street. 


Heaton’s New Store 


Clem Heaton, who operates retail shoe 
stores at Lebanon and Frankfort, has 
opened an attractive new shoe store in 
Logansport. The new establishment is 
known as Heaton’s Bootery and is sit- 
uated on Pearl Street. It is a model for 
convenience. 








Haisley with Penny 
Company 

C. C. Haisley, a former member of the 
Haisley-Matthews Shoe Company of 
Crawfordsville, will leave soon for Fargo, 
North Dakota, where he will manage the 
J. C. Penny Company’s shoe store. Mr. 
Haisley, who came to Crawfordsville 
several years ago from Texas, was re- 
garded as one of the most progressive 
young merchants in the city. 

In New Location 

The Peoples’ Shoe Store of Evansville, 
formerly located at 405 Main Street, has 
moved to 219 Main Street. The new store 
has an interior decoration of gray and 
ivory walls and ceiling. The fixtures are 
gray and the rugs are blue. The latest 
styles in women’s and men’s footwear and 
hosiery are being displayed. 








CLEVELAND 
Spotty Note to Retail Lines 


Weather Most Important Factor in Influencing Buying— 
Women Buying Shoes for Street Wear 


HE week which ended November 17 
found trade in the shoe stores in this 
city fluctuating according to the weather. 
If it was cold and rainy, trade would 
brighten up. When the sun was shining 
and overcoats were not needed, people 
remained away from the stores 
This has been decidedly a backward 
season, and trade for winter wearing 
apparel has been decidedly slow in ap- 
pearing. November has been featured, 
however, with sudden drops in tempera- 
ture that sent the volume of trade up- 
ward. This experience has led most mer- 
chants to believe that when winter actually 
does come the demand will be heavier. 
Women for street wear have taken a 
fancy to the creased vamp models. Black 
is their favorite color, with patent setting 


the pace. Tan is not so good in these 
models. Novelties are in great demand; 
and buckles are very popular. 

The factories in this city are not em- 
ploying so many men in November as in 
October, but wages have been increased. 
Men and women who have been laid off 
from their regular employment have taken 
positions at less salary than they drew 
when they were at their regular jobs. 


The Overshoe Demand 


The four-buckle overshoe seems to have 
taken a great hold on the fancy of women 
and girls in this city. Every wet spell 
brings a great increase in sales of this 
model, which also lets down when the 
rain ceases to fall. 
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Merchants report, however, that there 
has been considerable buying of overshoes 
for future wear. They are laying in sup- 
plies for fear that when the snowy and 
sleety days of winter come, they will not 
be able to supply their wants as quickly 
as is desired. 

Some Early Shopping 

The first signs of the annual shopping 
period for Christmas have been seen in 
this city. Merchants have taken the lead 
in the matter of promoting early shopping 
by stressing in their advertising campaigns 
articles that are suitable for Christmas 
gifts. Slippers are seen in the window dis- 
plays; touches of color in decorations are 
present; decorations for Christmas trees 
have been taken out of store space and 
placed in prominent places with new stocks 
that have been added. 

In the shoe stores merchants report 
they have sold many more pairs of stock- 
ings than they do in the ordinary trade. 

Opportunity Week 

The Travers Shoe Company designated 

the week ending Nc ember 17 as Oppor- 
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It Drew Crowds 


The Ferguson Shoe Company, 
one of the oldest shoe companies in 
Cleveland. put on an exhibition of 
hosiery with girl demonstrators on 
Monday recently that attracted 
such a huge crowd to the store that 
the owners of The Arcade asked 
him to stop the demonstration. 
Ferguson’s store incidentally en- 
joyed the best run on hosiery during 
the week that it has had in the 
entire history of the store. 

















tunity Week, and it was one of opportuni- 
ties for the consumer. Large signs in the 
store and in the show windows set forth 
the idea that was being put forward. 

Joseph Stein, who conducts a shoe store 
at 4243 West 35th Street in Brooklyn, 
has found patronage going forward at 
such a rate that he has re-decorated his 
store room, put in a more attractive front 
with large display spade in the windows, 
purchased new chairs and settees to 
match the general finishing and has en- 
larged the seating capacity. 





SALT LAKE CITY 


Quiet Tone to Shoe Game 


Unseasonable Weather Attributed as Reason for Dull Com- 
plexion—Plenty of Money in Circulation 


IIE weather has not been favorable 

to the retail shoe business here. Al- 
though there is plenty of money in circu- 
lation and other retail lines are doing 
fairly well, the shoe business is quiet and 
lacks steadiness. 

The men’s business is particularly 
quiet. The women’s business is quieter 
just now than it has been for several 
weeks. Large numbers of women are 
wearing the kind of shoes that were worn 
in midsummer, and as far as the condi- 
tion of the streets and sidewalks are con- 
cerned they are as appropriate now as 
then. 

Blacks are still leading everything in 
women’s shoes and according to some of 
the leading merchants, the trend is also 
toward blacks in men’s footwear. Only one 
firm, Walker Bros., seems to be really 
pushing patent leathers just now. Ralph 
Featherstone, manager of the department, 
said they were selling a lot of patents. He 
predicted patents would be an even break 
with suedes until spriag. Black satins lead 
everything in dress shoes. For street wear 
oxfords are popular in both browns and 
blacks. 


Booterie’s Hosiery Business 


The Booterie has been doing a nice 
hosiery business since enlarging its de- 


partment and placing a dressing room in 
the rear of the establishment. The store 
has a complete line of hosiery now. Chiffoa 
is selling. 


Stimulating Children’s 
Trade 


A recent advertisement, which 
Albert Jacobsen of Albert’s inserted 
in a local Sunday paper, inviting 
little girls to bring their dollies and 
get new footwear for them without 
charge, was an elfective advertising 
idea. 





Four hundred “‘little mothers” 
carrying their “babies” in their 
arms invaded the store the very 
next day. The firm could noi sup- 
ply all the children. Mr. Jacobsen 
said, and took about 150 names j 
and addresses of others who applied 
for the shoes. 


Albert’s does a great children’s 
business. The manager is a lover of 
the little folksand the little “‘stunts” 
he pulls off from time to time in- |} 
variably prove profitable to both |p 
the children and the store manage- 
ment. 








Ih 
Auerbach Company in New 
Home 
The Auerbach Company a large depart- 
ment store, has moved into its fine new 
home at the Southwestern corner of State- 
and East Broadway, the store recently 
vacated by the Keith-O’Brien Company 
which moved to a smaller building to the- 
immediate West. The new Auerbach shoe 
department is unique, The merchandise is 
concealed. All the shoes are arranged on 
shelves which are hidden from view. 
Manager Conrad of the department is. 

delighted with the change. 








DES MOINES 


Improvement in Shoe Trade 


Merchants Eagerly Awaiting Arrival of First Snow, Expecting 
It to Stimulate Business 


TINUE early part of November was 
featured by better trade in shoe 
stores. The temperature has been some- 
what lower, although as a general average 
it has been higher than that of other 
years. With the first snow a great volume 
of business is expected by shoe merchants. 
Blacks and the darker shades of brown 
are the most popular fall colors. Black 
satins and patents are not nearly so 
popular as they were. Black suedes are 
selling very well. 


Shoe Merchants Meet 


Shoe merchants from 12 counties gath- 
ered at Carroll, Iowa, November 13, for 
the district convention of the Iowa State 
Retail Shoe Merchants’ Association. 

More than 100 were at the table at the 


banquet. It was the biggest and meost 
successful meeting. Problems of shoe mer- 
chandising were discussed. 

Frank Jaques presided at the session. 
and Walter Arant addressed the associa- 
tion on the subject, “How to Bring More 
Customers to Your Store.’’ Harry Jacob- 
son of Des Moines, vice-president of the 
state association, also gave a beneficial 
talk. 

Stores of the town were decorated to 
welcome visiting shoe merchants. 


Milo Slade Moves 


Milo Slade will occupy his new depart- 
ment in the Utica Company building on. 
December 1. His removal sale from his 
downstairs location at 320 Seventh Street. 
is proving a big success.. 
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Your Holiday Trade Wants 
This Better Merchandise 


OLIDAY trade is grading up. People are 

getting to know too much about the 
quality of felt slippers to accept without ques- 
tion the cheap, unbranded goods that flood 
the market at holiday time. 
The careful dealer knows that the most im- 
portant element in every sale is the entire 
satisfaction of the customer. That is why 
every year more dealers are displaying Daniel 
Green Comfys, and selling an increasing 
number of Daniel Green Comfys for Christmas 
gifts. 
Our national advertising emphasizes the dif- 
ference between genuine Daniel Green Com- 
fys, and ordinary felt slippers for Christmas 
giving. Your customers will appreciate your 
interest in selling them really satisfactory 
merchandise if you display and offer them 
genuine Daniel Green Comfys. 


DANIEL GREEN FELT SHOE COMPANY 
Dolgeville - - - - New York 


New York Sales Office: Chicago Sales Office: Boston Sales Office: 
116 East 13th St. 189 West Madison St. 10 High St. 
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ONE OF THE TEN STYLES IN STOCK 


Stock No. 404. Frat Last, Tony Brown 
Calf Bal. Wingfoot Heel, Heavy Single 
Sole. Sizes: AA, 7-11; A, 644-11; B, 6-11; 
C, D, 5-11. ; 

Price, $6.85 


eel 


E. T. WRIGHT & COMPANY, Inc., - 


Makers of the Well Known “Arch Preserver” Shoes for Men 


ROCKLAND, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Millions are learning 
what you already know 


“Nothing takes the place of leather.” 

From your own experience you know, 
far better than you can be told, that 
there is nothing like leather for the soles 
and heels of shoes—nothing like it for 
wear, for style, for health and for com- 
fort. 


[ IS surely no news to you to read, 


But there are millions of people the 
country over who have not had your 
Many of them 
have accepted the wonderful qualities 
Many 


experience with leather. 


of leather as a matter of course. 
have_never given the soles and heels of 
their shoes more than a passing thought. 


But now they are learning—they 
can’t help learning about leather! 


In the publications that everyone 
reads, the ones that have the most in- 
fluence—The Saturday Evening Post, 
The Literary Digest, The Ladies’ Home 


Journal, The American Magazine and 
many others—amillions are reading the 
story of leather. They are learning 
why leather wears as nothing else will, 
why leather soles and heels keep their 
shoes looking better, why leather keeps 
their feet comfortable and healthy. 


What a lot all this advertising on 
leather is going to mean to you. What 
interest it is arousing in the all-leather 
shoe. There is no longer any question 
about the best material for the soles and 
heels of shoes—leather and only leather 
will do. 


Read the advertisements as they come 
out. Bring them to the attention of 
your salesmen. They will give an added 
interest to their work— make better shoe 
salesmen of them. Co-operate with the 
campaign in every way that you know 
how. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


7 
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This is the advertisement appearing in The Sat- 
urday Evening Post on November 3rd, in The 
Literary Digest, November 17th, in The American 
Magazine for November, and many other national 
publications. 
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SHOR TRAVELER 


This Department is conducted by Helen M. Haney, Associate Editor 


HE National Shoe Travelers’ Asso- 

ciation was represented at the meet- 

ings of the Joint Styles Committee, 
held in New York last week by Frank B. 
King, chairman of the Styles Committee, 
of the National Shoe Travelers’ Associa- 
tion, and a member of the Joint Styles 
Committee, who travels the Middle West 
for S. Weil & Co., and P. J. Watson, who 
travels for Lounsbury, Mathewson & Co. 
Other members of the National Shoe Trav- 
elers’ Association present were: The Na- 
tional Secretary, T. A. Delany, and “Tom” 
D. Collins, vice-president of the South- 
western Shoe Travelers’ Association. 
“Tom” travels the Southwest for the 
Saks Shoe Company of Brooklyn. He was 
the guest of H. F. Volk of Volk Bros. 
“Tom” was very much interested in the 
proceedings and said that he would make 
it a point to tell all of the Southwestern 
boys about same. 


Geissler Boosts Men’s Styles 


C. H. Geissler, who covers the large 
cities for F. M. Hoyt Shoe Company, was 
a member of the committee which formu- 
lated the men’s styles program. The sub- 
ject of stimulating sales of men’s shoes 
through style was discussed at great 
length; the idea of high shoes for fall wear 
was stressed 


Harry Barnes Reports on Children’s Styles 


“Jack” Martin of New York was also 
there, as well as N. P. Merrill of Bliss & 
Perry Co. One of the interesting features of 
the meeting was “Harry” Barnes’ report 
on misses’ and children’s styles. Mr. 
Barnes is chairman of the N.S. T. A. sub- 
committee on misses’ and children’s styles. 
Mr. Barnes was unable to be present, his 
report being read by Frank R. King. 


Frank King’s Style Plan Accepted 


The N. S. T. A. boys present all voted 
the program to be most constructive and 
well balanced. They expressed themselves 
as being particularly pleased with Mr. 
King’s able presentation of his thought on 


‘*Shoes for Occasions”’ 


N.S. T. A. Emphasizing Importance of Joint Styles Committee’s Clever*Slogan, 
Originated by Frank B. King 


which he has been constantly “hammer- 
ing” for so many years—‘‘Shoes for Occa- 
sions.” 

Mr. King is the originator of this slogan 
and it was interesting to note that after a 
two hours’ debate the Joint Styles Com- 
mittee revised its style report according to 
Mr. King’s plan. Mr. King is considered 


FRANK B. KING 


Chairman of N.S. T. A. Style Committee and 
“father” of the slogan “Shoes for Occasions.” 
Je travels the Middle West for S. Weil § Co. 


one of the best posted men in this country 
on shoe styles and his brother shoe trav- 
elers are naturally very proud that one of 
their number should be so regarded. 


Merit Will Always Win 


Mr. King believes that the retail shoe 
merchants should always give the public 
what it wants, as much as possible, but 
to avoid “wild-cat” fashioas. He advises 
merchants to have confidence in the shoes 
they have bought and when they bring out 
a good style, even if some other store offers 
a cheap imitation and announces them as 
“leading styles,” that they should not be 


disturbed, for merit will always win event- 
ually. 


Industry’s Slogan Solves Problems 


Mr. King stated that when in Minneap- 
olis recently, he addressed one of the con- 
ventions of retail shoe merchants. He 
found that there the merchants were quite 
disturbed because of the tendency of the 
public to wear galoshes in cold weather 
with light-weight shoes, instead of heavier 
weight leather shoes. While in Milwaukee, 
addressing the Milwaukee merchants, he 
heard complaints of a similar nature made: 
Mr. King told the merchants that the doc- 
trine of “Shoes for Occasions” should 
remedy this situation. “It will sell more 
walking shoes—more cold-weather foot- 
wear, more warm-weather footwear, more 
wet-weather footwear, such as galoshes 
and rubbers, and more morning and even- 
ing footwear—and everybody will be 
happy,”’ said Mr. King. 


Travelers to be Teachers 


One of the big suggestions coming from 
the convention was that the travelers 
should educate the public as to the wear- 
ing of the proper shoes with the proper 
dress, as for instance, shoes for business; 
shoes for semi-dress; shoes for the evening; 
not only for women, but for men and the 
kiddies, too. The argument was presented 
that the salesman, himself, should observe 
these rules and should impress upon the 
merchants and their retail store salesmen 
the necessity of wearing the proper shoes 
in their places of business, as well as for the 
various social affairs in which they take 
part. An expression that was often used 
was: “The people should dress up their 
feet with the same care as they clothe their 
bodies, and always for the occasion.” 

This subject will be presented to the 
boys at their annual convention, to be 
held in Boston, on January 7-9, so that 
they may become thoroughly imbued with 
its importance and will gb out and preach 
and exemplify to their trade—‘Shoes for 
the Occasion.” 
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“The Magic Pattern” 


The witchery of Fifth Avenue has touched this model with the’ 
wand of Style. The entire Allen, Goller line is characterized 
by a close adherence to the fashion trends of the moment. 


If New York Says 
“<Tt’'s The Latest Style’ 
We've Got It! 

















ALLEN, GOLLER SHOE Co. i 
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ARTHUR R. MARTIN 


Who covers Indiana, Illinois and Wisconsin 
for A. J. Bates Company. Arthur will start to 
cover his territory December 1. 





“Art’’ Martin Travels Indiana, 
Illinois and Wisconsin 
for A. J. Bates 


A. R. Martin has been appointed by 
Sales Manager Walter C. Roose, of the 
A. J. Bates Company to succeed W. J. 
McCormack in Indiana, Illinois and Wis- 
consin. Arthur, or “Art,” as he is known in 
the trade, is well liked by all who have met 
him and has a host of friends on the road. 
He is a thorough detail man and has spent 
most of his time with men’s lines of shoes. 
Five years ago, he went with the Holland 
Stoe Company, covering the Middle West 
for them. 


A Good Man and a Man’s Good Line 


In the “old days’”” Mr. Martin covered 
Michigan and part of Indiana for F. M. 
Hoyt Shoe Company; he was with this 
house for 14 years, at the time when S. D. 
Sullivan, now the A. J. Bates’ superin- 
tendent, was superintendent at the Beacon 
factory and Sales Manager Roose was also 
connected with the F. M. Hoyt Shoe Com- 
pany folks. Therefore, he comes to his new 
connection well and favorably introduced. 

Both firm and Arthur Martin can be 
complimented in getting together, because 
a good firm and a good man to sell its good 
men’s shoes are a hard combination to beat. 


“Art” on the Job December 1 


Arthur will be on his territory Decem- 
ber 1. He met “‘Joe’’ Abelson, the Bates 
New York and New England representa- 
tive, at Buffalo recently; went over the 
line with Joe, and is already thoroughly 
“sold” on the line. 


More publicity means less selling waste. 
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JOHN F. SMITH 


Ferreeentig Oe the ~~ Shoe Company 
of Harerhil in Connecticut, Rhode Is- 
land and ithern 








“Syd” Curry Has Boston 
Office 


The smiling countenance of Syd L. 
Curry, who sells the Ordway & Clark, Inc., 
line of women’s high grade shoes to the 
trade now beams forth from a new Boston 
office, at 705 Rice Building, 10 High 
Street. “Syd” is there assisted by his 
“right-band man,” Fred B. Percy, a great 
favorite with the boys on the road, as well 
as wit) the retail shoe merchants of the 
country. 


A. B. Clark Sells Dugan & 
Hudson Shoes 


A. B. Clark ran into the Recorder’s Bos- 
ton office the other day to say “Howdy” 
and to announce the fact that his new 
headquarters are in the Marbridge Build- 
ing, 47 West 34th Street, New York, and 
his new line that of Dugan & Hudson Co. 
“A. B. C.” will cover from that office, 
Greater New York, New England, and 
New Jersey, with his firm’s lines of in- 
fa.:t’s, children’s misses,’ growing girls’ 
and women’s shoes; also the special correc- 
tive shoe made by this firm, called the 
Duson Adjustable Arch. Mr. Clark will 
spend much of his time in Greater New 
York and will work the larger cities of New 
Jersey and New England. 


A Traveler Since 1896 


Mr. Clark has had wide experieace in 
selling shoes. He gives 1884 as the date 
when, on graduating from high school, he 
went right into a retail shoe store ard sold 
shoes over the fitting stool. He first com- 
menced to sell shoes on the road in 1896, 
with territory in tre Middle West: E. H. 
Stark of Worcester, Mass., was the name 
of the house and men’s, boys’ and youths’ 
shoes, were its producis. Al bough A. B. 
C. started with men’s lines, the greater 


MAX FALKE 


Who travels Pennsylvania and West Virginia 
for the F. M. Hoyt Shoe Company 





part of his road career has been devoted to 
selling women’s and children’s shoes. 


B.S. T. A. Member for 16 Years 


Mr. Clark joined the Boston Shoe Trav- 
elers’ Association in the early days of its 
existence and has been a member of same 
for the last 16 years. Mr. Clark makes his 
home in Brooklyn, having moved there 
from Lynn last June. When asked as to 
his opinion on prospects for spring busi- 
ness, he replied that while he thought it a 
bit early to make definite statements, 
everything looked good to him aad that he 
felt the retail shoe merchant who was alert 
to conditions would do a good business, 
for, as he expressed it, “The slovenly 
merchandiser has gone forever.” 

Mr. Clark believes that there is a big 
field for the retail merchaat in the chil- 
dren’s shoe business, if he will give it some 
intelligent thought and a little more time 
and attention. 


“Ed”? Andrews Booking Good 
Business 

E. J. Andrews who travels New York, 
Philadelphia and New England for Voll- 
man-Lawrence Company, was calling on 
his Boston trade the past week. A peek 
into “‘Ed’s”’ order book showed that he has 
been having a very good busi.ess. 


Sidney Rule Is Witherell’s 
Pacific Coast Man 


George R. Rule, formerly Pacific Coast 
man for E. A. & M. C. Witherell, with 
headquarters at 407 Pacific Building, San 
Francisco, has now taken up headquarters 
at the Haverhill, Mass., factory. Mr. Rule 
will be succeeded as salesman on the 
Pacific Coast by his cousin, Sidney Rule. 





BOOT AND SHOE RECORDER November 24, 1923 





r 

TI 
pany 
sprit 
sent 
week 
and 
Wisc 
Gort 
Sout 
Ohio 
sylv 
and 
| * 
Loui 
Stat 
J. E 
Miss 
New 
and 
TI 
sples 
prod 


Trademark Reg. U. S. Pat. Office 


VETERANS— 


but still going strong 


In Stock $4.50 In Stock $4.50 


Widths 
D, E and EEE 
Sizes 
2% te ll 
B77—Black glazed kid, outsize top lace, 


R 
A. 
Com 
Paci 
him 


( ‘hi 
Ste 


TUS MMU WML s MULLS AULA ILLUS TS Ts 


It 
rum 
died 
any 
trav 
Shin 
ard 
Char 
Step: 
mucl 
ness 


Ry: 


6% inch height, plain toe, 11-8 Wingfoot ; : 
heel. Flexible welted sole. Price . $4.50 B75—Black glazed kid “‘outsize” top lace, 

p 64-inch height, regular tip, 11-8 Wingfoo 
B77 }4—Same in button. heel. Flexible welted sole. Price $4.50 


B677—Same as 77 with a regular top. B76—Same as above in button. 
B677 }4—In button with a regular top. 





A retail stock is incomplete without a run of sizes on a few of the above numbers, 
All are built over lasts designed expressly for FAT feet, and they will FIT when 


all others fail. 


Every pair is of Goodyear welt construction with Red-Line-In linings, leather 
counters and box toes, Diamond eyelets, and re-inforced steel arch supporting 


shanks. 


Fr 
Bate 
line « 
outsi 
from 
with 
was 

calib 
store 
will 
incre 
In 
of Sa 
Roos 
havi 
in th 


ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 159 w. Madison Street 





So 
uncle 
ing E 





SIMUL WLM MAMAS Us Ms MULLS LS LUIS MUSSELS ST 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








no 
s&s 


senna nce 














November 24, 1923 


P. Sullivan Men on Trips 


The salesmen of the P. Sullivan Com- 
pany are now on the road with samples for 
spring business. The following will repre- 
sent the P. Sullivan Company on this four 
weeks’ selling trip: James Cowen, Indiana 
and Illinois; O. H. Dickerson, Michigan, 
Wisconsin, Minneapolis and Chicago; J. S. 
Gorman, Iowa, Nebraska, North and 
South Dakota; William P. Hennessy, 
Ohio; Clay M. Harring, Virginia, Penn- 
sylvania, New Jersey, Maryland, North 
and South Carolina; Edward W. Hughes, 
Jr., Tennessee, Alabama, Georgia, and 
Louisiana; A. C. LaBonte, New England 
States; Harold Meyers, Pacific Coast; 
J. E. Miller, Texas, Oklahoma, Kansas, 
Missouri and Colorado; John P. Murphy, 
New York, Philadelphia and- Pittsburgh; 
and W. T. Dickerson, large cities. 

The P. Sullivan Company is doing some 
splendid business. Officials report that 
production has been keeping up nicely and 
that a good spring season is anticipated. 


Ramsfelder Covering Coast 


A. Ramsfelder, treasurer of The Travers 
Company is now on a selling trip to the 
Pacific Coast. Mr. Ramsfelder has with 
him a snappy line of new spring samples. 


Charles Caldwell, of Johnson, 
Stephens & Shinkle Shoe Com- 
pany, Very Much Alive 


It is reported that there has been a 
rumor in the South that Charles Caldwell 
died suddenly at Miami. This does not in 
any way refer to Charles Caldwell, who 
travels the South for Johnson, Stephens & 
Shinkle Shoe Company. President How- 
ard V. Stephens of the firm states that 
Charles Caldwell selling shoes for Johnson, 
Stephens & Shinkle Shoe Company is very 
much alive and is getting in a lot of busi- 
ness every day. 


Ryan Has Successful Michi- 
gan Trip 

Francis Ryan, the popular young A. J. 
Bates’ salesman, who recently changed his 
line of action from inside factory man to 
outside shoe traveler, has just returned 
from a Michigan trip. Frank came back 
with a very nice bunch of orders. Mr. Ryan 
was very much impressed with the high 
calibre of the shoe merchants and their 
stores, and feels confident that Bates shoes 
will continue to go into this territory in 
increasing numbers. 

Incidentally, Mr. Ryan met a number 
of Sales Manager Roose’s old friends. Mr. 
Roose was formerly a Grand Rapids man, 
having been connected with Charles Petot 
in the Walk-Over game. 


Some men become the heirs of rich 
uncles; others Advertise.—Portland Even- 
ing Express. 
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E. A. TERHUNE 
Who travels the South Pe Reynolds, Drake § 
Gabell Co. 





*“Ed” Terhune Active in 
Travel Legislation 


E. A. Terhune, who travels the South 
for Reynolds, Drake & Gabell Co., is very 
busy these days on legislative work for the 
N. S. T. A. This is evidenced from the ex- 
tensive amount of data on passenger serv- 
ice. Pullman surcharge and interchange- 
able mileage which he has collected and has 
passed on to the general counsel which is 
to represent the National Shoe Travelers 
Association before the Supreme Court in 
Washington at the next hearing, Jaa. 16. 

“Ed” Terhune, as he is known every- 
where in the shoe trade, is one of the most 
popular salesman on the road. His cus- 
tomers have the habit of leaving out the 
latchstring for him, as he is regarded by 
them as a tried and true friend. “Ed” 
always has a fund of “‘new short stories” 
with which he at once puts to rout “‘Old 
man Gloom” if be finds him lurking in any 
of the store’s dark corners. 


A 39-Year Road Record 


On January 18 of this year, ‘““Ed’”’ com- 
menced his thirty-ninth “birthday” as a 
shoe traveler, so that having covered. so 
many thousands of miles during all of the 
past 38 years, he is an authority on rail- 
road accommodations as they should be. 
He has speni much time and patient re- 
search on the collaboration of this data, 
which is considered most valuable and 
will be used by counsel for the shoe trav- 
elers in preparing arguments for presenta- 
tion at the next hearing on the subject, 
which will be held in Washiagton January 
16, 1924. 


If we do things, we must have the fight- 
ing spirit. 
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Mistwold Comfort Shoe Co. 
Growing Fast 


Nestled in the hills of New Hampshire 
is an iateresting industry that is certainly 
a lusty ten months’ infant. The Mistwold 
Comfort Shoe Company began the selling 
to the retail trade of its specialty line of 
women’s turn comforts and men’s turn 
slippers last February and since that time 
has had an unusually rapid growth. 

In this age of specialization its efforts to 
give unusual values in turn comforts and 
men’s turn slippers have met with ready 
response from the trade. Sam Miller and 
C. M. Falconer are the administrating 
forces back of this concern; Mr. Miller 
handles the local trade around greater 
Boston in addition to his managing efforts 
at the factory. Ideal labor conditions in 
Raymond and the very pleasant surround- 
ings make for a uniform quality product 
the year round. 


Roster of Salesmen 


The following list of salesmen and the 
territories they cover illustrate how effec- 
tively the country is covered by this pro- 
gressive New Hampshire Company. 

Jno. P. Adkins, Georgia, Kentucky and 
Tennessee; H. A. Becher and assistant, 
C. Chodorowski, covers Detroit and sub- 
urban towns; L. B. Gould, covers Port- 
land and east of Portland; A. Gawronsky, 
Ohio; Sol. Peiser, California; H. M. Rus- 
sell, Pacific Coast, not including Cali- 
fornia; D, G. Hoyt, States of North Idaho, 
Montana and Washington; A. G. Thelin, 
Oregon, South Idaho; Wyoming, Utah and 
Colorado; John W. Seasholtz, Pennsyl- 
vania; J. G. Butler, Connecticut; S. W. 
Phillipson, covers greater New York and 
New Jersey; W. E. McLaughlin, Arkansas, 
Mississippi and Alabama; A. W. Gage, 
Boston representative; Samuel W. Hargis, 
Missouri; F. J. H. Jones, Vermont, part of 
New Hampshire, and part of Maine; Peter 
J. Mattes, covers Chicago and suburbs; 
Jones & Perry, Virginia, W. Virginia, N. 
Carolina, S. Carolina, and Florida; Frank 
Byrne, New York State, not including 
New York City; Ike Sessel, Texas, New 
Mexico and Arizona. 


Snyder in West for Baker, 
Chandler 


Fred Snyder of Minneapolis is to repre- 
sent Baker, Chandler, Inc., of Brooklyn, 
N. Y., through the Middle West. Mr. 
Snyder is well acquainted with this terri- 
tory. Undoubtedly, his host: of friends in 
the trade will assure him of good business. 
Mr. Snyder will call upon the trade very 
frequently, whom he regards as “‘old neigh- 
bors”’ on account of his residence in that 
part of the country. He is an enthusiast on 
his new line and says that he feels sure, 
with the co-operation of his many friends, 
he will be able to keep a good-sized bunch 
of orders constantly coming into the fac- 
tory. 
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Tendency Toward Plainer Shoes 


HE shoe travelers selling the whole- 

sale trade report that in women’s 
styles, their customers are showing a 
preference for plainer patterns. Oxfords 
are in good immediate demand, and 
there is a demand for novelty shoes for 
spring, with gray in the Jack Rabbit 
shade, looming up prominently. In men’s 
dines, high shoes are in good demand. 


Two Billion Crop Increase 

Business is spotty is the general opin- 
ion. In some sections, it is provokingly 
quiet, but in others very good. One of the 
older salesmen who is a student of the 
situation said that there is nothing to 
worry about. Said he, “When a quiet 
period comes among us, it simply means 
that we have a little time to formulate 
our plans for the future. All branches of the 
industry must work very closely at the 
present time; we must all put our heads 
together, see where mistakes have been 
made and what we can do to overcome 
them. I do not feel that any of us should 
get discouraged. The country as a whole 
is doing well. According to Secretary 
Wallace, eleven of the leading crops of 
the United States are worth this year 
$2,000,000,000 more than last year, so 
that would indicate general prosperity. 

Credits Are Troublesome 

“A bad feature, however, of present 
day business is to my mind credits. With 
many of the retail stores advertising “Buy 
ia November and pay in January,’ it 
makes it hard for the little fellow who 
cannot afford to extend this credit, and in 
turn, the big stores tie up those from 
whom they buy with credits.” 


Labor Well Employed 

To his mind, labor as a whole the coun- 
try over is well employed and people have 
the money to spend, but they are diveriing 
it into the purchase of luxuries rather than 
necessities. It is, therefore, the mission of 
the shoeman to get a broad vision on the 
situation and make the American public 
realize that it must be properly shod and 
shoes come before luxuries. 

Liquidation Not Yet Complete 

This shoeman feels that liquidation 
has not taken place to the proper extent, 
but he says it was a good thing some few 
years ago that liquidation did not take 
place all at once, for if it had there would 
have been many more failures than what 
have taken place. 





Lewis and Coleman Sell 
United States Trench Shoes 


F. C. Lewis and P. M. Coleman of the 
Georgia Wholesale Company, of Atlanta, 
are live-wires. Some two months ago, they 
opened an office at 507 Security Building, 
Chicago, from which they are handling 
the distribution of United States Trench 
shoes in the foilowing eight states: Illinois, 
Indiana, Ohio, Michigan, Wisconsin, 
Minnesota, North Dakota and South 





P. M. COLEMAN 


Of the Georgia Wholesale Company, Atlanta, 
Ga., handling the distribution o, . S. Trench 
shoes in eight states with dquarters at 


507 Security Bldg., Chicago 


Dakota. They sell to the big mail order 
houses, jobbers and large operators. 

Some time ago, the Georgia Wholesale 
Company bought the entire surplus of new 
United States trench shoes from the 
Government in all, 2,606,300 pairs. These 
shoes are stored at army depots all over 
the country, a half a million pairs are 
stored in Chicago territory. These young 
men have sold approximately 50 per cent 
of these shoes in the past 60 days. 





Grinnell Returns from Trip 


Charles E. W. Grinnell, who sells the 
Alfred Kimball Shoe Company line to the 
wholesale trade, has been covering the 
South for his house duriag the past three 
weeks. Mr. Grinnell returned to Boston 
the latter part of this week. He reports a 
good business. 
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F. C. LEWIS 
Of the Georgia Wholesale rie yg” Atlanta, 
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handling the distribution of U. nch shoes 
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in eight states with - 
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Julian Rogers Home from Trip 


Julian W. Rogers, of Rogers, Bros. Shoe 
Company, novelty shoe wholesalers, Bos- 
ton, returned the first of the week from an 
extended trip among his customers, in- 
cluding those in the large cities of the 
South, Southwest and the Pacific Coast. 
Mr. Rogers says that while stocks are 
rather full in retail shoe merchants’ stores, 
he found basic conditions good and a plea:- 
ing atmosphere of confidence in the locali- 
ties visited. He anticipates a good year 
ahead. 


Geise Visits Boston 


E. P. Geise, buyer for H. Kobacker’s 
Sons of Buffalo, big department store, was 
a visitor in Boston recently, looking over 
lines for spring. Among other offices at 
which he called was that of Harry F. Rice 
of the Carroll Felt Shoe Company, 139 
Lincoln Street. 

Mr. Geise stated that business in Buf- 
falo is very good—everybody is employed 
there at good wages. The fact that the steel 
works were among the principal factories, 
which were all busy and had given their 
employes an increase in wages, was a good 
boom to business. 

Black patent and black suedes, he said, 
are good sellers at Kobacker’s and felt 
slippers now move rapidly. 

Mr. Geise comes to Boston to buy every 
two months; he also goes to New York to 
place orders. He is a good booster for 
Buffalo, N. Y., which city he says ‘“‘aims 
to keep one ahead all the time.” 


The 21) inch perch makes a whale of a 
fish story just as long as the man who tells 
it isn’t trying to sell his fish. 
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No. 4600—Black Boarded Veal 
Shoe. Broad Modified Munson 
Last. One-Width Combination with 
Glove-Fitting Arch. In Stock 6 to 
11 in C, D and E widths... .$4.25 
Prices 2% 30 days, net 45 days.; 


SJHIS “ALL WEATHER” SHOE IS IDEAL FOR MEN WHO 
NEED COMFORT PLUS DEPENDABILITY IN A 
SHOE THAT STANDS THE werouras OF RAIN, 

AND SLUSH : 


OGDEN SHOE COMPANY 
MILWAUKEE> 


OGDEN 


SHOES /r MEN 
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Comparative Leather and Hide Prices 
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Indications Point to Better Buying Spirit and 


More Stability in Leather Market 


EATHER and hide marketsare little 

different from our last report, but 

the tendency has been in the same 
direction as then with a little shrinkage in 
hide market values which will tend to in- 
crease the confidence of tanners. With 
hides and skins on a very low basis it will 
not only encourage tanners to larger pro- 
duction, but it will insure a better profit 
and should also stimulate the greater buy- 
ing of leather. The complaint that shoes 
are too high in price is not borne out by the 
facts. There are plenty of shoes available 
to the consumer at moderate price. Where 
the highest quality of workmanship and 
materials is desired, however, they must 
be paid for accordingly as the time for 
accepting losses without reason has passed. 
In spite of rather backward conditions of 
the past few months, there are indications 
of greater stability and a better buying 
spirit. The outlook is certainly brighter. 


Trading Good in Some Localities 


While shoe manufacturers in some local- 
ities are not such large buyers of leather as 
would be desirable, a visit to some centers 
and some shoe factories will show a pro- 
duction very close to normal. Some of the 
larger leather sales continue to be made on 
private terms and purchasing is close to 
the needs of users. It is generally thought 


that prices for the time being, both on sole 
and upper leather have reached their low- 
est level. Any change now is expected to 
be for the better, so far as the tannery is 
concerned. A condition is anticipated 
which will render the business of tanning 
something better than a chance to break 
even. It is only a healthy condition when 
both the leather and shoe ends of the busi- 
ness can make a reasonable profit. 


Sole Leather Situation 


Sales of sole leather are moderate, but 
the aggregate makes up a fair volume of 
business. Considerable is moving on exist- 
ing contracts, with prices the same as for 
some weeks. Prices on union sole are at a 
low point. Sole cutters are buying for 
immediate needs principally. Production 
is about one-half or better than normal. 
Packer steer backs standard tannages of 
union are quoted at 42c to 44c per pound; 
cow backs 39c to 42c. Fair sales of oak sole 
are being made. Findings trade pays from 
60c to 80c per pound for bends. Sole cut- 
ters and shoe manufacturers are purchas- 
ing bends anywhere from 40c to 55c per 
pound and heavy packer oak steer backs 
from 44c to 46c. 


Attractive Finishes of Upper 
The upper leather situation is reported 


as lacking snap, but at the same time the 
leading tanners are showing most attrac- 
tive new lines and finishes of calf, kid, elk 
and buck leathers. The colors are conserva- 
tive, but exceedingly attractive. So far as 
high-class attractive leather is concerned, 
this in itself should stimulate greater activ- 
ity among the shoe trade. 


Calf Leathers 


The popular finishes of fancy suede 
leathers are in fair demand with prices 
relatively unchanged at from 60c to 65c 
per foot. Very choice leather is even higher 
and the medium grades bring from 40c to 
50c and some cheaper grades at less. 
Standard tannages of smooth finished 
calf are offered by the leading tanners at 
40c to 45c; medium grades at 30c to 40c. 
There are some job lots in lower grade 
stock that are quoted anywhere from 20c 
to 28c per foot. 


Side Upper Leathers 


Business is spotty in side upper leathers 
depending upon the locality. A feature of 
the past week has been rush orders for 
certain finishes. More boarded stock is 
being used and also the heavier leathers 
for working men’s out-of-door and the 
heavy type of shoe for men and boys. 

(Continued on page 101) 
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running a close race for first place in 

the export of rubber boots and shoes, 
according to a statistical study just com- 
pleted by the Department of Commerce. 
In 1920 the United States was in the lead; 
in 1921 France passed us; in 1922 we 
passed France, owing to the reduction of 


Pirie: and the United States are 


French exports caused by increased Aus- 


trian and German competition. 

In 1922 French exports of rubber foot- 
wear amounted to 2,336,500 kilograms, the 
arbitrary value of which is officially stated 
to be 54,627,000 francs, or $3,213,353 at 
the exchange rate of 17 francs to the dollar. 
Imports in the same year amounted to 
157,300 kilos with a declared value of 
2,143,000 francs ($126,059). The figures are 
sufficient to show that French manufac- 
turers have ample facilities for the supply 
of the home market, and that whatever 
trade is secured in France must be in the 
face of keen competition. No statistics are 
available to show imports into France by 
countries of origin, but it is estimated that 
Great Britain, Canada, and the United 
States represent the order of importance 
of the countries which secure the greater 
part of this trade. 


Growing Use of Canvas Shoes in France 


The use of canvas rubber soled shoes is 
growing in France. The market for the 
sale of footwear of all classes has increased 
with the higher standard of living since the 
war, and mechanics, laborers, and farm- 
hands are no longer content to wear the 
heavy and clumsy footwear of the past 
generation. Throughout the country, but 
more particularly in the South and south- 
west sections, one finds some of the work- 
ing people, who formerly wore canvas 
shoes with rope soles, taking up the rubber 
soled shoes. School children are gradually 
more and more wearing canvas rubber- 
soled shoes, especially in the vacation 
period. Sports and outdoor games are in- 
creasingly practiced since the war. Tennis 
and cycling are both widely popular. 
Formerly rope-soled shoes were used al- 
most exclusively for teanis, but now there 
is a growing use of rubber-soled shoes, 
which are also used in cycling. 

At numerous seaside resorts where, in 
the season, rubber-soled and rope-soled 
shoes @re worn by a very large percentage 
of the people, and these resorts also furnish 
a market for rubber bathing shoes. There 
is little demand for shoes adopted for 
basketball, which is played only to a small 
extent. The market for general gymnasium 
use is small. The use of rubber-soled canvas 
shoes is chiefly for sports, principally ten- 
nis, with the wear at beaches and resorts 
second, and third the use for ordinary 
wear by working people. 





Close Race in Exports of Rubber Soled Shoes 
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Weight of Overshoes 
Shown in Window 


Men and women, too, are some- 
times chary of wearing the heavy- 
looking overshoes and the kind of 
rubber boots sold for fall and winter 
hunting. Sensing this feeling, a 
retail shoe merchant in the western 
portion of Massachusetts evolved a 
clever way of showing that the pur- 
chase of such articles did not com- 
mit the purchaser to drag around 
several tons of excess weight on his 
or her feet. 


In one corner of the display win- 
dow devoted to footwear for out-of- 
doors, he placed a pair of boots on a 
set of ordinary family scales. They 
registered for the pair, slightly 
under two pounds. It didn’t need a 
card or any other form of explana- 
tion to get his message across. There 
was the proof of their lightness indi- 
cated on the dial for everyone to see. 

















The Leather Market 


(Continued from page 99) 
Prices are on virtually the same basis as 
for the past few weeks. Some trades are 
made according to size of sale. The regular 
standard tannages of colors and blacks are 
offered at prices ranging from 24c to 32c. 
Trading in buck leathers is somewhat slow 
as makers of novelty shoes are cleaning up 
their business preparatory for the next 
season. The best selections of colors range 
in price from 50c to 52c; medium and 
lighter are quoted at around 40c. The top 
selections of side buck bring 36c to 45c 
according to weight and grade. Purchasers 
are buying as close to needs as they can 
which is a handicap to large individual 
sales. 
Patent Leather 


Better business has been noticed in 
patent leather, although the top grades 
are not moving as fast as desired. There is 
a fairly good movement of patent colt and 
kid at unchanged prices. Patent colt 
brings from 55c to 65c and 75c with me- 
dium grades offered at 50c. Patent kid for 
the top selections brings from 65c to 75c; 
medium 45c to 60c. Tanners and japanners 
of patent chrome sides and kips report a 
fair business with kips offered at 42c to 45c 
for the best selections and patent chrome 
sides quoted from 35c to 45c. 


Glazed Kid 


The kid trade is still below normal, but 
relatively in the same status as the other 








grades of fine upper leather. The medium 
selections are in fair call and the lower 
grades of black sell easily. Improvement is 
wanted on the top selections and fancy 
finishes. Some of the new colors in kid are 
very popular and the radical trend of last 
season is much less to be feared. Prices are 
on substantially the same basis as last 
week with the top grades ranging from 75c 
to $1.00 for colors. 








M. CASTERLIN 


Manager of the Regal Shoe S: 330 West- 
minster Street, Providence, R, I., He is a direc- 
tor of the Rhode Island Shoe Retailers’ Associa- 
tion. Before coming to Providence, Mr. Casterlin 
was connected with New York Regal stores. 





Royal Slipper Company in 
Larger Plant 


The Royal Slipper Company of 180 
Austin street, Worcester, Mass, has 
leased a factory in the Osgood-Bradley 
Building, opposite the Union Station, 
Worcester, and with much larger floor 
space than its present quarters. This com- 
pany started about September 1 and has 
been busy ever since with an output of 
600 pairs per day. 

They are equipping the new plant with 
the most approved machinery and facili- 
ties, having a capacity for 3,000 pairs 
daily. The product will be a complete line 
of felt footwear, including women’s ribbon 
trimmed moccasins, misses’, children’s 
and infant’s Everets and bootees, men’s 
Everets and a full line of satin quilted 
slippers. 

John S. Whittemore, president of the 
company, is widely known throughout the 
retail shoe trade of the country. He trav- 
eled for many years for J. E. French Com- 
pany of Rockland, Mass. 
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HEY will like that little extra 
firmnessthat Armor-tred has. 


They will like the extra wear 
that goes with Armor-tred. 


Armor-tred plantation pure Crepe 
Soles are not so spready or stretchy 
—in other words they stay put 
better and mean repeat sales. 


QUABAUG RUBBER COMPANY 


NORTH BROOKFIELD, MASS. 
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made by Quabaug Rubber Company, North Brookfield, Mass. 
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Recorder Merchandising 
Calendar for December 


December 1— 


Five Saturdays this month. That indicates a heavy 
sales month with the Holiday season in full swing. Are 
you prepared to serve your customer? Get your house in 
order. Trim your windows. Arrange interior decorations. 


December 8— 


Call the tribe together for your monthly pow-wow. Lay 
your plans carefully and unify the effort of your sales- 
force by means of simple definite rules. Social affairs 
must be set aside and energy reserved for business only. 


December 15— 


Advertise freely. Change window trim. Push sale of 
Gift Certificate. Do not overlook combination sales. A 
pair of wool hose and felt slippers or men’s house slippers 
and silk hose make ideal combinations. 


December 22— 


Store open today and Monday. Tuesday, Christmas. 
Wednesday—clean up, re-arrange stock, pick out sales 
merchandise for January clearance. Outline your adver- 
tising. 


December 29— 


Prepare for inventory. Also adopt a sales and stock 
record system for next year. January first is the logical 
time to do this. Collect outstanding accounts. Your finan- 
cial statement will look better to the manufacturer and 
your banker if you can show a reduction in accounts due 
you. Determine your policy for next year. A letter to 
your salesforce acknow'edging their co-operation is in 
order. A bonus is the best mark of appreciation, and adds 
to the efficiency of the organization. Start the New Year 
with the Recorder slogan. 


Getting More Shoes Sold Right 
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| CARD WHITING 
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Illustrated—Staiger's, 278 Morrison St., Portland, Oregon 
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American Interlocking HT 
Shoe Store Chairs - fei} um 


are famed, not only for their sturdiness, their comfort and their 

economy of space, but also for their beauty of design and finish. They 

are readily adaptable to the architectural {plan ‘and color motif of the Bren) be 

shoe store beautiful. Re le T 
For example—in Staiger’s well-known Portland store, pictured above, American ‘4 vt 
Interlocking Shoe Store Chairs complete the harmony of tone carried through the : 
whole interior. With woodwork and shelving of two-tone brown, trimmed with fees ML | the 
gold, mahogany and light blue, the chairs are in mahogany finish with blue it 
Moroccoline upholstery. The runners are fawn colored. The harmonious blending X| cou 
of the colors produces a highly pleasing effect. Phe’ | op 
American Interlocking Shoe Store Chairs may be had in any desired finish and mee | I hav 
upholstery. Wage 





Let us help you solve your seating problems = aeyhe i| the 
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Room 302—69 Canal St. Room 601—119 W. 40th St. 
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The Month of Shorter Days but 
Longer Hours 


HEN this old world was created some one surely had an eye to the future when they 
arranged with the sun to shirk in its duty during the December month and give the 
retailer a chance to illuminate his windows and his store interior to better display his 
wares. There is just a touch of romance in window shopping while “‘Old Sol’”’ is asleep. Anxious 
eyes are seeking answers in your windows for practical Christmas gifts. For 40 odd weeks you 


have tried to get them to do this very thing, so here’s your chance. See what you can do with it. 


The Last 20 Rounds Are the Hardest 
HERE are just 20 rounds to fight from now till Christmas. This is only the preliminary ; the 


main bout is staged in January, but you’ve got to win the first to have a fighting chance on 
the second. The first should be easy; you ought to knock so many holes in your stock the birds 
could fly through, but your real battle comes in the elimination contest after the easy marks 
have been stowed away. Make it a K. O. You canif you train hard. Be on your toes ready for 
the inventory gong January 1. The public will referee, but your balance sheet will decide the 


winner. 





How to Get Ready for January 


OUR task will be less difficult if you can eliminate the odds and ends during the holidays, 
but the warming up you get doing this should put you in the pink of condition for the big 


fight for business in January. Every pair of shelf warmers sold is a point in your favor. 


May you win on points. 
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Interchangeable Window Backgrounds 


Multiple 


Units Assist 


Greatly 


in Facilitating Work of Making 
’ Quick Changes in Window Settings 


"Tame competition is more keen 


than ever and every successful mer- 

chant and displayman are devoting 
more thought and time to devising new 
and attractive decorative ideas which, 
when used in window displays will attract 
attention, create desire and make more 
sales. 

The retail shoe merchant realizes more 
and more each day the selling power of a 
properly trimmed show window. It is ior 
this reason that they are constantly striv- 
ing to make their display front the best in 
the town, and these are the men who are 
eagerly on the lookout for new and original 
ideas that will assist them in working out 
window displays in the best possible man- 
ner at a nominal cost and make their win- 
dows a real aid in the business of making 
sales. 

Right now, with competition so keen on 
all sides, the show window is playing a 





mighty important part in the retail busi- 
ness; so make the most of this great 
potent selling force by keeping your 
displays up to the highest standard. 


A New Idea 


Novelty of ideas in display is of great 
importance; therefore every person asso- 
ciated in window display work will be 
interested in the multiple unit background 
with its interchangeable features, and 
how it assists in the making of quick 
changes in the display front. The set of 
wall board units shown in Plate 1 may be 
used for many different settings by sim- 
ply making a re-arrangement of the vari- 
ous units and treating them differently 
with various decorative accessories such 
as artificial flowers, wall-paper panels and 
borders, ribbons, velvet drapes, etc. 

The various units that compose the set 
are made from wall board and reinforced 


® 


Plate I. 


Here are the different parts necessary for the interchangeable background 


with 74x2-inch strips. The units are of dii- 
ferent shapes and this set may be added to 
from time to time with differently shaped 
units which will help greatly in getting a 
wider scope and variety of settings. 


HESE units should be made in pro- 
pws to the size of the show win- 
dow and may be used to just as good ad- 
vantage in large windows as in those of 
smaller proportions. 

Plate One illustrates a variety of dif- 
ferent units which may be used in working 
out a series of show window backgrounds 
illustrations of which will appear in forth- 
coming issues of the Shoe Store Service 
section of The Boot and Shoe Recorder the 
coming year. 

Anyone interested in making a big 
improvement in his show windows will do 
well to make up one of these Multiple 
Unit Sets to use in working out his future 
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displays. The dimensions may be changed 
to conform to the size of any window. 


the following: 
(A) 2 Wall Board Pilasters 18 inches 
wide by 6 feet tall. 
B) 2 Wall Board Pilasters 8 inches by 
6 feet tall. 
C) 2 Side Flank Pieces. Top 4 inches. 
Base 8 inches. 4% feet tall. 
(D) 1 Oval Wall Board Cut Out 12 by 
24 inches. 
(E) 1 Cirele Wall Board Cut Out 30 
inches Diameter. 
(F) 2 Circle Wall Board Cut Outs 14 
inches Diameter. 
(G) 2 Half Circle Wall Board Cut Outs 
14 inches Diameter. 
(H) 2 Wall Board Plateaux 36 inches 
by 4 feel. 
(I) 2 Wall Board Cut Outs 8 inches 
by 4% feet tall. 
(K) 2 Side Flank Pieces Base 18 inches 
by 4% feet tall. 
(L) 1 Lattice Piece 48 inches at widest 
point, 3 inch mesh. Paint black. 
(M) 2 Lattice Pieces 1 ft. by 6ft. 3 
inches mesh. Paint black. 
(P) 2 Wall Board Cut Out Vase Effects. 
36 inches tall. 
(J) 2 Cut Out Bases for Tall Standards. 
Cut from stock. 


jes Multiple Unit Set consists of 
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Plates 2 


Showing how to reinforce the units in the multiple 
window background 





All of the above pieces with the excep- 
tions of the oval and circle cut outs are 
reinforced on the back by means of % 
strips as illustrated in Plate Two, which 
shows the manner of tacking the wall 
board on the back strips. 

The matter of a color scheme is one that 
can be made according to your own fancy. 
Cream color is the ideal all-season color 


107 


to use for the various pieces. Other color 
combinations can be obtained by getting 
your color scheme from the use of the 
decorations. 

Cold water paint is best adapted to the 
purpose. Full directions for use will be 
found on every package. 

In Plate Three we illustrate a novel 
window background which is constructed 
with some of the various units as listed 
above. You will notice how well all the 
units fit together in forming out a set 
piece or background for the merchandise 
which is to be displayed. 


N this particular setting we will use a 

cream color as the base color of the 
units. The lattice are painted black. The 
18-inch pilasters are finished off at the side 
with bands of brown satin ribbon stretched 
on tightly. 

The low plateau or base of the setting is 
made by putting the two (H) units to- 
gether. 

At the base of the illustration is shown 
a floor plan arrangement of the pieces. 

The space between the 18 inch pilasters 
is filled in with a brown material which 
hangs from the top piece in loose folds. 
Just in front of the curtain and in the 
center is suspended the circular wall 
board cut out on silk pillow cords. Upon 
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Common Sense 
Applied to a 
Shoe Fitting 


That, in a nutshell, explains the success of the 


SYSTEM 


The problem of the shoe retailer is materially differ- 
ent and much more difficult than that of other mer- 
chants selling articles of ready-to-wear apparel. He 
must accommodate the individual differences of the 
sensitive human foot to a standardized system of sizes 
and widths without altering the shoe itself. This ac- 
commodation can only be accomplished by the use of 
proper insoles and cushions. In our judgment Stroot- 
man Nufelt Cushion Insoles and Strootman Cushion 
Arch Molds are the most logical appliances on the 
market for this purpose. Made of Australian Merino 
Wool, light, non-burning and unaffected by per- 
spiration. 





Nos. 1, 2, 3 and 4, on the illustration above 
show how these insoles may be cut out to 
relieve a callous, sore spot or bunion. No. 5 
shows how a felt wedge may be cemented to 
either side to balance or force the foot to the 
opposite side of shoe, thus steadying a weak 
ankle. 








laid o1 
get the 
The Nufelt Cushion Insole (Letter A), cemented to Cushion Arch Shoe around 
Fitter (Letter B). A combination ideal to walk on in any shoe where the manne 
instep is low, or shoe sufficiently large for snug lacing. 
Ano’ 
take 
Write for Samples and Full inches 
them i 
Particulars of the 
light ¢ 
Berrick Bldg., 86 Ellicott Street and lay 
BUFFAL Nt 
U O, N. y - I De 
other | 
units o 
ground 
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the surface of the circle cut out is tacked a 
sign upon which is lettered the name of a 
sale or a brief sales message. 

The shoes may be arranged in attractive 
units in front of the setting in any man- 
ner that suits your fancy. The use of 
pedestals, glass shelves and velvet drapes 
will facilitate building up the display to 
any height you desire. 


N Plate 4 we illustrate the rear view of 
half of the window setting which shows 
how to connect the units together in form- 
ing the background. , 
The floor of the window should be cov- 
ered with a plain outing flannel or felt 
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Mah Jong Counters and Shoe 
Horns 


Novelty counters come with novelty 
shoes, like Mah Jongs, and it seems time 
for somebody to produce a Mah Jong shoe 
horn, or like novelty that will stimulate 
the sale and use of horns. And the coming 
of Christmas is the opportunity to sell 
novelty horns for gifts. 

These new Mah Jong counters are cut 
high in the back to hold the shoe to the 
foot and low in the side to provide for the 
double diamond, Maltese cross, or other 
wide perforations. Being low in the sides, 
the side wall support, common to the 
standard counter, is lacking. So it is easy 








BAcK view 
Showing How To 


Assemble Units. 








Plate 4—This shows how units used in plate 3 are assembled and held together 


laid on smoothly, being very careful to 
get the material stretched tightly and up 
around the edges of the window in a neat 
manner. 

Another good treatment would be to 
take wall board blocks about 12x 12 
inches square with beveled edges and lay 
them in checkerboard effect over the floor 
of the window. Paint half of the blocks a 
light green and the other half dark green 
and lay them in alternate color. 


N the Shoe Store Service Section of 

December 29 we will illustrate several 
other window backs using the various 
units of the Multiple Unit Window Back- 
ground set. 


to break down the counter if a shoe horn 
is not used for slipping the shoe on to the 
foot. 

It costs more to make novelty counters 
having low sides than to make standard 
counters, and the variety of novelty 
counters was never greater. 


Two Methods 
The stabbed shank shoe, made by A. E. 
Little & Co., provided for the sewing of 
shanks of welt shoes with a lock stitch 
machine, in such a manner as to make an 
arch supporting shank. The new lock 
stitch process of A. E. Little & Co. pro- 
vides for the sewing of the outsole to the 

insole by a lock stitch machine. 
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Metal Fixtures Now Favored 
for Use in Window Display 


ITH ornate floor lamps and various 
art objects of beautifully finished 
metal enjoying the vogue that they are 
today, it follows as a natural consequence 
that metal display fixtures, similarly 
treated, should now come to the front. 
Shoe and hosiery display stands, 
plateaux, etc., of this new type are deemed 


Ornate metal stands 
Jor display fixtures are 
made in various heights 





particularly appropriate to the showing 
of women’s footwear in dainty patterns 
and colors. Also, because their very 
nature typifies sturdiness, they are well 
suited to men’s displays. 

All the finishes used in Jamps and art 
metal work for the home are now 
obtainable in window display stands. 
These stands are made in various heights 
and may be used with separace (inter- 
changeable) tops of glass or wood, in all 
shapes and sizes. Thus a moderate quan- 
tity of separate stands and tops can be 
used in various combinations to form all 
the various merchandise display units 


Plateau made with two metal stands and a wooden 
top—all interchangeable . 
required for a show window—making 
plateaux, tables, single shoe stands, fix- 
tures for pairs of shoes, for hosiery and so 
forth. 

These fixtures, of course, are very dur- 
able, in fact, they are practically in- 
destructible. Moreover, they can be re- 
finished in other colors at slight cost. 
With these facts taken into consideration, 
the expense of using them is by no means 
prohibitive. Polychrome finish remains 
highly popular and a new color effect 
called rainbow iredescent is winning con- 
siderable admiration. 





BOOT AND SHOE RECORDER November 24, 1923 ° 





Display Fixtures that are attractively designed S 
produce good looking windows, that never fa:l to vat 
interest more people in the shoes you have to sell. prov 


: ; ' . li : . Th 
The Louis XVI Period Design is an interesting ane 


one—because it is of an extremely graceful char- and k 


acter that gives a fine appearance to the window. eal 


The Louis X VI Design in itself is one of lightness net 
and elegant simplicity, known to designers and It 
artists as the “Design of Perfection,” originally shoes 
designed to be suitable for small rooms requiring = 
refined treatment, thus making it an especially wear 
attractive design to be reproduced in Display ~y 
Fixtures for store windows. ; that « 
The practical part about the design is that it looks Artif 
good and gets people’s attention for the merchan- 
dise you show in the window itself. Thus it will 


produce more business for your store. 


Hugh Lyons & Company 


LANSING, MICHIGAN 


SALES OFFICES 
New York, 35 W. 32nd St. 
Chicago, 217 W. Jackson Blvd. 
Baltimore, 1 N. Eutaw St. 
Boston, 52 Chauncy St. 








should 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








November 24, 1923 


BOOT AND SHOE RECORDER 


Color Matching Is a Fac- 
tor in Getting More 
Shoes and Hosiery 
Sold Right 


ter of color is now one of the prob- 

lems. which the shoe merchant must 
face—and in many instances it has 
proved rather perplexing. 

The dealer who makes the most of his 
opportunities always aims to sell shoes 
and hosiery together. One of the strongest 
reasons that he can advance as to why the 
customer should buy them together is 
that this will insure the proper matching or 
blending of colors. 

It is important that the shades of the 
shoes and hosiery be well suited to each 
other and also to the color of the dress, 
and sometimes of the hat or coat of the 
wearer. Hence the matter of getting them 
right is not always free from difficulties— 
and is worthy of all the systematic care 
that can be bestowed upon it. 


G er of color customers in the mat- 


Artificial Light Proves a Stumbling Block 


Looking the situation squarely in the 
face, this fact must be conceded: 

While it is task enough to satisfy cus- 
tomers with regard to color while they are 
in the store—yet that is one thing and 
keeping them Satisfied is another. 

The point is this—they first see the 
things under an artificial light. Then they 
get them home and see them again under 
strong sunlight. They look different. There 
is a certain cast to the shades that was not 
noticed before. The relative color values 
don’t seem just the same. 

The customers may bring them back, 
or they may keep them and be less happy 
with the purchase than they had expected 
to be. Neither is a consummation to be 
desired. w 

This happens not often, perhaps; bet 
frequently enough so that something 
should be done about it. 


A color matching unit 

is employed in this 

shoe store to insure ac- 

curate matching of 

shoes and hosiery—a 

feature that is an added 
sales asset 


Here is another side to the problem: 
People sometimes get the impression that 
colors seen under an artificial light are not 
properly matched when in reality they are. 
That builds up sales resistance. 


Color Matching Units Like Daylight 


For a matter of some years now, dry- 
goods and department stores have suc- 
cessfully used color matching units. These 
lamps burn electricty as do the ordinary 
lights around the store, but show colors 
practically as they are seen by daylight. 

Prominent electrical engineers con- 
nected with the largest lamp works have 
developed this type of unit to the point 
where it is asserted that the light pro- 


A typical coler 
matching unit 
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duced very nearly approximates afternoon 
north sky color quality, and that it is pos- 
sible to match colors with great accuracy 
with this light. 


COLOR matching unit, with ornate 

portable stand, is a very handy thing 
to have on the hosiery showcase, as shown 
in the store view above. A few pairs of 
color-matched shoes and hose placed under 
it or near by will win interested attention. 
This should prove an effective aid in re- 
ducing stocks and speeding turnovers on 
novelty color numbers. 

By removing the uncertainty from color 
matching, this device contributes in no 
small measure toward gettin, more shoes 
and hosiery sold right. 





Shoe Trades Association In 
First Session 


Chicago, Nov. 21—The first monthly 
meeting of the Chicago Shoe Trades Asso- 
ciation, under the leadership of the new 
president, W. G. Colvin, Rice & Hutchins 
Chicago Company, was held recently at 
the Great Northern Hotel. There was free 
and open discussion of new ways and 
means of attracting buyers to the Chicago 
shoe market and of methods of ¢o-operat- 
ing with other local industries in the pro- 
motion of trade. Some very valuable ideas 
were developed which will be put into prac- 
tice as occasion permits. 

The membership and program com- 
mittee reported that it is working onza 
progressive balanced program whereby 
definite topics will be selected for discus- 
sion at subsequent meetings and authori- 
tative speakers secured to head up the 
discussion. 
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If the Shoes You Sell are 
toJdo you Justice— 


How they’re kept is as 
important to you as how 
they’re made 











Kagle 
Brand 


Shoe Dressings 


are dressings in the full sense of the word. 
They take out dirt and stain—renew the 
original finish and color of the leather. No 
greasy smudges—no gummy surface. 


“THE CARE OF SHOES” 

is a book that every shoe merchant and all 
his sales people should read—for valuable 
; pointers to give customers on how to keep withou 
EAGLE BRAND SUEDE STICK—Cleans thoroughly shoes looking new. den 

and perpetuates the color. In all standard shades as 2 
used by the leading tanners. 7 
s the mc 
reachin 
not so) 
men. J 
feminin 
retail n 
method 
power | 
Coué b 
much t 
where \ 

world. 
“Du 
shop of 
the con 


EAGLE BRAND SHOE CREAM —the dressing de luxe re 
ich » 


for calf and kid shoes. 
Send Coupon for This Book Place t 
chosen 











From your Jobber or Direct from 
AMERICAN SHOL (SS. 
POLISH COMPANY nein iain nae 


Manufacturers of a Dressing for Every Shoe 


1950 S. Troy St. CHICAGO, U. S. A. PTE RO B. & S. R. 11-24-23 
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The entrance, though narrow, is made inviting by the glimpse of the shaded lamp within 


Here’s a Store Where Every Fixture Plays 


a Definite Part in Helping Sales 


is a matter so complex that the 

angles of the problem are almost 
without number—that is one thing that 
makes the game interesting and exciting— 
for the more profitable is that customer, 
the more complicated is the method of 
reaching her. Selling shoes to women is 
not so simple a metter as selling shoes to 
men. No man needs to be told that the 
feminine mind js different, but many 
retail merchants have yet to learn of the 
methods of reaching that customer. The 
power of suggestion was not new when 
Coué began to tell of it, but there is still 
much to be learned on the subject and no 
where with more profit than in the selling 
world. 

“Dunlap’s Bootery,” a specialty shoe 
shop of Portland, Oregon is a store where 
the combination for reaching the feminine 
customer has been found in a manner 
which well merits analysis. In the first 
place the location of the shop has been 
chosen with a knowledge of psychology. 
It’s right around the corner from a lot of 
things—on Morrison Street near Broad- 
way. This is the cenier of the theater and 
specialty shop district. There are gown 
shops on each side and two theaters in the 
block. The store is not on a corner, but 
has for one side the entrance to the Broad- 
way building. In this building are half a 


} APTURING the feminine customer 


dozen beauty shops. Thus the woman who 
passes Dunlap’s Bootery is not only the 
right woman, but in the right mood— 
thinking about her appearance or her 
clothes. She has come from a matinee, the 
beauty shop or from looking at new gowns. 
Smart footwear has a special appeal at 
such a time. 


HEN the name, and toa woman there’s 

everything in a name, else why not 
some Smiths or Jones as movie actresses, 
or why French labels on gowns and hats? 
“Bootery” suggests immediately smart 
footwear, and the woman unconsciously 
expects to find shoes of the latest fashion. 
The window displays take care of this too 
and Dunlap’s always carry out the sug- 
gestion. An unusual amount of window 
space has been obtained by the use of the 
windows which face the lobby of the build- 
ing. No display space has been taken from 
the interior, but the unit trims, showing 
only one pair of shoes, with possibly hose 
to match are quite as effective in creating 
the correct atmosphere as a showing of a 
dozen pairs. 

Another suggestion which is subtle in 
its appeal is the announcement, in careful, 
dignified lettering, ““We Fit the Narrow 
Heel.”” Every woman likes to think she 
has a narrow foot and will at once appropri- 
ate the announcement as an individual 


message, here at last is a store which 
“‘understands’”’ her foot. 

The street windows are carefully trim- 
med, never crowded, arranged with an eye 
to color harmony and show shoes in har- 
mony as well—never street and eveaing 
shoes in the same window. Flowers or 
leaves in artistic vases give a further 
touch of this elusive ‘‘atmosphere.” 

The interior does not disappoint the 
women who haye found the location, the 
time and the window displays irresistible— 
she is happy to find her good judgment 
confirmed, and to find herself in surround- 
ings which suit her mood. And Dunlap’s 
interior is remarkable because it has been 
so simply achieved. It is simple in the 
beautiful way which women of cultivated 
tasts admire, in an unpretentious, informal 
but thoroughly correct way. One realizes 
it is beautiful and restful and very com- 
fortable without noticing how it is done. 


ND the way in which it is done con- 

cerns mostly colors, cheice of furniture 
and lighting. The colofts*are soft French 
gray and shades of .blie. The walls are 
gray, with a light blended tapestry paper. 
The carpet is a soft, deep, pile and a rich 
taupe gray. But it is the furniture which 
gives the comfortable, informal air, for it 
is wicker and the pieces and pattern are of 
the kind which this same woman would 
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Equipment for Shoe Stores | | = 
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New Way Assembly Plan Full le 
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the appearance of a solid ment for shoe stores an installation of any size sage 
built fixture. 


7 ; basket: 
Any combination of can be quickly and conveniently made. ske 


Afte 
units can be made with . oe 
i cee a Manufactured in large quantities New Way shoe store 


pilaster and end. equipment of the usual high quality of Grand Rapids Show 
Case Company’s products can be bought in sections at an 
extremely low price—in fact at about the cost of cheaply 
constructed built-in type of equipment. 


Made of Quarter-Sawed Oak, Birch, Mahogany or Walnut 
and beautifully finished; knock-down construction; easily 
moved and assembled. 


New Way sectional units can be added at any time thus 
transforming it into complete unit equipment for additional 
lines of merchandise. 

Better make an investigation of New Way sectional 


shoe store equipment as applied to your individual 
needs. Illustrations and prices sent upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Complete Store Equipment 
Uait Syecems Grand Rapids, Mich. Revelving Wavdrebes 
Branch Factory, Portland, Oregon Offices in Most Principal Cities 
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probably select for her sun porch. The 
wicker is blue-gray to blend with the blue 
of the upholstering and the gray of the 
painted wood work. There are comfortable 
arm chairs, straight chairs and settees. 
There are fern baskets and tables of dif 
ferent sizes and shapes, one a desk for a 
convenient telephone and writing ma- 
terials. 


HIS is accomplished in a space 15x45 
7a for size is not at all a require- 
ment of distinction. The location is 60 
feet deep, but 15 feet has been taken off 
for a stock room, for in the salesroom no 
stock is visible, except a pair or two of the 
most recent arrivals, on the tables or in 
the hosiery case at the rear. 

Hosiery is an indispensab!e part of such 
a shop and Dunlap’s have displayed this 
section with an artistry quite in keeping 
with the entire store. A simpley gray case 
at the rear of the room, between the stock 
room doors, gives opportunity to show a 
few pairs with shoes to match. This case 
is entirely closed below and stock is 
reached by sliding doors. A single glass 
case in front shows new buckles and a 
decorative pair of evening pumps or dress 
shoes. 

Shaded tall lamps give a color note 
with shades of rose and gold. Wall candle 
lights add another informal note which is 
carried out in the shaded lights over the 
display cases. Ferns which are always 
green and a few artistic flowers lend a 
further informal touch that is pleasing. 
Full length wall mirrors are framed in 
wicker and placed so that they may be 
used in fitting. The valances and drapes 
are of sand-gray with gay little French 
baskets in bright colors adorning them. 

After the feminine customer sinks 
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thankfully into one of the comfortable 
chairs in this atmosphere she is in quite 
the correct frame of mind to look at 
beautiful shoes and selling becomes an 
easier matter. It pleases her too, for the 
salesmaa to bring from the stock room a 
pair of shoes which he has selected just 
for her—it is the personal service which is 
appreciated. She isn’t thinking of the 
power of suggestion, but the silent sales- 
men have done their work so that the 
remainder is easy. 

J. F. Dunlap is manager of Dunlap’s 
Bootery and is well known in shoe circles 
on the Pacific coast. With him is asso- 
ciated Wm. McCollum who was in the 
shoe department of Carlot’s of Kansas 
City for many years. 





John Wilson Is Dead 


Providence, November 20—John Wil- 
son, known to thousands in Rhode Island 
as John the shoeman, passed away at his 
home on November 13. Mr. Wilsoa’s life 
is a lesson to the rising generation, show- 
ing what pluck, hard work, courage and 
perseverance can accomplish. 

He was born in England and emigrated 
to this country about 30 years ago. He 
knew only one person in this country, this 
man, John Swallow by name, kept a small 
shoe repairing plant in a suburb of 
Providence and here Mr. Wilson began 
his career repairing shoes. After a short 
time at repairing he lauched out into the 
retail shoe business and by hard work and 
lots of pluck he rose step by step until at 
his death he was owner of one of the 
largest retail shoe businesses ia the 
country. 

Mr. Wilson was a man of strong per- 
sonality and was extremely charitable. 
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His funeral took place from his home, 
Arnold Avenue, Edgewood on Thursday, 
November 15. The house was crowded 
with friends, relatives and business as- 
sociates who called to pay their last 
respects 

Many Pay Tribute 


The following wholesale firms and 
manufacturing concerns were represented ° 
at tbe funeral services: Greene-Anthony 
Company, Dunham Bros., McIntosh & 
Co., Chipman & Harwood Co., Hood 
Rubber Products Co., Inc., Rice & Hut- 
chins Inc., Doherty Bros., A. H. Berry 
Company, Thompson-Crooker Com- 
pany, A. M. Creighton. 

All the store employees, over 50, at- 
tended in a body. He leaves a wife and 
four children, Dorothy, William, Thomas 
and John Jr. Burial was in Oak Wood 
Cemetery, Edgewood. The retail shoe 
trade was well represented, merchants 
being present from many parts of Rhode 
Island and Massachusetts. 





Plan Annual Banquet 


Chicago, Nov. 21—At a recent meeting 
of the board of directors of the Shoe & 
Leather Association of Chicago, held in 
Hotel Sherman, plans were laid for the big 
annual banquet and election of officers 
which it was decided to hold Monday, 
December 17, in the Hotel Sherman. An 
arrangement committee, consisting of Ned 
Chase, George Leavitt, and William 
Greiner, was appointed to arrange the de- 
tails of this, the biggest event in the asso- 
ciation’s year. Resolutions of regret were 
passed on the death of Julius Kipper. Two 
applications for membership were re- 
ceived and favorably passed upon. 


When a woman is comfortably seated in one of these chairs, you can rest assured she is in a comfortable frame of mind 








See OL OMMeHieniiiiiieniiiiiiieniiiiiieniiiiiin 


CHOU ONO OU OUONOMONOME 


116 





BOOT AND SHOE RECORDER November 24, 1923 Nover 




















































Pe LLL ® LOL LLL LLL LLL LLL LL. ® OLR LooL co. ® Loo coo Looe LL SL Loc LoL Lo © LoL Lo Loo cor © LLU LLL c Loot CLL LLopcoo® LO oo coo poee PLO CoOC CoOL LPO CoO eS MCPoCoO POMOC e,  reLLLLLLu 
TheR der’s F ti e 
7 
Is TO 
Th Light on Y Probl 
IF THERE’S ANY QUESTION ON ANY SUBJECT TREATED EDITORI- 
ALLY—OR ON ANYTHING NOT TAKEN UP IN THESE PAGES— Po 
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Feel free to write us You’re welcome to individual attention ad 
the 
The fund of information that the Recorder is able to gather between the two oceans is Wil 
gotten together for the benefit of all in the trade. The counsel of the experts on the mé 
Recorder staff is available to you, Mr. Merchant, for the asking. Whatever the Recorder Yo 
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Make Your Windows Pay!!! : 
i_ 
Your windows are the best salesmen you have—and the — 
highest paid. Make them return big dividends for your 
investment with RECORDER SHOW CARDS. o 
RECORDER SHOW CARDS are neat and forceful sales- os 
men, calling your footwear to the attention of the passers- os 
by in a compelling and attractive way. They have all the cs 
appearance of a hand-lettered card—your personal message oc 
to the folks that pass your windows. oS 
o 
This Service Consists of All of this for eS 
One set of eight display mats with your name oS 
hand lettered in the corner (like illustration), 00 oP 
four large and four small, patent pen, special x oc 
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tickets. ost 
‘ach mon or a full year you receive six an ow 
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SEND YOUR ORDER TODAY 
—— % — 
° der Show Card Serv 
ecorder Ow Yr 3 on “4 CG 


189 W. Madison St. i111 Chicag 








NmntOANCS HITEC UU RONCHI CE CSAC EC ASCII . 





in the Recor 


Dealer Influence is secured thru 








1923 November 24, 1923 BOOT AND 


Httitig 


Whatis there that 
youwant and don’t 
know where to 
get it? 


Possibly you want information on interior 
lighting that will show the shoes to best 
advantage when customers are trying 
them on—or the use of color effects in 
window lighting—or special lighting for 
matching colors. 

You may want something in the line of 
store equipment, such as window display 
fixtures, temporary window backs, deco- 
rations, show cases, seating or what not. 
If you wish information on just what is 
available along that particular line, and 
where it can be bought, just outline your 
requirements to us. 

If you merely wish manufacturers’ cata- 
logs and literature, just send the coupon 
below. 








Are You Interested in 
How LEATHER Is TANNED ? 
Write For Interesting Booklets—FREE 




















OBooklets on Leather OStock Boxes 
OShow Cards OShoe Carton Labels 
OStock Record Systems oOMetal Ceilings 
OSales Record Systems oValances 


OStore Arrangement 

OStore Front Construction 
oCounters 

OShelving 

OShow Cases 

OShow Window Background 
OShow Window Decorations 
OStore Seating 

oPrice Tickets 

OCash Registers 

OCash Carries 

OStore Fixtures 

OWindow Display Fixtures 
oGlass Display Fixtures 
OMetal Display Fixtures 
OStore Ladders 

OShoe Mirrors 


ey Tame 
easuring Devices 
OPlay-Room Equipment 


oAdvertising Novelties 







OFor Men 
OFor Women 


OSouvenirs 
OF or Children 








oDisplay Pillows 
ODecorating Plush 
OWindow Rugs 

OWaste Paper Balers 
OOffice Appliances 

OSales Check Books 
OStore Interior Decorations 
OWindow Lighting 
olnterior Lighting 

oColor Lighting 

oElectric Signs 

oColor Matching Lamps 
oAdding Machines 
OHosiery Cases & Fixtures 
OX-Ray Machines 
OHosiery 

ORepair Equipment 
oODuplicators 

oArch Supports, Metal 
oArch Supports, Non-Metal 


oFor Men 
OFor Women 
OF or Children 
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1 Sign. 
That Bids You 
Welcome 


Whenever you are in Chicago you 
are welcome at the Western office of 
the Boot and Shoe Recorder—in the Secusiie 
Building on the southeast corner of Madison 
and Wells Streets. Come in and feel at home. 
Make this office your headquarters while in the 
city. If you’ve any pressing problems, let’s go 
over them in conference. Feel free to avail 
yourself of any service or information that 
we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


Remarks 























Slore Name 





Address 





City and State 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 





Fe TI Leap SS a aS 
in the Boot and Shoe Recorder. 





a 


7 











IMM MMe MM Me Meme mem msm mnie nls mm nn smn elm Tem 











118 BOOT AND SHOE RECORDER 


Beautiful and individual interiors express the 
appreciation of the merchant for the taste of his 
customers. 

Milwaukee Chairs fulfill every ideal of beautiful 
and individual appreciation of the customers’ 
comfort. 

They are masterpieces—manufactured by chair 
craftsmen who take pride in the duplication of 
the work of old masters. 


Write for our catalog 
“Chairs that increase Shoe Sales” 


The Milwaukee Chair Company 
624 South Michigan Ave., Chicago, Il. 


For Over Half a Century Makers of Fine Chairs 
Largest Mauufacturers of Office Chairs in the World 
Milwaukee Chicago New York Portland 


$3071 F. L. Italian 
Gothic. Height of 
back from seat 17% 
in. Width outside 
measurements 18 '¢ 
in. Made in Birch — 
Mahogany or Wal- 
nut finish. 

Quartered Oak, Solid 
Mahogany or Walnut 


$3072 F. Fitting 
Stool to m atch 83071 
F. L. Length over all 
25 in. Height 14% in. 
Corrugated Rubber 
Foot Rest. Made in 
Birch— Mahogany or 
Walnut finish. 

Quartered Oak, Solid 





Mah y or Walnut 
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KOM-FUT 


TRADE MARK ™ 


TO THE TRADE 





SPECIALISTS 





~ 
| Send 

today for 
Free Sample 
Cards and 
interesting 
information 


rae 





Issue of Standa 
Show Cards did 
not more than 
pay for the en- 
tire years service 
for each and every 
one of the hund~ 
reds of merchants 
using it. 


Show Card Service $uc. 


Standard Chics —~— Rogers Park 


Chicago, Illinois 

















In presenting the Kom-Fut line of arch supports to the 
retail shoe trade, we wish to emphasize the fact that their 
manufacture is the result of careful scientific study by 
men who have been closely ‘affiliated with the orthopedic 
profession for many years. The 14 models comprising the 
line embody special features for the express purpose of 
relieving foot troubles of every nature. Hence a complete 
assortment will qualify you to fit each and every one of 
your customers. Only the best materials are used in the 
construction of our arch supports, and every pair is fully 
guaranteed. 


14 DIFFERENT MODELS 
EACH FOR A SPECIFIC PURPOSE 


PRICED TO ALLOW A BIG PROFIT 


IMPORTANT 
Send for Illustrated Booklet, fully describing the line. 


Kom - Fut Arch Support Co., Inc. 


107 Duane St., New York 


ARCH SUPPORTS 
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He’s Been Telling Others How to Do It; 
Now He’ll Show ‘Them 


In Which a Credit Man Opens 


TTO F. SCHULTZ, president of the 
Chicago Credit Men’s Association 
and also of the Western Felt Works 


of Chicago, and his brother Herman of La 
Grange, Ill., recently opened a very at- 


a Shoe Store 


any defects of the foot arches; together 
with a complete line of a well-known brand 
of orthepedic appliances. A repair depart- 
ment in the rear makes the service com- 


plete. 





tractive and up-to-date shoe store at 17 
South 5th Avenue, La Grange. 

Mr. Schultz’s official position as presi- 
dent of the Credit Men’s Association and 
of the Western Felt Works has afforded 
him ‘unlimited opportunitjes to study the 
retail business from all angles. 

Sound and practical principles, gath- 
ered from years of experience and obser- 
vation, will be applied to Mr. Schultz’s 
new business and it will be edifying and 
interesting to watch its development and 
expansion. The interior of SCHULTZ’S 
SUPERB BOOTERIE is very attractive. 
Their own cartons are used and the 
monotony of the shelving is broken at 
regular intervals by full-length mirrors, 
bordered on either side by walnut finished 
paneling. Beautiful wall lights with Ger- 
man silver fixtures and ground glass bulbs 
add to the artistic effect. The seating is 
composed of 34 individual chairs, finished 
to match the other woodwork. In one cor- 
ner, mounted on a platform about two 
feet high, is a bench for small children. 
The floor is covered with cork linoleum 
and strip carpet of high quality. 


OTHING is lacking im the equip- 
ment. There are smokers’ stands for 
the men, equipped with matches and cig- 
arettes, foot measuring devices that reveal 





every purchase made during the day. 
Balloons with long squawkers and pencil 
boxes were given to the children. 

The opening was a complete success in 
every way and Mr. Schultz reports that 
business so far has been excellent. 





Death of Robert P. Gay 


In announcing the death of Robert P. 
Gay, a widely-known member of the shoe 
goods trade, the New England Shoe and 
Leather Association, of which he was for 
many years a loyal member, pays him the 
following tribute: 

“In the passing of Robert Perkins Gay, 
whose life was spent, and well spent, in the 
shoe goods business, another of the old- 
time Boston merchants, of fine ideals, of 
high integrity and loyal to his work and 
his trade has gone from us. 

“Robert Perkins Gay, who was born in 
Castine, Maine, in 1853, came to Boston 
in his early youth and entered the shoe 





The store is being run under the manag- 
ment of Mr. Herman Schultz with Mr. 
Alvin E. Strom as assistant. 


Hosiery Given Gratis with Shoes on 
Opening Day 

For the opening day Mr. Schultz ad- 
vertised that a pair of silk hose would be 
given away with the first 50 pairs of shoes 
sold. This met with such huge success that 
in order to leave no one disappointed it 
was decided to give a pair of hose with 


The store is L-shaped. This is the section around the turn to the right in the view shown above 





goods business as bookkeeper for the old 
concern of Nichols & Farnsworth. Mr. 
Gay was connected with the business for 
about 50 years and was an active member 
of the concern for 28 years. 

“When the Corporation of Farnsworth, 
Hoyt Company was formed to take care 
of the larger business, Mr. Gay was elected 
treasurer, but unfortunately, in 1917, with 
impaired health, he retired from active 
business. Mr. Gay passed away in Win- 
chester, Mass., on November 16. 
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Write for our new catalogue showing com- 
plete lines of display equipment. 
J. R. PALMENBERG’S SONS, INC. 
Established 1852 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W.JacksonBlvd. 26KingstonSt. 122 W. BaltimoreSt. 


OL ele elTMeliieliiiliinieliiiiiiieniiiit 
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Speed Up Your 
Hosiery Sales! 


Here’s a unique new ONLY-WA Hosiery Stand 
that will give your merchandise better display — 
and better display means better sales. 


r 


THE ONLI-WA FIXTURE CO. 


401 Beckel Bidg. Dept. B. S. Dayton, Ohio 
TTTTT@ LOLOL OL LULL LLL LLL 


Removable 
pins and top. 
Topcancarry 
regular shoe 
plaque—very 
unusual for 
showing ho- 
siery and shoe 


eH elit] 
‘a 
Originated and 
manufactured 


by us 


Write for 
New Sup- 
plement 
and Catalog 
No. 11. 
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Sell Suede Naps 


Pick Out the Dirt 
GD 


Pick Up the Nap 
AAT END 





Your market has been made for you by the 
tremendous popularity of suede footwear. It is 
steadily growing. Take advantage of the oppor- 
tunity to make an extra profit with every sale of 


Don't wait. ORDER TODAY. 
$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue, Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 


suede shoes. 











‘“RADCLIFFE” “*YALE”’ ‘“‘“MILTON’”’ 
“DUDLEY” “CARLISLE” ‘C”’ 
Trade Mark Names of Our 
“OLD RELIABLE”’ Brands SHOE LACES 





Quality Laces You Can Depend On. 
Attractively Packed. Good Sellers. 


Order from your Jobber Today 


FRANK W. WHITCHER CO. 
Boston, Mass. Chicago, IIl. 
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nce for the Small Store be 





Resuty and Fle a 













ing ideas ever turned out for the 
merchant who wants to attract more 
customers, are available in the new 
Brasco portfolio. 


! BR? ! 
Drea Nagsth 














Over a decade of experience in studying win- 
dow display methods and store front construc- 
tion are crowded into this portfolio—new, 
proven, creative ideas for increasing your 
business. 





Yours for the asking. No charge. SEND 
FOR YOUR COPY. 


Arcade Effect w Attract More Shoppers 
Soom 
= ==. | Brasco Manufacturing Co, diet 
Preiexi~ ie No. 5041 S. Wabash Ave. / ber 
sco No.6 ae, | : / B&SR-1223 ‘a 
& ‘ es ay Chicago, Ill. / Brasco Mfg. Co., ‘“ 
| / No.5041S. Wabash Ave., 
Chicago. 


Every live merchant who keeps posted on 
modern ideas for developing increased busi- { Please send us a copy of 
ness should send for this Brasco portfolio. / your new portfolio. It is 

; = —_— possible we may build, remod- 
/ el, change location (Indicate). 


f NO CHARGE 


/ Yours truly 
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A BEAUTIFUL ORNAMENT 
FOR GORING MODELS 





This number made especially for side goring patterns 
which are now being worn so extensively. Also adapt- 
able to one and two strap pumps. 


We have in addition many other new and exclusive 
numbers in Beaded effects and all combinations of 
leathers including satins. 


A line of these ornaments carried in your store will 
prove not only a money-maker, but a source of con- 
venience for your customers. Let us send you sample 
pairs on approval. 


WE DO NOT ISSUE ANY CATALOGS 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave., Brooklyn, N. Y. 















Artistic - 
Practical - 
Economical 


The good taste in de- 
signing and precisioa 
in turning which char- 
acterize the products 
of the Artistic Wood 
Turning Works, ap- 
peal to all who appre- 
ciate quality without 
extravagance in mod- 
ern display fixtures. 


No. 480-S 
Shoe stand with 
oval shaped tilting 
top. Made in 12 No. 1781-S 
Diamond top shoe 
stand—tilting top 
12, 18, 24 and 30 
inch heights. All 
standard finishes. 
ae $2.75 


Artistic Wood Turning Works 


511 N. Halsted St. - - - - Chicago 


S 3 to Polay Fixture Service 


18, 24 and 30 inch 
heights. All stand- 
ard finishes. Each 

$2.50 



































Good Paper 


is an aid in obtaining business 


WHITE 


and ten colors 


Made in 


| NEWTON FALLS BOND 


A fine texture paper of moderate price. Especially suited 
for business letters which the sender desires to have carry 
a splendid impression—without high cost to him. 


From ADIRONDACK SPRUCE 


BY 


ee rm 


For Sale by 


| Stone & Andrew 


Main Office and Warehouse 
| Boston, Mass. 


Providence, R. I.—Springfield, Mass.—New Haven, Conn. 


NEWTON FALLS PAPER COMPANY 
NEWTON FALLS, N. Y. 
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“Pittsburgh” 
Reflectors 


make your store a bright spot that 
catches the eye of people who now 
hurry by without a glance. 


Thousands of merchants, among them many of the 
leading stores of the world, are flooding their show 
windows with light from “Pittsburgh” Reflectors 
and are thereby getting more trade. 


“Pittsburgh”’ Reflectors were developed by men who 
have specialized for years in show window lighting. 
They have naturally accumulated a fund of informa- 
tion that will prove helpful to any merchant who 
wishes to make his show window displays attract 
attention, hold interest and draw more trade. 


This experience and information is at your service 
without any obligation on your part. 


Make us a rough sketch of the floor plan of the 
window to be lighted: marking on it the length of 
the glass, the distance from glass to background, 
from floor to ceiling, from floor to transom bar 
(if any) and height of background. State whether 
you trim high or low and we will be glad to offer 
suggestions as to the most effective lighting and 
give an estimate of its cost. 


Pittsburgh Reflector 
and Illuminating Company 
410 Bowman Building, Pittsburgh, Pa. 
Chicago: 565 West Washington St. 
New York: 1452 Broadway 


Philadelphia: 235 South Eighth St. 
San Francisco: 90 New Montgomery St. 


MoM 
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23-25 Greene Street, New York, U.S. A. 


& TRED LINE BOX” APPELBEE & NEUMAN, Inc. 


Megson welt? 


apart 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVORY — AGATE, Ete. 


BOSTON: 113 Lincoln St. ::  :: ST. LOUIS, Star Bldg. 

















WINDOW : DO YOU KNOW? 
a Cinderella Suede Stick 
D I S P L A Y f “a sale a, over, 50 shades 
: - t 
F IXTURES i thane ‘ete and od 
color nappy leathers. This 


package contains handy buffer and Suede brush 
that make it easy to use. 











TABLE SHOE STAND 
SIZES From 6” to 24” High Wire suede brush with felt buffer ean be 


OUIS XVI bought separately for $2.00 per dozen. 


PERIOD THEN 
Note that Cinderella Silver Slipper Cleaner is 
PATTERNS pleasing more people each year of its leadership 
: because if does what it claims 
in to do—thoroughly clean and 


replate tarnished and worn 
SHOE : silver cloth slippers. 


FIXTU: RES Why not use these Cinderella 


Made up in many beautiful combinations, SHOE [STAND Good Will Builders to increase 
exquisi ini - ei 2 ’ s 2 

6 ee eet «ee, I. your customers’ satisfaction? 

amples of an assortment that is complete 24” and 30” High. . 


i detail. 
imevery detail wend by 


SCENT EVERETT & BARRON CO. 
FRAN KET. | Providence, R. I. 
[DISPLAY FIXTURE COMPANY, NEW YORK] 


Makers of highest qualit 
footwear finishes ° 


CARD FRAME 
STAND 





7” x 1” 


11446 BROADWAY NEW YORK 
ESTABLISHED 1888 














Let your shelves be as neat as the rest of BLOODED-STOCK 


the store—spruce them up with 





if y were buying a horse and he | 9 a horse you would have to 
take for Fo the things the owner said, and then wait for experience 

to show if he had spoken the truth. 
Ss I Or K. a AR I ONS But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
: > P show his ancestry and race and give you an idea of the animal's capacity 

of uniform shade and design. Big se- for speed and endurance. 

lection of colors. Write for samples Sip tin cannes Geuten adenine, Oulas bidet ott 


and prices naming color and quantity. x a horse” and you have to take their circulation statement with a 


NATIONAL PAPER BOX CO. Paediatr 


SOUTH BEND, INDIANA what to expect in the way of speed and endurance. 
, 
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Cake Up With Yourself 
Chese Questions 


LF. Kunstman, West- 
en Editor of the “‘Boot 
md Shoe Recorder,’’ 
tho devised the Kay 
System of Sales Records 
handled credits for 16 
years. Among the firms 
he served was the Flors- 
him Shoe Company. 


How many pairs of men’s high 
shoes did you sell in October? 
How many low shoes? How 
many for the year? - 

How much business in dollars 
did you do on women’s low 
shoes? On high shoes? Each 
day. Each week. Each month. 
Do you know your investment 
every day in men’s high or 
low shoes, women’s high or 
low, or children’s high or low? 
Is your hosiery department 


Use the Coupon > 


SALES RECORD DEPARTMENT 


BOOT and SHOE RECORDER 


89 W. MADISON ST. 


CHICAGO 


showing a profit? Is your re- 
pair department showing a 
profit? 

What was your average gross 
profit on women’s, men’s or 
children’s shoes? On hosiery 
or repairs? 

What was your actual expense 
in each department? 
Simplified Record System an- 
swers all these and many other 
questions, on the instant. 


_— oe eer oe 





Sales Record De 
189 W. Madison 


rtment, Boot and Shoe Recorder, 
treet, Chicago. 


Please send sample sheets of Kay System Sales Record form. 





Store Name 





Street Address 





City 





P| By 


Position with firm 
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A Big Value For 
Big Profits 





In Stock 


Stock No. 102—Genuine Goodyear Welt Patent Leather 
Vamp with a lustrous Nutmeg shade Top, with Patent 
Cuff. The latest punch of qalientions that are used on 
high-grade women’s shoes. 


Stock No. 103—Same as above. all patent. with red show- 
ing through perforations. (A regular peach) 


Sizes 814-11 Spring heel..... oseedee 
114-2 Rubber heel.... é swoe OD 
2%-6© Rubber heel..... .. 3.40 


Terms: 5 per cent—15 days. 


Orders shipped in the same rotation as received 


Here's a shoe thats worth the price, 
because it’s a wanted style, is made of 
excellent materials, by a house who knows 
how to make good children’s shoes. 


It’s selling fast, so we advise you to place 
your orde: immediately. 


T. J. KIELY & CO. 


266 Broad Street, LYNN 
“Shoes That Sell” 
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IN STOCK NOW 
$7.15 





‘*ROMEZE”’ 


(Roam Easy) 


‘‘The Best Stitchdown Romeo” 


Plump weight Brown Kid Uppers, Grain 
Innersoles. 


Oak Shoulder and Bend Outsoles, Rubber 
Heels. 


Sizes and half sizes 5-12 


A broad, easy fitting slipper. 


COLLINGWOOD SHOE 
COMPANY, Inc. 


** Manufacturers of Quality Stitehdowns’ 


b 


ENDICOTT : : : N. Y. 











“CLIFTON” GEM 


DUCK 


Preferred Because Most Perfect 


Used with our wet process it produces a 
perfect ‘innersole, as it is easily formed 
in and hugs the lip providing strength - 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
- recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 

HERE R RRR RRR RR SRE EE EB. 
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~ EVANGELINE | 


(REG. U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 

















No. 5634 





No. 5623 
Brown Boarded Lotus Calf 


AQO4n w= 








Blucher Oxford — — 
Cord Crease 
100 Last 9-8 Heel me — ais 
Price $4.25 rice $3.7 





STRAPS 


FOR WOMEN 





— |= 























No. 5658 






No. 5644 


Black Suede 1 Strap 


Black Calf Trim Black Kid 1 Strap 


99 Last Black Calf Collar 


AOAOC4Hn w= 























14-8 Junior Louis Heel 13-8 Wingfoot Heel 
Price $4.85 Price $4.25 
MADE BY 
A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 
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TSrrect Dodge- 
FOR ALL OCCASIONS 


Silver and Gold Brocades 


No. 100-J 
Code “ABENA.” 


Silver Brocade Grecian. ae = aww . 
14-8 Spanish Louis Heel, 41 last, AA-C “A ~ c Fs an: 
5 ~d ff fe) e oe T I ag 
demameicay*. JON D £/% . one sw es , 
] 5 . 16-8 Spanish Louis Heel, 44 last, little narrower 
Cc aaa ” & “= than 41, AA-C. 
ode “BERKSHIRE. 
Silver Brocade Grecian, 16-8 Spanish Louis Heel. ; Reo PRICE $7.00 
48 last (FRENCH). B-C only. ‘ 
PRICE $6.35 » 
*“*GRECIAN’’—(4l1 Last) 
7" 2/10; Net 30 12 pr. Minimum 
—_ ae READY TO SHIP Cuter sat call for ot fone 
f.o. b. Factory twelve pairs to a style 
SOLD BY 
NEWBURYPORT - - MASS. 
fy) ! i alii ail fl fi 
# rail y fe MH ii i iin vy Hil fut 4 wee Haan aatl il 
HH IAT RRR — oo! 












READY TO SHIP | 
| 


There is a big difference in shoes 


and the “Dalton” shoe proves it. 
Send for In Stock Style Catalogue 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women | 






Stock No. 412. Johnnie 
Walker Last. mp.Black 
Braided Bal. Hea 


BROCKTON, MASS. 


ry A BOSTON NEW YORK CHIC. 

Single Sole. Wingfoot Heel. A 7-11. 183 Essex Street - 651 Marbridge Bidg. 209 South oany Street 

B 6-11, C & D 5-11, Price $6.00. 1618 Republic Sal 

Se 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Frice*525,3% 30days. 


MO ORE- /HAFED™ 4 ita a 


“IOE "MFG *CO° 
BROCKPORT. N.Y. UL4A. i h 


NEW YORK OFFICE 545-547- et eaten Men BLOG.BWAY AT 34ST. yu ae- q 

























{ 
r 
8) 
4 
+ 
D 











130 


























BOOT AND SHOE RECORDER 





AMERICAN 
HIDE &, LEATHER CO 





>, YY <2 a2 <, 




















YT 





()OZE (CALF 


(Reg. Trade Mark) — 























Desirable Colors; Grays, Fawn 
and Black; excellent quality for 
good and fine shoe making. | 


The Suede (OOZE) finish was 
first successfully done. in our 
Lowell Tannery and has since 
kept up its high standing. 


Ask far newest shades. 


November 24, 1% 












































COLORED 
CHROME SIDES 





OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LDT., Northampton, England 
CALF AND SIDE UPPER LEATHER TANNERIES 
Chicago 
Curwensville 
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The Certified Shoe 


The Shoe to Put 
Your Weight Behind 


SNS TO ZEFSN SLO LZORSNS $2 AOS S42 ZERSAS 
LOTSNGGIT OT SN GIT OFSN QT OF SN GIT ( 


SN 


You want the trade of men who want to 
be correctly shod. You can win it with N 
the Certified Shoe, which is always in / . 
front of the style procession. STOCK 





r \ : No. F860 — Vel Calf Bal Shoe. 
You want the trade of men whose tastes \ Radio Last, Creased Vamp, Half 


are up to the minute but whose feet must . a} "yy 
be “nursed’’ for comfort. The Certified ia ia catia — 
Shoe is designed to fit the foot correctly 

at every point, giving support where 

needed and allowing room for action 

where needed. 


TONES OF 
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You want the trade of well-dressed men 
who measure shoe value on a days-per- 
dollar basis. For twenty-three years the 
materials and shoemaking in the Certi- 
fied Shoe have consistently measured up 
to a set quality standard. 


RAPID IN-STOCK SERVICE 
Write for Catalog F 


The Stonefield-Evans Shoe Co. Se” le 
ROCKFORD - - - - ILLINOIS 
No. F902—In Stock, Black Calf, H ar- 


Chicago Salesroom, 410 Security Bidg., J. Wurmser vard last pinke1 tip, 12 iron sole, rub- 
Kansas City, Mo., Salesroom, 444 Sheidley Bidg., R. W. Martin ber heel $5. 
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Your Last Chance Before 
The Holidays 


Three great values at less than = prices 


IN SOLID COLORS 


Old Rose 

China Blue 
American Beauty 
Lavender 

Purple 

Dark Orchid 
Brown 

Oxford Grey 
Taupe 

Navy Blue 





Ladies’ Quilted Satin Boudoir in follow- 
ing colors: 


Copenhagen, Lavender, Old Rose, Purple, 


American Beauty. Sizes, 3 


Price, 60c. 


> Rosenberg & Son. 


1% Essex Street 


Dealer Influence is s secured thru uthie in she Boot and Shoe Rebeeder. 





Saving 15% to 30% 


FELT MOCCASINS 
Heavy Padded Chrome Sole 


7, 3-8, 4-7, . 
oe aa | Price, 60c. 





All sold 36 pair case lots only. One color to case 





IN TWO TONES 


Old Rose and Pearl 
Grey 
China Blue and Ecru 


Light Copenhagen 
and Ecru 


Lavender and Ecru 
Brown and Ecru 


Purple and Pearl 
rey 





Ladies’ Felt Juliet—Plush Trimmed 
leather sole, rubber heel in following 


| 
CL) 0 CJ colors: 


Dark Orchid, Wine, Purple, China Blue, 


Old Rose. 


Same as above—Ribbon Trimmed. Sizes 


4-8; 5 


Price, 90c. 


Boston, Mass. 
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NEW YORK 


Some Improvement in Sales 


Demand for Heavy Footwear, Rubber and Sports Retarded by 
Weather—Puritan Pumps Selling Well 


HE retail situation here shows but 
T te change. There has been some 
improvement in sales, but merchants feel 
that the improvement should have been 
greater considering the time of year. As 
yet there has been no weather that would 
stimulate the demand for heavy footwear, 
rubbers and spats. 

Style stimulation remains at a low 
point. The only radically new thing shown 
recently was the lizard leather, a processed 
calfskin, which apparently is making 
good headway. Opinion on the vogue is 
divided. Only one firm is playing this 
novelty strong. Some of the others are 
putting in a few hundred pairs while 
others assert that they will not stock them 
at all. The shoes have not been offered the 
public sufficiently long as yet to give a 
clear idea of how big a factor in the fall 
and winter business they will really be. 


Brisk Call for ** Puritan”? Pumps 


Patent leather, black satin and ooze 
continue as the leaders in women’s shoes. 
Colonials are going slightly better and a 
brisk business is reported by the few mer- 
chants who are showing the low heeled, 
large tongued, large buckled “Puritan” 
pumps. The “‘flapper’’ trade is taking to 
these shoes strongly and some retail shoe 
merchants believe that the business will 
assume large proportions, like the low 
lieeled patent leather oxfords of a few 
seasons ago. The “Puritan’’ pumps come 
in gun metal calf, black satin and patent 
leather. 


More Activity in Men’s Trade 


The men’s shoe trade is showing more 
seasonal activity with demand centered 








New Members Admitted 


At a recent meeting of the Retail 
Shoe Dealers’ Association of New 
York, the following firms were 
elected to membership: Benedetti, 
Inc., 38 West 56th Street; Max M. 
Bernstein, 25 W. 50th Street, 
Brown & Clark, Inc., 23 W. 57th 
Street; Delman Shoe Salon (H. B. 
Nudelman) 558 Madison Avenue; 
Lebenstein Bootery (Milton Leben- 
stein), 1391 St. Nicholas Avenue; 
Ben Lewis, 2313 Broadway; Mas- 
say’s Orthopedic Shoes (Wm. Stein- 
hardt), 136 E. 58th Street; Natty 
Boot Shop (M. Weiss), 48 E. 34th 
Street and Samson Boot Shop, 
3497 Broadway. 

















largely on light weight smooth grain 
oxfords of the brogue or semi-brogue last, 
with but little decoration. Merchants still 
feel, however, that a period of rainy or 
snowy weather will stir up a demand for 
the heavier brogue types. Allmerchants are 
showing Scotch and Norwegian grains in a 
wide variety of models, but as yet there 
has been no strong demand for them. 
Rosenbaum and Kaye Are 


Officers 


Ike Rosenbaum, formerly an officer and 
director of the Lion Shoe Company, Inc., 
107 Reade Street, New York City, has 
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severed his connection with that firm and 
is now conducting business under the 
name of the Marion Shoe Company, Inc., 
109-111 West Broadway, New York City. 
Mr. Rosenbaum is president of the new 
concern and Herman I. Kaye is secretary 
and treasurer. 


Cammeyer’s New Windows 


After many delays the handsome new 
windows in the front of Cammeyer’s 
34th Street store have been completed. 
The new windows are somewhat novel in 
construction. They flank a center entrance 
which spreads out a few feet back from the 
street line and form a large oval. 

Katz Company at 16 Hudson 
Street 

The Katz Shoe Company is now located 
at 16 Hudson Street, opposite Morse & 
Rogers. 





BROOKLYN 


Preparing the Spring Models 


Some Changes in Patterns Noted—Colonials in Good 
Quantities Included in the New Lines 


HE preparation of spring models is 

engaging the attention of the Brook- 
lyn manufacturers at present. Within a 
week or two, it is thought, most of the 
Brooklyn lines will be ready for showing 
and salesmen will take to the road. 

So far as can be learned, spring styles 
will follow along the lines that already 
have been established. There is no desire 
to get away from the strapped models for 
bulk selling. Some changes in patterns 
have been made. The tendency toward the 
longer last and slightly sharper toe is 
growing gradually and some of the manu- 
facturers are putting their faith in the 
lasts used for the last two seasons—the 
conservative length vamp with the modi- 
fied toe. 

Colonials for Spring 

Colonials are being put into the new 
spring lines in good quantities, but manu- 
facturers hesitate to predict what will 


happen to them. Colonials have appeared 
frequently in the last few seasons, only to 
die out after a small flash. 

From the present indication there will 
be a wider use of kid leathers for spring in 
the lighter brown shades. The question of 
colors such as blue, green and red is still 
up in the air. It is likely, however, that 
some of these colors will be used for trim- 
ming purposes, but will not be stressed in 
solid color footwear. 


Marketing the Truwauk Shoe 


[. Miller & Sons have formed a separate 
organization to produce and market the 
Truwauk shoe for both men and women. 
Plans as outlined at present call for an 
initial production of about 4000 pairs a 
day. Five road men have been engaged to 
take the line of both men’s and women’s 
shoes on the road. They probably will 
start early in January. 





BOSTON 


November Sales Show Increase 


Merchants Planning on Holiday Season Early and Suggestive 
Displays Cards Make Appearance 


EPORTS from several of the large 

retail shoe stores here indicate that’ 
shoe sales during November up to the 
week ending November 17 were ahead of 
those in 1922 for the corresponding period. 
But several merchants said that there was 





still a steady tone lacking and they char- 
acterized the buying in women’s lines as 
only fair. There was an erratic note to the 
buying—some days were good, while 
others were featured by dull periods. Men 
showed more interest in high shoes 
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Where to Buy 


Women’s Shoes 

















FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J.W. BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 















Phillips Shoe Co., Inc. 
Makers of 

Women’s Turn 

Slippers 

276 RIVER STREET 


Haverhill, Mass. 
Boston Office 
207 Essex Street 













Where to Buy 


Ballet Slippers 

















BALLET SLIPPERS 


all styles and 
colors— Black 
Kid Soft Toe 


FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 


Endorsed by the World's Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women's 


I. MILLER & SONS, Inc. 


One Carlron Ave., Brooklyn N.Y 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 11$to2 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 








N? matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 
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As an inspiration to encourage the peo- 
ple to buy Christmas merchandise, several 
stores arranged suggestive Christmas 
cards, neatly displayed with green and red 
colors as indicative of the holiday season, 
and placed the cards at various places in 
featuring acceptable gifts. The Thayer, 
McNeil Compaay carried this plan out 
extensively suggesting hosiery for men and 
women, rhinestone and cut steel orna- 
ments and slippers as ideal Christmas gifts. 

Women’s business was not restricted to 
any particular patterns or colors to any 
marked degree. The same popular styles: 
black suede strap numbers, satins and 
dark brown suede numbers sold well. 
There was a good call for gores and some 
new patterns in gores have made their 
appearance. 


New Gore Model Displayed 


The Thayer, McNeil Company is show- 
ing a black suede pump, with a high 
throat. The gore is concealed beneath a 
black rosette, which is inlaid with a cut 
steel ornament. The rosette adorns the 
side of the shoe, near the instep. The top 
of the pump is featured by small cut-outs 
in triangle and circular shapes going com- 
pletely around the pump. This number 
will be sold in other materials. ; 

Women’s welt oxfords sold fairly well in 
some stores. Merchants point to a gradual 
increase in this type of shoe as the weather 
assumes a cooler complexion. Men’s high 
shoes sold better than oxfords in several 
men’s stores. 


Sales Managers Meet 


The Sales-Managers’ Council of the 
New England Shoe and Leather Associa- 
tion, which was formed several weeks ago, 
held a successful luncheon-meeting at the 
Boston City Club, November 14, for the 
purpose of perfecting its organization and 
informally discussing some of the ques- 
tions that are confronting the shoe and 
leather industries at the present time. 

President Herbert T. Drake of the asso- 
ciation presided. He emphasized the need 
of more intensive education in salesman- 
ship in the shoe and leather industry, as it 
is carried on in the American insurance 
business. This matter, he said, needs a 
great deal more attention than it ever has 
received. 

Other speakers were: Harry I. Thayer of 
Thayer-Foss Company, Boston; Thomas 
P. Smith, sales manager of the Emerson 
Shoe Company, Rockland; Buford H. 
Jones of the Thomson-Crooker Shoe Com- 
pany, Boston, and Stanley Wass of the 
Webber Shoe Company, and Frederic S. 
Snyder, former president of the Boston 
Chamber of Commerce. Mr. Snyder’s sub- 
ject was: “New England, Its Problems 
and Possibilities."’ Mr. Snyder spoke par- 
ticularly of the problems of transportation 
service and industrial power that are con- 
fronting; New England at the present time, 
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and said that unquestionably the fuel 
problem can be largely solved through the 
proposed development of the St. Law- 
rence River power plan. This, he said, 
would give New England a cheaper elec- 
trical power for its industries that would 
many times offset the possible adverse 
effects upon our ocean shipping of the 
deepening of the St. Lawrence and the 
Great Lakes. 

The following officers were elected: 
Thomas P. Smith, Emerson Shoe Com- 
pany, Rockland, Mass. chairman; Edward 
T. Cady, Griess-Pfleger Company, Bos- 
ton, first vice-chairman; Frank C. Allen, 
Creese & Cook Co., Boston, second vice- 
chairman; and Thomas F. Anderson of 
Boston, secretary ex-officio. 





Brophy Bros. Move 


.Brophy Bros. Shoe Company of Lynn 
is moving from Lynn to the factory of A 
and Athens Street, Boston, which was, 
until recently, occupied by Briggs, Hutch- 
inson Company. In Lynn the firm had a 
capacity of 5,000 pairs a day, of women’s 
McKay shoes, for the wholesale trade. 


New Men’s Store 


Clarence L. Stay is manager of a new 
men’s store which recently opened in the 
Little Building, Boylstoa and Tremont 
Streets. ‘The new store address is Shop K. 
and is specializing in men’s shoes at $10, 
made by the C. C. Blake, Inc., of Boston. 


Alteration Sale 


Jones, Peterson & Newhall Co. recently 
held an alteration sale. Alterations have 





. been made, but the business was carried 


on while the work was going on. 


John B. Lewis Dead 


John B. Lewis, shoe manufacturer. died 
recently at Jacksonville, Fla. He was 82 
years. In 1880 he established a shoe busi- 
ness in Boston at South and Summer 
Streets. His factories were in Brockton, 
Avon, Randolph and Abington. He re- 
tired from the shoe business in 1900 and 
since then has acted as conservator, 
executor, trustee and inventor. 

Mr. Lewis in 1901 and -1922 was a can- 
didate for governor of Massachusetts as a 
probibition advocate. He was in the Legis- 
lature in 1907. He traveled around the 
world in the interest of prohibition. During 
the Civil War, Mr. Lewis enlisted in 
Company E, 44th Massachusetts volun- 
teer infantry. Following the war he built 
up a shoe business at Shreveport, La., one 
of the largest concerns in the world at that 
time. 

He left Massachusetts a few days prior 
to his death, intending to spend the winter 
at Lake Wales, Fla. where he had extensive 
property holdings. 
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Repeat Orders on Fall Shoes 


Factories Report Little Advance Business—Tendency Toward 
Plainer Shoes Noted in Wholesale Trade 


ACTORIES here report that very 

few unfilled orders remain in their 
books. While-some of them have a little 
advance business, the majority have noth- 
ing beyond theirjpresent repeat orders 
on fall goods and work on those is being 
finished rapidly. Manufacturers are at a 
loss to explain this inactivity as employ- 
ment conditions have been good for many 
months. Some of the more optimistic man- 
ufacturers are predicting that things will 
start up shortly as suddenly as they 
dropped off. 

While most factories hesitate to predict 
what will sell well in spring, it is felt that 
gray will have at least its usual spring call; 
that the lighter shades of brown will be 
good, and that reds, greens, and blues will 
be fairly active in at least children’s shoes 
and the cheaper grades of women’s foot- 
wear. 

Present demand is almost entirely for 
duplicates of fall orders already delivered. 
Straps and cut-outs may be said to be 
holding their own, while gores continue to 
decline. The materials most asked for are 
suedes, patents, satins, and velvets. 

An increasing call for black is noted by a 
manufacturer of children’s shoes though 
tan calf still leads the procession. Mouse 
colored tops are also popular. 


Wholesale Trade Dull 


Like the rest of the trade, wholesalers 
report very little activity. There is no buy- 
ing for spring and very little for immediate 
delivery. In present business there has 
been no change in either colors or materials. 
Black still has the call with straps and 
cut-outs predominating. There is a slight 
tendency toward plainer shoes and away 
from straps and cut-outs. Black has in- 
creased in demand until it is equal to that 
for browns, according to a jobber in 
medium-priced men’s and boys’ shoes. 
High shoes are more in demand than last 
year. Perforations are not being asked for 
but stitching and plain toes are selling well. 
Gores continue to decline. Factories are 
holding prices firm though in a few cases 
some slight concessions are being made to 
get business. 


Great Buying Power 


A recent review giving the opinions of a 
number of bankers here on trade condi- 
tions emphasizes the tremendous buying 
power of this city and industrial district. 
It says very good trade is expected during 
the next two months when colder weather 
sets in and holiday buying starts. The basis 
for this expectation is the fact that during 


the past 18 months there has been almost 
universal employment here, much of it at 
high wages. Up to the present, however, 
there has been little inclination on the part 
of either the jobber or the retailer to do 
any advance buying. 


Niederman’s Featuring 
Gores 


Niederman’s, in their recently renovated 
store at 930 Chestnut street now devoted 
exclusively to women’s shoes, are featuring 
several models in gore pumps. One is a 
lattice cut-out pump with an almost invis- 
ible gore in Mandalay brown suede or 
patent. It has a medium Spanish heel cov- 
ered to match the instep trim. It is priced 
at $10. At the same price a side gore pump 
is offered in black or dark brown suede 
with a scroll cut-out over the instep. 

Black suedes and black velvets are this 
store’s best sellers. Satins are falling off 
and in their place is a growing demand for 
velvets. Gores are in satisfactory demand. 
Black kid is quiet, even in trimming. 

This store has noticed a tendency among 
women not to exceed $10 in the price they 
will pay for a pair of shoes. 


Advertising New Opening 


Shaffer’s Bootery is advertising its new 
opening at 6331 Germantown Avenue. It 
is offering souvenirs to every customer 
during the opening. This store sells shoes 
for the entire family. 


Fall Exhibit Sale 


Cherry’s included a number of shoes for 
men, women, and children, in their fall 
exhibit sale. They were marked down in 
this sale to acquaint the public with the 
goods selected by this store for the fall and 
holiday seasons. Included in the shoe offer- 
ings were men’s high shoes, brogue oxfords, 
and dress shoes, boys’ high storm shoes, 
dress shoes, and brogues, women’s brogue 
oxfords and a variety of children’s shoes. 


Rhinestone Ornaments Selling 
Freely 


The French Beading and Novelty 
Works has for the past month made a new 
departure in its product in the production 
of rhinestone ornaments, which have been 
favorably received in the trade. These 
ornaments are made in square and oval 
form for use on opera pumps, as well as 
some wonderful designs in strap orna- 
ments. 

In the beaded ornaments, in which the 








Where to Buy 


Men’s Shoes 

















One Pair 
Sells 
Another 


T. D. Barry Co. 


Brockton, Mass. 























(P) M.A.PACKARDCO., Makers (P) 
——— 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 





























BOSTONHANS 


Coumowwean Suoc & Leatuex Co. 


WHIFMAN, MASS. 
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Where to Buy 
Men’s Shoes 

“Che ay: Pea 
ll 

@ BROCKTON 
Go lPhog wees 
FOR MEN Prekine Mass. 














| MEN'S SHOES ~ HAND TAILORED 





WHEN East Visit Us 
Warten IN Your Town We Wi Visit You 








Stock Dept. 5 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
f 


SHOES AND RUBBERS 








Every Wednesday and Friday 











Boston Office: Room 214 United States Hotel 


LINN FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 





wowteerae 


PULLMAN TRAVELING SUPPERS 
better*than oernmanees 
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Jack and Brown 
full srze.3s 3 toll in Stock 


M. ;, GUSTIN ED, 
Ywi9w 


Do You Know 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 














saver in meeting immediate needs. 
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house has always been identified, some 
very striking new developments have been 
presented, designed to cover the gore front 
so generally used, or the broken strap, in 
which goring is used to replace a button. 
Considerable business is being developed 
from both the manufacturing and retail 
trade in this connection. 


Medium- Pric edd Shoes 


The Badder Shoe Shop in Germantown 
finds demand increasing for medium- 
priced shoes. Black suede is the leader. 
There is the usual demand for staples in 
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kid. There is very little call for grays and 
none for high shoes except in staple lines. 
Plain toes are good for men. Brown ox- 
fords with flat heels are selling well. Ho- 
siery is in good demand in all the lighter 
colors. 


Stewart's Banquet and Dance 


The fifth annual banquet and dance of 
Stewart's organization was held November 
15 at the Bellevue-Stratford. Stewart's 
home is at 1027 Market Street and the con- 
cern is outfitters to women’s, misses and 
children. 





ROCHESTER 


Improvement to Retail Trade 


Merchants Show Interest in Prospects for Overshoe Season 
and Advertise for Early Sales 


BETTER complexion to the retail 

shoe business was noted during the 
week ending November 17. There was 
more snap to the weather which stimu- 
lated buying in all lines. 

Although Rochester has seen but a few 
flakes of snow the local merchants have 
already started to advertise the overshoes 
quite consistently. Phelan’s is among the 
first to advertise winter footwear and also 
to display them in the windows. 


Utz and Dunn Booklet 


A new wrinkle in direct mail shoe adver- 
tising is the attractive envelope booklet 
sent out by the Utz and Dunn Company, 
showing new footwear styles for winter. 
An especially novel feature is the regular 
telegram blank upon which styles are illus- 
trated; telegram is “tipped in’”’ on the 
front cover and bears this heading in red: 
“Order by wire. Your order on this blank 
may be sent collect.’’ All the merchant has 
to do is sign his name in the space pro- 


vided for it. The booklet is attractively 
printed in colors. 


Pidgeon Speaks at Watertown 


William Pidgeon, Jr., Rochester’s fore- 
most speaker shoeman, was the principal 
speaker at a dinner given by the Water- 
town, N. Y., Community Chest Workers. 
Mr. Pidgeon, who is most active in the 
workings of the Rochester Community 
Chest affairs, told of how they did things 
in his home city. 


Moves to Davenaie Loca- 
tion 

The Duson Boot Shop, owned by M. 
Clifford Weller, has moved into a new 
downstairs store at 132 East Avenue, 
Rochester’s Fifth Avenue, and exclusive 
retail center. This firm began business in 
an upstairs shop and has made sufficient 
progress to nécessitate larger quarters, in 
street level location. They are showing 
Duson oxfords, pumps and high shoes. 





HAVERHILL 


Attention Focused on New Styles 


Manufacturers Combining Style with Sturdy Construction— 
Straps in Variations and Other Designs Reported Popular 


N preparation for the coming buying 

season, Haverhill manufacturers are 
devoting much time and attention to the 
designing and development of women’s 
novelty shoe styles. The light airy effects, 
which are so characteristic of Haverhill- 
made footwear, are featured in the new 
styles. This is in accordance with the Paris 
forecast and the production of women’s 
shoe styles by the foremost French de- 
signers. Recognizing the fact that women 
buy turn shoes for style rather than for 


wearing quality, Haverhill designers are 
concentrating their efforts on pleasing the 
eye, at the same time not forgetting that 
turn shoes must be substantial from the 
point of materials and construction. 


Strap Patterns Popular 


Strap patterns in many variations are 
holding their own. The high front strap 
and ankle strap are favored. Strap fasten- 
ings, after being tried out and found not 
conforming to the lines of the foot, are 
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modified to obtain the desired fitting 
qualities. It would be surprising to many 
merchants to know how frequently pat- 
terns which are most attractive to the eye 
are frequently cast aside for the reason 
that they are impractical from a fitting 
standpoint. Thus it is the manufacturer’s 
task to please the eye, fit the foot and at 
the same time produce a style which will 
sell and bring repeat business to the mer- 
chant. Some job! 


Merchandise of Style and Quality 


It is along these lines that local manu- 
facturers are working on their new styles 
for the spring of 1924. Paris reports that 
there is further development of higher 
fronts and gored sides. Buyers who are be- 
ginning now to place orders for spring, are 
having the best style selections which 
have ever been designed by Haverhill de- 
signers and produced in Haverhill fac- 
tories. Quality is never forgotten in the 
high grade turns with which Haverhill has 
been for so many years identified. Haver- 
hill has many shoes which are not sold 
at a price basis but on a style and quality 
basis. Such footwear has brought Haver- 
hill business in the past and will continue 
to do so. 


Foreign Shoe Styles 


A manufacturer of women’s high grade 
turn footwear, who paid a visit to foreign 
lands not long ago, was much interested 
to see the exclusive designs produced by 
the small shops or custom shoemakers. He 
is something of a designer himself and can 
sketch patterns which are afterward worked 
out in finished shoes. In looking in the 
windows of some of the Paris stores with 
pencil and pad in hand he sketched some 
of the styles with an idea of getting 
novelty touches which he could utilize at 
home. In Paris he met with no difficulty in 
this work. 

In Brussels, however, while sketching a 
shoe in a shop window he was accosted by 
the proprietor who strenuously ob- 
jected to this idea. The Belgian shoeman 
said that these styles were his own, 
should not be sketched, and even threat- 
ened to call the prefect of police to en- 
force his claim. The manufacturer, how- 
ever, succeeded in smoothing over with 
the shopkeeper by assuring him that the 
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sketches were not for use in Europe but 
in the United States. After further con- 
versation of a more amiable sort the 
manufacturer left the store with his 
sketches in possession and congratulating 
himself on his diplomacy. 


With Phillips Shoe Company 


Wesley A. Ramsdell, for many years 
identified with the selling of Haverhill- 
made footwear, is now associated with the 
Phillips Shoe Company, a concern with 
factory on River Street. The firm makes 
women’s high grade turns. Mr. Ramsdell 
will be identified with the production of 
styles and will als» travel in the North- 
west, a territory with which he is thor- 
oughly familiar. 


Charles W. Arnold Dead 


Charles W. Arnold, head of Chas. W. 
Arnold & Co., Inc., cut sole manufactur- 
ers, with headquarters in Haverhill, died 
at his home in this city November,15 of 
pneumonia. He had been ill about {three 
weeks. Mr. Arnold was born in ,New 
Hampshire in 1853 and came to Haver- 
hill as a youth of 16, and learned the 
leather and cut-sole business. Mr. Arnold 
started for himself in 1877 under the style 
of Endicott & Arnold. The factory on 
Washington Street was burned in the fire 
of 1882. Later Mr. Arnold built a block on 
Essex Street which he occupied and in 
1887 the firm became C. W. Arnold & Co. 
The further growth of the business neces- 
sitated the large plant which was built 
and is now occupied by the concern on 
Wingate Street. It is one of the largest cut 
sole plants in the United States and was 
built with special reference to the re- 
quirements of the business. Mr. Arnold, in 
addition to his success in the cut sole busi- 
ness was prominently identified with 
financial organizations. He was president 
of the Merrimack National Bank of 
Haverhill of which he was for many years 
a director. He was a high Mason and was 
identified with numerous social and trade 
organizations. Mr. Arnold served in the 
City Government and held many posi- 
tions of responsibility and importance in 
the city’s industrial and banking circles. 
He is survived by a widow, five children 
and three grandchildren. 





BROCKTON 


Good Manufacturing Conditions Exist 


Leader in Industry Points to Important Factors Which Qualify 
City as Big Shoe Center 


RESIDENT JOHN S. KENT of the 
Brockton Shoe Manufacturers’ Asso- 
ciation and treasurer of M. A. Packard 
Company, replying to a recently published 
statement regarding the subject of Boston 


as a shoe producing center said: ‘““Having 
read the statement coming from a'state 
official referring to the movement to make 
Boston a center for shoe manufacturing, it 
would seem that there are some conditions 














Where to Buy 


Men’s and Women’s Slippers 
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WM. SUMNER SMITH CO. 








Felt Satin and Leather 
Soft Sole Slippers 
For the entire family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 

Lavender, B. Blue 
Black, Taupe and Pink. 
Send for Price List 
N EW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 











PARISTYLE FOOTWEAR MFG. CO., INC. 
51-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSA YS 
Made of Satin, Quilted Satin, Embossed 

Leather, Tinsel and Brocade. 
Prices from $23.00 per doz. up 
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VERY FINE SOFT LEATHER 
BLACK and BROWN 
Ladies’ sizes . 3to 7 
i 6 to 12 
$18.00 per dozen pairs 
Terms 2% 10, Net 30days 

F. 0. B New York. 
Write for Catalog. 
THE H. L. HYMES CO. 

52 W. 15th St., New York City 
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Where to Buy 


Boys’ Shoes 
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Where to Buy 


Children’s Shoes 

















Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NUT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“EI A M’”’ 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 

Boston Oflice, 16 Columbia Street 
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making Boston desirable, but many that 
are not. The divided authority and control 
of labor unions in some of our sister shoe 
cities undoubtedly creates a chaotic condi- 
tion among manufacturers who have to 
deal with it. It is of prime importance that 
manufacturers deal with one responsible 
organization in handling labor prices and 
conditions.” 

Continuing Mr. Kent said: ““There is no 
tendency by Brockton manufacturers to 
consider removal of business from this 
city. There are some conditions that can 
be improved and at times our relations 
with representatives of organized labor 
have been strained almost to the breaking 
point. But the same and progressive lead- 
ership which has guided the Boot and Shoe 
Workers’ Union during the past 25 years 
will, I think, continue to give full consid- 
eration to the rights of employers as well 
as employees, realizing that both must 
sink or survive together. 


Advantages in Good Labor Conditions 


“At the present time manufacturers in 
our city as well as in all centers of produc- 
tion are up against a condition as serious 
as anything we have experienced for a 
great many years. The prospect for a large 





FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
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Where to Buy 


Shoe Illustrations 
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INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 

and learn. 








busi during the coming winter is not 
bright. It will need the closest kind of co- 
operation between manufacturers and 
workers to secure our share of the shoe 
business during the coming year. I believe 
we are going to get loyalty and intelligent 
co-operation in solving our problems be- 
cause I feel that the working people of 
Brockton are performing their daily tasks 
under most favorable conditions and gen- 
erally satisfactory returns in their pay 
envelopes. 

““We are all glad to see Boston prosper, 
and feel a neighborly interest in its growth. 
We can see nothing, however, that would 
be an inducement for manufacturers of 
men’s shoes of Brockton quality to move 
to Boston, and we believe that the Brock- 
ton district will continue to maintain its 
supremacy as the leading center of Amer- 
ica for fine shoes.” 


New Front for Old Store 


The Metropolitan Shoe Store, one of 
Brockton’s oldest retail establishments, 
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recently completed extensive aiterations. 
A new front has been installed and large 
show windows brought down to the street 
level. This gives to the establishment a 
strictly modern appearance and enables 
Manager Dunbar to make his window dis 
plays of footwear more effective than was 
possible under previous conditions. 


Branch Factory to Be 
Continued 


The Brockton Shoe Manufacturing 
Company’s plant, in the neighboring town 
of Holbrook, after a brief shut-down for 
stock-taking and wage readjustment, will 
reopen on a year’s run. An agreement has 
been made with the local branch of the 
Boot and Shoe Workers’ Union by which 
the scale of wages in effect since the plant 
was put into operation will be continued 
to one year from December 1, 1923. The 
Brockton Shoe Manufacturing Company's 
plant in this city will continue to produce 
the better grades of men’s welts. 


Problems of Retail Shoe 
Merchants 


One of the many South Shore shoe man- 
ufacturers, commenting on the problems 
of retail shoe merchants, said: ‘““The shoe 
merchant in the cities and large towns has 
an advantage over merchants of smaller 
places. The former can ‘get away,’ as the 
saying is, with a much greater variety of 
styles and more frequent changes in lasts 
and patterns than the merchant of small 
places. That is why we see so many of the 
little fellows in difficulties. They bought a 
little of everything and have a conglomera- 
tion of odd styles which do not fit into any 
profitable scheme of merchandising. I am 
somewhat old fashioned in my ideas re- 
garding the buying and selling of shoes. 
The more frequent the visits of the sales- 
men to the merchant the oftener comes the 
query, ‘What have you that’s new?” and 
the more frequent buying of styles which 
may later prove unsalable. I realize that 
buying conditions have changed greatly 
during the past two or three seasons and 
that manufacturers’ representatives must 
visit their trade more frequently than in 
the past.”’ 





LYNN 


Shoe Styles Are Turning 


Next Spring’s Novelties Getting Much Attention—Many 
Concerns Have Sample Lines Prepared 


YNN manufacturers are preparing to 
finish up business for the year and to 
turn to shoes for next spring and summer. 
Sample lines, already prepared, show more 
white leather shoes than were expected. 
Bright colors are continued; so is patent 


leather. Strap pumps, sandals and sport 
oxfords are the leading models. Some man- 
ufacturers are waiting to hear from buyers 
what novelties are going to sell in January 
and February. 

Phil Bartlett, of Bartlett & Somers, tells 
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of orders for a few more boots. He thinks 
there is a bit of a shortage on boots, due 
to the under-buying of boots by mer- 
chants. Practically all of the boots, that 
Bartlett & Somers are shipping, are black. 
New samples of strap pumps, sandals and 
boots are being made up for spring 


Colonials Again 


The Watson Shoe Company is making 
colonials, large buckle shoes, with gores 
under the buckles. They are mostly of 
black calf or patent leather. They have 
welted soles, and high colonial type heels. 
These colonials are for immediate delivery. 


Lizards Are Expensive 
A Lynn firm, that has a few genuine 
lizard skins, figures it would cost at least 
$5 a pair for material for uppers, if they 


were made of lizard skin exclusively. It is 
using its lizard skins for trimmings. 


Alligator Oxfords 


Cushing Shoe Company is making alli- 
gator oxfords over smart low heel lasts. 
Uppers are of light, or dark tan alligator, 
usually of calf, embossed with an alligator 
grain. Vamps and quarters are of alligator. 


White Shoes 
Several Lynn lines show samples of 
white shoes. Strap pumps are made of 
white kid, calf or cabretta. They are light 
and dainty oxfords or sandals and are of 
white calf, white elk, or white buck. 


Hollywood Sandals 

Hollywood sandals are in several Lynn 
sample lines. They have a long strap, 
which may be passed around the ankle, or 
under the shank. One firm has a strap 
which can be wound around the foot in 
either one of three different ways. 

One firm has tried samples of Hollywood 
sandals, and has discarded them from its 
sample line, on the theory that plenty of 
them will be made by other manufacturers. 


Dull Calf Oxfords 


Some six eyelet oxfords of dull black 
calf leather have been added to the sample 
line of the Cushing Shoe Company. They 
have cork welts, and heavy oak soles. 
Edges of soles and heels have a transparent 
finish, to show the firmness of the fibre of 
the leather, as well as to give a touch of 
style to the bottoms of the shoes. 


Spring Samples 
The Welch: Shoe Company. is showing 


welts and McKays for. spring... Among " 


welts are sport oxfords and sandals, in- 


cluding Hollywoods. Among McKays.are - : 


strap pumps chiefly. Sport welts are of tan 
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Thicker Soles 


There is a tendency toward heav- 
ier bottoms on shoes, which is wel- 
comed by makers of welt shoes. 
Pavement pounding is held more or 
less responsible for the ills to which 
feet are heir. 

A health primer says: “The skin 
of the sole of the foot is very tough, 
and strong, and intervening between 
it and the bones is a thick pad of fat, 
which acts as a cushion in defending 
the adjacent parts from injurious 
pressure, and in deadening the jars 
and shocks that would otherwise be 
felt in walking, running, leaping or 
jumping.” 

The argument in the matter is 
that this “thick pad of fat,’’ needs 
more of the protection that is had 
from stout leather soles. 











Where to Buy 


Standard Shoe Materials 
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calf or colored elk. Street welts are of 
white or colored buck leather, patent 
leather, or Russia calf. McKays are of col- 
ored kid, satin, or white calf. White shoes 
are white all over. 


Lynn Notes 


Creased vamp oxfords continue to sell. 
Even are suede and patent vamps creased. 

Martin Welch, head of the Welch Shoe 
Company, was 70 the other day. Few sus- 
pected it. 

Black kid shoes are selling more freely 
than for some time. * 

Merrill, Porter Company has booked a 
good volume of orders for sandals for next 
spring and summer. 

J. J. Grover’s Sons are stocking black 
kid two straps, in sizes No. 3 to No. 9, 
widths AA-E. 

The Cushing Shoe Company is adding 
improved Wilson process shoes to its line. 

Christmas slipper business is good, and 
final deliveries of slippers on order, will be 
made December 15. But there are still 
stocks of slippers, from which deliveries 
aré made the day that the order is re- 
ceived. 

Good edges are an essential of winter 
shoes, for snow water will penetrate edges 
of soles quicker than will ordinary rain. 

Elk kip, a leather coming into use for 
sandals and sport shoes for next spring and 
summer, is made of selected kip skins, 
which some may call skins of a large calf, 
and others may call skins of a small cow. 
It is given a soft, mellow tannage, pliable 
but not stretchy, and is finished in a dozen 
or more colors. 

Smoked elk, which smells smoky, Lynn 
manufacturers. will use, for spring and 
summer shoes, leather scented with sandal 
wood or birch. 
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Shoe Ornaments 


























Special assortment rhine- 
stone shoe ornaments. 12 
pair in individual velvet 
covered boxes. 8 pair but- 
i ton covers. 4pair pins 
Price $5.40 per box 
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Manufacturers 


Rhinestone Buckles 
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Latest Creations in Shoe Ornaments 
We make them in all colors. 
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Where to Buy 


Engraving and Printing 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Teartout this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 1960-4961 











Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
*“Recorder” readers, free for the 
asking. Write and tell us what you 
would like to know. 
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SYRACUSE 
Suedes and Satins Selling 


Retail Lines Feel Effects of Unemployment—Good Promises 
of Busy Winter Season 


USINESS has somewhat slackened, 
B shoe merchants report. Buying has 
fallen off, due in part to the fact that the 
weather has not been favorable to winter 
business. A good winter season is antic- 
ipated, however. There has been a 
slackening in orders and the demand for 
labor is not as great as a few weeks ago. 

Some unemployment exists and this 
naturally affects the retail business.- What 
buying is being done is limited. Women 
are buying suedes and satins, preferring the 
brown and darker gray shades in suedes 
and black in satins. 


Walk-Over Style Show 


The Walk-Over Boot Shop, co-operating 
with a women’s apparel shop and a men’s 
furnishing store, conducted a successful 
style show recently. Some beautiful young 
women were models. There were men 
models, also. 

Favors Style Standard 

Too many styles, too much copying, 
people living beyond their means and 
realizing that they have reached the end 
of the rainbow, are the answers to the often 
asked inquiry, ““What’s wrong with the 
shoe business?’’ according to Thomas H. 
Fairbairn, former president of the Syra- 
cuse Retail Shoe Dealers’ Association and 
a veteran shoe manof many yearsstanding. 

He said: “I think that a great many 
people have reached the end of their rope 
and are beginning to realize it. The good 
times of the war and the year or so fol- 


lowing upset the business and demand to 
such an extent that it has been wavering 
ever since. Mrs. Jones has been buying too 
fast in her desire to follow style and to 
wear just what Mrs. Millionaire wears. 
Now Mrs. Jones can’t keep up the pace. 
She bought shoes too often in an effort to 
keep up with style. She has lived beyond 
her means and now that employment is 
slackening up a reaction has come in the 
mind of Mrs. Jones. She sees that she can’t 
continue and is beginning to economize. 

“She has been flitting after style so 
long that she lost sight of the end. The 
tendency, now that the realization has 
come, is toward more standardized styles. 
Of course I don’t think that the shoe busi- 
ness will go back to the standards of 20 
years ago when there was only one or two 
styles. There will be plenty of style but it 
must be more staple than it has been. 
There must be more sensible shoes and 
more enduring shoes, for the people are 
beginning to demand more wear for their 
money.” 


New Nettleton Stores 


The A. E. Nettleton Company, Inc. is 
continuing to extend its direct selling stores 
throughout the country. The two latest 
to the long chain being established are at 
Brooklyn and Providence where the 
Brooklyn Nettleton Company and the 
Providence Nettleton Company have 
been incorporated. The directors in all 
companies are Henry W. Cook, George 
H. Bond, Ira N. Lee, Grace R. Cook, 
Arthur A. Webb and Martin F. Hilfinger 





BUFFALO 


Evening Footwear Selling Well 


Opening of Social Season Gives Impetus to Brocades and 
Other Smart Patterns 


OCIAL functions in connection with 
~ the opening formalities at the pala- 
tial new Buffalo Athletic Club and after- 
noon and evening dances at the various 
large hotels, have given the evening foot- 
wear trade a much-,eeded stimulus ia the 
past few weeks. Brocades, especially, 
have enjoyed a steady sale while satin 
and patent slippers for informal occasions 
are at present outstripping other novel- 
ties. Suedes, especially the lighter effects, 
have proved disappointing t» the shoe 
merehants, - ; 

With the first cold weather of the season 
during the first week of November, com- 
bined with several rainy days and light 


snowfall, brought inquiries for rubber 
footwear and overshoes, and merchants 
are looking forward to even a better season 
than last year. Some buying for Christmas 
is reported in felt slippers. 

Men’s footwear sales are about equally 
divided between high and low shoes, the 
younger set leaning toward the oxford 
with spats and the more conservative 
favoring the high shoes with heavy soles. 
Plain toes are going particularly well and 
more blacks are being sold by far this 
season than a year ago. 

Hosiery sales have picked up consider- 
ably, both for men and women. The many 
fancy shades to match novelties for 
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evening wear has helped the silk hosiery 
sales for women while both sexes are buy- 
ing woolen hose to keep pace with the 
rigorous weather. 


Leases Wellsville Store 


The Endicott-Johason store in Wells- 
ville has leased the premises formerly 
occupied by the Garwood Shoe Company 
on Main Street, and will move into its 
larger quarters at an early date. 


Kirke B. Mathes Dead 


The death occurred in Olean on Novem- 
ber 3 of Kirke B. Mathes, 51 years old, 
partner with his brother, Lewis D. Mathes 
in the firm of Uni-lak Company, Batavia, 
manufacturers of patent shoe and leather 
dyes. 


Colgrove Leaves Shoe 
Business 
After a life time spent in the retail shoe 
business, Harry B. Colgrove, buyer for all 
departments of K. W. Watters’ local 
stores and manager of the main store for 
the past five years, has resigned to enter 
the jewelry manufacturing business. 
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The suddenness of the announcement 
and the fact that Mr. Colgrove is entering 
a field far remote from the shoe trade, will 
undoubtedly prove surprising to his host 
of friends until it is explained that in for- 
saking his life-time vocation he becomes 
identified, as sole proprietor of one of the 
largest manufacturing jewelry concerns in 
Buffalo. The firm is known as the Charles 
F. Damm Manufacturing Company, and 
was purchased from the estate of a per- 
sonal friend of Mr. Colgrove. The firm, 
besides enjoying a large mail order busi- 
ness, does repair and special order work 
on all kinds of jewelry for the local retail 
trade. 


Remodeling Store 


A. E. Anderson shoe store at 108 Main 
Street, Lockport, is closed for a couple of 
weeks while the iaterior is being re- 
modeled into a modern shoe store. To 
enable the work to progress quickly, the 
entire stock of footwear has practically 
been sold out and the new store will be 
opened about November 20 with a com- 
plete new stock. A. E. Anderson has been 
engaged in the shoe business for about 25 
years and the new siore will be a testi- 
monial to his progress. 





ATLANTA 


Business Assumes Healthy Complexion 


November Shoe Sales Will Show. Decided Gain Over 1922— 
Good Holiday Buying Is Reported 


LESALE shoe merchants re- 
port there has been a marked im- 
provement during the past two weeks in 
shoe sales throughout the territory 
principally to merchants in the smaller 
towns and communities. November sales 
will undoubtedly be much greater than 
last year. This is true of sales of such 
footwear and novelties that might be 
classed as Christmas merchandise. Mer- 
chants are expecting the best holiday busi- 
ness in a number of years. A marked in- 
crease also is noted in mail orders from the 
retail trade requesting immediate de- 
livery for various types of footwear. 

The department stores of the district 
report an increase in sales during the first 
half of November, with gross volume now 
about 10 per cent better than last season 
at this time. Stocks in hand are about 12 to 
13 per cent larger than at this time last 
year. 

At the principal southern spot markets 
cotton advanced the past two weeks to a 
price above 32 cents per pound, which has 
further served toincrease the buying power 
of southern farmers, and create a better 
feeling all round. As a result business is 
now especially good in the smaller towns, 
and getting better from week to week. 


The outlook for the first quarter or th® 
first half of 1924 is generally regarded as 
good by both the retail and wholesale 
shoe merchants in Atlanta and the south- 
ern territory, as based on enthusiastic re- 
ports the latter are receiving from their 
salesmen. 


New Store Opens 


The Varsity Boot Shop, previously an- 
nounced planning a new store in Atlanta, 
had its formal opening recently. The new 
store is located at 77 Peachtree Street in 
the downtown shopping district, and 
handles footwear exclusively for men and 
boys. J. C. Murnan, who has been identi- 
fied with the shoe business in Atlanta for 
some years as a salesman, is manager of 
the new store, while the company is 
owned by E. C. Graham and J. A. Meyer 
both of whom also are well known to the 
shoe trade in this sectioa. 


Many New Retail Firms 


Among the new companies that have 
been formed in the Southeast the past two 
weeks to handle boots, shoes, etc., are the 
following: 

Henderson’s Department Store, Inc., of 








WHERE TO BUY 


Hosiery 

















OLLYWOO 
H HOSE D 


Reg. U. S. Pat. Off. 
t uar *, d fullf. 32. - i 
Let Your Jobber Carry Your Steck 
Harrington & Waring 
41 Union Sq. W. New York 


tcraf 
IK Hosiery MILES 


Erie Ave. & Amber St., Philadelph a 


Ladies’ Full Fashioned Chiffon 
“THAT ARE SUPERIOR” 
IAT Oaiee: 358 Fifth Ave. 


























J. R. BEATON CO. 
Inc. 


331 Fourth oo mga 
AGO 
227 West Ney Blvd. 
TLANTA 
246 Peachtree Arcade 
BOSTON 
99 Chauncy Street 


HOSIERY 
AS You 
LIKE IT” 











Where to Buy 


Shoe Patterns 


— 


Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 





























Greenville, S. C., with Samuel Henderson, 
of that city, as president, will shortly open 
a new store at Greenville. The capital of 
the company is $50,000, and it will carry a 
complete line, including footwear for 
men and women and for children. 

The Standard Shoe Company is the 
name of a new concern recently organized 
and incorporated at Columbia, 8. C., by 
George Kramer, of that city, and J. B. 


n. 

The White Bluff Mercantile Company, 
White Bluff, Tenn., in November, added a 
shoe department to the store. The com- 
pany sells shoes for men, women and 
children. 

The Kuhn-Cooper-Geary Company, re- 
tail shoe merchants of Nashville, Tenn., 
established recently a separate department 
in the store for handling juvenile shoes, 
and in connection with the new depart- 
ment also have a hair-cutting parlor for 
boys and girls, and a toy department. 
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Go to Hale |. 


FOR YOUR RUBBER HEELS 




















SOMETHING NEW 
FEATHER WEIGHT 
WEAR LIKE IRON 


For Nearly a Century We Have Been Making 
_ Quality Rubber Goods 


Alfred Hale Rubber Company 


Makers of the RA JAH Sole 


Atlantic Reg. U. S. Pat. Off. Mass. 








Founded 1837 
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Announcing.Our 


NEW YORK STYLE STUDIO 


149-151 FIFTH AVENUE 





























N) The Wiechman Pattern Company takes pleas- 
d ure in announcing the opening of its New 
York Style Stuio, 149-151 Fifth Avenue. 








} Skilled designers will be constantly on the 

4 alert to interpret the first signs of a shift in Tehas the originality and smarencas which fe x 
the style movement. With the added facilities 

afforded by the Style Studio, The Wiechman 
Pattern Company can give to the trade, by 
means of new, original creations, a pattern 
service which is unsurpassed. 











On this page are reproduced just a few of the nk py egy ey A ye 


several hundred beautiful designs which have 
been originated and are being originated daily 
in the New York Style Studio. 


Wiechman’s version of the new CHINESE 
SANDALS is meeting with instant favor. No. 291—One of the newest baby-dell type 


pumps destined to meet with favor. 











The Wiechman Pattern Company 


124 E. Eighth Street 149-151 Fifth Avenue 3939 Olive Street 








y CINCINNATI, 0. NEW YORK ST. LOUIS 

) 

x ORIGINATORS AND DESIGNERS OF STYLISH FOOTWEAR PATTERNS 
IN 

\ =r WIZ Uf: 

\\\G7) jp YA UY. ——__ a ectk < &eZA 

VF Gi eS Ee <= 
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The Latest Creation!! 
New York’s Sensation! ! 


LIZARD LEATHER 


$5.15 


IN HIGH HEELS 
A—B—C 
3 to7 


$5.00 


IN LOW HEELS 
A—B—C 
3to7 











BROWN—GRAY—BLACK—GREEN—BLUE—TAN 


LOW enough in Price to Retail at $8.00 
HIGH enough in Quality to Retail at $9.00 
NEW enough in Style to Retail at $10.00 


__Duane_Shoe ©mpany; 


A CORPORATION 


132 DUANE STREET, NEW YORK 


eee ee Te TMT TST eM el MMU MeMUMeMmlniemliimemuniiielliiuiieliiiiiielninniieliininiennnnnire lini 


Le ME STOCK DEPT. FACTORY PRL A De Pet aa 
Los Angeles Street HAVERHILL, MASS. 5 Nerth 4th 
BAVEREEL. STOCK DEPT. SALT LAKE CITY, UTAH KANSAS CITY OFFICE 
03 River Street 53 East on Broadway 538 Ridge Street 
eet ere niTeniiiiiiieliiiiiiiiielTieliiiitiienhiiiiiieniiiiiiiiieniiiiiiiiitenniiyyyititen Ti 
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NU- Lr 3 
PLI- LITE 


Two Reliable Brands 
For Street Shoes 








Special Design Heels 





HANOVER RUBBER 
COMPANY 


West Hanover, Mass. 


34 Inch Low Priced Heel Boston Office, 10 High Street 


Per Wemen’s Connferts 3% Inch Heel for Men’s Slippers 


a or Stitchdowns 








Nove 


| 




















NOW READY 


THE 
“~O | if you prefer 
Jr SHOE 


In response to the many demands of 
our customers we shall have these 


two peppy numbers IN STOCK. 

Made from genuine Norwegian grain, Or” 

two full soles to heel, calf linings, , 

Wingfoot heels— some oxford! or Ne. 716 

We advise letting us h d me 
— vise letting us have your order wer eee : 


Derby Oxford 
$6 ss vere 


wt 
b M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 
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Over Two Hundred Styles 
In Stock. Staples and. 
Novelties. Bhoes for Chil- 
dren All the Wap from In- 
fants to Growing Girls. 
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Holiiay Footwear 
Sor the Kiddies 
ot POSNER 


SCIigenTiFic 
For = and = 
Find ceadp sales for the holivap season. Little feet must be-bright- 
ened up and made presentable for the occasion. This is the time 
to think of replenishing pour depleted stock. Let us fill pour or- 
ders with some of the season’s popular numbers—a few of which 
sare hown here. 
















In-Dtock 
Department 









No. 257X 


All Patent Leather 


Lace Imitation Stitched Tip 
and Lace Stay, 4-8...... $2.60 


COMBINATIONS 


ag ta Saag Patent Leather yeme and Gray Kid 
op 
642—Butt, no heel, 1-6.............$1.90 
P 446—Butt pl. sp. heel, 3-8.......... $2.50 
C—Laee, a0 we ™ hetereeereees 1.99 = 447X—Lace tip, ep. heel, 3-8........ 2.60 
isa 8p. peels $e . $2.35 Patent Leather Vgmo and White Kid 
—Lace, sp. hee .. 2.35 op 
Gen mane Buck 272—Butt pl. no heel, 1-6........... $2.10 
2642—Butt, no heel, er 273—Lace pl. no heel, 1-6........... 2.10 
2643—Lace, no heel, i i . 2.25 274—Butt pl. sp. heel, ile tie 0X0 «0 2.50 
+ a pon »Tip, 3- 8... . 2.75 275X—Lace tip, sp. heel, ae 2.60 i 
gs os: Ki at ++ BS Patent Leather ‘PoP and Gray Suede 
Plain Toe 462X—Butt tip, sp. heel, 3-8.. . $2. ee 
2682—Butt, no heel, 1-6............$2.25 7: oo 
2683—Lace, no heel, 16.22.2222... /99ay 468% —Lace tip, ap. heel, 3-8........ 
Ti Patent Leather youe and Field Mouse 
2684—Butt, sp. heel, £-8............$2.75 Kid Top 
2685—Lace, sp. heel, 3-8............ 2.75 15714—Lace, tip, sp. heel, 3-8... ... . $2.50 


Won't forget that a thoroughly equipped children’s depart- 
ment brings women to pour store. Can pou afford to 
overlook this profitable source of business? 


Dr. A. Posner Shoes, nce. 


Salesrooms 


140-142 West Broadway RNew Pork City 
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Stock No. 400—Men’s Black Imp. 
Calf. . 
Stock No. 450—Men’ $ Autumn Boowe oe 


Imported Calf.. 





—— No. 300—Men’s Black Eric 5 
Stock No. 350—Men’s 36 Col. Calf $5.3 


P. B. KEITH SHOE co. 


RAPID TURNOVER ON 
THESE NUMBERS WITH 
GOOD PROFIT 
TO YOU 


Stock No. 1000—Womeén’s Black Calf 
Stock No. 1050—Women’s Tan Wil- 4 9g 
low Calf 


The six strong sellers shown here are right 
up to the minute in every detail of design and 
finish. Here are style, quality, materials, fit, and 
workmanship that will please your trade. To 
make customers feel satisfied, is easy, when 
you sell our shoes. Order today. We can take 
care of you in sizes. 


BROCKTON, MASS. 


ee 
ee 
WOMEN’S FINE SHOES 








es GREELEY 


BOUDOIRS 


Are like good books. 
There’s many a happy 
hour a “in them 
mag is captiva- 

shine with this, 
Gres yWorkimansh and 
Black or Colored > a is wiaek Write to- 
Kat x day for samples and prices. 

y- 


If your Jobber Cannot Supply You, Write Us. 





a 


5x A. W. GREELEY, Haverhill, Mass.5x¢ 





Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 




















Shoe Thread for At 


stock 


immediate 


Once Shipment 


Don’t worry if your 
of sewing 
thread is low. Or- 
ders sent to us get 
atten- 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
ing children and as a fully venti- 
a ran the Burk! Mg = a Foot 


tion. All kinds of 
thread needed by 
the shoe trade are 
carried in stock 
ready for at once 
shipment. Use 
Meyer’s thread and 
have the best. 


| JOHN C. MEYER THREAD CO., Lowell, Mass. U. S. A. 











your 
children’ eshoes 
VENTILATIONS:- complete by sending 


zz Phone mg 4 2133 
for immediate action. 
BURKLEY 
SHOE Co. 


1156 No. Main Street 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Ge 


“Un 
Bostor 
George 
He “‘p 
his old 
later d 
acall o 
given 
George 
with N 





“ 
82-year: 
lasts an 


will alw 
as “the 
Chicago 


F 


From 
half a ce 
factured 
Chicago 
was a | 
years aj 
W.L. T 
Chicago 
ness, it 
him to ° 
tended 1 
Among | 
secured 
A uniqu 
“likeness 
large cut 
size of a! 
apart ar 
and in tl 
“I die, b 


“J 


F One o! 
have not 





November 24, 1923 


George H. Van Pelt Visits 
Boston 


“Uncle” George H. Van Pelt came to 
Boston last week. This was “Uncle” 
George’s sixtieth annual visit to the Hub. 
He “put up” at the United States Hotel, 
his old headquarters in the 1860's, and 
later dropped in around the corner to pay 
acall on the Recorder family, where he was 
given a royal welcome. While “Uncle” 
George announces himself as “a Man 
with No Business and No Home,” yet he 


“UNCLE” GEORGE H. VAN PELT 
82-years young. For 44 years he manufactured shoe 
lasts and dies in Chicago, retiring from this busi- 

ness in 1916 


will always be identified in the shoe trade 
as “the dean of last men,”’ with the city of 
Chicago as his business address. 


Forty-four Years a‘Last Man 


From 1872 to January, 1916, or nearly 
half a century, George H. Van Pelt manu- 
factured shoe lasts and cutting dies in 
Chicago. And during all of that time, he 
was a liberal advertiser. When some 40 
years ago, the founder of the Recorder, 
W. L. Terhune, then a young man, visited 
Chicago for the purpose of soliciting busi- 
ness, it was Mr. Van Pelt who introduced 
him to the trade and for three days ex- 
tended the courtesies of the city to him. 
Among the other ads which Mr. Terhune 
secured was that of George H. Van Pelt. 
A unique ad it was—a full page, with a 
“likeness” of Mr. Van Pelt, presenting a 
large cut of his face and his body about the 
size of a lead pencil. His hands were spread 
apart and in one hand there was a last 
and in the other a die. His trademark was 
“I die, but still I last.’’ 


“* Uncle’ George 82 Years Young 


One of the interesting things which we 
have not yet told is “Uncle” George’s age 
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—he is 82, but one would never think that 
a man of that age could possess such a tall 
and erect form. His fine physique and per- 
sonal appearance are due tothe fact that he 
has always lead a clean life and has always 
loved his fellow men. And so he has a host 
of friends, many of whom he has be- 
friended, for it was ever his aim to help a 
brother “over the rough places’’; espe- 
cially have his kindnesses been shown to 
the younger men. 


Sold Out Business in 1916 


In 1916, he sold out his business to the 
United Last Co., but as a tribute to the 
man and the business he founded, the 
United Last Co. has retained his name 
at the top of the six-story building at 45 
Huron Avenue, Chicago. 

“Uncle” George modifies his reference 
to himself as “‘a Man with No Business 
and No Home”’ by the phrase, “I’m al- 
ways busy and at home (in mind),’’ and 
keeps busy by his untiring work for con- 
crete roads and fireproof hotels. He was 
ever a consistent booster of Goodyear welt 
shoes. 


“He Knew Enough to Make a Profit’ 

“Uncle” George is writing his own fu- 
neral sermon, which he intends to put on 
the dictaphone, because, as he says, “So 
few preachers know anything about the 
subject in front of them.” He has left 
orders to have inscribed on his tombstone: 
“He Knew Enough to Make a Profit.” 

Uncle George spends his summers at 
Charlevoix, Michigan, and his winters at 
Port Orange, Florida, where he is now 


residing. 


Oblast Store to Close 


Boston, Nov. 20—The Oblast Shoe 
Store at 505 Washington Street, conducted 
by Henry E. Hagan, will be discontinued 
in the near future. Mr. Hagan has sold the 
lease, which has eight years to run, to the 
Loft, Inc., New York City, proprietors of 
candy stores. 

The candy store will open about Febru- 











Watch Out for Im- 
posters 


Two shoe merchants of Texas 
have complained toe the “‘Re- 
corder”’ that a man represent- 
ing himself as C. L. Springer of 
McAlister, Okla., who said he 
represented the ‘‘Recorder”’ pre- 
sented checks to them and in 
return secured cash. Subse- 
quently the checks which were 
made out on a bank in McAlis- 
ter, were returned because of no 
funds. 

The ‘‘Recorder”’ 
warning to other shoe mer- 
chants in this territory not to 
do business with this man and 
should he call at your store 
notify the chief of police in your 
town. 


issues a 




















ary 1, 1924. Mr. Hagan will continue to 
operate his other shoe store on Wash- 
ington Street. 





Menzies Increase Production 

A 20 per cent increase in production in 
Factory No. 1 of the Menzies Shoe Com- 
pany of Fond du Lac has been ordered by 
officials. New employees will have to be 
taken on at once. Production during Aug- 
ust and September was especially heavy, 
records showing that net shipments for the 
two months were valued at nearly a half 
million dollars. 





Testing the Toes 

Picking u.» a marble is a simple test of 
the toes. A leading shoe manufacturer 
recommends that wearers of his shoes 
practise it every morning to keep their 
feet in good condition. 

Any child can do it. It’s according to 
nature. But whether or not adults can do 
it is an open question. Fitting clerks have a 
chance to try it and thereby add to their 
store of practical knowledge of the feet. 








Here is an illustration showing an eztra slip sole which care be inserted 


into children’s shoes when first pure 


hased and later removed if there is 


any growth to the feet. It is the invention of O. H. Abbott of the Phit-Easi 

Shoe Stores of London and Paris. The shoe increases one full size when 

the slip sole is removed. The ~~ is reported as practical after many 
ests. 













150 


Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


BUSINESS CHANGES 


Kankakee, Ill.—R. Bloom, boots and shoes, re- 
ported closed out business at Kankakee, IIl.; 
now in business at 3804 Cottage Grove avenue, 
Chicago, Ill. 

East Ciitese, Ind.—Given & Givel, boots and 
shoes and leather findings, reported partnership 
dissolved and sunseoted ie Jack Givel. 

Evansville, Ind.—Strouse a B a general mer- 
chandise, incorporated $60, 

Des Moines, la.—Charles S. ae (323 E. Fifth 
street) boots and shoes, etc., reported succeeded 
by Harris Emery Co 

Dubuque, Ia.—Kopp's Boot Shop, boots and shoes, 
reported will discontinue business. 

Waterloo, Ia.—Larson & Christenson, boots and 
shoes, qopertes sold or closed out business. 

Wichita, Kan.—W. L. Odenweller, boots and shoes, 
reported samen. 1 by Arch-Aid Boot Shop. 

Elizabethtown, Ky.—Carley Austin & Tabb, gen- 
eral merchandise, J. E. Austin retired. 

Boston, Mass.—Barry-Adelman Shoe Co. (29A 
Albany street) wholesale boots and shoes, re- 
ported partnership dissolved. 

Bloom Bros. Bag Co., manufacturers of bags, 
recently 
Kingston Bag Co., bag manufacturers, Mr. 
Bloom succeeded by S$. Glickman. 
Curtis Shoe Co., boots and shoes, increased 
i to $100, 000: 
‘ernald Cut Sole Co. 52. Pearl street) cut 
soles, recently 

Brockton, Mass.—Stone- Lynch Cut Sole Co., cut 
soles, recent! 

Bridgewater, _ he —Bridgewater Heel Co., heel 
manufacturers, reported partnership dissolved. 
Charles L. Rohde retired. 

Fitchburg, Mass.—H. Wager & Sen. Ban. boots and 
shoes, reported selling or sold o 

Haverhill, Mass.—Colcord & Walker, , Spe. v9, shoe 
manufacturers, recently 
capital $25,000. 

Haverhill, Mass.—Atwood & Gardiner, Inc., shoe 
manufacturers, Frank S. Atwood retired. 

Charles K. Fox Co., shoe manufacturers, re- 
ported liquidating. 

Lynn, Mass.—William S. Jelly Shoe Co., shoe man- 
ufacturers, incorporated $25,000. 

yan, Mass.—National Shoe Co., shoe manufac- 
turers, reported moved to 68 Northampton 
street, Boston, Mass. 

Bangor, Mich. —Getz Bros., boots and shoes, re- 
ported sold out to F. Beroset and E. A. Merson. 

“— <r Mich. —teumests General Store, re- 

















Utica, BAS —Rieck & Gust, general merchandise, 
reported sold or closed out business. 

Whitehall, Mich.—Mrs. Andrew P. Myrmel, boots 
and shoes, reported succeeded by W. R. Dennis. 

Butte, Mont.—M. J. Connell Co. (Hennessy Co., 
Inc.) reported will consolidate on January 1, 
1924, under the name of Hennessy’s Department 


tores. 

Lucerne, Mo.—Smith Torrey Mercantile Co., boots 
and shoes, etc., incorporated $5: 
St. Louis, Mo. —Karper Tanning Co., 

ufacturers and tanners, incorporate 
Sedalia, Mo.—J. — Cordes, boots and shoes, etc., 


reported d 
Hooper, Neb. “Smith ithenien & Shoe Store, boots 
and s! , etc., récently 
Adantic City, N. 'J.—Guard Bros., boots and shoes, 
ported moved to Pleasantville, N. J. 
babton, N. Y¥.—Beck-Hazard Ret. Corp., boots 
= shoes, etc., reported filed voluntary dissolu- 


—— om N. Y.—Glock Spin Roe Leather Co. 


‘leather man- 
$50,000. 
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(309-337 Flushing avenue) tanners and skivers, 
reported succeedei by M. Eichner, Inc. 

Brooklyn, N. Y.—Maid Rite Felt Slipper Co., Inc. 
(35 York street) manufacturers of slippers, name 
changed to Maid Rite Corp. 

Henry Saltzman (843 Third avenue) boots and 
shoes, etc., reported sold or closed out business. 

Unity Bootery, boots and shoes, recently 
incorporated. 

New York City—Shoe Craft Shop, Inc. (27 West 
38th street) (Fifth avenue between 55th and 56th 
streets) ts and shoes, increased capital to 
$175,000. 

A. & S. Handelman Shoe Shop, Inc., boots and 
shoes, incorporated $5000. 

Corona, N. Y. a Morris Silver, boots and 
shoes, reported sold or closed out business. 

Posner & Tadoeab . boots and shoes, reported 
sold or closed out business 
— N. Y.—Koster & a boots and 
ted succeeded by W. H. Weick 
= Netileton Co., boots 


shoes, incorpora $50,000. 

“Ashland, 0. as Swartz & Gault, boots 
and shoes, Charles W. Swartz retired and suc- 
ceeded by Cornwall & Gault. 

. O.—The Royal Rubber Co., manufactur- 

ers of footwear, etc. incorporated $10,000 

Enid, Okla-—Harry B, Woolf, boots and shoes, ¢ 
reported succeeded by Randolph & Sterrett. 

Allentown, Pa.—Samuel Angert, ts and shoes, 
etc., reported moved to Bethlehem, Pa. 

Brownsville, Pa.—Pittsburgh Cut Rate Clothing 

o., boots and shoes, etc., L. J. Maricq, retired. 

Philadelphia, Pa—Blum & Shuster, boots and 
shoes, - a South streets) (203 —— 
street) boots and shoes, stp. napereed partnership 
dissolved and succeeded by Shuster & Son. 

Jellico, Tenn.—J. W. Hood, department store, re- 
ported succeeded by J. E. Austin. 

Austin, Texas—T. H. Williams & Co., department 
store, changed name to Adams-Johnson Co. 

Hallsvil'e, Texas—Peebles & Terry, general store, 
reported sold or closed out business. 
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“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 


English, French, American 
Standard Measures 









Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attra 
tive fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct if Your Dealer 
Cannol Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 























SHOE STORE 
CHAIRS 
SETTEES 









WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 
TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 
1000 Rooms and 1000 Baths 


2,000 Kiddies Need Shoes 


2,000 children—from babyhood to 
fifteen years—are writing to Santa 
Claus for shoes. If you wish to help 
Santa Claus, 


the Volunteers of 









Completely equipped with every 
convenience — an ideal home for 
men in New York City. Quiet re 
finement holds sway. “Atmos- 
phere,” indeed. Yet ctmanghrse 
1s not used to buoy up the rates. 


$12 to $18 $2 to $3 
Weekly Daily 
rae: Absolutely Fireproof sam 











America will deeply appreciate your 
co-operation. Shoes may be sent— 
the more the merries—to Colonel 
Walter Duncan, Volunteers of Am- 
erica, 39 Howard Street, Boston. 
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issue: 

Space 1 time 7 times 13 times 
] iM... cecces $5.00 $4.00 $3.50 
Zit... . 10.00 8.00 7.00 
3 it.. coceee 15.00 12.00 10.50 
4in.... 20.00 16.00 14.00 


Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


26 times 52 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other ““Want” 
advertisements, seven cents 

mum amount accepted, $1.25. Ads under this headi 
up to noon on Tuesday of week of publication date. 
desire answers to come in care of this 
allowed in each advertisement for address. 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 





word for each insertion. Mini- 


hen advertisers 
twelve words must be 
hen advertisers desire 











HERE’S A 
CHANCE,NOW! 


For Shoe Salesmen 
Who Have Made Good 
and Want to do Better 


Capable representatives — salesmen 
who rate per cent plus — are 
wanted to sell a specialty line of 
light-soled, airy, popular-priced foot 
wear, in the following territories: 















1. Washington, Oregon and north- 
ern half of California. 

2. Southern half of California, Ari- 
zona and New Mexico. 

3. Oklahoma. 

4. Texas. 

5. lowa. 

6.Seuth Carolina, 
Florida. 

7. New England. 

8. Greater New York and part of 
New York State. 

9. Nebraska, Colorado and Wyom- 
ing. 


Georgia and 


A Real Opportunity for 
Men Who are Ready.... 


Inour CINCINNATI plant we produce 

afast selling line of McKays costing 

the dealer from $4.50 to $6.25. In our 

LOUISVILLE plant we manufacture 

~77 costing the dealer from $3.25 
60 


All the desirable materials are fea- 
over up-to-the-minute lasts 
ad patterns, at a price that in- 
tures volume. 
To men who can capitalize these ad- 
vantages, men of experience and high 
cter who have sold women’s 
hoes successfully, and preferably in 
the territory to which they will be 
ayy we offer a real chance to bet- 
ter the best they have done. LINE 
READY DECEMBER TWENTIETH. 
rite today, give your age, the names 
the concerns you have represented, 
our annual volume, your —- 
n the territory, and full references in 
our first letter; sell your ability to 
sell. All corresp e will be held 
in strictest a se and will be 
op oe the man to whom it is 
S: . 


The Holters Company 
Branch of United States Shoe Co. 
CINCINNATI, OHIO 


Apply in Person or by Mail to 
FRANK X. O’BRIEN, Vice-President. 














SALESMEN WANTED 


SALESMEN WANTED 





Wrndiana, and fon live mer = for Illinois, 
ot ee and Iowa, capable of taking hold of a 
at ee middle western made line of men’s 
ETAIL Welts. The best selling and repeat- 
= line of real values i in the field today. A regular 
— for a regular “Go-Getter” producer. Do not 
apply . unless you have the connections and the 
wing to put over a volume of business. Six per 
— straight commission paid weekly. Address 
E-442, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


WANTED—ttish-grade salesman to sell a line of 
women's welts and turns. Applicants must 
have an established trade with the large houses of 
New York City, Philadelphia and Pittsburgh and 
be able to sell the largest accounts in these cities. 
Prefer a man 35-40 years of age who has been sell- 
ing shoes of this character. This position is open to a 
live, energetic man who is willing to work for a good 
salary and a future. All applications will be treated 
confidentially. Address E-432, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED — Representatives in Indiana, Ohio, 
Illinois, Wisconsin and Michigan, to sell a live 
up-to-the-minute line of women’s novelty McKays 
and smart welts at popular prices. None but ex- 
perienced salesmen with established trade need 
apply. Address Ozark Shoe Manufacturing Co., 
City. Missouri. 





WANTED —Salesman to sell golf shoes, who has 
a following with this class of trade, to use as a 
side line in connection with another. We make 
Goodyear Welt Shoes on gor men’s and ladies, 
only staple on. m with ability 
pees apply. H Cole. Kus . ies Co., Taunton, 
Mass. 





WE have desirable territory open for salesmen 
with established trade calling on well rated 
accounts to sell our well known line of infants’ and 
children’s flexible turn shoes, 1-5, 3-5 and 5-8. 
Highest commission paid to those who will uce. 
Samples are ready and can be carried with a good 
nonconflicting line, about 60 numbers now Pd. the 
floor for prompt shipment, give full particulars as to 
territory, references, line now carried etc. Staud 
Shoe Corporation, Rochester, N. Y. 


SA LESMEN WANTED who have experience in 
soliciting the general store and exclusive shoe 
store trade, in Eastern Pennsylvania, Delaware, 
and New Jersey. A posentions confidential.Carroll, 
Adams & Co., Baltimore, M Md. 

Direct connections with one of the largest group 
of shoe factories. 


ANTED—First-class salesman to represent 

factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
—y’ experience. Age limit between 33 and 45. 

e that can furnish list of accounts sold in the 

t two years. Must be able to finance 

t of references required, none other need apply. 
Edmonds Shoe Company, Milwaukee, Wis. 








GALESMEN ATTENTION—An opportunity for 
a few live wire salesmen to secure the sale on 
commission, of a nationally advertised line of men’s 
and boys’ work shoes and outings, as well as a live 
line of men’s work gloves, made by a live awake 
concern who tans its own leather and does its own 
manufacturing. Can use only men with established 
trade. When writing be sure to state territory you 
are best known in. Address Wolverine Shoe & 
Tanning Corp., Shoe Division, Rockford, Mich. 





LYNN manufacturer of turn comfort boots, ox- 
fords and straps with in-stock department of 30 
styles carried in widths, has territories open for 
high-grade salesmen on ‘straight commission pay- 
able monthly on shipments. Some active accounts. 
Pennsylvania, Maryland, Delaware, District of 
Columbia, West Virginia, New York State, Michi- 
Wisconsin, Ohio, Indiana, Illinois, Lowa, 
Rebraska, Minnesota, North and South Dakota, 
Denver and West. Reply with references statin 
age and experience. Address 33, cg Boot an 
Shoe Recorder. 207 South St., Boston, Mass. 


WouLp like to communicate with several high- 
grade shoe salesmen now selling to the better 
shoe retailers in Indiana, Illinois, Ohio and Pennsyl- 
vania who could handle short line of men’s and boys’ 
high-grade dress shoes in connection with their 

esent lines. Address E-407, care Boot and Shoe 
eossden, 207 South St., Boston, Mass. 


PESIDENT salesmen with established shoe 
trade in large cities wanted to represent Wor- 
cester manufacturer, high-grade felt and leather 
footwear. Address E-408, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED—Salesmen to carry a short line of 10 
in-stock men’s popular priced welts. be 
carried with non-conflicting line. Write giving full 
details to Address E-406, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














energetic, 


confidence. 





TOP-GRADE SALESMEN 


WITH ESTABLISHED TRADE. 


One of the largest manufacturers of 
women’s novelty turn footwear, of me- 
dium grade but standard quality, wishes 
to engage at once the services of two 
high-grade 
department store and big retail trade. 
Satisfactory financial 
can be made. Replies held in strictest 
Write for appointment. 
E-439, care Boot and Shoe Recorder, 
_ 207 South St., Boston, Mass. 


salesmen for 


arrangements 
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SALESMEN WANTED 


SALESMEN WANTED 





LINE WANTED 











SIDE LINE SALESMAN 


To Carry Very Short Line of 
SANDALS AND OXFORDS 


Give full details of lines carried at present time and territory covered. 
Address E-397, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 








OWA, Minnesota, Wisconsin and Kansas ter- 

ritories o January 1. Strong line of men’s dress 
welts retailing at $5.00 to $7.50. Unusually satis- 
factory in stock service. Full details by mail. Cor- 
respondence in confidence. Address dress E-411 care 
Boot and Shoe Recorder, “189 W. Madison St., 
Chicago, Ill. 


SEVERAL rich ey »— to hi; 
salesmen for a of beautifu med fon 
fashioned silk Ft... to be carried as a side line on 
commission. Colors match or contrast with shoes 
you now sell. This line of hosiery is extensively 
advertised in = Lng. I Sete papers. Write for 
full particulars it history to K-570, care 
Boot and Shoe Recor er, ei27 Duane St., New York. 


i. oo ae. = went lines) Tt 
trade to carry ith their t lines 
ee ee ee eae «Pres 


month. State what — you or cover = what 
line — Samples now. Address E-278, 
care . Shoe Recorder, 189 W. Madison St., 











Manufacturer making a general 
line of children’s school and 
play shoes and women’s novelty 
sandals, etc., wish a salesman 
with established trade to repre- 
in the following 
states: Texas, New England, 
New York State, Virginia. First 
letter give territory covered in 
detail, 
amount of shipments, 


sent them 


present connection, 
three 


character references, etc. 


E. J. RAMSEY & CO. 














GALESMEN WANTED—Salesmen to carry as 
ftiund hard-tse ballet alt AY tock k prop = 
soft an toe t sli n si 
i alg Fan liberal commission. The V. 
verhill, Mass. 





POSITION WANTED 


GHOEMAN 15 years’ experience, capable buying 
and managing. Best of references. Ad 
K-577, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


Style Expert and 
Sales Executive 


I am 40 years old. Nearly half of 
my life has been devoted to the 
shoe business in both manu- 
facturing and sales depart- 
ments. I have wide acquaint- 
ance with leading buyers in 
Eastern half of country. My 
record speaks for itself. I am 
desirous of securing a position 
as style advisor and sales execu- 
tive with some strong concern 
making women’s welts or Mc- 
Kays. For further particulars 
or appointment address E-428 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 























HELP WANTED 





AM a salesman of long and creditable eg. 
perience in New England ‘tall New York State, 
I have intimate and favorable acquaintance with 
retailers and —. in this territory. I am 
healthy, honest, loyal, enthusiastic and can work 
as long hours and as hard as any man on the road. 
I want a line of men’s or women’s for 
the coming season. If you are interested I would 
like to talk with you. Address E-436, care Boot and 
Shoe Recorder. 207 South St., Boston, Mass, 








LESMAN with many years’ experience 
SALES up Siteaing in Sou Souther states desires A. 
lines on strict commission basis. Address 
ro care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED— Dy experiencndenionnen with follow. follow. 
a short snappy line ladies’ popular 

ng ce lene and working Middle Named 

ling on large retailers and chain agus op oot 

can re oth best of references and finance myself. 

Address E-423, ay 7 Boot and Shoe Recorder, 207 

South St., Boston, Mass. 








A specialty house catering to the best 
retail trade in New England is in the 
position to handle a ladies’ line on 
strictly commission basis. Address E- 
431, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














PARTNERSHIP WANTED 








PARTNERSHIP 
WANTED 


Former Sales Manager, with broad and 
successful experience, is desirous of 
buying an interest in a small but active 
*s shoe fi ing b 
outside of Haverhill or Lynn. Has a 
good sales following, knows styles and 
style tendencies and is at present em- 
ployed. Best of references furnished 
and required. Address E-429, care Boot 
and Shoe Recorder, 207 South St., 











Boston, Mass. 














style carried in stock, $4.00 to $7.00 
retailers. Can be carried in connection 
with a non-conflicting line on com- 
mission basis. Several choice Southern 
and Western territories open. Replies 
treated confidential. Address E-440, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














MILWAUKEE DRESS SHOES. Excel- 
lent opportunity for salesmen with 
established trade to get volume busi- 
ness with our dress welts to retail at 
85, $86 and $7. No objection to non- 


conflicting lines. Address E-379, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





+ Recorder, 127 Duane St., 

















347 Rider Ave. Bronx, N. Y. 
7ANTED—Foreman of fitting room by manu- 
facturer making about 1000 pairs of men’s 
shoes daily. Address E-434, care t and Shoe 
Recorder, 207 South St., Boston, Mass. 
WINDow TRIMMERS WANTEe to sell win- 
WANTED dow display fixtures on mission 
Artistic Wood Fusiae Work, 511 TN. Halsted St., 
Experienced salesmen with successful Chicago, Ill. 
record to carry an up-to-the-minute ETAIL SHOEMAN to ma basement and 
s x . upstairs department. Full details must ac- 
line of women’s novelty slippers. Every company first letter. Address E-435, care Boot and 


Shoe Recorder, 207 South St. Boston, Mass. 





LINE WANTED 


HOE salesman to carry line of high-grade ladies’ 

shoes. Nine years’ selling experience and wide 
acquaintanceship. Presently employed, but desires 
change for middle west territory. Can furnish best 
of references. Address K-578, care Boot and S 
New York. 


LINE of medium priced novelty shoes for 
Chicago and surrounding territory. Have an 
established trade and will guarantee volume of 
business. Do not answer unless you can make 








prompt deliv and 190 Re cent as sample. Ad- 
dress E-437, t and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 





Wit haw te of medium priced ladies’ and 

shoes for Chicago and surrounding ter- 
ear. Eight years of ex- 
perience in shoe business. Can furnish A-1 references. 
Address E-438, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


FOR SALE 





4 


LEE 
Fatt 


ze 


| 


= 
~< 


it 








Fo SALE—The only exclusive Shoe Store 1 = 
Ocala Florida, rake 


bout $4,000.00. Must be 


sold soon. M. M. Little, Faspeiseee. 


_-—— 





Well established shoe store in fast 
growing suburb of New York. In West- 
chester county, Will sell stock or lease 
with low rent. Excellent location. 
Retiring. Address Box E-430, Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 











WANTED TO PURCHASE 








CASH PAID) 


for ioe cutive shoe stocks or us stocks of 
shoes or other merchandise. ~~ thn, ~- quantity. 
Prompt attention given. 


293 Church St., New York, N. Y. 
Phone Canal 0679 








KIRSCH-BLACHER CO., Inc.| 





‘ 


aati 


40 


Ak 



















Reece’s E. Z. Walking 
Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 
1 buckle shoes 


$1.42% to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 
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Hh Write for a Columbus .. . . Nebraska 
a 
&|— 
| WANTED TO PURCHASE WANTED TO PURCHASE 
THE NEW YORK EXPORT 


bu y gic ond pay Ie cash price 
a1 y pay highes' - Ft — 


est ae ek Guastity no object. 
‘he For 30 years our 
pat Bank and mercan calvenee 
E- BROOKLYN PURCHASING SYNDICATE 
07 FRANK WALKER, Proprietor 
610 Broadway, ——— 
Phone Stagg 1757 








PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
9965 


WILL LOW SELLERS FOR 
BUY | SURPLUS STOCKS | CASH 





Bargains in shoes always on hand for special 
sales and bargain basements 














CASH PAID 


for shoe stores or surplus stocks of shoes or 
D for other merchandise. Leases taken over. We 
———=e | will send a representative to investigate and 
make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162. 








~ |}}D0 YOU CONTEMPLATE 


of Retiring or going out of business? We will pay 
ve ralue for your entire or surplus stock of shoes. 








Leases ha a short term to run taken over. 
ond tablished 25 years. 
nd I. OLENICK 
m- 650 Broadway, New York Tel. 0095 Spring 
ed 





™ HIGHEST CASH PRICES —_— 
| for entire shoe stocks. We also buy 





cever dow eciens, Guantities ne onbeet. Retail 
or wholesale, Short term leases taken off your 
bands. Wire or as > 


—— | fidential 1890. 
MAX GLAUBERG 
Ve also Hm ake ¥ 4g toy + ish 
‘urnish- 
ing goods, etc. tnt ee Canal 9633 


































Milbradt Rolling 
Step Ladders 






a ———_ 
ject to ap- 
proval and satisfa 



























MISCELLANEOUS 








“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 








**Manchester’’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nip are made of 
high-gr de tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 

“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Mass. 





Chicago Branch 
161 W. Lake St. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Phillips Shoe Corp., Haverhill, Mass....... 134 
Plant, Thomas G., Shoe Co., Boston....... 73 
Primo Shoe Mfg. Co., Brooklyn, N. Y...... 38 


Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y. 
138, 147 


Reece Wooden Sole Shoe Co., Columbus, ~*~. 


Reynolds, Boin F., Brockton, Mass........ . 136 
Rice & Hutchins, Inc., Boston............. 40 
Roberts Shoe Co., Lynn, Mass............. 78 
Roth Shoe Mfg. Co., Cincinnati, O......... 25 
Rosenberg, S., & Sons, Boston............. 132 
Selby Shoe Co., Portsmouth, Ohio.......... 80 
Smith, Wm. Sumner, Chicago............ 137 
Stacy-Adams Co., Brockton, Mass......... 135 


Stetson Shoe Co., So. Weymouth, Mass., 24, 136 
Stonefield-Evens Shoe Co., Rockford, Ill. . . .131 


Taylor, E. E., Company, Boston........... 79 
Teeple Shoe Co., Waupun, Wis............. 39 
Tessier & Bowdoin, Haverhill, Mass........ 134 
Thomson-Crooker Shee Co., Boston... .... 13 
United States Rubber Co., New York City, 
Front Cover 
Utz & Dunn Co., Rochester, N. Y.......... ll 
Watson Shoe Co., Lynn, Mass............. 27 
Weber Bros. Shoe Co., No. Adams, Mass.... 39 
Whitman & Keith, Brockton, Mass........ 135 


Wright, E. T., & Co., Inc., Rockland, Mass.. 87 
Witherell & Dobbins Co., Haverhill, Mass.. 90 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago............ 104 
Artistic Wood Turning Works, Chicago. . . .122 
Brasco Mfg. Co., Chicago. ............0+005 121 
Coultas Co., D. W., Providence, R.I........ 140 
Ellis, W. E., Co., Haverhill, Mass........... 139 
Frankel Display Fixture Co., New York City.124 
Gilbert, E. T., Co., Rochester, N. Y........ 120 
Grand Rapids Show Case Co., Grand Rapids, 
RN. s k0tdecscebekoucisacuebvecécasthas 114 
Hymes, H. L., Co., New York City.......... 137 
Kahn & Buick, Inc., Brooklyn, N. Y........ 140 


Kom-Fut Arch Support Co., New York City.118 
Laing, Harrar & Chamberlin, Inc., Phil., Pa. 38 
Lyons, Hugh, Co., Lansing, Mich.......... 110 
Milbradt Mfg. Co., St. Louis, Mo... . 
Miller, Robert E., Inc., New York City. ... . 139 





Milwaukee Chair Co., Milwaukee, Wis.... .. 118 
Myers, F. E., & Bro. Co., The Ashland, O.. . .150 
Onken, Oscar, Co., Cincinnati, O........... 150 
Onli-Wa Fixture Co., Dayton, O........... 120 
hr s, J. R., Sons, Inc., New tom, 
Pittsburgh Refi & Illuminating ig 
De, Diese cc rew tiie 0s esti sie 123 


Standard Show Card Co., Chicago...... lis 
Strootman, John, Buffalo, N. Y............ 108 
Vanity Novelty Works, Brooklyn, N. Y., 122, 149 
Whitcher, Frank, & Co., Boston. .120, 150, 153 


HOSIERY 
Artcraft Silk Hosiery Mills, Philadelphia... . 14) 
Beaton, J. R., Co., Inc., New York City... .141 


Full Fashioned Hosiery Guild, Inc., New 
| ee eee . 6 

Harrington & Waring, New York City......141 

Propper Silk Hosiery Mills, New York City .144 


LEATHER AND OTHER MATERIAL 
Amalgamated Leather Companies, Wilm- 


American Hide & Leather Co., Boston... . .130 
American Sole & Belting Leather Tanners, 


me a ee eee . 88-89 
Beggs & Cobb, Inc., Boston.............. .139 
Brown, C. D., & Co., Inc., Rochester, N. Y.. 8 
Chamberlain, B. F., Boston............... 139 
Ciifeem Rife. Co., Bostom...........0.000-. 126 
Creese & Cook Co., Boston................ 139 
Dryden Rubber Co., Chicago, Ill........ 16-17 
Evans, John R., & Co., Camden, N. J... . 20-21 
Gallun, A. F., & Sons, Milwaukee, Wis...... 18 


Goodyear Tire & Rubber Co., Akron, O.... 7 
Hale, Alfred, Rubber Co., Atlantic, Mass... 142 
Hanover Rubber Co., W. Hanover, Mass... .146 


Hunt Rankin Leather Co., Boston........ 148 
Jones Co., F. E., Boston............---+-++ 139 
Kepner, C. D., Co., Boston...............- 28 
Lawrence, A. C., Leather Co., Boston. .30-31 
Levor, G., & Co., Inc., New York City...... 3 


Quabaug Rubber Co., No. Brookfield, Mass. 102 
Rueping, Fred, Leather Co., Fond du Lac, 


Wcctenseeedesepedcnsdewne ns conenecese 23 
Skinner, Wm., & ents Philadelphia........ %6 
Surpass Leather Co., Boston.............. 139 
MACHINERY, LASTS, MFRS.’ SUPPLIES 

"DRESSINGS, ETC. 
American Shoe Polish Co., Chicago........ 112 
Appelbee & Neuman, Inc., New York City. .124 
Beckwith Mfg. Co., Boston...............- 10 
Dunbar Pattern Co., Brockton, Mass....... M41 
Everett & Barron Co., Providence, R.I...... 1% 


Meyer, John C. Thread Co., Lowell, Mass. . 148 
National Paper Box Co., South Bend, Ind. .124 


Rogers Fibre Co., Boston................-- 32 
Thompson-Field Co. Inc., Brockton, Mass. . 139 
Tubular Rivet & Stud Co., Boston......... LR 
United Fast Color Eyelet Co., Boston. .67-68 
United Shoe Machinery Corp., Boston. .... 76 


Wiechman Pattern Co., Cincinnati, O. .. .143 


MISCELLANEOUS 
Atlantic Printing Co., Boston............. 1” 
Brooklyn Purchasing Syndicate......... 1383 
Calderwood & Preg, Inc., Boston.......... 138 
Glauberg, Max., New York City............ 153 
Hotel Claman, New York City............. 150 
Kalter Cerf. Co., Max, New York City...... 153 
Kirch-Blacher Co., Inc., New York City... . 152 
Newton Falls Paper Co.,..............--+: 122 
w -» New 
NTE Een rend Ca erg 
Penny, J. C., Co., St. Louis, Mo............ 24 
Tolman Print, Brockton, Mass............. 140 
University Electrotype Foundry........... 140 


Waskow Co., Inc., Chicago................ 138 








Novemt 


oor 








Good 


Oo 












BOOT AND SHOE RECORDER 155 


Novemt er 2 4, 1923 


DOO OO OOO OOOO OOOO OOOO 


— 
wT”. Retailers 



































144 
L 
- MADE everypart 
~ SOLID LEATHER 
-89 
139 
8 
139 
- Carter Values 
e We present here two very popular num- 
18 bers in the Carter line to retail for $5.00. 
15 We believe that you will agree with us 
Ms that they are unusual values and we 
“ meant that they should be just that. : 
_ Yes, every Carter shoe whether the retail No. 619. Ready to Ship 
= ]| price is to be $4, $5, or $6 is made to ttt Tomer Cr Pd cs 
-31 represent an unusual value and MADE with natural bottom. Stock width D. Choice of 
- EVERY PART SOLID LEATHER. ee ee 
Same can be had in Brown Kip. 
3 Forty Carter salesmen are now finishing . 
26 their spring trip. They have recently 
nad been given samples of Christmas Specials 
” also new samples that will be in strong 
demand for early Spring sale and you are 
- invited to look at The Line of Special ne 
10 Values before placing your orders for 
_ your holiday and spring requirements. 
148 
- A wire collect will bring the line to your 
139 store. Agency arranged upon request. 
a 
76 
143 . 
» J. W. CARTER & CO. No. 219. Ready to Ship 
153 
re SPECIALTY MANUFACTURERS OF aay henmirrponi werden 
9 Men’s and Boys’ pomagry cheer poe NET 
1x2 § Goodyear Welt Dress Shoes Popularly Priced 6-11 or 7-11. Price $3.25 Less 4 per cent 20 days. 
122 Same can be had in Brown Kip. 
¥ NASHVILLE, TENNESSEE 
24 
a TOO OOOO OOOO OOOO oon 
138 r 
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Feature Felts for Christmas 


Merry and colorful, these children’s slippers 
reflect the real Christmas spirit. They have 
all the warm, snug comfort of the season. 


In the famous Dolgeville line there are many 
attractive styles that make ideal Christmas 
gifts for men and women as well as children. 


Get your share of the Christmas felt footwear 
trade by carrying Dolgeville. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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SS = 
AN 


The women who are present and prose The “AdorA’ shoe is the material 
pective customers of your store will expression of a conscientious effort to 
respond at once to the “AdorA” shoe. excel. By a different and practical 
In materials and manufacture it policy of production we are producing 
compels consumer confidence. ““A Shoe To Adore.” or 


NI ey, 


Our “AVALON,” one of the newest AdorA patterns, is a 
chic creation in black suede. The modified French toe, 
cut out formations and interlocking strap are features 
of distinction. Also to be had in all materials, 


EF. & oe ee Shoe emi 


Seabrook. N. 1. 


ton New York Chicago 
218 Basen Street Marbridge Bidg., Room 433 - Chicago Bidg., Room 810 


Address all correspondence to the factory 
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arm Facts--- 


When you think of white leather, we are 
satisfied that you think “Levor.” 


But we want you to confidently go further 
than that. We want you to know that 
every item, however remote, that goes to 
make up the best in its line is watched for, 
weighed thoughtfully and accomplished in 


She tobcter tele. 








| wi Levor Grain Kid White Levor Grain Goat 
(Cabretta) ~  (Chevrettes) 

















NEW YORK GLOVERSVILLE BOSTON 


DISTRIBUTING FORCE 


ARTHUR S. PATTEN LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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17 
HAVANA BROWN 
KID 
“Ae 
22 
BLACK KID 
“Aue 


IN STOCK 
C-D Widths 


10 








— 


“Two Real Values In Kid” 


That's what you would say if you could have the 
opportunity of ' examining pair after pair in our stock 
bins. Order sizes today in each style. You will be 
pleased with the way they open up. 12 edges. 
Wingfoot heels. The Statler Dr. Arch is a wonder- 

ful fitting last. 


SS 

















ire 














MARION SHOE CO. 
MARION, INDIANA 


| 
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“The Right Shoes on Time’’ 
. IN STOCK 


HY-GRADE IMITATION TURN. ALL VICI KID LINED 


S% .« 


No. 7009—All Black Ooze Calf, Full breasted 
15-8 Spanish heel. All Vici Kid lined. High grade 
imitation turn. 

No. 7010—Exactly as No. 7009 only with 13-8 
Covered Cuban heel. 

No. 7001—As No. 7009 but in all full Chrome 
Patent Leather. 

No. 7005—As No. 7001 but with 13-8 Covered 
Cuban heel. 

No. 7002—As No. 7009 in Black Satin with Black 
Oozé-calf instep, straps and collar. 


“ESTELLE” 


No. 7003—As No. 7009 in Log Cabin NuBuck with 
Mahogany calf instep, straps and collar. 

No. 7004—As No. 7001 only with Gun Metal Calf 
instep, straps and collar. 

No. 7007—Exactly as No. 7009 only in Chestnut 
Brown NuBuck. “ 

No. 7006—Exactly as No. 7007 only with 13-8 
Covered Cuban heel. 

No. 7008—As No. 7002 only in Browa Satin with 
Brown Ooze calf instep, straps and collar. 


B. FRIEDMAN 


ESTABLISHED 1880 


145 DUANE ST. 


NEW YORK CITY 


December 1, 1923 
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KKEWPIE [WINS 


REG. U. S. PAT. OFF. 











FOR THE WELL-DRESSED BOY 


THE SNAPPIEST LINE 
OF SERVICEABLE 
FOOTWEAR TO BE 
HAD FOR YOUNG 
AMERICANS 


A CLEAN CUT PATTERN—A CREDIT TO “KNOW HOW”’ SHOEMAKING 
UPPERS—HEAVY Cues GRAN CALF. SOLES—HEAVY 
WEIGHT FLEXIBLE OAK ee nAT ES ER, RUBBER 

TOP LIFT. GOODYEAR ‘WEL 


9870—BOARDED MAHOGANY CALF 
9570—BOARDED BLACK CALF 


$/13% C-D-E 1—2 B-C-D 2%/6 B-C-D 
$3.00 $3.35 $3.60 


STOCK DEPARTMENT 


OF AMERICA 
CARTHAGE, MO. MANUFACTURERS 
STOCKED AT FACTORY PRICES BY 


WELLAND SAAS co. W. H. MILES SHOE Co. FITHIAN-BARKER SHOE Co. 
SAN FRANCISCO—LOS ANGELES RICHMOND, VIRGINIA PORTLAND, OREGON 
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Shoes at right, shown 
by courtesy of 


A. Garside S Sons 
Long Island City, N. Y. 
Made of 
“Vode Kid 
Color 9 
Gray 
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A i 
‘J 


or Colors 


Shoes at left, shown 
by courtesy of 


Cornell Shoe (0. 
Brooklyn, N. Y. 
Made of 
“Vode Kid 
Color 17 
Airedale 
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‘Vode Kid 


Colors That Make 
“Live Looking” Shoes 


Did you ever place an order for colored _If you are particular to ask for “YodeKid 
kid shoes in a style that you thought in your orders, you won’t get “color 
would be a winner— weak”’ shoes. 


—and then when the shoes came in, find ‘Vode Kid colors are made with the realiza- 
that there was something in thecolor tion that they must make “live look- 
tone of the leather that made the shoes __ ing” shoes. 


‘c 295 " 
look “‘weak’’! And that applies to every one of the very 


—nothing like the warm brilliance of | broad, and always timely, range of 
shade and surface you’d expected. shades we make. 


“Shoes for the occasion,” and the style wave of shoes in 
colors to harmonize with dress material will mean increased 
business for stores who cater to the discriminating. 


We recommend for spring: 


Color 17 AIREDALE Color 50 WHITE Color 70 JACK RABBIT Color 140 LIGHT BLUE 

Color 19 CAMEL Color 5 FAWN Color 770 ORIENTAL PEARL Color 46 RED 

Color B GOLDEN BROWN Colorist TAN Color6 CHINESE YELLOW Color 6 MEDIUM GREEN 
Color 4 HAVANA BROWN Colorg GRAY Color 38 BLUE Color 62 APPLE GREEN 
Color 222 AUTUMN BROWN Color 39 MIDNIGHT BLUE 


The Standard Kid Co. 


Headquarters Boston, Mass. 


NEW YORK CINCINNATI 
CHICAGO ST. LOUIS 


PHILADELPHIA 
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STITCHDOWNS and McKAYS 
for 


Comfort — Wear 





REG. US. PAT OF FICE 


IN STOCK 


5-8 8%-11 114-2 2% 
414 Mohomer 1- 30 and 31 
is ut 
"$1.45 $1.75 
404 Mahogany 
ish, High 
Rubber a: ~»% 
WPsccecdccceccocess 1.75 2.00 
1404 Mahogany Polish 
High Cut, Eng- 
lish toe, Rubber 
Es cdvesesesecaaacciucess 2.00 2.25 
Nut Brown Pol- 
ish, 7 Cut, 
wedge.. 1.50 1.85 


Nut wwe ‘Pol- 
ish, High Cut, 31—Black Kid Romeo, double sole. : 00 


Rubber heel, wide 
MPiccacccesacscensess 1.85 2.15 2.50 


Nut Brown Pol- 
ish, High Cut, 
English toe, Rub- 
Ss adcwactccacsensease 2.15 2.50 


8-11 114-8 
L2021 Patent Polish, Black Top, 
id $2.00 $2.35 


L1021 Patent Polish, Black - 
english toe.. : 


L2023 Patent Polish, Field Mouse 28 


Top, wide toe 


L1023 rege Polish, Field Mouse 
Top, English toe. a 


ORDER NOW 
PROMPT SHIPMENT 


Samples Gladly 
Submitted 


HAGERSTOWN SHOE & sais pre Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 
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There Is A Constant Demand 
For Satin Pumps For Evening 


And Party Wear 


Every Dealer Should Have 
at Least One of These 
Styles 


IN STOCK 


B 496 J $5.00 B 1496 B $4.25 
@ Net 30 Days Net 30 Days 
Women’s Black Satin quarter and vamp, Black Kid Women’s Star Black Satin quarter and vamp, 
trim, 1 strap Oakmont Sandal, cKay Sole, Black Suede straps, 2 strap Coma Sandal, Saver 
Trump last, 14% inch wood covered Cuban heel. last, McKay Sole, 1% inch in covered Spani 
AA 4% to8 Louis heel. 
A 


3% 
iste IN STOCK 





% 
% 
% 











B590B $5.50 $5.25 
Net 30 Days Net 30 Days 
Women’s Black Satin 1 —_ Sel Pam. turn 4 Gosia enacts and “eS strap 
sole, Grasmere last, toe, wood covered Oakmont Sandal, le trim, Sole, 
Junior Louis b * os Grasmere last, 134 inch wood covered full Louis 
AA 8 heel. 

8 

8 

8 





IN STOCK 


to 
4 to 
% to 
to 





A 
B 
Cc 


UTZ & DUNN CO. 


ROCHESTER « NEW YOK 


NEW YORK OFFICE 
709Forrester Bldg.,Los Cal. 
Ge. MeATER, Repneeettins 








DENVER OFFICE 
218 Charles Bidg., Den Colo. Bush Terminal Sales Buildi 
TIGER A MeNUTE 130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


Representatives 
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Quality—not Quantity » 


UT out of your mind any picture of a great tannery — 
shipping out Hygrade Suede Calf in large volume. 














Think rather of a “bench made” factory, complete and 


modern from roof to pit—each workman an expert, and 
over all—a superintendent who is a genius in the art of 
making suede calf leather supremely well. 


We doubt if you have ever seen colors 
of such richness and beauty as our 
JACK RABBIT and AIREDALE 


Out of the Hygrade Suede Calf Tannery is com.ng the 
most perfect product of its kind. Made in all the latest 
fashionable colors, it is offered to those manufacturers and 
merchants who are always reaching forward for something 
better. 


SAMUEL SHAPIRO 


Sole Selling Agent 
SPRUCE AND WILLIAM STS., NEW YORK CITY 




















Factory 


PEABODY, MASS. 
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THIS TRADE MARK IS 


Your Assurance of Quality 


BEARS THE FULL NAME 


Boston C. B. SLATER COMPANY apraicecig 


Acolian 
Park Sq. Builders of Shoes for Men, Women & Children Building 


= pang SOUTH BRAINTREE, MASS. 2P. Gul 
Street 
Avenue 


Send for Catalog “B” of In-Stock Styles 





TMLee mm ttt ern ote LTITMTeITTT Tel iiimieliiiiiiiel its 


Sou covvuvsvuuncauvvesvnsnocarcaccensncavsucvessncuvvnveesencatoueeevancovsnesnvesecoteaeveesecovoncsvenencovevsveeseocarsveeesecauinustsncotouonimencan in 
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Mecea Lotus Calf 


The Acknowledged Leather 


I 


wut 


st 


MECCA LOTUS CALF is a light shade 
of brown, acknowledged as one eminent in 





shoe color. The fine qualities characteristic 
of P & V Lotus are at once recognized, and 
is a leather that will give service and satis- 
faction. 





This new leather shade, when combined with 
good shoemaking, will immediately attract 
the attention of ‘folk who seek beauty in 
footwear. 


Pfister & Vogel meaner wecidlinatie 


Milwaukee + ss + Wisconsin 


Distributors 


Boston Chicago St. Paul 

New York St. Louis New Orleans 

Cincinnati Philadelphia San Francisco 

Paris, France Zurich, Switz. Frankfurt A/M, Germany 
Northampton, Eng. Kettering, Eng. Leicester, Eng. 
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All Styles ready for 
Immediate Shipment 


No. 127 Price $4.50 


Patent Two Strap Athelda Black 
Suede Trim, Single Sole. Military 
Wood Heel, Newport Last. AA to C. 


No. 566 Price $3.50 
Cocoa Calf Blucher Oxford, Wing Tip, 
Goodyear Welt, 9-8 Rubber Heel, 
Copley Last. AA to D. 
No. 568—Same in Dull Calf. 


No. 104 Price $4.15 
Patent Cut-out Two Stra 
Suede Trim, Single Sole, 8/8 
Rubber Heel, AA to C. 


Black 
ingfoot 


Let us mail 
you one of our 
Corrective 
footwear 
Catalogs 


No. 125 Price $4.35 


Autumn Brown Suede Natalie One 
Strap Brown Kid Trim, Single Sole, 
Military Wood Covered Heel, New- 
port Last. AA to C. 


No. 126—Same in Black Satin. 


Ask for 
our 
December 
Style 
Sheet 


No. 128 Price $4.85 
Black Suede Two Strap Athelda, Dull 
Kid Trim, Single Sole. Military Heel. 
Newport Last. AA to C. 
No. 129—Same in Autumn Brown 
Suede. 


No. 567 Price $3.90 
Patent Blucher Oxford, Wing Tip, 
Goodyear Welt, 9-8 Rubber Heel, 
Copley Last. AA to D. 


No. 105 Price $4.50 
Black Suede Cut-out hy + Strap. 
Kid Trim, Single Sole, -8-8 
Rubber Heel. AA to C. 


Dull 
ingfoot 


Thomson-Crooker Shoe Co. 
18-26 Station Street 


Boston, Mass. 
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Let Us Look Into the Future 


In the year 1924 more than 320 million pairs of shoes must 
be fitted to the feet of America’s people. 


On this known fact the House of Creighton builds its future 
confidence 


We Plan to Share—Not 
to Gamble 


This organization is assuredly planning to manufacture its 
rightful share of those 320 million pairs of shoes. There is no 
spirit of hazard in our organization—we are in no way spec- 
ulating in futures. We know we have the mentality to 
originate Creighton styles — the factory to produce them — the 
sales force to distribute them. 


We want our merchant customers to share this confidence 
and this production with us. 


A. M. CREIGHTON 














Follow the Creighton Line 
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___ Gollow the Creighton Line 





and Prepare 


You—Our Customers—Will 
Share and Prepare with Us 


All down the line the next few months will be a period of sharing 
and preparing. We ourselves are not only going to share in a great 
national production, but we will prepare that share so that you— 
our customers—can order it wisely and sell it promptly and profit- 
ably. 

With us—the Creighton Line will be improved at every point, 
the Creighton In-Stock Service made more complete and useful. 


Our Customers Will Buy 
Stock Safely and Profitably 


With you—the Creighton Line offers an opportunity to stock 
your shelves with shoes in adequate variety, quality and style, and 
in such a manner as to allow you to take full account of your terri- 
tory and trade. It is your privilege, if you will, to share and prosper 
with us: 














Take Your Quota “By Right 
of Eminent Domain’ 
With Creighton Cooperation you 


will take your quota of business “‘by 
right of eminent domain!”’ 



































LYNN, MASS. 
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A Prophet with Honor 
in His Own Country’ 


Extract from the Milwau- 
kee Journal's 1923 Inves- 
tigational book, ‘‘A Survey 
‘of the Milwaukee Market.” 


HIS analysis, made by The Milwaukee 
Journal, covered all men’s shoes pur- 
chased, including work shoes, etc. Had 
their investigation covered fine, high grade 
shoes only, they might have conservatively 
stated that 54% of the men in Milwaukee, buy- 
ing shoes for $7.00 and up, are wearing 
Shoes. Such a fine showing in an analysis made 
by a disinterested investigator, is an endorse- 
ment of which we feel proud. 


Not only do well dressed men of New York, 
Chicago, San Francisco and other metropoli- 
tan centers, demand NunnBish shoes (made 


in Milwaukee) but contrary to the well- 
known saying, “A prophet is not without 
honor, save in his own country,” men of 
Milwaukee as well, demand this super-fine 
footwear. 


Retailers all over the country will be proud 
of this endorsement, just as we are. They 
appreciate the confidence that has been placed 
in NuniBish Shoes. And we are fully aware 
of the obligation that trust entails, and 
find in it an _ inspiration for greater 
effort—for even more care and earnest 
endeavor. 
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‘Faithful to the Last” 


There is but one ideal that 
governs the NumiBish policy— 
a firm determination to pro- 
duce nothing short of the 
very best. 


Ankle-Fashtoned 


Oxfords that hug the ankle. 
No gapping — No slipping. 


Ball-Fashtoned 


Shoes that need no “breaking in." 
Will not run over at the sides. 


Nunni-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
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A NOTABLE STYLE ACHIEWYEMENT 


BARNET’S 
GLASS TAN 


TAN 
BROWN 
RED 
BLACK 





~~ + wee 


ON OE ORE OL ORE Ot 


. eee . Pe Mee 


OO ORE ON 


| 


Samples of GLASS TAN, together with names of prom- 


inent manufacturers using it, gladly sent on request 


Made in Lynn 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS - - - “TENRAB” 
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“Maintains a Standard Reputation” 
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THE BRISTOL: - - In Stock 


Style S-72—Tony Brown Willow Calf bal, “Bristol” last, a modern 
conservative English toe, 10 iron single sole, half rubber heel. 


Width AA, 8 to 12. A,6 to 12. B,C, D,5 to 12. 
Less than three pairs of a style from stock, 20c per pair extra. Stock goods net. 
Book of stock styles mailed on request 


A new arch supporting shank built into The Florsheim Shoe. Scientifically 


correct, combining all arch supporting features without sacrificing style. 
Absolutely Rigid under the weight of the body—completely Flexible when 
weight is released. To be had only in FLORSHEIM SHOES for men. 


THE FLORSHEIM SHOE COMPANY 
ADAMS AND CLINTON STREETS 
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OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


. ,.179 South Street 
Boston, Mass., U.S. A. 
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‘Marshall Shoes’* majntain their qual- 
ity through care and consideration in 
production. 


Merchants who order ‘‘Marshall Shoes’’ 
are assured of goods which open up 
right. 


C. S. MARSHALL COMPANY 


BROCKTON, MASS. 
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Take a Tip—Get in on this QUICK! 





Trade Mark 
Welt Sturdiness—Turn Lightness 


“FRANCES” 


An Exceptional 
Style, Fit an 


IN STOCK— NOW 


TERMS 


$4,00 


No. 1004. On a remarkable new Low Heel 
Last. All Patent Leather, 8-8 Leather heel, 
Rubber Top-lift. 

C-31% to 8; D-3 to 7 


5%—15 


“HELEN” 


$3.25 


IN STOCK 


No. 1001—Patent leather vamp and quarter; 
dull kid collar and straps. 13-8 leather heel, 
with rubber top-lift. 
No. 1002—Patent leather, black ooze collar 
and straps. 
No. 1003—All patent leather. 

C and D 3-8. 

The Price is $3.25 


TERMS 
As 
Above 


Here are four of the best numbers of the season, 
the like of which are seldom seen in a manu- 
facturer’s In-Stock department, especially at the 
prices at which they are offered. 


Pattern for 
d Beauty 
1005 


$4,35 


No. 1005. All Patent Leather, 14-8 Spanish 
Covered Heel. 
No. 4094. All Black Ooze. 


No. 324. Patent Leather Vamp and Quarter, 
black ooze front. 


No. 325. Black Ooze vamp and quarter, gun 
metal front, 14-8 Spanish leather heel. 


No. 326. All Black Ooze, heel as No. 325. 
B-4 to 8; C-3)4 to 7; D-3 to 7. 


The Price is $4.35 
“TRENE ? 


$4.50 


Days 


Black ooze quarter and vamp. Black dull kid 
collar and loophole strap, 14-8 covered mili- 
tary heel 


A and B,48; Cand D 2-8. 


We never put in the works an In-Stock shoe unless 
marked approval has been shown the style by a 
widespread number of merchants who have 
ordered it. We are sure the style is good. 











ROBERTS SHOE COMPANY 


270 BROAD ST. ‘‘Much Better Shoes’’ LYNN, MASS. 
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footwear for men which towers over and sub- 
ordinates all others—It is Leathers! Correct 
Leathers! Attractive Leathers! Leathers in 
authoritative shades and colors. 


The motif of leather plays the stellar role in 
Eaton-Brewster Shoes for Men for two very 
good reasons; 


We sensed its coming early—and built 
our styles accordingly. 


We have unusual facilities for buying 
hard-to-buy [qualities and colors of 
leather in large volume. 











Both reasons are plainly reflected in the new 
Eaton-Brewster models. Every shade and 
grade of leather which will be in big demand 
by men buyers, is at our customer’s service. 


But this service in no way changes the at- 
tractive prices which hall-mark Eaton-Brew- 
ster Style Shoes for Men. 


Litt G laut te 


EATON-BREWSTER COMPANY 


BROCKTON, MASSACHUSETTS 


The Mott of Leather 
| 
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VULCO- UNIT BOX TOES 


“SELECTED FOR SERVICE” 


Strong, durable, water proof and perspiration proof VULCO-UNIT BOX TOES 
furnish a dependable toe structure for heavy service shoes. Add to the life and com- 
fort of your shoes by insisting they be made up with VULCO-UNIT BOX TOES 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MEFG, CO. 


argest Man Ufacturers of Box Toes in the World 
111 SUMMER STREET. BOSTON. 


Queago GW. KIBBY & CO. MET @)) GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. § fL_ St Louis 
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“In-Process Shoes’ 


N entirely new achievement in 
efficient shoe production. The 
result of the application to our 
factory of the most modern ideas 
in production management. 






























It means rapid continuous pro- 
duction—fresh stocks always. It 
means that your orders are filled 
promptly upon receipt—no waiting for 
shoes to be made up, no delay while the 
factory accumulates a quantity of orders. 
Shipment is made right on the dot. 


“In-Process Shoes” is the name of the 
production method that enables you to 
get less-than-case sizes at case size prices! 
“In-Process Shoes” is continuous produc- 
tion on shoes that our distributors are 
selling. “In-ProcessShoes” combined with 
the Crawford Four-Season production 
plan, is your assurance of always being 
able to obtain shoes that are in demand. 


Write to-day for details of the Crawford 
Agency plan which opens the road to 
increased turnovers, smaller, fresher 
stocks, and larger profits. 


The Cawford Shoe 


CHARLES A. EATON SHOE INDUSTRIES 


© 1023, Chas, A. Eaton Shoe Industries 
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@.A stunning model 
for Palm Beach Wear, 
from the line of Laird, 
Schober. Made of 
Reignskin. 
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EIGNSKIN—a shoe fabric so different — 
so successful, that it cannot be flattered by 
imitations. It dominates its field, a superior shoe 
fabric with many distinctive and exclusive quali- 
ties. Manufacturers prefer it because it lasts as 
smoothly and shapes as beautifully as the finest 
leather. An increasing number of dealers specify 
it because of its great beauty and strength. 


No white shoe fabric that we have seen approaches the 
close weave and lustrous surface of Reignskin. Specially 
selected Egyptian cotton—specially constructed ma- 
chinery—special processes of manufacture combine to 
make Reignskin the Finest White Shoe Cloth in the 
world. 


The slight additional cost of Reignskin is more than 
offset by the added sales value that it gives to any shoe. 
Many of the most prominent retail merchants advertise 
the fact that their white shoes are made’of Reignskin, and 
sell them bearing the Reignskin label. Reignskin has an 
established market with the best manufacturers and 
dealers in the country. 


A big white year is approaching. Insure your profits 
and the satisfaction of your trade by specifying Reignskin 
on your white shoe orders. 





PETERS MFG. COMPANY 
BOSTON : : =: MASSACHUSETTS 
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West Virginia Fibre Board care- 
fully tempered by any good 
process is a satisfaction for the 
counter maker to handle. 
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HE BACKBONE OF A SHOE is the Counter. Unless that 
stands up, the whole shoe loses shape. Then its “‘style’”’ is 
of no account to your customer. 


Why then, take chances with ordinary leather or cheap fibre 
counters? 


Counters made of West Virginia Fibre Board will put real ‘“‘back- 
bone”’ into your shoes without the sacrifice of style or comfort, 
and they cost only one-quarter as much as ordinary leather 
counters. 


To any Shoe Retailer or Manufacturer 


We will gladly send samples of West Virginia Fibre Board— 
also the names of counter manufacturers who use it. 


Pulp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 505 Dime Bank Bldg. 732 Sherman Street 
New York, N. Y. Detroit, Mich. Chicago, III. 
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JRUEPINGS 
OHAWK GALE 


The difference between mediocre and good 
upper stock is little or nothing in cost—but 
with respect to consumer satisfaction and 
dealer prestige, this difference is BIG. 














Write the difference on the right side of your 
ledger thru specifying and insisting upon 
Rueping’s upper leathers. 


When ordering smooth black calf shoes that 
you want to be smoother and blacker, closer 
grained and more mellow to the feel than those 
your competitors show—by all means make 
sure that they are cut from Rueping’s 
MOHAWK CALF. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 


B-anches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Frencicco Montreal Northamp’ on, Fngland 


“Beverly” Bal Oxford of Rueping “Barharbor” Blucher Oxford cut from 
Mohawk Calf, made by Howard . Rueping’s Mohawk Calf by Howard 
& Foster, Brockton, Mass. Fa & Foster, Brockton, Mass. 

Their No. 632 last. j Their No. 633 last. 
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Build for the Future With 
WEBER Goodyear Welts 


Retailers who build for the future find 
this line of Union Made Goodyear Welts 
a splendid aid in meeting the demand for 
, ood shoes that retail for $5 to $8. 


Sovrs 


UNION MADE 


Weber Bros. Shoe Co. 
NORTH ADAMS, MASS. 


New York Office, H. Harris 1328 Broadway, Marbridge Building. 


Ne. $88—Bai. Red ded Calf, Drake Last. I. F. Staps, 735 Boston Block, Minneapolis, Minn. 
C. E. Quigley, Maryland Hotel, St. Louis, Mo. 











Nothing takes the place oo 


ole (OOD sole leather rs large’y 
up to the personal honor o 
: ravenna your shoe meciiiaiiaian. 


time—the temper- If you insist on pretty bottoms, he must give them 
ing process. to you. 
But HONEST sole But he will probably warn you that pretty, even 
leather must hold running bottoms mean acid bleaching, which eats 


its tans in wet out a lot of wear. 
weather. 


This process fixes 


rucmactes MMM’ ASHLAND LEATHER CO. 


of ASHLAND OAK. BOSTON +: CHICAGO-~ ST.LOUIS 





‘DAR Pe SOLE LEATHER | 





~ 
_ 


December 1, 1923 BOOT AND SHOE RECORDER 
SSS US YG ETHIE SS 


IN STOCK | 
Fall and Winter Models 
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THE EVELYN 

One strap pattern of silver and gold brocade, in either 17- : 
Spanish heel or 12-8 Spanish heel. AA to C $8.7. 

In Paisley brocade with gold background and black or cone 
satin with gold ny motive throughout, turn sole, 17-8 
Spanish best AA to $9.25 
Of all silver phenadrn cloth, two cutouts on quarter, turn sole, 
17-8 Spanish heel. AA to C $8.25 
Also in all white satin, two cutouts on quarter, turn oles 


Spanish heel. AA to C 


Wee 


HS OovsS” 
e 
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The Lorna 


—<Z 


THE LORNA 


Paisley brocade one strap pattern, with collar and straps of 
gold or silver kidskin, turn sole, 17-8 Spanish heel. AM ees 


x, 


THE BABETTE 
No. 1012—All patent leather opera pump, turn sole, 16-8 
Spanish 1 $8.00 
ie. 3012—All black satin opera pump. turn sole, 16-8 Spanie 


emenend 


THE SEVILLE 
No. 1689—Black ooze calf goring slipper, light welt imitation 
turn sole, 12-8 covered Cuban heel $8.75 
No. 14—Cinnamon ooze calf goring slipper, light welt, imitation 


The Babette turn sole, 12-8 covered Cuban heel $9.00 The Seville 


DVS HHO 


-_ 


MODELS SPECIALLY PRICED 


THE STROLLER 
No. 16—All mandalay ooze calf, 12-8 covered Cuban heel, 
light welt imitation turn sole $6. 50 
No. 12—All patent leather, light welt imitation turn sole, 
celluloid covered Cuban heel $6.50 


THE THELMA 
No. 11—Black satin double knot cross strap slipper, turn 
sole, 16-8 Spanish heel $6.50 
No. 78—Patent leather double knot cross strap slipper, turn 
sole, 16-8 Spanish heel $6.50 


The Stroller The Thelma 


These styles of Fall and Winter slippers are now selling with 
success in our own shops and agencies throughout the country. 
To dealers who stock our merchandise, we present gratis a 
thorough newspaper advertising campaign in matrix form that 
will help afford you a Quick turnover. 


4 
j 
X 
5 
j 
: 


. 


I. MILLER & SONS 


[eS 6 kh 2? 6.4 - & 2 3..S 
ONE CARLTON AVENUE 
BROOKLYN, NEW YORK 


BDPEPSBEAD|WD 


7 


a 


D6 


G 





BOOT AND SHOE RECORDER 


Foot Comfort 


Race Cretebwebi tease 


to Your Trade, at 
50% or"J22 a foot 
_™ without the use of arch supports 


es) 


or 


Children 


Ideal sotwear 


DEP-STEP 
METATARSAL PAD 


Retail 50% a foot 





END VIEW OF HEEL 
Showing Corrective Wedge PEP-STEP HEEL 


Retail 50% a foot 











as Pep-SsTEP COMBINED 
Nh tah order Readies ‘ Retail $12° a foot 


We take pleasure in introducing to you the “Foot Comfort at 50c or $1.00 per foot” wi 
, , . oot” without 
KIDDIEMOX KIDDIES, Betty and Bobby. They the use of arch supports. “ag 
represent an extremely high-grade complete line of Live dealers will find a large increase in their shoe 
children’s moccasins. You will be surprised at the business by featuring an ad like that. 
profit they wi'l bring your Children’s Department. Your see oak your competitors’ customers will 
apprecia a service. 
It will bring foot sufferers to your store. You can’t 
The “High Kiddiemox”’ sell shoes on the street. 
IN-STOCK oo = you a nice profit with practically 
no selling cos 
No. 3251 Tan Elk ie-light— 
No. 3254 Smoked Elk pA gm vp we AED 
No. 3253 Chocolate Elk ———_ They keep shoes shapely, good looking and com- 


. Pep-S are worn and praised by thousands of f , f- 
Infants’ 2-6% ioeee of wok or flat feet: by thousands who have hed eal- 
louses—corns—bunions, tired, aching limbs, etc. 
$1.85 A thirty-day money back guarantee with each pair. Could any 
offer be fairer? 
Childs’ 7-11 Orthopedic Authorities endorse our method. 


A trial order of 4% doz. each style, men’s and w "s best 
$2.10 selling sizes will be sent on request. — 


Pep-Step combination costs $1.25 per pair, Retail $2.06. 
Pep-Step metatarsal pad, $.60 per pair. Retail, $1.00. 

: i ’ . ? Pep-Step heel pad, $.60 per pair, Retail, $1.00. 

Send for our new illustrated price-list showing 


In-Stock KIDDIEMOX for children, and : 
Moccasin Slippers for grown-ups. <fer-steD> P E P = S T E P 
Some territories are still open for 318 W. Division St., Chicago, Ill, 


high-grade side -line salesmen -- - ---------------- —oe 


BERKSHIRE MOCCASIN Co. Please send Trial Order to cago, Tl. 
HOLLISTON, MASS. 



































with England, early in the last century, Robert 
Fulton went to Napoleon with his idea for building steam 
vessels. Fulton might have solved the problem of cross- 
channel transport for France but Napoleon lacked the 
vision to see the opportunity. How different history might 
have been if Napoleon had accepted Fulton’s plan. 


{ { ISTORY tells us that at the time France was at war 











omnia (S ecemenceenatar 4 
= ae _ le owe =“ “a4 — 


Se 


TAT Fae ae dd 





| 


Napoleon Was Blind to Opportunity 








How many shoe dealers are over- 
looking opportunities equally 
important to them. 


For instance—Ye Olde Tyme 
Comfort Shoes—the largest sell- 
ing line of comfort shoes in the world 
—give you a chance to make two 
sales where you made one before. 


Ye Olde Tyme Comfort Shoes 
are good-looking, durable, reason- 
ably priced—but most important— 
they are comfortable. 


Sell your customers any shoe they 
want for dress-up occasions—but for 
wear around the house they should 
have Ye Olde Tyme Comfort 
Shoes. 

Show her a pair of Ye Olde Tyme 
Comfort Shoes and make a sale 
that will mean an extra profit. 


“* More sales with the same overhead’ 
is an excellent motto for any mer- 
chant. 

All styles carried in stock. 


Send for Illustrated Booklet C 


LUNN and SWEET, INc. 
AUBURN. ME. 


Largest manufacturers of comfort shoes in the world 
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CR 
Suret Sally Gunn ~~ 
SUSPENSION ARCH SHOE Kid Suspension rch Welt Lac 


Tip, Sheep Lined, 12/8 Military 
Wingtoot Rubber Heel. Cor- 
rvective Combination Last. 


No. 773 (Welt) Black Glazed 
Kid Suspension Arch Welt Lace 
Oxford, 160 Last, Imitation 
Tip, Sheep Lined, 12/8 Military 
Wingfoot Rubber Heel. Cor- 
rective Combination Last. 


MERICAN women have discovered that the Sweet 
A Satty Luwn is the shoe they have been waiting 
for. It is good looking, smart—and its wearers are 
proud of its neat appearance and trim shapeliness. 


The Sweet Sally Lunn Suspension Arch Shoe is scien- 
tifically designed—it is built on the most modern 
principles of corrective shoe making. 


The patented built-in steel support does not permit the 
arch tosag. Yet the shoe bends freely at the ball, giving 
the foot all the freedom that nature intended. Every 
muscle, fibre and tissue is permitted to function naturally 
and easily, keeping the foot healthy and comfortable. 


The Sweet Sally Lunn Suspension Arch Shoe is pop- in nnniniananiinaede 

; ; fe —e , Oo. elt) 84 ack Glazed 
ularly priced and is within the range of every woman’s Kid Suspension Arch Welt Lace 
pocketbook. Recommend The Sweet Sally Lunn Best, imitation Tip, Sheep 
‘ , ss Lined, 12/8 Military Wingtfoot 
Suspension Arch Shoe to your customers. Repeat Metiiep Mik Conuaaiing Cons 
orders will result, and you will ring up more profits on bination Last. 


the cash register. 


Shoes shipped from IN-STOCK DEPARTMENT 


same day order is received. 


Write for complete information. Suspension Arch Sizes In Stock : 


5 to 10 AAA & AA, 4to 104A, 


LUNN anp SWEET, Inc. ) 3 to 10 B, 2 to 9C, D and E. 


Largest manufacturers of comfort shoes in the world 








rember 1, 1923 BOOT AND SHOE RECORDER 














The “PALM BEACH”’ 








Grace and Beauty mark the lines of 
our “Palm Beach” last. Like all Edwin 
Clapp models, it is backed by 70 years 
of experience in designing and produc- 
ing Men’s Fine Shoes. 


Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 
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ESTABLISHED 185° 
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EXIT MUD T: 


‘YT ATURALLY you are anxious to make real friends 
N of all your customers. Especially the women of 
families, who play such an important part in 
directing their personal trade, their children’s trade, 
and their friends’ trade, either to your store or to your 
competitors’ stores. 

Wouldn’t it please them to know that you had made 
a special point to have placed on your shoes, rubber 
heels that do not track mud into the house? 

A little selling point like this would convince them 
that you are interested in their point of view. 

In designing the new heel, Armstrongs decided to 
eliminate the cups and depressions that catch and carry 
dirt and mud. The design is built above the level of the 
heel itself, thereby eliminating places for mud and dirt 
to lodge. 

Point out this mud-free feature about the Armstrong 
Circle A Rubber Heel to some of your customers. It 
will help the sale. 

Perhaps you have not yet seen the new Armstrong 
Heel. State your size and a sample pair will go forward 
to you at once, prepaid. 


ARMSTRONG CORK Co., SHOE PRODUCTS DIVISION 
Lancaster, Pa, 


December 1, 1993 





Mud has no place to collect on 
thé Armstrong Circle A Heel. The 
surface design is built up from the 
top level of the heel. 
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“The Magic Pattern” 


The “‘magic’’ of producing an authentic style depends upon 
close study of the fashicn trends of the moment. But good shoes 
are produced by close application to an ideal. In this model, 
for instance, each loop 1s French Corded, and real craftsman- 
ship characterizes each operation. Volume buyers find volume 


profits in each Allen, Goller shoe. 


If New York Says 
“It’s The Latest Style’ 


We've Got It! 


8 RR = 8 rm of 2 8 eee 


NL 














ALLEN, GOLLER SHOE Co. 
60 K STREET, SOUTH BOSTON, MASS. 


* 
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Chere is on ly one 


VICI KID ~ there 
never has been any other 


PATENT 


‘* Colt-Kid- Sides 
A AD 


AYER TANNING OO. 
Calf- Ki p- Sides 


aN 
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SHEEPSKINS 
CHROME SOLE- SPLITS 
COTTON. FINDINGS 
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No. 4032—Cherry Red “Mello” 
calf shoe, 9-iron full grain outer- 
sole, 6-iron full grain innersole, full 
leather lifts and 4% rubber heel, in 
stock, 6 to I piri: 
2: 





No. 4632—Same as No. 4032 in black “Mello” calf, 
in stock, 6 to 11 in C and D widths $4.25 
No. 4732—Same as No. 4632 in an oxford, in stock, 
6 to Jl inC and D widths $4.15 
TERMS, 2%, 30 DA YS, NET 45 DA YS 


AMAERE’S A REAL TRADE WINNER. 
e223 [TIS ONE OF OUR BEST SELL- 
ERS. BUILT OVER OUR “PICK WICK” 
ONE WIDTH COMBINATION 
GLOVE-FITTING LAST. QUALITY 
THROUGHOUT. 


OGDEN SHOE COMPANY 
MILWAU KEE> 
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Protection for users 
of genuine TONY products 


Reg. U. S. Pat. Off. 





WE wish to impress upon the trade the fact that 

TONY is our copyrighted trade name and can be 
rightfully used only by those manufacturers who use our 
TONY RED, TONY BROWN, TONY TAN, and 
TONY BLACK CALF. 


Only shoes made from the genuine TONY colors can 
rightfully be offered to the retailers and the consuming 
public under the name “TONY.” 


We have seen a circular, several thousand copies of which 
have been sent to the retailers of the country, describing 
seven shoes as of Tony Red Calf offered at prices at 
which genuine Creese & ‘Cook Tony Red Calf could not 
be offered. 


The firm so advertising has never been a user of Tony 
Red Calf, and is not at the present time. The circular in 
question is misleading. If any retailer has any doubt as to 
the genuineness of recent offerings, we gladly invite in- 
quires, as our desire is to protect to the utmost those who 
have legally used the genuine Tony Red for the past 
fifteen consecutive seasons. 


CREESE & COOK COMPANY 


SALESROOMS TANNERIES 
95 SOUTH ST., BOSTON DANVERSPORT, MASS. 
P. A. HENRY & CO. SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. NEW YORK CITY 
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No. 700 Pied Piper New Sport Oxford, smoke elk with brown elk 

wing tip, cutout apron and backstay; smoke inlay in apron; full vamp; 

soft toe. Made B, C, D and E widths, sizes 214 to 51, 6 to 8, 81% to 

Vy ~ kneel to 8 (growing girls’ sizes 23 to 8 made AAA to 
wid 


Featured also in many other attractive combinations. 


No. 815 Pied Piper Baby Welt Oxford, 


tent colt, soft toe— 
THe FINES OXFORD OF Ts 


Sizes 214 to 5, 6 to 8, 8% to 12 and 
12% to 2; B, C, D and E widths. 


Also featured in smoke calf, tan calf 
and pearl elk. 






E of the most com- 
\}| prehensive and at- 
4} tractive lines of little 
SES infants’, infants’, 
children’ s, misses’ and growing 
girls’ shoes ever presented to 
the shoe trade. 


AND WITHOUT QUESTION 
THE MOST FLEXIBLE AND 
SUBSTANTIAL FOOTWEAR 
EVER BUILT. 


The PIED PIPER line consists 
of oxfords, sandals, inlays, cut- 
outs and combinations in all 
leathers and colors. 


All made by the Pentler & Short 
Patented Improved Welt Pro- 
cess—THE GREATEST 
TRIUMPH IN PRESENT-DAY 
SHOEMAKING. 


New and desirable accounts 
are being taken care of as 
rapidly as production will 
permit. 


Maiathon Shoe Co; 


WAUSAU, Wisconsin 
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THE FOOT ARISTOCRATIC 

















Coot wear ~ for the occasion 


Pre-eminent among the most stylish designs of foot-wear 
for every occasion will be found shoes of Vici kid. 

In shoes for the street Vici kid gives utmost service through 
its firmness and strength. To the shoes one wears in the 
afternoon and at — events, Vici kid contributes the 
most fashionable gms. For evening shoes there is no 
leather of equal fineness, finish and texture. 

Vici kid has bi t to footwear for all occasions a fit and 
style, a grace beauty, an elegance and refinement that 
have won the admiration of the makers and the wearers of 
shoes of fashion. 

Ask your dealer for shoes of Vici kid. No other leather 
combines ALL the advantages of Vici kid. 


ROBERT H. FOERDERER, Inc. mole 


PHILADELPHIA trademark of 
Selling Agence LUCIUS BEEBE & SONS, Boston 










This advertisement appears in The 
Saturday Evening Post, issue of 
December 1st and The Literary 
Digest, issue of December 15th. 
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Now 1s the time 
for Vici kid 


Fashions in footwear were never more change- 
able—the demand for variety in shoe styles 
never more insistent. 





This is the day of the manufacturer and the 
retailer who show distinctive patterns and color 
treatments. 


And this, more surely than ever before, is the 
time for VICI kid, soft and pliable to the hand 
of the shoe craftsman, responding readily to 
color demands. 


VICI kid is known throughout the world for 
its perfect finish, rich coloring and consistent 
quality. 


Shoes of VICI kid will add a distinct note of re- 
finement to any display of footwear fashions. 


That ROBERT H. FOERDERER, INC. 


lof VICI kid PHILADELPHIA 
Selling agents in all parts of the world 








There is only one VICI kid, 
created by Robert H. 
Foerderer in 1890 and 
manufactured by ROBERT 
H. FOERDERER, Inc., for 
33 years. 


VICI kid 


Reg. U. S. Pat. Off. 
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In this beautifully appointed 
store of C. A. Shuart Co. 
1318 Second Avenue, Seattle, Washington 


AMERICAN 
INTERLOCKING _ 
SHOE STORE CHAIRS 


are wholly in keeping with their artistic surroundings, and con- 
tribute their full share to the highly pleasing effect of this well- 
planned interior. 


American Interlocking Shoe Store Chairs may be had in de- 
signs and finishes suited to any interior decorative treatment. 
They are economical of cost because of their surpassing sturdi- 
ness, and of floor space because they seat seven people comfort- 
ably in the space required for six with other types of chair. 


Let us help you solve your seating problems. 


AMERICAN SEATING (OMPANY 





Ceneral Offices: 1016 Lytton Bldg., CHICAGO 
Room 707, 250 So. Broad St., Philadelphia Room 601, 119 W. 40th St., N. Y. 
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“Now I Know Why 
Profit Ends With Fit” 


“The other day, I looked into the construction of FISHER’S Full-Foot 
Arch-Supporting Shoe. 


“I found a spring-steel shank, fastened with three rivets, and as springy 
as the old swimmin’ hole diving board. And there was a leather covered 
cushion insole. The crossest woman and the hardest stamp would not 
penetrate its softness. Then I found an extra long sole-leather counter that 
embraces the curves of the arch. Believe me—a bug in a rug will never be 
quite as snug as the foot that feels this shoe. 


“I am convinced of their comfort, but am I going to call it comfit—it goes 
so well with fit and profit. It also goes well with my customers.” 


FISHER’S 
ARCH-SUPPORTING COMFORT 


In Stock 


Genuine Tigi ty le E Wide. Full Ankle Last. Special 

Arch-Su; oot Rubber Heel. 

No. a. y teapes or yee Diitiekitessébiecpenescsseseed $2.50 

No. 078—Boot. 74 in. Quarter. Black or Brown Vici................ $3.00 
5%—30 Days 


20M PORTS 


ISHER 05 
OTERO) 


Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











BOOT AND SHOE RECORDER December 1, 1923 




















| 
} 


5TARBUR 


























Color 9 
JACK RABBIT 


We were “right there’ with JACK 
RABBIT when the call for this 
very much wanted light gray tone 
developed. 


Today we are already sold way 
ahead on it. 


That shows you how closely we keep 
apace with color development, and 


how perfectly STARBUK always 


provides what’s in demand. 


a 
TOLMAN, Dow & Co., ING. 
174 LINCCLN ST. 2-3 BOSTON, MASS. 
Rochester, N. Y. - Greater New York 
Mr. Charles L. Kirk New Castle Leather Co. 
22 Andrew St. 100 Gold St. 
St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters Sales Co. 
1602 Locust St. 202 E. 7th St. 
General Repr i for Conti tal Europe 





New Castle Leather Co.—Headquarters: Paris, France 
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The STURGIS-JONES plant is 
naturally one of the most effi- 
cient of all UNITED LAST 
COMPANY ’S chain of factories 
—since it serves the largest cen- 
ter of men’s fine shoemaking in 
the world. . 


Its reputation for originating 
last styles, many of which are 
long time favorites, is well known. 


BOOT AND SHOE RECORDER 


How the UNITED LAST COMPANY 
Serves BROCKTON 


Nothing has been left undone 
to make this factory an ideal 
one for last production and 
rapid shipment service. 


Orders progress through this 
plant in uninterrupted line — 
with a maximum of care and a 
minimum of delay. 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 


TEN FACTORIES 


BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


SEVEN SHOW ROOMS 
BOSTON 
212 Essex St. 
NEW YORK 
1402 Bush Terminal Bldg. 


CINCINNATI 
803 Syracuse St. 


ST. LOUIS 
Adv. Bidg., Rm. 303 


CHICAGO 
Peoples Life Bldg., Room 301 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 
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SANDALS! SANDALS! SANDALS! 


Cut-Out Sandals Have Been Featured in Our Spring 
Line for the Past Three Seasons 


1924 


Bids fair to be the greatest Sandal Year of them all 


J The “Hollywood” The “Southern Cross” The “Radio” 
1 























are our three Leaders for Spring 


SANDALS 


INFANTS’, CHILDS’, MISSES’ AND GIRLS’ 
WELTS AND TURNS 


L. B. EVANS’ SON CO. 


(THE HOUSE OF SANDALS) 


WAKEFIELD, - - MASS. 
= pDO™ 


J 
" RUSSELL'S | 
IKE WALTON” 


puts four layers of leather 
} 




























between your foot and ground 


The fine workmanship = exireme light weight 
&staunchness appeal io out-oi-door folks 
of the mosi discriminating taste. 





The Scout Special 


Made to measure out of imported Has exira looks 
waterproofed veals Gives exira service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The \W.C. RUSSELL MOCCASIN CO. 
925 Capron Si., Berlin, Wis. 
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WHY PLAY ALL OVER THE LOT WHEN YOU CAN 
GO DIRECT TO THE GOAL WITH ARNOLD’S 
‘“‘“GLOVE-GRIP’’ SHOES AND SALES HELPS 


Specialization Spells Success in Shoe Retailing. 
Sensible, Serviceable ‘‘Glove-Grip’’ Styles Sell Steadily. 
Radical Patterns Called Novelties Are a Great Risk. 


The ‘‘Glove-Grip” line of shoes for men and ‘The “Glove-Grip” line has everything about it to 
women is long enough, and strong enough, to give please your trade, which fine footwear could have, 
you every possible selling advantage. and in addition there 1S the patented “Glove- 

Grip” feature which adds distinction, improves 


To feature too many lines, to show too many rad- fitting qualities, and provides comfort in wearing. 


ical departures from common sense styles, to try You'll appreciate the selling advantages of this 
to put over shoes that have no special features to high grade, reasonably priced, exclusive line, once 
recommend them lessens the possibilities for you make up your mind to hitch your store to 
profit. this winner. 


Many styles carried in stock. Write for stock style catalogue S and agency proposition. 


M. N. ARNOLD SHOE COMPANY 
FACTORY--NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
10 High Street 127 Duane Street 












i 1 
Narrow Shank—Upper Footprint of _ norma 
“ foot. Glove Grip Inner- 

-: rr; to sole at out sole conforms to shape 
: of foot. Upper leather is 


Sie ead THE TRIM-ARCH, COMBINATION LAST 
Model S-713. The Trim-Arch, Arnold’s Glove-Grip, Two-Strap, Tabasco 
Brown Kid. Perforated Imitation Tip. In Stock, Sizes AAAAA/AAA 4-9, 
AAAA/AA, AAA/A and .AA/B 3-9, A/C and B/D 2-8....Price, $6.75 


Model S-715 as above in Genuine Glazed Kangaroo........ Price, $6.50 
















































































a ZIRNOLD ‘px 
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Trade-Mark Reg. U. S. Pat. Off. 


“Nothing Takes the Place of Leather” 


We are distributors of highest quality sole 
leather. We know that good leather can not 
be equalled by any fabricated material. We 
have faith in the great future of our industry 
and are helping to support the national adver- 
tising campaign of the American Sole and 
Belting Leather Tanners. 


ih) 

) 
ip 
ih 
| 
14 


Our large organization is ever alert to see that 
the known high quality of our. special tannages 
is maintained and that the needs of the trade 
are promptly and properly met. 





The United States Leather Company 





New York Chicago Cincinnati St. Louis Richmond 








The United States Leather Co. of Mass. 


Boston 
SELLING AGENTS 





McADOO & ALLEN A. J. & J, R. COOK 
Philadelphia San Francisco 








TMT 








|, 1933 
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NENA 


MAC-WAl 


AHEAD of the STYLE CLOCK 


Mac CAUGALIN- CONWAY 


resent 


The MAG-WaAY girl 


fea turing 
The i pli 


Mac C AUGALIN ~ Vw CONWAY SQOE GO. 
WOMENS HIGH inet NOVELTY FOOTWEAR. 


SLI 
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RICE & HUTCHINS 
NEWEST STYLES 13 High Street. BOSTON. U.S.A. INSTOCK ATALL 
READY FOR a  Dirtriéueing Bratch RICE & HUTCHINS 


SHIPMENT ES | oy BRANCHES 
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Backbone Instead of Wishbone 


A More Orderly Program of Making and 
Merchandising Shoes 


tion for a horseman in armour. His lance finds 

no resistance, his thrust into the limpid mess is 
without enthusiasm, for he cannot tell where its vital- 
ity, if any, actually exists. 

Apply this to the competition of failure. The mer- 
chant, manufacturer, or tanner who is headed toward 
bankruptcy, forgets economics, ethics and all stand- 
ards of price. This is the competition that cannot be 
fought—it is spineless and hopeless, it is a messy 
puddle on the highway of business. 

Too many men are allowed to enter upon a business 
adventure which involves the future welfare of thou- 
sands without the proper amount of capital or credit 
or knowledge of the fundamental laws of merchandis- 
ing. No one would dream for a minute of embarking 
upon a ship, the captain of which knew nothing about 
navigation. Every business enterprise bears a very 
close likeness to a great ship at sea. The welfare of a 
business is, to a large extent, determined by the skill 
and training of the captain and his assistants. It seems 
almost criminal to allow a jelly fish to take the captain’s 
place. 

To meet jelly fish competition, the buyer, when 
writing orders, gets his fingers all stuck up with the 
fear of that rival, and insists that the manufacturer 
make the shoe for nothing, and that he in turn sweats 
out the tanner for leather, and also the other supply 
men for the ingredients that go into footwear. 

We see an industry living on its own losses instead 
of standing up to 4 public which has the money to 
buy real merchandise at prices profitable to every 
branch of the industry. Have we forgotten that the 
public is our legitimate customer, and have we, in- 
stead, started to prey on one another? 

The time for backbone in business is here. There is 


“ep yg a jelly fish is mighty poor satisfac- 


more merit in footwear in its material and in its ser- 
viceability than in any other article of wearing apparel. 
The effect of economic laws when violated or unob- 
served is even more serious than the blunders of an 
incompetent lawyer or physician. 

This country is economically sound. Its public 
can absorb with satisfaction and pleasure, at least 
350,000,000 pairs of shoes each and every year. The 
industry has the men and merchandise to distribute 
it efficiently. We have no misgivings as to the future 
prosperity of the shoe industry, but backbone has 
got to take the place of wishbone. 

One of the outstanding wastes in the shoe trade is 
wasted opportunity. There once was a time in March 
and September that the average store had a thorough 
working stock of shoes on hand. In the process of busi- 
ness, this stock was melted down and largely cleaned 
out before the next season opened with new and glori- 
ous arrays of stock. Women knew that at least twice 
a year, the stores had an adequate stock from which 
most any size could be obtained. 

Then the jump from order into disorder in stores in 
Jittle hamlets as well as big cities, all entered the same 
game of picking new numbers as fast as they were 
created. Such a thing as having sizes to fit the feet 
was second in importance to having styles to fit 
the eye. The women of this country have become 
shoppers instead of regular customers. 

With reference to shoe fashion, please observe the 
following:—We have never suggested that shoe styles 
be “standardized,” or made “staple’’—we have never 
said that “novelties” should be done away with— 
We have never suggested anything that would “take 
away the individuality” of an originative, creative 
manufacturer. When everybody gets awake to these 
truths, then perhaps there will be some use in setting 








54 





forth. an intelligent idea of what IS proposed, and 
what COULD be done, and ought to be done, in the 
way of improving the shoe style situation. 

lt is common sense that a real basis of an industry 
must be on the service it renders. The primary func- 
tion of the shoe is to cover the foot in comfort. It is 
the necessary garb of civilization and even in a style 
way it is an accessory to the costume and not the 
whole thing. A distorted picture of the shoe is nation- 
ally in evidence. 

We are not saying that correction will come in a 
day. It is a slow and steady process of thinking the 
scheme of things out to a logical conclusion. The first 
steps have been made in trying to balance the idea of 
SHOES FOR OCCASIONS with public demand, or 
for a new wording, “The proper shoe in its proper 
place.”” The second step is literally and actually the 
recommendations of the National Shoe Retailers’ 
Association, National Boot and Shoe Manufacturers’ 
Association, Tanners’ Council of America and the 
National Boot and Shoe Manufacturers’ Association 
to think of style in terms of three month periods, four 
seasons a year, at least four logical times when a store 
is in sizes and in stock, sufficient to sell to the satis- 
faction of the public and the profit of the business. 

We can’t go on with fifty-two weeks of wild selec- 
tion. Only the big stores in the big cities can live under 
such a strain and they do much of their business with 
the factories which have pattern gymnasiums instead 
of orderly business. There is mad-house in a factory 
that jumps from style to style and hopes to get a 
volume. 

The business of making shoes is an accurate and 
mehcanical process. To have enlarged customs shops 
take the place of factory organizations means that 
some one is going to pay the price and the costs must 
be piled on to the customer and you know the temper 
of the day on shoe prices. 

Men will pay $5000 for an automobile and kick like 
the devil over paying more than $5 for a pair of shoes. 
He may wear out the seat of his pants riding around in 
the automobile, and have that same pair of shoes 
outlast the automobile. This may be stretching the 
illustration, but now if ever, is the time to think out 
to a logical conclusion some of the very pressing prob- 
lems of the merchant and manufacturer. 

Nothing compares with the brevity of a fifty- word 
telegram. We have asked leading and representative 
merchants in all parts of the country to express their 
opinion on four seasons a year. We are just covering 
the fringe of the subject in this issue. We know that 
15,000 shoe men are going to, at least, be made aware 
of the merchant’s opinion and perhaps twice that 
number will have the opportunity of reading these 
pages, for most every Recorder gets its double reading. 

Nothing takes the place of good, sound, common 
sense. We could fill your ears with “apple sauce,” but 
we know that you recognize in these pages the cold 
logic of the situation. 
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It cannot be said too often that the interests of the 
responsible manufacturer and the interests of the 
reputable shoe merchant are mutual. 

We are beginning to learn in industry that we can't 
have our way entirely in all cases. You can’t compel 
people to buy the shoes they ought to have, but you 
can guide and influence the average customer. 

Nine-tenths of the public know little about shoe 
fashions. If the shoe is in harmony with costume, 
color, and the customer’s idea of satisfaction, it is 
bought. 

Nine-tenths of the shoe merchants of this country 
do not half-way live up to their own opportunities to 
guide and influence the public in the proper shoe for 
the use to which it is put or the proper season in 
which it ought to be worn. 

Manufacturers :—Instead of wildly trying each week 
to find some new freak to dangle before their eyes, why 
not spend more time in cultivating their good taste 
and their confidence in yourself as an authority on 
what is both correct and satisfactory in shoe styles. 

What we have said about the merchant goes two 
ways. lt is time for the manufacturer to realize that 
he can’t continue to bait the trap with new creations 
conceived by whim or whiskey, and pushed with vim 
and vigor, because the factory needs the business. 
We all need the business, but we want it GOOD. It 
isn’t good business to load up a store with freaks or 
to confuse a stock with odd sizes. When a store shows 
a proportion of 122 pair of size four and only 50 pair 
of size six, you have the answer to buying thought- 
lessly and recklessly. Four season showings make a 
logical program—how do you feel about it? How about 
a backbone to business, something to fasten a real 
industry together into a prosperous national figure. 


A Good Business Record 


TATISTICS compiled by the Department of Com- 

merce and published in the Commerce Yearbook 
for 1922 show that the United States ranks first in 
the production of leather. Other interesting data con- 
cerning the country’s progress in the shoe and leather 
industry is also contained in the report. 

The United States total production of finished leather 
is estimated to be equal to that of the rest of the world 
combined. “Although we have a large supply of cattle 
hides, calfskins and sheepskins in this country, our 
tanning industry has developed to such a point that 
it is necessary to import approximately 50 per cent of 
the calfskins, 30 per cent of the cattle hides, 99 per 
cent of goat skins, and 63 per cent of sheepskins used, 
in order to meet our foreign and domestic demand for 
leather,” is an extract from the section devoted to the 
leather industry. 

A good idea of the production capacity of the United 
States is secured from the following statement: “‘Ap- 
proximately 132,000,000 hides and skins were con- 
(Continued on page 66) 
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ETTING More Shoes Sold Right: not only “more” but “right’’; sold 
& for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and leather ; their production and distribution. 























This Week’s Leading Features 


HE most important problem facing the industry just now is whether 
Ee to continue on the present basis of a new style every week or whether 
to get down to a rational basis such as that recommended by the Joint 
Styles Conference at its meeting in New York two or three weeks ago. 
If you want to know what the Recorder thinks of it read ‘Nothing Great 
Was Ever Accomplished Without Enthusiasm”’ on page 57; and then turn to 
page 58 and those immediately following in which “Leading Merchants 
Voice Their Opinion of the Four-Season Plan’’; not overlooking “Let’s 
Bring Order Out of Chaos,”’ page 62; and “Two Companies Now Operating 
on a Four-Season Year,” page 60. 


This Is Also the First of Our 
Quarterly Style Issues 


OMEN’S styles are shown on pages 68 to 74 inclusive; leather novelties 

are treated on page 75 under the heading ““Wiggly Reptiles Shed Their 
Skins to Make Milady’s Footwear.” The theory of the proper shoe in its 
proper place is treated under “Divide Your Window into Three Sections,” 
on page 76, and also under “Divide the Day:for the One-Shoe Man,” on page 
77. Men’s styles, what will be good from now until Easter, are shown on three 
pages beginning on page 80. 
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THE MINIATURE RECORDER 





““Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 





in This Issue—and Other News 








A Nine-Inch Satin Boot 

Boston, Nov. 30—Gillett- 
Upton, Inc., had among its 
attractive style offerings the 
past week a nine-inch black 
satin boot with cut-outs on 
either side of the lace stay, rib- 
bon laced; its heel was a 14/8 
Spanish. The price is $15.00. 
No sooner had this boot made 
its appearance than customers 
for same came in to be fitted. 
The stockings they chose were 
in light beige chiffon. 

Black Sell Freely 

Milwaukee, Nov. 27—A 
cold wave greatly stimulated 
the retail shoe trade and many 
stores enjoyed a good response. 
Black patent, suede and satin 
strap shoes sold well. Gimbel’s 
held a sale on women’s shoes 
and met with a good response. 

Heavy Grain Leathers 

Detroit, Mich., Nov. 30— 
Men favored heavy grain 
leathers in oxfords this week. 
Interest in Christmas mer- 
chandise was manifested espe- 
cially in women’s slippers. A 
better complexion to the shoe 
business was reported from 
many sources. 

Sell by Suggestion 

Philadelphia, Nov. 27 — 
David Silver, manager of the 
new I. Miller store, reports he 
sells hosiery to 90 per cent of 
his customers by suggestion. 


Pinchbeck Buckles 

New York, Nov. 27— That 
the early Colonial buckles, 
which are reproduced in Col- 
onial styles of today, were of 
Pinchbeck, is the story of a 
jeweler. They were made of an 
alloy of four parts of copper 
and one part of zinc, and were 
named “ os egy in tribute 
to ge er Pinchbeck, a 
jeweler, 0 originated the 
alloy. A silv er coating was laid 
over them. 


Record on Suedes 

Peabody, Mass., Nov. 30— 
Tanners here are rolling up a 
record in the production of 
suede calf leather for this year. 
Never before in the history of 
the trade has so much suede 
calf leather been made as this 

ear. This applies to both 

lacks and colors. 


October Shows Gain 
New York, Nov. 27—Sales 


of shoes in department stores 
in the New York Federal Re- 


serve District in October gained 
13.2 per cent over the sales in 
October of last year, according 
to the December bulletin issued 
by the bank. Sales of hosiery 
in department stores showed 
the same percentage of gain. 
The average gain for all de- 
partments reported by the 
stores in this district was 10 
per cent. 

While the total sales of shoe 
chain stores in October were 
15 per cent ahead of last Octo- 
ber, the comparison of individ- 
ual store sales showed a loss of 
1.4 per cent. The opening of a 
large number of new stores in 
several chains accounts for the 
increased total. 

Wholesale shoe trade in 
October was 3 per cent larger 


real cold weather to stimulate 
the sale of galoshes. 
Classify the Shoes 
Philadelphia, Nov. 27 — 
John C. McKeon of Laird 
Schober Company, shoe manu- 
facturers, thinks that the clas- 
sification of shoes, according to 
the purpose for which the 
to be used and the time pe pn 
they are to be worn, will be of 
> help to retail shoe mer- 
ants when they are doing 
their buying. 
Buckles on Opera Pumps 
Los Angeles, Nov. 27— 
Buckles in several shapes— 
oumare, oval or fan-shaped, are 
ing to go with opera pumps. 








dressed men in Ne 
gray or fawn topped buck 








Men Wearing Button Shoes 


New York, Nov. 30—The revival of light topped button 
shoes for men is poy age progress among well- 
ork. At such places as the Ritz 

Hotel, the Union, Vong nmap and University Clubs, 
joes 

or dull calf vamps and quarters are being worn. Retail shoe 
merchants, who cater to this class of trade, report increas- 


ing calls for the light topped footwear. 


with either patent leather 











than in October, 1922, and also 
showed a gain of 8.8 per cent 
over September of this year. 
“The Red Lizard” 
Lynn, Mass., Nov. 30— 
“The red lizard,”’ one of the 
livliest shoes yet, is a Holly- 
wood Flapper sandal of red 
lizard grain leather. 
Overtime in Lizards 
Peabody, Mass., Nov. 27— 
Embossers here are working 
overtime on lizard, alligator, 
snake and like grains for the 
shoe and the novelty trade. 


Another Incentive 

Cincinnati, Nov. 30—The 
Shubert Theatre stimulates in- 
terest in the beautiful feet con- 
test by offering to the winner 
of the capital prize a box at the 
theater for the play: “The 
Spice of 1922.” The play will be 
at the theatre the week of 


December 9. 
Rain Stimulates Trade 
Buffalo, Nov. 20—Several 


rainy days broke the long per- 
iod of dry weather and shoe 
stores sold good supplies of 
rubber goods. Merchants are 
not waiting for the advent of 





They are favored in cut steel, 
rhinestone, bronze and enamel. 
Reptile Leathers Appear 

Cleveland, Nov. 30—Alli- 
gator and lizard leather shoes 
created some interest here. 
They are in several shades: 
beige, ali brown, all black and 
gray and are in strap patterns. 

atent leather trimmings are 
— to the gray and beige 
els. 


Michaels’ Buffalo Store 

New York, Nov. 30—Joseph 
Michaels, well-known figure in 
the shoe trade, formerly with 
Saks Shoe Department in this 
city and also with I. Miller & 
Sons, Inc., is to enter business 
for himself. He has a lease on a 
prominent location in Buffalo 
and it will be available for 
occupancy about next May 1. 
He intends to operate high 
class stores in other cities also. 


White Sole Leather 

- ee Mass., Nov. 28— 
White sole leather is being 
freely sampled for shoes for 
next spring and summer, and, 
also, is Fag used for bottom- 
ing white shoes for wear at 
winter resorts. 





Prospects for Galoshes 
Philadelphia, Nov. 30 — 
Shoe merchants are looking 
forward to a good season on 
galoshes. Women are still ex- 
pressing interest in light weight 
shoes and this is expected to 
stimulate trade in galoshes. 
**Ye Colonial Slipper” 
indow 
Boston, Nov. 30—Hanan & 
Son featured a Colonial shoe 
window this week. The models 
were in black satin, patent and 
gun metal. The buckles were of 
silver. No other footwear of 
any other kind appeared in this 
trim, save a pair of stockings, 
arranged in rosette form, one 
on either side. An attractive 
card announced that these 
Colonial slippers were $11 a 
pair and that the buckles were 
sold at $1.00 the pair. 
Ornaments for Heels 
Lynn, Mass., Nov. 28—The 
Gray Wood Heel Company has 
devised a method by which 
ornaments of silver and jewels, 
or other metals, may at- 
tached to heels in retail stores, 
or in repair shops. So mer- 
chants may sell heel ornaments 
and fit them to shoes, the same 
as they do buckles. 


Colonials of Velvet 


Boston, Nov. 30—Among 
the snappy creations for the 
ladies which Jones, Peterson & 
Newhall Co. presented in its 
windows this week were two 
velvet Colonials. One was on 
an orchid shade—the other 
Chinese blue. 


Black Velvet is Good 

New York, Nov. 30—Black 
velvet slippers with gold trim- 
mings are very pular as 
evening footwear. Black velvet 
contrasts well with any colored 
evening gowns and blond shade 
hosiery makes a smart appear- 
ance with the slippers. = 44; 


Cost of Dini 


Boston, Nov. 27—A leather 
man, traveling abroad, writes 
from Germany, to friends in 
Boston: “My dinner last night, 
with two tanners, cost 1,680,- 
000,000,000 marks. That is $4 
in American money. 

The tanner who got the 
letter, spent the day trying to 
figure out what his Thanksgiv- 
ing dinner would cost him in 
marks. But he wore out all his 
— before he finished the 
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‘No thing greal was ever 





accomplished withoul Enthusiasm’ 


F the numerous wastes in the shoe trade were stopped, the net profit 
| account at the close of each season would show a most healthy and 
encouraging increase. 

Don’t say it “can’t be done.” It CAN be done and HAS BEEN DONE by 
hundreds of merchants who showed a profit last year, Harvard University 
notwithstanding. 

One of the outstanding wastes in the retail branch of the industry is 
wasted opportunity—the lack of a proper run of sizes on the shelves—the lack 
of four-time turnover. The problem of having sizes to fit the feet has given 
way in importance to the problem of having styles to fit the eye—and the 
consequence is that the women of the country have become shoppers instead 
of regular customers. Only the big stores in the big cities can survive the 
strain. 


The remedy is to accept literally and to put into 
practice actually the recommendation of the Joint 
Styles Conference that merchants and manufac- 
turers alike think of style in terms of three-month 
periods—so that there will be four periods in the 
year when in the retail store may be found sizes and 
stock sufficient to supply the needs of the com- 
munity at a profit to the merchants. 


Any objection to this scheme on the ground that the consumer is para- 
mount can be punctured by the provable statement that, while the merchant 
cannot compel a customer to buy what the merchant shows, nevertheless the 
merchant can guide and influence the customer. Nine-tenths of the public 
knows little about shoe fashions. If the shoe is in harmony with the costume 
and the customer’s idea of what a good shoe is, that shoe is bought. 

Manufacturers, in their turn, can and should help by ceasing the practice 
of wildly trying every week to dangle some new freak before the eyes of the 
merchant buyer. The large city can stand it—the small merchant never. 
Many factories these days more closely resemble gymnasiums than shoe 
plants. They have become enlarged custom shops and the result is noted in 
the total column of their cost sheets. In a very short time this will result in a 
retail price per pair WHICH THE PUBLIC WILL NOT PAY. 

Read the next four pages—telegrams for merchants in all parts of the 
country representing a buying power of many hundreds of thousands of 
dollars. 
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Southeastern States Would Benefit 


Present plan of continuous style changes has worked great 
harm to retailers and tended toward improper fitting of trade. 
Very strongly favor four season buying with divisionof February, 
May, August and November. Believe shoe men four southeastern 
states would particularly benefit if such plan could be worked out 
with reasonable adaptability. 

M. A. Condon, Charleston, S. C. 
President Southeastern Shoe Retailers’ Association. 
al > * > 


Favors Four Season Plan 


Favor four season buying plan instead of present plan new 
style every minute. Something must be done to kill this ever- 
lasting change of style, color, etc. 

Turrell Shoe Company, Seattle, Wash. 
+ + > . 


Would Buy Every Few Weeks 


We favor buying every few weeks instead of the four season 
plan. It is harder to merchandise your stock but stimulates 
business when retailers can show something new between seasons. 
Revert back to the old buying method and you will kill the style 


end of the shoe business. 
S. W. Napier, Omaha, Nebr. 


2 UNUTLET 


Officially Summer starts June 21, and in leap year it 
is of 93 days, 14 hours duration. The Fourth of July is 
its big sales objective. It is pre-eminently the sport 


season of the year. 
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Merchants Voice Their Opinions of the 
Four-Season Plan 








Perry Pictures 
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Spring 


Officially Spring begins March 20,'and is of 92 days, 
19 hours duration; its great festival is Easter, April 20; 
it is the merchants’ greatest selling period. 






Present Plan for Volume 


Do not favor season buying. Prefer present plan looking for new 
things daily for the reason it increases pairage and faster turnover. 
However, this might not apply to store doing small volume. We 
get faster turaover with present program due to our volume and 
no dead stock. 

Frank Werner, San Francisco, Cal. 
> + - * 


An Excellent Idea. 


A distinct four season shoe year is an excellent idea. Trade 
should be greatly increased by some stimulus other than the 
preseat buying only when seeing a new style. 

Goldens Bootery, Jacksonville, Fla. 
> + * 


Four Seasons Encourage Orderly Buying 


Women’s demands no longer expressed in seasons. Four season 
plan well to have in mind to encourage orderly buying question. 
Customers could be subjected to its influence. Style shoes are 
light and airy frequently bought with dress demands or because 
shabby. To be successful future manufacturers must, like re- 
tailers, plan ahead to supply changing demands quickly. Style 
customers must pay the bill. 





A. H. Geuting, Philadelphia, Pa. 
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Huliumn 


Officially Autumn starts September 23 and is of 89 
days, 18 hours duration. It is the Harvest period of the 
year when money in agricultural districls is spent “ 








most freely—it is the great school supply period. 








Plan Will Be Wonderful 


I favor four season plan. Will be wonderful if it can be put in 
operation. 
Fred S. Stewart, Atlanta, Ga. 


Multitude of Styles Confusing 


Four season plan of buying or even two season plan is far 
preferable to present idea of manufacturers showing something 
different every few days. Multitude of styles cause confusion to 
consumer and retailer alike and most cases causes larger accumu- 
lation of odds in retailers stock than four season buying would. 

F. W. Schrama, Burlington, Iowa. 
. > * * 


Heartily Favors Four Seasons 


Am heartily in favor of a four season buying plan or some plan 
that will bring order out of present chaotic condition. Something 
must be done to prevent the style value of shoes being destroyed 
before they are delivered and to enable dealers to budget their 
buying. 

N. E. Jacobs, New Orleans, La. 


* * * + 


Sees Little Chance for Change 


We have been forced by conditions to establish a policy of 
buying from month to month, taking the four seasons into con- 
sideration of course. Do not see how under present conditions 
much change can be made. 


F. E. Foster and Co., Chicago, Ill. 
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Perry Pictures 


Retailing Must Become Saner 
We favor any plan promising improvement in present unsatis- 

factory conditions due largely to extreme and unnecessary 
rapidity of style changes resulting in heavy accumulation short 
lines and such depreciation as to eliminate profit period. Retailing 
of shoes must become more sane or the business will face even 
more serious conditions. 

Volk Bros. Co.—Leonard W. Volk., Dallas, Texas. 


. . * * 
Present Program Is Absurd 
Certain favor buying on four season plan instead of a new style 
daily. The present program is absurd and a tax to the limit on 
the mind, body and bank account. Impossible to get stock turn- 


over under present conditions. 
Allen H. Meadors, Nashville, Tenn. 


* * * * 


Style Should Be Good for 3 Months 
We favor four season buying spring, summer, fall, winter. If 
this plan is not adopted there will be a lot of failures among 
manufacturers as well as retailers. Style is the life of trade but not 
too rapidly changing. A single style should be good for three 


months at least. 
Roy C. Kanouse, Greensburg, Ind. 


Style Life Too Short 


Shoe style life entirely too short under present method of buy- 
ing new style every day. This creates overstock, multiplies broken 


(Continued on page 64) 


















Perry Pictuves 


Officially Winter comes December 21 and is of 89 
days duration—ii should have a distinct footwear in 
type and utility, and should be clearly defined as a 


selling season in all latitudes. 
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Let’s Bring Order Out of Chaos 


Conditions in the Industry Can Be Stabilized by Establishing a 
90-Day Buying Program 


reason for the high over- 

head and small rate of 
stock turn in the retail shoe 
business is sudden and erratic 
style changes, especially in 
women’s shoes. 

Let us view this matter 
from various angles and note 
the results. Style changes 
in women’s footwear today 
are so rapid that a manu- 


| N my judgment, the main 


By WILLIAM H. GERNES 
Proprietor of Ames Bootery, Ames, Iowa 





What Mr. Gernes Wants 


Here’s an argument for the four-season-a- 
year style program in women’s shoes. Claiming 
that many small retail shoe merchants are con- 
fused and on the threshold of bankrupicy 
because of ihe rapidity of style changes in 
women’s shoes during the past year, an Towa 
shoe merchant points the way to more turnovers 
and better profits for all concerned in the shoe 
industry by establishing a 90-day style season 


Has there ever been a sea- 
son when so many changes 
have taken place in the force 
of ‘the traveling salesmen) 
What’s the reason? The 
sudden style changes have 
made it necessary for them 
to travel 12 months in the 
year, making their expenses 
so high that they can scarce- 
ly make a living. Most 
of the salesmen showing 





facturer, who is producing four times a year. 


style footwear, is compelled 





women’s style shoes are sim- 
ply showing them on pull- 








to originate from three to 

six new styles every week, or he is considered a dead 
one. The small manufacturer, whose capacity is any- 
where from 150 to 400 pairs daily, can get by on those 
changes very nicely, and so can the real large shoe re- 
tailer because he can, if necessary, use the entire output 
of any one of these small factories. But how does this 
affect the large manufacturer, and the small retailer 
doing a business up to $50,000 annually? 


Long before the large manufacturer 
can get these new lasts, designs and pat- 
terns into his organization, where he is 
employing 30 to 50 salesmen, the small 
manufacturer can have a dozen new 
models out and on to the shelves of his 
customers. The large retail shoe mer- 
chants can handle the products of the 
small manufacturers about as fast as 
they can produce them, because of hav- 
ing the volume, while the small retailer 
is greatly handicapped because he can- 
not keep pace with this rapid procession. 


Style Shoes for Immediate Delivery 


How many manufacturers today are carrying up-to- 
the-minute style shoes in-stock for immediate delivery? 
Very few if any. Why? Because they have found that it 
means a tremendous loss and therefore have passed the 
buck to the retail shoe merchant so he can suffer the 
losses. The largest style slipper manufacturer in the 
country, who has always carried a tremendous floor 
stock, has abandoned his floor stock entirely and will 
accept only orders subject to manufacture. Ask him 
why and you will find that the rapid style changes were 
undermining him. 


overs as their firms are 
knocking the new creations out so fast that it is useless 
to try and complete the samples. 

Pick up your women’s fashion magazines and you 
will find mention every month being made of styles 
that many wide-awake shoe retailers have not yet 
seen nor heard about. This, also, handicaps, for the shoe 
he has just received and feels is the very latest is now 
declared to be a dead one. 


Accuracy of Shoe Styles at Conventions 


What effect-did the shoe displays have on the average 
retailer at the last National Convention? Every manu- 
facturer was showing women’s oxfords galore and 
women’s strap slippers for dress and semi-dress. Only 
two or three displays had sandals to show and they had 
them only to “pep” up their line. As a result many 
orders were booked for April and May deliveries on 
oxfords and straps. 

The Iowa State Convention was held five weeks 
later. What was shown there in women’s shoes? Prac- 
tically nothing but sandals. What happened to the mer- 
chants who bought oxfords at the Chicago Convention? 
They still have them and very likely will keep them for 
some time to come for the oxfords for this fall are so 
entirely different that those purchased last January are 
practically worthless. The merchant who didn’t have 
sandals to sell (and plenty of them) from April 1 to 
August 1, was simply out of the running. 


What effect this curse has on a mer- 
chant’s credit is easy to see. You can 
readily see that the merchant who has 
a $20,000 stock, with about 75 per cent 
of it almost worthless, is pra¢titdlly 
bankrupt. ¥ 90" 
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One large manufacturer of women’s style footwear 
said to me: “We have 20 per cent more help in our 
fitting room today than we ever had, still our produc- 
tion is cut down 50 per cent, due to the many style 
changes that are demanded. If your suggestion per- 
taining to style changes only every 90 days was put 
into effect, we could cut down the overhead in our 
factory at least 40 per cent. With a similar reduction in 
other factories throughout the country, it would mean 
millions of dollars saved annually.” 

Let the retail shoe merchants quit “kidding” them- 
selves concerning their profits in the style game. Do 
they realize that they are doing their entire business on 
about 25 per cent of their stock? 1 suggest that at their 
next inventory they take a depreciation of about 80 
per cent on three-fourths of their stock and then see 
what their profits are. 


Favors 90 Days as Minimum Life for Styles 


If the sudden style change must continue, my sug- 
gestion to all small retail shoe merchants is: Do not 
place any advance orders for style shoes. Have your 
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own individual order book and specify thereon that 
these shoes must be delivered to you in six weeks. 
Reserve the right to cancel the entire order if the goods 
are not delivered at the time specified. This is the atti- 
tude taken by the large retail shoe merchants, and they 
get their style shoes delivered on time and at the ex- 
pense of the small retail dealers. If all the retail shoe 
merchants would adopt this plan, the manufacturers 
would soon have so many returns and cancellations that 
it wouldn’t take long to get back to some sane plan. 


If this question could be put before all 
the large manufacturers and small re- 
tail shoe merchants, with the explana- 
tion as set forth herewith, I believe 90 
per cent would be in favor of the change, 
namely, not to permit a change of 
styles in any line more often than 
every 90 days. Let’s get together and see 
if the shoe business can be made a safer 
game with a better profit and more 
turnovers. 





San Francisco Merchant Declares in Favor 
of Seasonal Buying 


AX H. SOMMER of Sommer & Kaufmann, San 

Francisco, who came East for the purpose of buy- 
ing and also to attend the Joint Styles Committee Con- 
ference, has very definite ideas as to seasonal buying. 
He believes that the absence of established seasons in 
the shoe fashion game is one of the great evils of the 
present day; he believes for the benefit of all, from the 
manufacturer to the retail shoe merchant, and for the 
peace of mind of the consumer, that there should be 
well defined style limits. 


A Confusion of Ideas 


He came away from the Joint Styles Conference with 
rather confused ideas. The lesson which he said he 
learned was that everything already offered in shoes, or 
which would be offered, would be good. He came away 
with the idea that straps would be good; that Colonials 
would be good; likewise front gores, side gores, fancy 
cut-outs and oxfords, and he said, after exploiting all 
these types, he finds a general complaint that the public 
is getting tired of fancy patterns and wants something 
plainer. 

The fault, as he sees it, lies in the ruthless and 
reckless competition among manufacturers, through 
which they feel that they must present ever something 
new, to such an extent that there is absolutely nothing 
new with which to usher in the new season. 

Mr. Som eels that there should be some central 





or typical style for each season—a type general enough 
to permit of ingenuity and artistry of pattern, yet ad- 
hering to the general mode. He is of the opinion that 
shoe manufacturers should agree not to bring out any 
style between seasons which would fundamentally 
change this general type, said he: 


“If some sort of a control on style 
cycles could be applied artificially, or 
through a well-defined plan, the result 
would be a great stimulus to the retail 
shoe business and would make for a 
marked variation in style at the begin- 
ning of each season. It would put the re- 
tail shoe merchant and the consumer on 
the alert for new shoes as each season is 
ushered in and would greatly relieve 
the difficulties of present-day mer- 
chandising. 


Mr. Sommer believes that seasonal buying can be put 
into effect, if all the trade will play fair and make up 
their minds that for their own good and the good of the 
industry they will take a strong and united stand on 
seasonal showing and buying. If new styles continue to 
be presented with the same rapidity as during the past 
few years, Mr. Sommer can see no other goal in sight 
than confusion. As it is now, he advises that no wise 
merchant is going to buy heavily on any style. 





62 BOOT AND SHOE RECORDER 


Two Companies Now Operating on a Basis 
of Four Seasons a Year 








Will Put Out New Styles Only at Stated Periods—A Help 
. to Retail Turnover 





RIFTING with the tide is an un- 

D fortunate expression. Swimming 
with it, combining your forward 

drive with that of nature in such a way wl 
as to make still faster progress—that is 
the rule of the successful business house. inl 
The subject of the four-season year is 
so all important to the industry and so 
badly needed by the industry that we 








= 


STABILITY 


“There will be special numbers particu- 
larly adapted for each of the fotir seasons, 
shoes that can be featured as leaders, 
that will draw trade. 


ul 
“Instead of having a two-season busi- 
yy ness, we are offering merchants who 
handle the Crawford line an opportunity 
to do a four-season business, to turn their 
stocks twice as fast as usual.” 




















cannot avoid mention of its acceptance 
by two of the country’s shoe manufacturing concerns 
—the Charles A. Eaton Shoe Industries of Brockton 
and Utz & Dunn of Rochester, N. Y. In a recent 
statement, issued by the former, we read: 

“Realizing that the big problem which faces the 
retail shoe merchant is one of rapid turnover—of 
making his money work—of keeping his capital 
liquid—we have made a particular study of this phase 
of retailing. 


What Harvard's Figures Showed 


“Have you ever realized just how serious a thing 
this low turnover is? It was brought home to us very 
forcibly by the 1922 figures of the Harvard Bureau of 
Business Research. Here they are for five different 
classes of retail shoe stores, figured on a percentage 
basis— 


A B Cc D E 
Stores with 
Net Sales $30,000 $50,000 $100,000 $250,000 
Less than to to to and 


$30,000 $49,000 $99,000 $249,000 over 


Total Expense..... 28.3% 27.0% 27.3% 28.5% 31.2% 
Gross Margin..... 25.4 26.9 28.7 29.6 32.7 
Net Proft........ 2.9° om? 14 ee 1.5 
Turnover per Year 1.4 1.6 1.8 1.9 2.5 
*Loss. 


“You will notice that only the big stores, those with 
a volume of a quarter million and up, turned their 
stock more than twice—and those are the stores that 
made the largest net profit. 

“That profit would have been larger had the turn- 
over been more rapid. 

“That is why we have laid our plans for our dealers 
on a quick turnover basis. 


“In the future Crawford shoes will 
be produced on a four-season basis in- 
stead of a two. 





No Mid-Season Styles 


Utz & Dunn, in their statement, guarantee their 
customers against mid-season styles. The statement 
reads: 


“A careful investigation of the chaotic conditions 
in the trade resulting from the too frequent style 
changes which have taken place during the past few 
months, convinces us that the manner in which busi- 
ness has been done recently is all wrong and that in 
the interests of retailers an immediate change must 
be made. 


“When a new style is presented every month (or 
even more frequently) it is impossible for a dealer to 
dispose of one lot of shoes before a new style arrives, 
with the result that his sales people turn to the newer 
pattern and leave a goodly portion of previous lots on 
the shelves to become dead stock, the loss from which 
will more than wipe out profits made on the earlier 
sales. It is manifestly impossible for the average 
dealer to turn his stock twelve times a year and con- 
sequently equally impossible for him to profitably re- 
ceive, twelve times a year, new styles which are fre- 
quently no better and in many cases less desirable 
than patterns already in stock. The result is a mixture 
of odds and ends that tie up capital and often make 
it impossible to meet maturing bills promptly. 


New Patterns Not Always Best 


“The best retailers are agreed that it is not always 
the newest pattern that is most desirable, but the pat- 
tern that, being in harmony with the style trend, 
looks the best and consequently pleases the customer. 
Too frequently these monthly styles turn out un- 
authentic and stickers. They are gotten out hurriedly 
and the fact that they are new is no proof that they 
will sell, and when they do sell up to expectations, it 
is usually at the expense of other good styles already 
in stock, which they ‘kill’ before their time. Frequent 
buying was adopted for safety and to aid stock turn- 
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over, but TOO frequent buying produces just the op- 
posite effect, because it so often results in overbuying 
and over-variety. Every merchant knows that a con- 
stant procession of styles confuses the situation and 
makes it just that much harder for him to know what 
to buy. On the other hand, it is manifest that the old 
six-months’ season is too long to meet existing condi- 
tions and keep a dealer’s stock up to date. 


Four Trips a Year 


“We believe that we have found the remedy and 
are prepared to take the initiative in this matter. We 
know that the sound business judgment of the best 
merchants will approve our course. We will hereafter 
handle our business on the basis of four selling seasons 
per year. Our salesmen will, in the near future, start 
on their trips for the Spring season of 1924, showing 
shoes to be delivered from January 15th to April 15th. 
About February 15th they will start on their selling 
season for Summer shoes to be delivered from April 
15th to July 15th, and quarterly thereafter. 

“Here is the important feature of this plan. We 
pledge ourselves to make no changes in styles during any 
selling period. Thus our salesmen will present for your 
consideration for Spring, precisely the same shoes on 
February Ist that they will have when they start on 
their selling trip soon after-December Ist, and for the 
Summer selling season they will present the same shoes 
on May Ist that they present on February 15th, so 
that you can buy this line of shoes whenever the sales- 
man calls with the absolute certainty that we will, 
during that period, present no later styles to interfere 
with and upset your stock and make less valuable the 
styles which you have selected. 

“Remember, the freak, ‘fly by night’ pattern is no 
longer the important feature. In selecting styles, ask 
yourself: ‘Is it good looking? Will it fit? Is it properly 
made, so that it will give satisfaction?’ This is the real 
‘acid test,’ because shoes that do not satisfy will not 
hold customers. 


What Will Sell in the Spririg 


“It is settled in the minds of style leaders that shoes 
demanded by the buying public for the period from 
January 15th to April 15th will comprise one, two and 
three strap patterns (with or without center strap), 
cross straps, step-in pumps, gored designs and sandals 
in the medium and lighter shades of 
gray and brown, with some fancy 
trim on sandals and a sprinkling of 
whites and sport oxfords, depending 
on the locality. Any shoes that 
answer these descriptions and are 
‘good looking’ are safe for a merchant 
to buy with a certainty of disposing 
of them profitably. You will find in 
our present line a splendid assort- 
ment of the bes! of these styles and 
we can assure you that our line will 
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at all times contain a liberal variety of the most de- 
sirable patterns, made over correct lasts that will 
fit and produce shoes that will give satisfaction in 
every respect. On this basis of absolutely perfect serv- 
ice for the best interests of the retailers, we ask a 
liberal share of your patronage and we urge that in 
looking at our samples you consider it as a line to be 
put into your store to the exclusion of competing styles 
in the same grade, as in this way you will once more 
get your stock back into condition where it has real 
value instead of being made up of odds and ends from 
a dozen or more factories, of little use to yourself or 
anyone else.” 


What About the Buckle Tax 
on Colonials? 


The vogue of the Flapper Colonial has become so 
pronounced that the problem as to the taxability of 
buckles again comes up. The best interpretation of the 
ordinary commercial steel buckle used on ordinary colo- 
nials, is that it is of utilitarian value. By virtue of its 
use as such, it enters the same category as the buckle 
on galoshes, rubber boots, etc. 

With buckles placed over gored adjustments, the 
buckle certainly is of utilitarian purpose for the goring, 
if revealed, would be unsightly. 

This is the best opinion by those merchants, one in 
Washington and one in Chicago, who have taken up 
the Flapper Colonial in a volume way. 

A careful reading of section 905A of regulations 48, 
article 21, conveys that feature of utilitarian value as an 
interpretation of the official regulation. Inasmuch as 
most of these ordinary commercial steel buckles range 
in price from five to sixteen cents, it is obvious that the 
government is not going to demand an accounting for 
them when sold attached to the shoes. 

1f, however, the buckles are sold as a separate item in 
the store, they clearly come under the characterization 
of jewelry and accessories. Here is the official statement 
on buckles :-— 


“Under article 21 of Regulations 48 shoe buckles are taxable as 
jewelry regardless of the substance of which made and regardless 
of their utilitarian value only when designed to be worn on the 
person or apparel for the purpose of adornment and display. 

“Advice is requested as to the construction to be placed on 
article 21 of Regulations 48, and where the line can be drawn 
between shoe buckles which are taxable as jewelry and those 
which are not.” 

Article 21, Regulations 48, reads in part 
as follows: 

“The following articles are taxable as 
jewelry: (1) Articles to be worn on the per- 
son or apparel for purpose of adornment, — 
which according to general custom or ordi- 
nary usage are worn so as to be displayed, 
such as brooches, rings, chains, cuff buttons, 
necklaces, fobs, and shoe buckles. Such 
articles are taxable regardless of the sub- 
stance of which made * * * and regardless 
of their utilitarian value. 

“It is apparent from the reading of this 
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paragraph that shoe buckles are taxable as jewelry regardless of 
the material of which made and regardless of the utilitarian value 
only when designed to be ‘worn on the person or apparel for the 
purpose of adornment.’ Clearly the samples submitted were not 
designed to be worn as an article of adornment. These buckels are 
ordinary commercial steel buckles, which might properly be 
designated as shoe buckles by virtue. of a use as such, but could 
with equal propriety be and are used on rubber boots, galoshes, 
and similar articles, where they serve a purely utilitarian purpose. 
Such buckles, it is apparent, when used on shoes or the other ar- 
ticles mentioned, are not intended as an article of adornment or 
display, but are intended to serve a purely utilitarian purpose, 
and are not taxable as jewelry. 

“Section 905 of the Revenue Act of 1921 imposes a tax upon 
‘all articles commonly or commercially known as jewelry whether 
real or imitation.’ It is apparent from this that it was the in- 
tention of Congress to make the statute comprehensive and it is 
difficult to formulate a comprehensive definition of or to lay down 
a line of demarkation between articles taxable thereunder and 
those that are not, as the question in each particular case is one of 
fact. It is not, however, in the opinion of this office, intended by 
article 21 of Regulations 48 to impose a tax on shoe buckles re- 
gardless of the material of which made and regardless of their 
utilitarian value, but it is intended to tax shoe buckles primarily 
designed for use as articles of personal adornment. A shoe buckle 
primarily designed as an article of personal adornment and dis- 
play is taxable as jewelry, even though it may also possess utili- 
tarian value. 

“Under article 24 shoe buckles are taxable as jewelry if they 
are made of or ornamented, mounted or fitted with precious 
metals or imitations thereof, or ivory; and they are also taxable 
as jewelry, regardless of the material of which made, when they 
are ornamented, mounted or fitted with pearls, precious or 
semi-precious stones, or imitations thereof. 

“When taxable buckles are sold attached to shoes the tax is 
measured by the price of the combination unless the buckle is 
separately priced. When separately priced and sold the tax is 
measured by the price of the buckle only.” 





Merchants Voice Their Opinions of the 
Four-Season Plan 
(Continued from page 59) 


lines, decreases turn over, leaves no chance to make money. We 
favor buying on four season schedule or restricting presentation 
of new style innovations by manufacturers to definite seasonal 
dates. 
Boston Shoe Co., Louisville. Ky. 
* . + > 


Get Out of Present Rut 


The four season plan of buying for spring, summer, fall and 
winter, each distinct in character of merchandise instead of a 
new style every day will be the beginning of putting out of the 
present rut. The individual merchant must solve his individual 
problems and buy his shoes as he needs them. 

C. Ludebuebl, Pittsburgh, Penn., P. Ludebuehl and Sons. 


+. 7 - 
New Patterns Cost Too Much 


I favor buying on four season plan. New styles every day as it is 
_ now if continued will cause financial loss and eventually bank- 
ruptcy. New patterns cost too much, keep shoes high. Ten 
dollars is the popular retail price. We cannot sell pattern styles 
at prices the public want to pay. 

Oscar S. Poe, Little Rock, Ark. 


Present Plan Very Detrimental 


In my opinion the present plan of buying from day to day is 
very detrimental to the shoe business. I favor buying four times a 
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year from a stock department, either jobber or manufacturer, and 
sizing up often as this method would keep stocks cleaner and 
greatly benefit the retailer. 

J. F. Bilodeau, Augusta, Me. 


* * > * 
Robs Business of Seasonal Interest 


Absolutely favor four season plan of spring, summer, fall and 
winter, each distinct in character of merchandise, as present pro- 
gram takes all stimulus from making seasonable showing and robs 
the shoe business of the interest each season should bring. 

Joseph A. Berberich, Washington, D. C. 


* * * * 
A Question of Vital Importance 


It is a question which is of vital importance to every manu- 
facturer and retailer of shoes. The present method of buying 
merchandise is a most unsatisfactory proceeding. 

I am in favor of the four season idea as being preferable to the 
present methods of hand-to-mouth buying, but we are going to 
try out a plan for next year which I believe will be quite satis- 
factory. This is based on the experience that we have had during 
the year now closing. Instead of a four season plan, I think that a 
three season plan would be better. 

The three season plan simply an experiment, but I have every 
confidence that it will work. However, if we could get the industry 
as a whole to work on the four season plan, it would be a step in 
the right direction. 

Geo. E. Peirce; Thomas F. Peirce & Son, Providence, R. I. 


Says Four Season Plan Is Right 


“The Recorder’s plan for a four season year is absolutely right. 

“We are putting the F. M. Hoyt organization on a four season 
basis and the salesmen who start out with a line of samples 
January first, wind up the week before Easter and then get a new 
line of samples for the next orderly season. 

“T have just returned from a trip of contact with merchants, 
having been 29 days out with 28 nights in the sleeper and I am 
convinced that a real constructive move for orderly business is 
predicated on a four season plan. I thank God that I’m not so old 
that I can’t change with the times. 

“During the past 20 years to be successful, one would not need 
the keen merchandising ability that you must have today. We 
are getting super-merchandise and super-merchandising methods. 
We are all learning how to be flexible in mind and in business.” 

Hovey E. Slayton, F. M. Hoyt Shoe Company, 
Manchester, N. H. 


> * * > 


Definite Styles Are Needed 


Strongly favor four season plan with definite and fairly re- 
stricted number of styles. If some plan along this line is not 
adopted the results of present plan of a new style each day will 
result in disaster to all branches of the trade. 

Chas. E. Williams, St. Louis, Mo. 


. * * . 
Nothing Is Impossible! 

It would be desirable to buy four times a year however I believe 
that impossible today because manufacturers and dealers who 
handle mostly style footwear have destroyed that program. 

S. J. Brouwer, Milwaukee, Wis. 
7 +. 7 * 
Hysteria Must Stop 

Favor buying less frequently present system if continued will 
prove very disastrous shoe stocks must be stabilized many lines 
are worthless when received this hysteria must stop. 

E. B. Ward, Morse Haynes Co., Springfield, Mass. 
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Farm Prosperity Dependent on Europe 


Stability Abroad the Only Thing Which Will Cure Agricultural Ills of the 
United States, Says Foreign Trade Authority 
By E. F. ROBERTS 


will restore prosperity to the American farmer. 

That in a nutshell is the remedy for our agri- 

cultural troubles prescribed by Julius H. Barnes, presi- 

dent of the Chamber of Commerce of the United States, 

and the head of the greatest grain exporting house in 
America. 

Mr. Barnes is not the kind of man who renders snap 
judgments. This tall, quiet-spoken Westerner, who, as 
American Grain Administrator, took a major part in the 
gigantic task of feeding the Allied armies during the war, 
has a somewhat disconcerting habit of looking you over 
thoughtfully for a few moments before he answers a 
question. If he does not feel certain of his answer he 
does not give it. 


What Hope for Farmer? 


“‘What hope has the American farmer got for an end 
to his troubles?” That was my first question when I 
met Mr. Barnes in his eerie in the top of one of New 
York’s greatest skyscrapers, an eerie from which he had 
watched the grain argosies of America set sail for 
Europe during those momentous years which decided 
the fate of the world’s freedom. 

Mr. Barnes looked meditatively at his desk which was 
as bare and polished as if it had just arrived from the 
factory. Business does not accumulate arrears in that 
office. 

“I suppose you mean the wheat farmer,” he said. 
“The cotton farmer 


R wits stable conditions in Europe and you 


Must Look Abroad 


“Conditions in Europe,”’ replied Mr. Barnes, “and 
especially the chaotic state of most European currencies. 
If the American wheat farmer is to understand his own 
position he must understand the relation he bears to 
Europe. There are 300,000,000 wheat consumers over 
there whose normal needs call for monthly imports of 
between 50,000,000 and 60,000,000 bushels, eighty per 
cent of which must be supplied by us. One trouble with 
the farmer is that he does not look beyond the merchant 
through whom he markets his grain. The merchant looks 
farther of course. He is selling in a dozen countries, in 
scarcely one of whick can he tell from day to day what 
the value of money will be. Naturally he confines him- 
self to minimum shipments. His business life depends on 
his caution.” : 

Mr. Barnes paused. “The net result is?” I prompted. 

“The most positive and obvious result is that ship- 
ments are curtailed and wheat intended for export rests 
idle in American warehouses with the inevitable de- 
pressing effect on prices.” 

“How much wheat is affected in this way?” 

“About one month’s normal exports. That is, there 
are about 50,000,000 bushels backed up on the Amer- 
ican market, a quite sufficient load to keep prices down. 
That represents the vital difference between the wheat 
farmer and the hog or corn farmer. The main consump- 
tion of hogs and corn is domestic and when we have 
prosperity at home 
the hog or corn rais- 








is in good shape and 
the hog and corn 
farmer is not in such 
a bad position. Hogs 
are selling at seven 
to seven and a half 
cents as against five 
cents before the war 
and corn is eighty 
cents as compared 
with a pre-war price 
of fifty-five cents. 
Compared with oth- 
er merchandise 
these prices are fair- 
ly good. It is only 
in wheat that there 
is any trouble.” 

“What is the cause 
for the depression in 
wheat?” 





er shares in it di- 





Julius Barnes says :— 


**The solution of the trou- 
bles of the American wheat 
farmer lies in Europe.”’ 

“Lack of transportation 
facilities will prevent Russia 
from exporting wheat for 
a long time to come.”’ 

“Outside of Russia all 
Europe could not increase 
her present wheat yield more 
than five or ten per cent.”’ 

“Standards of living are 
rising all over Europe and 
history shows that as people 
advance in civilization they 
become wheat consumers.”’ 

“The Japanese, the Chi- 
ese and the East Indians will 
some day become wheat 
eaters.”’ 

**The American farmer has 
no need to fear the future. 
It grows steadily brighter. 
All that is needed is stable 
conditions in Europe.”’ 








rectly. On the other 
hand twenty per 
cent of our wheat 
crop issurplus which 
must be disposed of 
abroad and in this 
instance abroad 
means Europe.” 


Unwarranted Talk 


‘‘The farmers 
seem to think spec- 
ulation on the ex- 
changes is partly re- 
sponsible at least 
for the price situa- 
tion,” I suggested. 

“Yes,” said Mr. 
Barnes reflectively. 
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“There is a great deal of unwarranted talk about spec- 
ulation and most of it is based on ignorance. That kind 
of talk has resulted in the Capper-Tincher bill which 
unfortunately adds to the idea that all speculation is 
wrong and tends to put a stigma on every man who 
engages in it. The truth is of course that the kind 
of speculation known in the trade as “hedging” is 
not only not wrong but is the only means which 
has been devised of keeping the market stable and 
preventing fluctuations which would be disastrous to 
both grower and trader. Manipulative speculation, 
where huge quantities of any commodity are dealt 
in with no other purpose than to affect prices and 
in violation of natural business laws, is an evil which 
should rightly be stopped and which, as a matter of 
fact, is rarely attempted. The worst of it is that when 
such an attempt is made it receives a tremendous lot of 
publicity and the public gets the idea that all specula- 
tion is of the same kind and all equally wrong.” 

“Do you think the present European situation offers 
encouragement to the farmer?” 

“Unquestionably yes,” replied Mr. Barnes, this time 
with no trace of hesitation. “Conditions in Europe 
are steadily improving and production as steadily 
increasing.” 

“But will not increased production in Europe mean a 
falling off in demand for American products?” Several 
statements have been made recently regarding Russia’s 
re-entry as an exporter and particularly of wheat. If 
Russia, Roumania and the other wheat-producing 
countries of Europe come into the world market again 
will not that added competition increase the difficulties 
of the American farmer?”’ 


Insufficient Evidence 


Mr. Barnes shook his head. “I have seen the kind of 
stories you refer to,”’ he said, “but once again it is a 
question of rushing to conclusions on insufficient evi- 
dence. As far as Russia is concerned her lack of trans- 
portation facilities will prevent her exporting wheat in 
any important quantities for a long time to come. The 
other countries are producing practically to their capac- 
ity now. German soil is almost exhausted. France can- 
not do more than she is doing and Italy would need ex- 
tensive irrigation plants to utilize her vacant soil. Such 
plants are impossible in a country where earthquakes 
have to be figured on. Outside of Russia I do not think 
all Europe could increase her present wheat more than 
five or at best ten per cent. To offset that you have to 
consider the improved standards of Jiving which: are 
one of the few good results of the war. 

“Standards of living are rising all over Europe and 
the experience of all history shows that as people ad- 
vance in civilization they become wheat eaters. That is 
happening today in the more backward countries of 
Europe and the same thing will come in time to the 
Orient. The Japanese, the Chinese and the East Indians 
will some day become consumers of wheat. That day 


may be a long way off but in any event the demand for... 











wheat throughout the world must keep growing and its 
most important growth for the present will be in our 
greatest market—Europe. 

“The American farmer has no need to fear the future. 
It grows steadily brighter. All that he requires is stable 
conditions in Europe. Anything that tends toward that 
end is to his direct advantage as everything that tends 
to keep Europe in turmoil is to his direct injury.” 

Editor’s Note:—This is one of a series of articles in 
which some of the most vital problems at present before the 
American nation are discussed by some of the best-known 
leaders of American industry and thought. The nezt article 
in this series will appear soon. 


A Good Business Record 
(Continued from page 54) 


sumed by the tanning industry in 1922 as compared 
with 102,000,000 in 1921, an increase of 29 per cent. 
Of this amount, 81 per cent was used in the produc- 
tion of shoe leathers.” 

The consumption of the various kinds of hides and 
skins in 1922 was as follows: cattle hides, 24,274,000: 
calf and kip skins, 15,835,000; goat and kid skins, 
48,814,000; sheep, lamb and cabretta skins, 39,886,000; 
other hides and skins, 3,248,000. 

The production of calf and kip leather in 1922 was 
15,634,000 skins, an increase of 5 per cent over 1921, 
but 3 per cent less than the 1914 production. Of this 
total, about 99 per cent went into shoe leather. Ninety- 
eight per cent of the total production of goat and kid 
leather, which was 48,814,000 skins, went into shoe 
leather, an increase over 1920 and 1921. 

Under the heading of ““The Boot and Shoe Industry,” 
the report shows that the production of boots and 
shoes (other than rubber) in 1922 was 323,876,000 
pairs, as compared with 286,771,000 pairs in 1921, an 
increase of almost 13 per cent. The 1922 figures were 
about 11 per cent greater than the 1914 figure, 292,- 
666,468 pairs. In 1919, the big year, 331,224,628 pairs 
were produced, approximately 2 per cent greater than 
the 1922 figure. 

Monthly figures for 1922 concerning the production 
of boots and shoes show that the maximum produc- 
tion was reached in October and the minimum in 
July. 

An interesting extract from the yearbook follows: 
“The leather boot and shoe industry includes the manu- 
facture, transportation and marketing of all the vari- 
ous kinds and classes of leather boots and shoes, 
slippers and moccasins. The standard types of shoes 
manufactured are Goodyear welted, the McKay sewn, 
the standard screw or metallic fastened, the stitch- 
down and the turned. The relative popularity of these 
types is shown by the production percentages for 1919, 
in which the Goodyear type represented 38 per cent; 
McKay sewn, 36 per cent; turned, about 19 per cent; 
the standard screw or metallic fastened, approximately 
4 per cent; and the stitch-down, 3 per cent. 
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Wirn a Puritan in the 
White House the return of the 
colonial has marked the early 
Spring buying—it's the new 
dollar note, Buy some type of 
colonial for early profit. 
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The Proper Shoe in 
Its Proper Place 


LASSIFYING the day by its 

footwear, medium toes, mili- 
tary heels andblack, tan and brown 
leathers will lead for Spring. In 
this class of straps and oxfords, 
and an occasional colonial select 
styles for morning wear and gen- 
eral utility with single cloth dresses, 
tailored effects and suits. 


SPRING 
STYLES 
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And Each Season in 
Its Selling Order 


HOES for informal afternoon 
to be worn with dressy street 
clothes. Strap effects will predomi- 
nate, followed by gores and coloni- 
als with place for novelty oxfords. 
In materials patent, satin, black 
calf and kid and black and colored 
suede and combinations. 


SPRING 
STYLES 
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Patent on an artistic 
front effect, strap and vamp 
insatin,a RECORDER selec- 
tion) maker's name on re- 
quest) for its originality and 
its typifying what can be 
done in straps. 
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The Proper Shoe in 
Its Proper Place 


























HOES for the smart business 

woman—a classification all of 
our own and quite outside the 
official styles committee report. 
She represents talent in business 
and profession, capable of spend- 
ing her own money freely. Her 
taste is to be considered in any city 
selection for Spring. 
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Ope N work oxfords are 
placed high in the selection of 
the RECORDER for Spring. 
The development of the smart 
welt, trim and light of weight 
is a feature for Spring. 
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And Each Season 
in Its Selling Order 











PORT shoes for walking, country 
club and athletic wear permits 
of a type of construction in heavier 
leathers, broguish effects with 
leather, crepe or rubber soles. The 
great outdoors makes an early call 
for golf—make a real department 
for sport footwear. 


SPRING 
STYLES 
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A\ RECORDER creation in 
anew apron pattern, frankly 
we took the idea from a shoe 
of 1898, proving that patterns 
if smart never die. It lightens 
up the saddle. Be sure to 
have some crepe sole sport 
shoes early. 
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The Proper Shoe in 
Its Proper Place 


























HOES for formal afternoon 

teas and other social affairs to 
be worn with the most dressy day- 
time costumes, whether of silk or 
wool. Since Mah Jong the after- 
noon has become a great social 
feature in all society. The clever 
woman reveals her taste in the 
blending of colors to suit her per- 
sonality—and shoes play a prom- 
inent part. 
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A RECORDER importa- 
tion to convey the idea of the 
liberty of the foot and the 
slight bands which bind the 
upper to the sole. Fine lizard 
over Airedale suede. Buy finer 
straps for Spring in better 
grade footwear. 
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And Each Season in 
: Its Selling Order 





VENING slippers to be worn 

with dinner gowns and formal 
evening gowns give a wide range of 
beautiful shoes to draw from for 
Spring and Easter stocks. Gold 
and silver in leather and in fine 
fabrics, brocades and paisley effects 
—in fact you can go the limit in 
ornateness and price. 





SPRING 
STYLES 
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A RECORDER selection of 
a high grade gold brocade with 
gold kid straps and tongue 
effect. Not aneasy shoe to 
make, but typical of what 
can be done. You will need 
some glorious shoes and some 
iewels for the feet. 
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Te day is nearly done, and 
we include footwear for the 
boudoir—dainty mules and slippers 
in all grades. A tremendous extra 
business has been built up in 
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night and morning slippers—the 
reason why we show them in a a 

Spring Style Survey is to indicate 

that slipper time can be made the 

year around. 
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Fyne straps are not con- 
fined to daytime shoes—here 
it appears ina RECORDER 
creation with a novel mule 
pattern, plus a heel top 
feature. 
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Wiggly Reptiles Shed Their Skins to Make 
Milady's Footwear 


Alligators, Lizards and Snakes among the Leather 





alligator grains. 


More Leather Refinements Promised 
White leather, very promising for 1924, made its first 
bid for favor as a 20th century footwear fashion in 1912. 


It became so popular 
that it was even made in- 
to boots for summer wear. 
Millions of pairs of white 
buck boots were sold. But 
fashion is fickle. Boots 
are now not even in 
strong fashion for winter 
wear. 

The tanner’s art lends 
much aid to Crispins of 
fashion. Tanners learned 
to snuff calf leather to 
that beautiful silky nap 
that is called suede. Then 
they learned to dye it in 
wonderful hues. So the 
fashion of suede shoes is 
accounted for. For next 
summer, tanners are 


Spring Styles Number 





Alligator, lizard, snake and like 
leathers have loomed up, as candi- 
dates for favorites in footwear fash- 
ions for 1924. White leathers, buck, 
kid, cabretta, calf and sheep, are be- 
ing more freely sampled. The same 
is true of white sole leather. Suede 
calf leather has been made in larger 
quantities this year than ever before, 
and looks mighty promising for 
1924. Patent leather is considered 
and good for 1924. Elk “complex.” 
leather, particularly that made of 
kip skins, has been refined from a 
work shoe leather to a leather for 
street shoes, especially sandal styles. 
It is made in a dozen different colors, 
including white. 

Embossers are working overtime, 
to get out alligator, lizard and like grains, for the shoe 
and novelty trade. There need be no fear of a shortage 
of these skins, as long as the embossing presses continue 
to run. Firm tanned skins are preferred for these leath- 
ers. That is so the figures will not stretch in the lasting 
or the wearing. Patent finish has been allied to some 


staple, 


Novelties for 1924 


making colors even more beautiful, the 
airedale, tanbark, jack rabbit and other 
colors of the card, and, also, new colors, 
that are called Chinese. 


A Leather “Complex” 


A red lizard elk leather is being made 
for sandals for next spring. It is a kip 
skin, or large calfskin, elk tanned, em- 
bossed with a lizard grain and colored 
a Chinese red. It is what tanners call a 


You Can Expect ‘most Anything 


It yet remains to be seen if the tan- 
ners will apply Mah J ong figures, or other 
Chinese characters to leather for shoes. 
They are. already embossing leather 
in Chinese grains for the novelty trade. 

t will take but a step to put similar 
leathers into the shoe trade. 





Tanning is wonderful art, full of un- 
told possibilities. The display of sam- 
ples of colored and embossed leathers, 
varied as it may seem, for the coming year, is but a 


trifle compared to the variety of leathers that tanners 








Embossed calf—an excellent imitation of lizard skin 
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can make, if called upon to do so in the loud, command- 
ing voice that speaks for fashion. 


Gives $10,000 to 
Red Cross 


Endicott, N. Y., Nov. 
28 — Endicott - Johnson 
Corporation, the largest 
manufacturers of men’s 
and boys’ shoes in the 
world, have sent a sub- 
scription of $10,000 to 
the Broome County, New 
York, committee of the 
American RedCross. This 
subscription is the com- 
pany sdonation for 1924. 
Endicott- Johnson have 
been subscribers to Am- 
erican Red Cross funds 
for several years, having 
appreciated their work. 


Boot and Shoe Recorder, December 1, 1923 




















MORNING AFTERNOON EVENING 





Divide Your Window Into Three Sections 


You Can Get More Women's Shoes Sold 
































Right by Following These Classifications ° 
The Style Conferences have for a long time been working on EVENING SLIPPERS 
four definite style seasons, each of three months duration. The ; : 
most recent meeting a few weeks ago, developed a plan of separat- Patterns Straps will predominate with a liberal proportion of Mi 
ing the day into its functions openwork effects. Tongues or similar effects to provide pre 
With all respect to the work of the committee, we here modify for ornaments. b 
the report to make it of greater utility to the smaller merchant, for J. asts Medium toes. ae 
our men now out on research work report that “informal and cal 
formal afternoon wear’ is a trifle confusing Heels 13-8 to 17-8. 
WOMEN'S STYLES FOR MORNING WEAR AND Materials 
GENERAL UTILITY 1. Silver and gold brocades, plain or trimmed with silver and Ty 
Patterns January Febuary March gold kid ‘ 
Straps 250, 50% 25% 2. Satin plain and silk brocades. 
Oxfords 75% 50% 25% 
Lasts Medium prevailing toes will continue. SPORT SHOES 
Heels Military 10-8 to 14-8 I 
Materials Black, tan and brown leathers A Type of Construction in Heavier Leathers Broguish effects with = 
, Leather, Crepe or Rubber Soles H. 
SHOES FOR AFTERNOON : é 
Patterns Patterns Fancy trimmed oxfords and straps. Brogue punched 
1. Straps and openwork effects will predominate. effects. Co 
: oe es Colonials Lasts Medium round toes. 
° pen work Oxiords allie ¥ " 
Lasts Medium with tendency toward slightly narrower than Heels 8-8 to 10-8. 
the oval type prevailing ; Materials Le 
Heels Boxwood 10-8 to 14-8. Full LXV and Spanish 13-8 1. Tan calf. = 
VM F to 16-8 2. Elk and similar leathers. 
| Black saohe 3. Colored buck and suedes and combinations. 
2. Patent. % 4. Black calf. 
3. Colored suede and colored kid and combinations 5. White leathers or fabrics as geographical locations demand, oa 
4. Black suede and combinations also for Palm Beach and tropical clientele. oc 
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SPORT EVENING 





BUSINESS 


Divide the Day for the One-Shoe Man 


He Must Be Shown How to Vary His 
Footwear—And This is the Way to Do It 
























The trend of men’s styles for the months of January, February, FOR GENERAL SPORT WEAR 
of March and Easter in men’s shoes discloses a departure from __ 
; ; Types Low shoes 
present conservative models through the addition of heavy 


brogue and semi-brogue patterns in black and lighter tan boarded Lasts Brogues and sport lasts. 
calf skin. Heels Spring and broad square. 


FOR GENERAL WEAR Soles Leather, crepe and rubber. 


j ad . : Colors Tans, brown, gray, white and combinations. 
Types Smart shoes divided into 65 per cent oxfords and 35 per : 


cent high shoes, while staple types will be 75 per cent Leathers 
high shoes, 25 per cent low shoes. The average will be 
50 per cent high and 50 per cent low shoes 


Boarded and smooth calfskins, elks, and bucks. Sport 
shoes are a local problem. 


FOR FORMAL DRESS WEAR 


Lasts Brogues, semi-brogues, custom and square effects. 


Heels Eighty-three per cent rubber heels; 8-8 broad, square Types _ High and low patents, lightweight welts or turns, plain 


: heels, 90 per cent. and cap toes. 
Colors Hazel and lighter shades with some cherry reds. In- [asi Custom and medium round. 
creasing demand for lighter shades. Blacks growing in 


popularity. Heels Shapley low heels. 
Leathers Heavy weight leathers and boarded effects, with an Material Patent 
increasing demand for smooth calfskins brightly 
finished in medium weights. BOYS’ AND YOUTHS’ SHOES 








Boys’ and youths’ shoes follow the trend of the men’s styles, 






(The discriminating dresser will not wear a tan shoe after 6 
o'clock in the evening.) with more emphasis on smarter shoes for boys in all grades. 
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H, a store is a store and nothing more,” 
Says Benjamin Howard Wise, 
“Where my customers choose among my shoes, 
And buy my merchandise! 
If my shoes were poor, they'd buy no more, 
And here my fortune lies; 
But I treat them well; their friends they tell,— 
Why should I advertise?” 


Oh, a clock is a clock and goes tick-tock 
Through endless days and years. 

And no hand can stay its onward way 
By prayers or smiles or tears. 

As the ticks and the tocks are filling the box 
Where Benjamin keeps his gold, 

So the ticks and the tocks are greying his locks 
And Benjamin grows old. 


Oh, a word is a word and can be heard 
By one or a thousand ears. 

And if Ben depends upon his friends, 
It will take a hundred years. 

To broadcast the news about his shoes 
And fill his box with gold, 

He must needs go send a swifter friend 
To get his story told. 


Oh, an ad is an ad and is mighty glad 
To go to a thousand eyes, 

To spread renown about the town 
And sell your merchandise. 

And it beats the clock that goes tick-tock,— 
Right here the moral lies, 

If your pile you'd save this side the grave,— 
Get out and advertise. 


—Forrest B. Monroe. 


Copyright Boot and Shoe Recorder. 
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The Recorder's 
Analysis of 
Men's Styles for 
Business, Sport 
and Dress 
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Business Footwear 


. ee tee 


(In this class there is the widest variety 
because of the style variations cropping 
out in different grades. In general, how- 
ever, the trend, as seen by merchants in 
all parts of the country, closely approxi- 











; 


tet 48 








mates the chart given below.) 


Colors: 


Black 

Tony Red or equivalent 
Cordovan 

Gallun’s No. 4, or equivalent 
Gallun’s No. 3, or equivalent 


Finishes: 


Smooth 


Grained (domestic or imported) 


Boarded. 


Patterns: 


Full brogue and semi-brogue with center per- 


forations. 

Soft toe, most frequently 
seen on broad toed lasts. 

Regular straight toe cap 
patterns. 

Wing tip. 


Sport Footwear 


For real golfers (also for men 

who wear knickerbockers) : 

Norwegian calf, with plain 
toe, crepe or rubber sole. 

The same, in combination 
with darker tan calf; 
smooth or-grained. 

Smooth calf with grained sad- 
dle, same color combina- 
tion as above. 

Wing tip pattern in one or 
two-color combination. 
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(Note—The last most popular is the broad toed 


brogue. Crepe soles seem to be increasing in favor.) 











STYLE QUIRKS IN MEN'S 
SHOES 


Far from being dead the wing 
tip has become almost a staple in 
many high and medium grade 
lines. 

Ornamentation in high grade 
lines is more apt to be found in 
stitching than in pinking and per- 
forating. 

Lighter weight soles will be the 
order of the day in the spring. 

Formal afternoon dress some 
times calls for the high button 
shoe with cloth top. 

New York is trying out a black 
suede oxford for dress wear. 

Some sport shoes in sample 
lines carry aprons of alligator and 
lizard skins. 
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Sport Footwear for the Gallery: 


Pure white buck with straight 
toe cap or wing tip. 

White and tan in the same 
patterns—tan may be used 
on apron or tip. 

White and black in same pat- 
terns and combinations. 


Dress Footwear 
With Dinner Coat: 
Dull leather, plain toe, oxford. 


With Full Dress: 


Patent leather, plain toe ox- 
ford. 
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mn The Proper Shoe in 
- a. Its Proper Place 

















DIET 





GAA TER shoes are appearing 

for men. The dressy note is 
found in every big city when the 
young fellow is putting on the 
Prince-of-Wales grays—the only 
black is the hat band, cane and 
vamps of shoes. Business is no 
longer a place for an old coat and a 
sloppy garb—the better-dress note 
is making shoe business better in 
men’s shoes. 
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SPRING 
STYLES 















































VER Y little makes a lot of 
difference in men’s shoes—a 
stitch line and a pinking 
lift a heavy shoe into a 
smart seller. Color is the 
thing, so have your tans 
lighter. 
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Its Selling Order 


Te man without a sport is a 

back number—it takes a round 
of golf, a set of tennis or a hike to 
lift a man out of his one-suit, one- 
shoe routine. The average store 
now has a line of sport shoes in its 
grade that means hundreds of 
extra soles. The brogue pattern 
returns to brighten the lines. Go 
the limit on sport shoes for a profit. 


SPRING 
STYLES 





And Each Season in 
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For Sport | 





























THE Southern tie, opens 
up the spring season in its 
early showings at winter 
resorts. It is a famous num- 
ber and we select it as typical 
of what can be done to put 
more ginger in shoes. 







(Maker's name on request.) 
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The Proper Shoe in 
Its Proper Place 
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“THE discriminating dresser will 

not wear a tan shoe after 
6 o'clock in the evening. The turn 
to black for evening is generally 
noted the country over. When it 
comes to formal or informal wear— 
Tuxedos mostly, man can step out 
in high and low patents, light- 
weight welts or turns, plain and 
cap toes, custom toes and low heels. 
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SPRING 
STYLES 























SMARTEST dressers have 
come back to the button 
oxford for evening wear. 
Some styles have a gore at 
the sides so the buttons stay 
put, permanently. It is a 
novelty number, however, for 
Spring. 


Photographs Especially 
Posed by Ted Spargo, 
ston. 
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New York Skyline—Photo Copyright New York Edison Co. 


From lime to time the Recorder will publish under this heading material by Marguerite Caroe reporting 
the latest word in style. The writer is in close touch with the most important style affairs in New York. 


ORE and more has fashion become an “en- 
M. semble” rather than a question of individual- 

ized branches of dress. To this aim are working 
all Paris couturiers, and a leader in this line is Chanel. 
To her, fashion is an entire silhouette that requires not 
only a smart coat, dress and hat, but in which every 
accessory plays a leading part. To attain the correct 
ensemble, Chanel began designing hats, shoes, lingerie, 
bags and even jewelry to accompany her coats and 
dresses. Thus did dress become a costume to which 
‘‘atmosphere”’ was essential—the pencil silhouette now 
visualized everywhere is hers. A tube-like coat often of 
black wool velour faced with leopard or a mannish tail- 
leur, a tiny black felt cloche, nude stockings, black 
suede pumps, cuff gloves and an envelope bag, thus is 
characterized the smart “ensemble.” 


Smart Shoes and Hat are Style Essentials 


That the extremities of dress are all important can- 
not be over-emphasized. This for centuries the French 
woman has understood when she says: “Give me a smart 
hat, shoes and gloves and I shall appear well dressed.”’ 





With the advent of the nude stockings which acted as 
foil to the slipper, shoes suddenly occupied the center of 
the stage in dress. Every new detail of fashion now car- 
ries itself through to shoes. 

Glance for instance at the vogue this winter for metal 
brocades and velvets, has it not duplicated itself in the 
shoe world? That gold and silver brocaded slippers have 
gleamed for several seasons is not to be denied, but now 
we find tinsel brocade to match or harmonize with the 
elaborate metal brocaded gown. With the velvet dress 
comes the velvet slipper, plain or printed. often adorned 
with gold or silver kid,—this trimming taking the form 
of mercury wings at Hennings. Again the predomi- 
nance of black velvet and ermine for afternoon wear 
demands a black velvet slipper buckled in rhinestones 
or cut steel. 


Velvet in Black and Brown 


No shoe store can overlook the importance of velvet 
at the moment, not only in black but in brown also. The 
latter is noteworthy for it accompanies gold metal 
dresses in many instances. 
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Black velvet slipper with gold kid mercury wings. Red satin sandal 

with rhinestone trimming. Red and black satin pump with topaz 

buckle on red velvet tongue. Dust colored suede shoe with patent 

leather rick-rack trimming. Harp shaped buckle with fan of metal 
lace. All from Hennings. 


Velvet wears well and unlike satin does not draw the 
feet in dancing. It is a favorite with the younger set. 
Pastel colored velvets trimmed in gold or silver kid are 
carried by all department stores. Black velvet may 
accompany any colored gown when worn with blond 
stockings. 

There is an increasing vogue for brown, not only for 
day wear, but for evening in velvet, tulle and crepe. 
Mrs. Vincent Astor appeared recently at a large recep- 
tion in a discreetly embroidered brown crepe gown 
completed by noisette stockings and brown satin shoes. 
Being noted for her dressing, this may be significant. 
The ascendency of brown for evening wear from the 
amber tones to the deeper shades should be watched as 
it will bear its influence on shoes. 


Brilliancy Characterizes Shoes 


Slippers tread the season’s path of brilliance. Picture 
for a moment the brilliancy of the modish evening cos- 
tume. A head-dress studded in rhinestones tops a non- 
less shimmering gown while from beneath the longer 
skirt flashes the rhinestone or jewelled velvet slipper. 
Hennings uses brilliants and Shoecraft rubies to achieve 
candlelight distinction. 

In similar fashion crystal and steel beadings orna- 
ment satin shoes to keep pace with this mode in dress. 


Monogram Hits Shoes and Hats 


Monograms having made their way to almost every 
article of dress now hit shoes and hats as evidenced re- 
cently at the Plaza Hotel. Both were apparently worn 
by women just returned from Paris. A brown suede shoe 
strapped the wearer’s instep with a heavy faille ribbon 
of a lighter shade upon which three blocked letters of a 
similar tone indicated the wearer’s initials. A round 
monogram likewise became the center of attraction of 
another’s woman’s hat who wore a scarf to match. 


Stockings as Sheer as Cobwebs 


Sheerest of the sheer, stockings may today be com- 
pared to mere cobwebs in texture. 

For the street “‘noisette,” “blond” and “nude” re- 
main strongest with a few grays being worn by more 
conservative women. Some of the newer shades in 
French imported stockings at Franklin Simon are: 
soleil, moresque, albino, chair-blonde, gazelle, argent, 
Anjou-rose, champignon. In the domestic shades may 
be mentioned: blond, banana, peach, gateau, freckles, 
rachelle, tortoise shell, blush, cinnamon, moonlight, gold, 
meerschaum and honey. 

A few openwork clox, appear by night, but the plain 
stocking is preferred by day. 


December 1, 1993 


Two-piece green jersey sports 
dress with black broadcloth collar, 
pockets and strips down sleeves 
and skirt soutached in yellow. 
Note lacing down front. Yellow 
felt skull cap.—From Mann. 








Reptilian Leather Fabricates Shoes 


Chameleon color and reptilian fascination have 
cast their spell on shoes at I. Miller in the new lizard 
leather models of various styles and colors. Brown, 
black and gray take the lead in strapped, cut-out or 
gored models. Lizard trimmings on the new “‘chat- 
elaine’? suede pumps, a development of the fash- 
ionable “‘opera”’ selectins smartness and comfort 
are also adopted by Saks & Co. A suede cocarde at the 
side and a band of genuine lizard skin finish the 
shoes, which come in all fashionable shades with a 
low or medium Spanish heel. Brown alligator shoes, 
strapped, buckled, or saddled with patent leather 
have taken with smart women for sports or morning 


wear. 
Buckles Reign Supreme 

Launched by Paris, opera pumps in a rounded toe 
prove a decided vogue ohten ornamented at the vamp 
with a steel fringe buckle or a narrow enameled 
trimming. Buckles, square, oval, fan or harp-shaped 
in cut steel, bronze, silver, enamel or rhinestones 
rise to a stellar fashion role in all the exclusive 
houses. For evening the large rhinestone buckle 
uses a fan of tulle, metallic lace, ribbon, velvet or 
even fur such as ermine, in white or cocoa color, as 
shown by J. & J. Slater. White ermine adorned a 
rhinestone buckle on a black velvet pump to keep 

ce with the vogue for black and white, while a 
| on satin pump used summer ermine. A window 
of brown velvet and satin shoes at Frank Bros. used 
large, oval buckles of emeralds as ornaments. 








Two-piece green kasha dress 

furred in leopard which is also 

used on black satin hat.—From 
Bruck Weiss. 
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The Week’s Style Trend In Shoes 


Fashion becomes a question of ‘“‘ensemble”’ in 
which accessories play a leading part. Gold and silver 
brocaded slippers as well as tinsel complete the metal 
gown. Velvet in black or brown, plain or printed and 
often adorned in gold or silver kid, are generally 
worn for evening. For formal afternoon wear come 
plain or buckled velvet pumps. 

Light sand and gray advanced spring forecast. 
Colored trimmings in red, blue, and green kid on 
white or sand reappear. There will be a marked use 
of lizard skin trimmings. Suede and patent leather 
will rival each other with alligator and lizard fabri- 
cating novelty shoes. Forecast points to gorings, 
cut-outs and buckles, rather than straps. Plain and 
winged tipped lasts good for sports with brogue 
tongues, cut, stitched or strapped in place. 

Buckles of every shape and substance rise to a 
steller fashion role. Ermine, ostrich, tulle, metallic 
lace, ribbon and velvet assist them. 

Monogram hits shoes and hats. 

Brilliancy characterizes velvet shoes studded in 
rhinestones or rubies. Crystal and steel beading 
ornament satin. 

Satin mules find rivals in velvet, silver or gold 
metal, tinsel brocade and colored suedes. 

Evening overshoes adopt Russian boot mode. 

Sheer stockings feature ‘“‘noisette, nude, and 
“blond.” 


Advanced Spring Forecast 


From one of the most exclusive New York stores 
the following spring forecast was gathered. In colors 
light sand and gray will predominate, the usual 
spring flurry in grays being strongly banked on. Suede 
and patent leather will rival each other. 

Colored trimmings reappear in the form of red, 
blue, and green kid on white or sand. There is now 
and will be for spring a marked use of lizard skin 
trimmings whether of the genuine or imitation 
varieties. As lizard skin costs 75 cents per square 
inch it can only be used in high priced shoes, an imi- 
tation filling the same purpose in medium or low- 
priced varieties. 

Plainer shoe styles show a tendency to gorings, 
cut-outs and endless buckles topping opera pumps 
or sailor ties with a decided lessening of strap mod- 
els. For general wear the one and a half-inch heel 
finds favor together with the medium toe. 

Plain or winged tipped lasts assert their presence 
in buckskin or kip shoes for sports. Brogue tongues 
instead of being cut are often stitched to simulate 
cut, in this manner avoiding the curling up of the 
strips. To prevent flopping back and forth, many 
tongues are strapped to the side, a shoe at Shoecraft 
even using a strap right over the tongue to hold it in 
place. 











The future of heavy woolen stockings looks dubious 
this winter with the advent of the angora or fine cotton 
“invisible” worn under the sheerest of hose. These in- 
sure warmth without bulk. For sports, of course, woolen 
stockings have their place both in all wool or wool and 
silk mixtures. 


Similar Fabrics Fashion Negligee and Mule 


The conventional satin mule finds rivals in velvet, 
silver or gold metal, tinsel brocade and colored suedes, 
all of which, except suede, fabricate formal negligees. 
The costume idea forever. The negligee having emanci- 
pated its fabric, the mule follows suit usually lined in a 
contrasting color. Colored suede mules sometimes adopt 
an instep strap at Shoecraft, while a tinsel brocade 














Black velvet opera pump with rhinestone buckle outlined in ermine. 
Tinsel brocade mule with gold kid stripings. Both from J. § J. Slater. 
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model at J. & J. Slater uses stripings of gold kid. The 
Russian boot effect in satin outlined with fur makes a 
comfy bedroom slipper for cold mornings. 

Speaking of Russian boots, this same idea has been 
adopted in evening overshoes of satin, stitched or plain, 
using fur as edging and into which the foot is slipped as 
into a riding boot, the former ribbon tie effect having 
been forsaken. 


Ostrich Plays a Manifold Part 


Ostrich broadens its sphere in more ways than one in 
the mode of today. In the realm of trimmings it plays a 
decided part on both imported and American models. A 
black Doenillet gown, for instance, uses it profusely to 
edge its tunic. Bergdorf-Goodman prefers a more dis- 
creet use of it when fringing with ostrich the flounces 
and fichu of a green evening frock. Another of orchid 
takes strands of feathers and secures them with rhine- 
stones in an all-over effect. Replacing fur, ostrich some- 
times collars velvet evening wraps or adorns graceful 
negligees and boudoir caps. 

In accessories, its services are manifold. There are 
endless varieties of feathered evening bags, bandeaux, 
and huge fans. In shoes, it outlines rhinestone buckels, 
makes feathered shoe ornaments or adorns mules, not 
to speak of its touch on milady’s garter. For formal 
chapeaux, nothing has the grace of a swirling plume. 
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Gray alli shoe trimmed in lizard and gored at 
sides—From Shoecraft. Alligator bag{seen on 
Fifth Avenue. 
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The 


Recorder has con- 


sistently and persistent 
ly urged a study and ap- 
preciation of the premier 


part played by color. 


By EUGENE PEIRCE 


N the shoe industry there will be four entries for the 

Grand Prix in colors during the spring and sum- 

mer season of next. year—first, harmony; second, 
black; third, contrasts; fourth, white. 

First will be the now familiar classic of harmony in 
soft shades of brown. In judging the possibilities of har- 
mony winning a high place in the color movement next 
spring it may be said that after many years of compara- 
tive neglect matching colors has won universal recog- 
nition. 

But still more surprising is the fact that monotones 
have become universally accepted during a period of the 
most pronounced vogue for high colors in the history of 
the textile industry. 


Even Jewels in Matching Colors 


One astonishing fact regarding the influence of har- 
mony in colors is presented in the readiness with which 
women of wealth and fashion have discarded their dia- 
monds as ornaments and have substituted jewels and 
semi-precious stones in matching colors as a decorative 
feature for costumes. 

For example, a rather large topaz, gentlemen’s size, 
is chosen for a dinner ring. A large topaz is selected fora 
pendant and the bracelet worn is made up of smaller 
topaz stones. 

Similarly, carnelian pinks and lapiz blues, jade greens 
and rubies in decorative sets of rings, pendants and 
bracelets have also eclipsed for the moment diamonds 
and pearls because of the vogue of matching colors or 
harmony of dress, shoes and accessories. 

Soft shades of the brown family a little lighter and a 
trifle more distinct have been accepted by manufac- 
turers of women’s ready-to-wear featuring the finest 
woolens made and employing the most skilled opera- 
tives in the tailoring trade. And we select brown foot- 
wear in leather shades known as Airedale, Tan Bark, as 
appropriate for many of the soft brown tones chosen for 
spring coats and for dresses as well as suits. 





For the younger set, however, we se- 
lect Mandalay or otter, two rich dark 
shades of brown, because they permit of 
a stronger contrast with the light flesh 
tints of hosiery which many young 
women will probably adopt for spring 
and for summer wear. 


For gray costumes and coats a shade of gray known 
as “Oriental Pearl”’ is in line with the shades dyed in 
woolen. A darker gray known as Jack Rabbit is in har- 
mony with deeper shades of gray. Another soft leather 
shade is “Log Cabin’—a brownish mouse gray which 
is admirably adapted for toning in with the shades of 
gray adopted for early spring use by many makers up 
of outer garments. 

To the brown family there is now being added high 
soft shades allied to Biscuit and Camel. Such are being 
made up and trimmed with soft brown light colored fur 
in color sequence. Matching colors are worn with such 
colors. . 

Shoes to be worn with the foregoing are a light soft 
high shade of leather or saddle tan. 


Nevertheless Black Makes a Gain 


At various times throughout the year, representa- 
tives of the Economist have cabled reports from the 
leading French resorts concerning the frequency with 
which black was seen in the form of dresses or costumes 
worn by the exclusives. 

Again, in cables and in correspondence, repeated 
mention has been made of the prominence given to 
black at dressmakers’ openings by such prominent 
firms as Margaine Lacroix, who featured black velvet 
trimmed with and combined with white broadcloth. 
Such were offered for summer wear. 

Agnes is reported as sponsoring black in combination 
with scarlet, greens, pinks, flame, orange. Miller Soeurs, 
another French dressmaking firm, present black as the 
leading color. Patou uses black velvet in street gowns 
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and black chiffon for dinner dresses. Summer gowns are 
a marked note with Chenel’s. 


Black High Cut Pumps in Paris 


Gieco, one of the most exclusive makers of custom 
shoes in Paris, whose price is 400 francs per pair, fea- 
tured black high cut pumps with patent leather trim- 
ming in a successful way for spring and for summer 
wear at Deauville, the most famous seaside resort in 
France. 

To the foregoing may be added the statement that 
manufacturers in France producing fine cotton dress 
goods of the most expensive qualities are introducing 
black as a striking relief to pastel colors comprising the 
principal area of cotton dress goods. 


Black and White, Also 


Retail merchants catering for the trade of the exclu- 
sives, report black dress goods more active than at any 
time during the past three years. Last comers, arriving 
from Europe, speak enthusiastically of black and white 
in combination. And so we see no objection to having 
black shoes for summer selling, since they will be staples 
for every fall and winter month. 


Throughout the recent summer season, cables and 
letters from the Economist's office in Paris say. white, 
and yet again, white was in evidence. Further on, in 
their presentation of spring and summer colors, white is 
discussed in connection with colors for sport wear. Here 
we speak of white without any decorative feature of 
black or color, since they are to be worn with pastel 
colors and with white in combination with brilliant 
sport colors. 


Strong contrasts are clearly indicated for sport wear, 
more so than ever, we think, since the colors are to be 
dyed in solids. Hence the area of color is larger than 
when it appears in printed form with other colors. 
Moreover, solid colors are to appear in the form of 
jackets worn with white skirts. 


Strong, Solid Colors with White 


And if such combination is not striking enough we 
may see a duplication of scarlet hats, and parasols worn 
and carried by American girls “‘a la Deauville.” 

No color will be too strong to wear with white. All of 
the primaries will be drawn upon for sport wear. Here 
they are: blue, red and yellow, and the secondaries as 
well. Green, orange and violet, especially the two former 
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An indication of the extent to which harmony in colors,is being 
carried is seen in the readiness with which women of wealth and | 
_style have discarded their diamonds as ornaments and have sub- 
stituted jewels and semi-precious stones in matching colors as a 
decorative touch to their costumes. 
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because they are not many degrees removed from the 
primaries in brilliancy. ; 

And, to satisf¥ the love for contrast, white grounds 
will be decorated with stripes developed in brilliant 
colors known to old timers as “blazer stripes.”’ And if 
your heart is not weak—read on! Blazer stripes will be 
worn in the form of simple dresses by the young and 
daring. White shoes should be worn with fabrics having 
such a large percentage of color. 


Nude Hose—Black Shoes 


Another indication of extension in the direction of 
contrasting colors is to be noted in the increased sales of 
flesh hosiery td be worn with black footwear. Observant 
students of color say that this will show expansion as 
the spring season progresses. 

As for vivid colors, they are to have important repre- 
sentation for sport wear. Again, we note that manufac- 
turers of coatings who brought out neutrals in browns 
and grays exclusively for spring wear, have added bril- 
liant greens and reds. 

To this may be added the statement that mills fea- 
turing flannels are booking large orders of high-colored 
flannels to be worn in the form of jackets with white 
skirts or simple dresses. 





Encouraging Export Trade Totals 


Washington, Nov. 21—Cuban shoe merchants are 

the heaviest buyers of American products. Reports 
received by Arthur B. Butman of the Shoe and Leather 
Manufacturers’ Division, Department of Commerce, 
show that 1,588,245 pairs of men’s shoes, were valued at 
$4,893,006, or approximately three times the volume of 
exports for the same period during 1922. The Cuban 
market also absorbed 640,681 pairs of women’s shoes 
valued at $1,139,960 during the first ten months of this 
year. 
Compared with the first ten months of 1922, the 
increase in exports of leather boots and shoes amounted 
to 41.5 per cent and the valuation increased 47.3 per 
cent. The total exports of leather boots and shoes 
amounted to 6,182,302 pairs, valued at $14,661,671 for 
the period January 1 to October 31, 1923. 

The Mexican merchants were next in rank, as the 
exports of men’s shoes for the ten months period 
amounted to 257,984 pairs valued at $1,100,803, a 
decrease of approximately 40,000 paias. 
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Pitfalls to Avoid When You Open Your 


Own 


Store 


Ask Yourself the Questions Raised by the Author for Your Success 
Is Involved in Getting the Right Answers 


By SEATON ALEXANDER 


operate giving due consideration to your own 
personality and natural bent as fo where you 
best fit in. 

(a) A general store selling all kinds of footwear of the 
cheap to medium class with the kind of service expected 
from a store of that type. 

(b) A specialty or uniform price store with a view to 
operating several such. 

(c) A real shoe store 
selling medium to high 
grade shoes with “‘Serv- 
ice’ carried to the 
Nth degree. 

Find a community 
that is not already well 
cared for with the kind 
of stores such as you 
decide on operating. 

Go to your banker, 
show him your resources, 
lell him what you hope 
lo do and what reasons 
you have for your hopes, 
keep him advised always 
as lo progress and de- 
pend on him altogether 
for financial assistance, 
never impose on a manu- 
facturer by asking for an 
extension of credit, let 
your bank be your only 
creditor in fact. 

Figure to work hard 
and deny yourself many 
things for the first three 
years. At the end of that 
period you will be in a 
position to ease up a 
bit or find that you are 
a misfit. 

Never let your bump 
of conceit grow to a 


=" on kind of shoe store you want to 





pay into your State and National Associations. If you will 
have an open mind for the information and help you 
can get through them, train yourself into the give and 
take habit with all members of your craft. 
Once you have determined on the class of store you 
will operate, fight it out on that line. 
Temptation often comes to a man running an (a) 
store to add a few styles in higher grades. This is likely 
to prove not only a 
direct loss in money 
but most surely has a 
bad effect on the minds 
of the trade he has been 
catering to and fright- 
ens them away. This 
applies equally well to 
the (c) store tempted to 
put in a line of under- 
grades. 

If it is to be an (a) 
or (b) store operate on a 
strictly cash basis; if a 
shop catering to the 
buyers of the best grade 
merchandise, go right 
after the charge ac- 
counts. With the many 

_ sources of credit infor- 
mation ~ available in 
every community, if 
properly watched your 
losses from bad debts 
will be very small. 

Do not be afraid to 
put a mark-up on 
your merchandise 
that will insure you 
a profit, know to a 
fraction what it costs 
you to do business, 
not forgetting to pay 
yourself a fair salary 
which properly be- 


size that you feel you Seaton Alexander, a director of the N. S. R. A., and ranking longs in over 
member of the firm of Alexander & Co., of Wheeling, West Va., charges. 


cann arn i 
ot le something owes his success to the fact that when he entered the retail shoe 
from the other fellow. business, he outlined a sensible policy and did not deviate from it. 


Know your commu- 


vy It is hard to outline a sensible policy and harder still to stick to it ; 
he bes 5 amy yeu but you will come close to doing both, if you follow the rules nity, know your stock 
spend is the dues you laid down in this short article from Mr. Alexander’s pen. and know yourself. 
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is Dr. A. Posner, Shoes, Inc. 

to 

to Offers an unusual opportunity to a high calibre salesman in each 
r- one of five lucrative territories west of Pittsburgh. 
a) The possibilities inherent in the famous DR. POSNER line of scientific 
a : turns and welts for children are sufficient to completely satisfy 
a the best shoe salesmen who travel] and know these territories. 
he 
le The most comprehensive dealer co-operation for quick selling of DR. 
nt POSNER SHOES; an in-stock merchandising service that is a 
C- great advantage; and above all, a clean reputation of 35 years’ of 
ly honest and courteous dealing—these are the points of merit be- 
r- hind the outstanding shoe opportunity of 1924 for both the DR. 
in POSNER representative and the retailer who merchandises this 
if profitable line of shoes. 

ir 

is 

DO NOT WRITE A LETTER 

o OR MAKE A PERSONAL CALL 

m 

A Ask us to send you a salesman’s 

s application form 

s 

x ALL COMMUNICATIONS WILL BE 

y Pl HELD IN STRICTEST CONFIDENCE 

ol DR. POSNER’S 

; SCIENTIFIC SHOES Write Mr. Herbert Posner 

' DR. A. POSNER, SHOES, INC. 

140-142 WEST BROADWAY NEW YORK 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER December 1, 1923 Decemt 


Our YAattform 


An Investment 


cee every buyer of shoes who demands 
Security as Profit as well as Assurance of 
Quality in his 1924 contracts: 


We are to establish a new merchandising 
Policy. 


First—-When you buy Hannahsons Footwear 
you will Invest your Money—Not Risk it in a 
Speculation. 


To do this we have inaugurated the HAN- 
NAHSONS STYLE SELECTION BU- 
REAU-—a plan to scientifically strain and test 








each style before it is even offered to the trade. 
Each month we will hold a conference with 
the leading style experts and with them, pick 
out the basic and safe style trends. 


Hannahsons styles will start on 
the right foot for big business 
Customers will not get ‘‘stuck 

with “duds” and “‘flop’’ fashions. 


No. B 299 

Genuine Silver Brocade, One 
Strap and Front Strap. Imita- 
tion Turn, 15-8 Full Spanish 
Heel. Widths B to D. Code 
“Newport.” 

Price $4.50 
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Cfor 1924 


Bigger Profits 


ANNAHSONS Styles for 1924 will in all 

cases be Active Styles—tested styles 

which are alive not only to the minute but 
leaning towards the future. 


[It is easy for any manufacturer to allow his 
line to get cluttered up with deadwood. Con- 
stant vigilance and a courageous axe are 
needed—and in 1924 they will be in evidence 
in the Hannahsons organization. 


This policy, executed as we will execute it, will 
be of tremendous economic advantage to our 
customers. It will permit them to stock sure 
sellers with complete confidence, instead of 
buying with the fear of future disappoint- 
ment and shelves dotted with sick and dis- 
abled models. 


No. B 719 

Black Satin Colonial, Imita- 
tion Turn, 9-8 Flapper Heel, 
Furnished with Bright Silver 
Finish Buckle. Widths B to 
D. Code “Plymouth.”’ 

No. B 718 

Same as above with 12/8 Cu- 
ban Heel. Code ‘‘Venus.”” 
No. B 717 

Same as above with 14/8 
Spanish Heel. Code ‘‘Leona.” 
Price $3.00 


HANNATS ONS 


HAVERHILL, MASS. 
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MR. JOHN R. GARSIDE 
President 
A. GARSIDE & SONS 
LONG ISLAND CITY, NEW YORK 


‘‘JUDGE IT BY ITS USERS’’ 


i <S< << cS 
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Open Letter 


To JOHN R. GARSIDE 


Dear Mr. Garside: 


Every tanner of upper leather is proud to know that the material he 
is producing is being used in volume by those shoe manufacturers 
whese product represents the utmost art and skill in finished shoes. 


We often wonder how many retail shoe merchants who invest their 
money in Garside shoes have any idea of the enormous amount of 
effort and time it has taken you to perfect the shoes that you are 
selling daily. ‘ 


At our end of the game, we are fully aware of the judgment and care 
shown by your organization in procuring the finest upper leather 
available and we are anxious for you and all of your customers to know 
that your constant orders for our Havana Brown Kid are a source of 
great pride to us. 


In having made some of your new samples of our Harvest Brown, 
Color 31, we are sure that your trade will back your judgment with 
substantial business. The beauty of this new color is creating all kinds 
of enthusiasm. 


Very truly yours, 
NEW CASTLE LEATHER CO., INC. 


r 


President 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


94 BOOT AND SHOE RECORDER December 1, 1993 


Hotel Empire 


Broadway at Sixty-Third Street 
New York City 


A NEW fourteen story fire proof struc. 
ture containing every modern conven- 
ience and “Servidor” Service. 


Capacity 1,034 
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Service*® 


“IT had six honest, serving men; 
(They taught me all I knew)! 

Their names are WHAT and WHY and WHEN, 
and HOW and W HERE and W HO.” 





eS a a 


JOO OOO 3b oeoeSeoe 


( Kipling) 

W HAT was the Declaration of London? 
W HY does the date for Easter vary? 
W HE N was the great pyramid of Cheops built? 
HOW can you distinguish a malarial mosquito? 
W HERE is Canberra? Zeebrugge? 
W HO was the Millboy of the Slashes? 

Are these “six men” serving you too? Give them an 
opportunity by placing 


WEBSTER’S 
NEW INTERNATIONAL 
DICTIONARY 


in your home, office, school, club, shop, 
library. This “Supreme Authority” in all 
knowledge offers service, immediate, con- 
stant, lasting, trustworthy. 


— = a ot 


The location ‘s 
unique: Sub- 
way, elevated 
street cars, 
busses, all at 
door. 


RATES 


Room, private 
toilet $2.50 


Single Room 
with bath $3.00 


Double Room 
with bath $4.00 


You will find it a complete lexicon of!shoe and leather terms not 
only for the beginner but also for the experienced man in the industry. 

The name Merriam on Webster’s Dictionaries has a like saniBeanee 
to that of the government’s mark on a coin. The NEW IN - 

NATIONAL is the final authority for the Supreme Coutts a = 
Government Printing Office athWashington. 

Write for a sample page of the New Words, specimen of Regular 
and India Papers, also booklet “You are the Jury, ” prices, etc. To 
those naming Boot and Shoe Recorder—we will send free a set of Pocket 


M: » 
7 G. & C. MERRIAM COMPANY 
Springfield, Mass., U.S. A. Established 1831 


Under Personal 
Direction 
P. V. LAND 
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35 In-Demand 
In-Stock Styles 


Ready for 
Your Call 


immoun 
New Illustrated 


Price-List , , > The 
oc No. 456—KID STOCK TIP, 7 INCH 
Poi “10-8 rubber eel. C. DE gladly sent POLISH medium toe, 9-8 rubber heel. 


POL iStL, 10-8 rubber heel, C, D 
E only. 
Our repeat business is our biggest asset. Merchants who once test the high qualities 
of Gardiner’s Hand-Turned Comforts—their excellent fit—careful workmanship— 
high-grade materials, have no occasion to change lines. Jf you are interested in 
such a line, let us know. 
For Clean Profits Sell Gardiner’s 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 


ete eS SS SSS — 
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SIZZLIN’ HOT RIGHT OFF THE REEL 


“THE QUAKER” 


While Others are Talking TOBER-SAIFER Has Them Ready to Ship 


THE BIGGEST STYLE SENSATION OF THE SEASON 
Order Now and Have Them Sold Before Your Competitors Wake Up 


No. 2890—Patent Chrome “QUAKER” Pump, made over a brand new last, suitable for this particular style. A 
very attractive Nickel Buckle, shaped to fit the instep. New Process light-weight flexible sole. 8-8 Celluloid covered 
heel, Perforations and style exactly as illustrated. A, B, and C widths, 214~7 


No. 2891—Exact style as above in Black Satin 

No. 2892—Exact style as above in Black Ooze Calf 

No. 2893—Exact style as above in Black Calf 

No. 2894—Exact style as above in Eaton Brown Calf 

No. 2895—Exact style as above in Jack Rabbit Gray Buck 
No. 2896—Exact style as above in Airedale Buck 


USE THIS SIZE SHEET 
TOBER-SAIFER SHOE CO. ST. LOUIS, MO. 


Ship to ; _... Town 
Ship Via_ ss CC—“—tC—CSCSCSC 0 scription 
Width2'4 3 314 4 4% 5 [5% 6 |6l%4| 7 
A a 1 oe ee ae 
Re Pt ww 
C Mus ie He aS 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
NOVELTY FOOTWEAR IN STOCK 
1312 WASHINGTON AVE. ST. LOUIS, MO. 
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Satins and Suedes 


FOR 


~ Holiday Business 


Located at the factory in Newbury- 
BEALE SATIN port, I inspect the quality and BLACK SUEDE 

general appearance of these shoes 
before they are put in boxes. 

It is my policy to accept only shoes 
that are up to a high standard of 
shoemaking. These shoes meet my 
requirements, and I know you will 
be pleased with them in every way. 
You should have some of these shoes 


IN STOCK 
NOW 


BOYD N. JONES 


No. 119—Code—CAPRICE No. 123—Code—CHARMER 

> NEWBURYPORT ::  :: SS. “i 
Black Satin, Black Ooze Calf Black Ooze Calf, Cross Strap 
trimmed, satin inlays. Medium DISTRIBUTOR OF openings in straps. Medium toe. 


toe, 14/8 Spanish LXV heel, e 14/8 Spanish LXV heel. AA-C 
— Pree $500 (Correct Do dge- Price $5 50 
Orders must call for at least 12 
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eISSN IN DT DAY NY PAY LTT SALA | 
? ° | 
3 W’s Lenox High Shoes 
FOR GROWING GIRLS 
IN STOCK 


fa) 


You have noted a call for shoes of 
this kind. The styles illustrated are 
numbers you would find it hard to 
duplicate for value and attractive- 
ness. 


Tan Mahogany laced Boot 8-8 Heel 

No. 8676—2% to 6, C, D, and E........ $2.75 
No. 8673—Same in nut brown side... .2.85 
No. 8675—Same in nut brown CALF . .3.15 


No. 8688—Tan§Vici 12-8 rubber 
heel, sizes 3,to 8, C, D, and E 


Weimer, Wright & Watkin Co. No. 8605—Same in Black -— 
$3.15 


39 S. Second Street, Philadelphia No. 8617—Same in'Tan side $3.00 


RETTIG IOI lelelelcalcalealealeleleslenlcrleled Succeed | 
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French Heels Are In Demand 


Always a strong feature in women’s style shoes. Louis heels are more in evidence 








in the present season’s lines than for years past. It’s never entirely satisfactory 
to apply rubber heels of the ordinary type to Louis Heels— 


But -- 


“U-PUT-ONS” are different. Slipped over 
the heel as a rubber is slipped over the shoe— 
they stay put—save the heel and please the 
customer. 

Before the trade for years. Nationally ad- 
vertised in newspapers all over the country. 
Distributed by all representative jobbers. 

72 pairs cost $18.00—Sell for $36.00 
100% profit. 


Our counter salesman helps sales. 


Write for jobbers list. 


ROBERT E. MILLER, Inc. 


11 Broadway New York City 
“U-~PUT-ON” IN ACTUAL USE 
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LADIES FINE TURNS EXCLUSIVELY | SADIES FINE TURNS ExcLUSiVEeLY 
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A STYLE IN HARMONY WITH THE TREND OF FASHION FOR 
EARLY SPRING WHICH IS CONSISTENT WITH THE RECOM- 
MENDATIONS OF THE STYLES COMMITTEE OF THE NATIONAL 
SHOE RETAILERS’ ASSOCIATION. MADE OVER OUR NEW 
NUMBER 8&5 LAST, 12/8 HEEL, MEDIUM TOE. TO ORDER IN 
ALL DESIRED COMBINATIONS. 


TRAVASO SAOE ComPANY 


MANUFACTURERS 
1908 LOCUST STREET SAINT LOUIS 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 



































SPAT TIME—NOW! 


TRU-FIT SPATS 
are true fitting—well made and ready for instant 
shipment. 


CLOTH and FELT— 10 Button, under Buckle 
Regular and Fat Ankle Patterns for Women 


FAWN GRAY 
BROWN BLACK 
Cloth, Regular Pattern 
Cloth, Fat Ankle Pattern 
Felt, Regular Pattern 
PE SD Ucn aes scecscecteavcesdecedhn 


SPECIAL—Cloth Back Only—Reg ular Pattern 
*$10.00 dozen 


Men’s Spats in Cloth and Felt also IN STOCK 


LAING, HARRAR & CHAMBERLBN *.. 


43 N. THIRD STREET : : PHILADELPHIA 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





Dec 


December 1, 1923 





BOOT AND SHOE RECORDER 


A Color Display That Gives 
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Character To Your Store 


When you display Daniel Green Slippers at 
Christmas or other times, don’t make the mistake 
of massing them for color in a wholesale way 
that gives the impression of a cheap quantity 
product. 


Daniel Green Slippers will benefit your store the most if you 
do full justice to their quality in your display and enhance it 
as much as possible. 


One“of the best ways of doing this is to use a few yards of 
satin of contrasting or neutral color under and behind Daniel 
Green Slippers in your window or case. Drape it in the soft 
folds and “‘billowed effects” that your window man well 


knows how to make. 


It gives you your one chance to do color advertising in your 
display, and it will give your store a list that will amply 
repay you both directly and indirectly for the trouble. 





Daniel Green Felt Shoe Company 
Dolgeville, -- -~+ New York 


New York Sales Office: Chicago Sales Office: Boston Sales Office: 
116 East 13th St. 189 West Madison St. 10 High St. 


Daniel Green goum= 
Comfy 
Slippers 
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“Nothing in the shoe 
but the Foot” 
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‘“‘In-Built”” Comfort 


and Protection 


From the viewpoint of shoe specialists, 

shoes built with Crawford Arch Sup. 

om Sa - ly correct. eo 
viewpoint of your customers, 

are unusually desirable because they 

correct fallen arches in a pleasant, natu- 

ral way. 





is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 























d Shoe Machinery Corporation 


Boston, Mass. 
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DESIGNED WITH THAT 
ADDED TOUCH THAT 
MAKES A SHOE A THING 
OF BEAUTY © © © @ 
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The ‘‘Gilda’’ 


A fascinating one strap, made 
up in various combinations 
of leather, to carry a 14-8 and 
16-8 heel. This novelty turn 
reveals those distinctive 
touches which have given to 
our product pre-eminent 
merchandising qualities. 


OOOO OOO OOOO OOo 


HARDING SHOE CO., INc. 


HAVERHILL, MASS. 
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Eth lle ry elt 
INCREASED DEMAND 


The ever increasing demand for Arch Supporter 
shoes is due to the practicability and dependably 
durable quality and style of these shoes. 





Their unfailing satisfaction and comfort automati- 
-cally increase the demand; for customers not only 
buy again, but tell their friends. 


Retail dealers throughout the country are building a 


ARCH SUPPORTER reputation and increased volume for their stores 
No. 229—Built with the famous : : . . . : . : 
pochesiaranel sank. enue oa with Arch Supporter shoes. If you are interested in 
ber heel. increasing your trade, write for further particulars. 


JOHN EBBERTS SHOE CO., Ine. 


Exclusive Manufacturers 


BUFFALO : : NEW YORK 
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SPECIAL-~ 
High Grade Shoe / 













































['8{ BRockTon Mass }"sf 


TRADE MARK REG. U.S. PAT. OFF. 





A Whitman & Keith style selected 
and illustrated by the fashion editor 
of Vanity,Fair as one of the season's 
best. Made for Browning-King Co., 
New York City. 





WHITMAN & KEITH COMPANY 
BROCKTON (Campello Station), MASS. 
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Goodrich Turns, In Stock 


Four Numbers You Can Sell Quickly 
AT ATTRACTIVE PROFITS 


No. 129 

An attractive Strap, Black Satin vamp 
and quarter, with a collar of Suede, 
cut out and beaded with gun metal 
beads. 

15-8 Spanish Louis heel, 
very attractive appearan 
AA 4 to 8, ASS B 3 to 8, C2% 


- toe of 


9.50 a 


It is obviously impossible to reveal in illustration the charm of style, 
beauty of materials, or high grade of workmanship 
for which Goodrich turns are noted. 





No. 132 
Black Satin Lark with Black Ooze 
Top. Carries 14/8 Spanish Louis heel. 
AA 4 to 8, A 34% to 8, B3 to 8, C2% 


to 8 


$5.75 Net 


’ Less than three pairs, 25 cts. extra service charge. 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 








A Silver Beasniel Strap oie with- 
Its 
simplicity is its most attractive feature. 
16/8 French Louis heel on a last es- 


out an equal for dress occasions. 


pecially for this style. 


AA 4 to 8, A 3% to 8, B 3'to 8, C2% 


to 8 
$7.00 Net 


Turns as *‘a find.” 


tunity. To establish 


line so uniformly good, is to get a following of 
trade, of the most profitable character. 


We suggest you place an order with us, now. 
Sizes and widths are available for immediate 
delivery. It will pay you to get acquainted with 
these very desirable shoes by close inspection 
and selling. If you are in the fine footwear field 
of merchandising you will look upon Goodrich 


Goodrich Turns offer the best possible oppor- 


of 


A Patent Chrome Strap, with a Black 
Ooze saddle and front strap. 14-8 
Spanish Louis heel, on new 88 last, a 
modern round toe of excellent propor- 


tions. i 
AA 4 to 8, A 3% to 8, B3 to 8, C2% 
to 8 


$5.50 Net 


If you desire to grade up, 


a reputation of handling a 





on 
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SEVILLE 


Jack Rabbit Ooze with match Kid 
*  Strappings, Theo Last. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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rippen orfs 
evest (reafions 


Are the sensation for the coming spring. 
The K. D. line is replete with smart, 
well-selected, profit-making styles. No 
merchant can afford to miss them. 


Our salesmen are now in their respec- 
tive territories soliciting spring busi- 
ness. 


The Krippendorf-Dittman Co. 


Cincinnati, Ohio. 





ASBURY 
MEADOW Sport ES Bombay Ooze Calf, match 
Sport Oxford, Jack Rabbit Grey Ooze Calf Trimmings, Bobbie Last. 
match Calf Trimmings, Harvard Last. 
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CHICAGO 


BOOT AND SHOE 


AECORDEN 


Great Natt onal Shoe Ueeh 


ESTABLISHED APRIL |, 1682 


Novelties Selling Best 


Most of the Shoe Stores Report Business Retarded Due to 
Unseasonable Weather—Gores and Colonials Going Good 


HERE has as yet been no change in 
-— sentiment in the buying of foot- 
wear. Contrary to indications last week, 
there has been no change in the weather 
and the retail shoe business continues to be 
below normal. The stores carrying novelty 
footwear continue to get most of the wom- 
en’s business. Gore, strip pump and strap 
patterns continue to lead in sales. Colon- 





The Bracelette, featured by Wolock § Bauer, Chi- 
cago, Iil., is an pperyy eg peive in silver 


ials are selling fairly well in patent leather 
and black and gray suede. 

{. In the hosiery departments, sales on 
hose of the different flesh colors are mak- 
ing the best showings. The O’Connor & 
Goldberg stores report their largest vol- 
ume of hosiery business done in the cheaper 
grades. 


Salesman’s Idea on Styles 


A salesman with headquarters in Chi- 
cago has an idea. He suggests that the 
tanners of the country get together and 
agree to tan only certain leathers. If they 
make such an agreement—and then stick 
to it—he thinks they will have made a step 
toward solving the style problem. There 
are others who agree with him and still 
others who believe that present conditions 
are due to after-war circumstances. 

To quote a Chicago shoeman who is well 


known throughout the country, “Novelty 
footwear was introduced shortly after the 
war to stimulate new business.” 


Overhead Increasing 


The rate at which overhead expenses 
are going up in Chicago is astonishing. 
One wonders just how far it can possibly 
go. One store, rather centrally located, has 
been paying $150 a month rent. Begin- 















ning the first of the year their rent will be 
increased to $350 per month. He has been 
in business at that stand for years and his 
trade.is well established. It may be noth- 
ing marvelous, but it has always made him 
a good living. There are only two things he 
can do; either go out of business or pay the 
higher rent and try to make his business 
grow. The particular merchant to whom 
reference is made is accepting the condi- 
tions and searching for new merchandising 
methods to increase his sales. , 

This has been made possible by the in- 
troduction of galoshes and wool hosiery 
into the world of fashion, and the mer- 
chant, even though he sells the galoshes 
and wool hosiery, must hold the bag on 
the high shoes which he has stocked. 





MILWAUKEE 


Unsteady Tone to Shoe Trade 


Air of Uncertainty Prevails as Both Men’s and Women’s 
Buying in Stores Is Slow 


USINESS in local shoe stores con- 
tinues spotty. Variance in reports 
on business by downtown stores and 
changes in the daily volume of each store 
characterize the present retailing period. 
Merchants have remarked on the air of 
uncertainty that pervades the buying 
classes. Women’s shoes have shown a 
marked tendency toward quietness dur- 
ing the last part of the week ending 
November 24. Taken as a whole, however, 
the volume of business is ahead of last 
year, and merchants are all satisfied. 
Stocks are in good condition, few odds 
and ends are at large, and the prospect 
for sane merchandising practice during 
the holidays is excellent. 
Men Buying High Shoes 
Men have swung into their annual pur- 
chasing of high shoes, and the buying has 
been so influenced that at the present 
time nearly fifty per cent of the business 
in men’s shoes falls to the high shoe. No 
favor is shown by the public as a whole 
to either black or tan shades. Each runs 
about equal with the other in the men’s 
sales. 


Women Buying Black 


Women are demanding blacks almost 
to the exclusion of other colors, merchants 
report. Some little business is being done 
in browns and dark browns, but the bulk 
of the sales are in blacks. One merchant 
ranked with the largest in the city reports 
colors off entirely, while other stores are 
doing very little in the colored footwear. 
Patents and satins are selling in prefer- 
ence to suedes and other materials. 

Oxford business is fair, but lack of 
real cold weather has made this type of 
footwear behind in the seasonal selling. 
Outlying stores and department stores 
report a mild revival of interest in high 
shoes for women, with the coming of 
cold weather. 


Manufacturing Looking Up 


Milwaukee shoe manufacturing com- 
panies are ranked with the industries 
making the best relative showing in the 
city is the latest report of the commer- 
cial service division, First Wisconsin 
National Bank. This merchant and busi- 
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ness man economic service also reports 
that sales and production of leather both 
increased during October, but were not 
on a par with October of last year. One 
tanner is quoted as saying that the larg- 
est demand at present is for dress shoe 
leathers. October purchases of hides and 
skins were large compared with Septem- 
ber. Hide and leather prices were in 
general steadier at the Milwaukee com- 
panies. 
Martha Washington Visits 

Store 

‘Martha Washington,” dressed indainty 
hoop-skirts and tiny black leather slip- 
pers, entertained scores of guests at 
Stilb’s shoe store in Racine last week. 
Two official “Martha Washington’’ days 
were declared at the store and Miss Alice 
Fisher, model, displayed the F. Mayer 
Boot & Shoe Co. product to hundreds of 
shoppers. Invitations to attend the event 
were mailed to more than 2,000 women 
in Racine. 


Menzies Gain in October 


The Menzies Shoe Co. of Fond du Lac, 
Wis., not only shipped $253,427 worth 
of shoes during the month of October, but 
on November | paid its eighteenth com- 
mon stock dividend, in addition to in- 
creasing its already substantial surplus, 
according to a report of company officers. 
The company has been paying its pre- 
ferred dividend of eight per cent, together 
with a monthly dividend of 50 cents per 
share on the common stock. 


Booster Club Dines 


Members of the Walk-Over Booster 
club met at a dinner and social gathering 
in the Blue room of the Blatz hotel, 





“Buy Early’’ Campaigns 
Started 


Shoe merchants and other busi- 
ness interests throughout Wiscon- 
sin have this year waged the most 
intensive early campaign to accel- 
erate Christmas buying, ever staged 
within the state. Practically every 
type of business firm, in either the 
wholesale or the retail field, has 
co-operated in putting across the 
“Do Your Christmas Shopping 
Early” idea in Wisconsin. Mil- 
waukee, Oshkosh, Fond du Lac, 
and Appleton report excellent suc- 
cess with the early campaign, while 
other cities are also meeting with 
encouraging results. In most cities, 
November 15 was set aside as the 
official opening day of the Christmas 
shopping season. 
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Milwaukee, recently, and spent a pleas- 
ant evening. Charles A. Helmbacher, 
manager of the store, addressed the club 
on “Co-operation.”” Russell Crotty, a 
member of the Walk-Over organization, 
was also a speaker on the program. 


Hold “Golden Rule’”’ Day 


Merchants of Chippewa Falls, Wis., 
have planned a Golden Rule Trade Day 
that is expected to bring in the farmers 
and residents of nearby cross-road com- 
munities. The idea to be carried out in 
the Golden Rule day is that every mer- 
chant offer the best bargains he can 
make, and an advertising committee 
censor these bargains to prevent dupli- 
cation of offers and to insure shoppers 
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of each store’s having different main 
attractions. Merchants are also planning 
a community auction sale to which farm- 
ers will bring livestock, machinery and 
household goods to be sold by an auc- 
tioneer provided by the association. 


Plan Foot Clinic 


A free foot clinic may be established 
at Madison, Wis., by chiropodists in 
work in connection with various charitable 
organizations in the city, it was revealed 
at the monthly business and educational 
meeting of the Wisconsin Chiropodists’ 
Society, held in Milwaukee. Dr. J. War- 
ren Smith of Madison presided. Dr. C. C. 
Schneider, Milwaukee, spoke on Foot 
Conditions that are Corrected by Radical 
Surgical Measures. 





CINCINNATI 


Manufacturing Shows Increase 
Retail Shoe Business Marked by Fair Amount of Activity 


with Indications Pointing 


HERE seems to be a fair degree of 

activity in most lines of trade in Cin- 
cinnati at the present time. Manufactur- 
ing has been speeded up lately to meet the 
requirements of the approaching holiday 
season and this has produced added activ- 
ity in the Cincinnati market. Jobbers have 
also had their hands full to supply the re- 
tail trade with stock for their Christmas 
sales. 

The retail business has been going along 
at only a fair pace, because of the handicap 
imposed by the warm weather. Depart- 
ment store sales are reported to have been 
only fair, although the last two weeks have 
produced larger totals than the early part 
of November. 

There is very little unemployment here. 
In fact, the labor situation is extremely 
satisfactory. While many plants. are run- 
ning about normal for this time of the 
year, others are not doing so well. But the 
average production that has been main- 
tained has been good and has been suffi- 
cient to provide work for the employees 
of the various plants. With so little unem- 
ployment prevalent, it is only natural that 
people should have money to spend. Buy- 
ers, however, have not been spending 
much lately, but merchants are confident 
that the purse-strings of the public will be 
loosened within the next two weeks and 
that there will be a record holiday trade. 
In fact, local merchants anticipate a vol- 
ume of business during December which 
will rival that of any previous December. 


Business Conditions Look Promising 


An optimistic view of local business con- 
ditions is taken by R. M. Byland, secre- 
tary-manager of the Cincinnati Associa- 
tion of Credit Men. He cites the increased 


to a Busy Holiday Season 


demand for steel and pig iron as indicative 
of good business. He said that local selling 
agents report heavy orders for the first 
quarter of next year and that large in- 
creases in available bank funds indicate 
that the people are still able to save and 
are doing so and thus provide a great loan 
capacity in the banks. He also pointed out 
that the prices for agricultural products 
are better than they had been for a long 
time, which, he said, places the agricul- 
tural districts on a better buying basis. 


Fair Volume in the Shoe Stores 

The business in the retail shoe stores 
has been in fair volume. Although there 
has been some improvement noticed dur- 
ing the last-few weeks, the sales have not 
been as large as they should be for this 
time of the year. Shoe merchants, how- 
ever, are looking forward to good sales 
during the rest of the year and are confi- 
dent that feminine buyers will begin to 
show more interest in their purchases of 
footwear. 

The majority of the business being done 
at present is on black shoes which main- 
tain about the same relation of 60 per cent 
of the sales to 40 per cent sales of colored 
shoes as reported last week. Black satins 
have been showing strength, while patents 
are also having good sales in local stores. 
The demand for black suede has also been 
good. 

Interest in Browns Revive 

Colored footwear is keeping up to a fair 
volume of sales through the continual 
pushing which is being done by the mer- 
chants. The sales of browns have held up 
well. Browns have varied greatly in de- 
mand. In September there was a good 
demand for them and then suddenly the 
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interest in browns seemed to fall away. 
Recently, however, there has been a re- 
vival of brown in popularity and, while 
sales have not approximated the figures 
established several months ago, they have 
increased to a gratifying degree. Grays 
also have been showing a fair amount of 
strength in local stores. 


Evening Slippers Going Good 


In the line of evening slippers the more 
exclusive stores report a splendid call for 
slippers selling from $15 to $20. These are 
of silver and gold with brocaded satin also 
showing strength. The demand for evening 
shoes of brighter colors has also been suffi- 
ciently strong to warrant attention. 

The sale of men’s shoes has been going 
along at a good pace. Men are displaying 
much more interest in browns than in 
blacks, although the latter have many pur- 
chasers. Several prominent merchants are 
selling about 65 per cent of their men’s 
shoes in browns. There have been in- 
creases recorded in the number of black 
patents which have been sold for evening 
wear. 


Black Shoes after 6 P.M. 


The impression upon the average man 
of the fact that black shoes should be worn 
after six o’clock in the evening will be a 
matter of education, according to the opin- 
ion of leading shoe merchants. Men have 
not gained the same consciousness as 
women as far as their footwear is concerned 
and this consciousness can only be aroused 
by means of a slow educational process 
which will produce worth-while results in 
the end. 

About 70 per cent of the men’s business 
is being done on high shoes. This is espe- 
cially true whenever there is a cold snap. 
The few cold days that Cincinnatians have 
experienced this fall saw a rush of men for 
high shoes in the retail stores. On these 
cold days practically every pair of shoes 
sold to men were high shoes. 


Opens Fitting Room 


The Feder-Gregg Company has opened 
its new fitting room on Monmouth Street, 
Newport, Kentucky. This company’s nov- 
elty line of women’s shoes for spring is 
commanding the attention of the retail 
trade. 





Interest Grows in Beautiful 
Feet. Contest 


Much interest is being aroused among 
Cincinnati women in the Cincinnati En- 
quirer’s contest for the selection of the 
prettiest feet in Greater Cincinnati. A cap- 
ital prize of $300 goes to the woman having 
the prettiest feet in any kind of shoes in 
Greater Cincinnati. In addition there will 
be three first prizes, $100 to the woman 
having the prettiest feet in walking shoes; 
$100 to the woman having the prettiest 
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feet in afternoon shoes and $100 to the 
woman having the prettiest feet in evening 
shoes. Each contestant must submit a 
photograph of her feet shod in any style of 
shoes and wearing any style of hosiery. 
The awards in this contest will be based 
upon the following credits: 20 per cent to 
the arch; 20 per cent to the instep; 20 per 
cent to the ankle; 20 per cent to the gen- 
eral contour of the foot and 20 per cent to 
the shoe. Each contestant may submit as 
many photographs as desired, using differ- 
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ent styles of shoes. The contest closes on 
December 8. The judges will be Clement 
Barnhorn, well-known Cincinnati sculp- 
tor, H. H. Wessel, Cincinnati etcher and 
painter, and Mrs. John D. Faig, Cincin- 
nati painter. 

Several retail stores, including the Smith 
Kasson Company and The Potter Shoe 
Company, are offering prizes to the win- 
ners of the contest providing that they are 
wearing shoes from their particular stores 
in the contest. 





LOS ANGELES 


November a Good Month 


Marked Improvement over October in Retail Shoe Stores 
New Stores Open 


LTHOUGH the early part of Novem- 

ber continued to be warm, more sea- 
sonable weather developed in the middle 
of the month with the result that a steadier 
tone to the retail shoe business was re- 
ported. During the early part of the month 
merchants enjoyed calls for lighter colors 
in women’s footwear. 


Walk-Over Store Buys Lease 


Jesberg’s Walk-Over Shoe Shop, by the 
purchase of a lease, has secured a new loca- 
tion at 618 So. Broadway. The new shop 
will be opened abdut February 1. The main 
floor will be devoted entirely to women’s 
shoes, and another floor for men’s shoes. 

Mr. Jesberg reports black is first in pop- 
ularity in satin and kid, with browns run- 
ning second. Sandal effects, with the Span- 
ish heel and in the medium height of box 
heels, are selling well. 


Novelties Selling Freely 


The activity in selling centers around 
fancy strap patterns in the Spanish heels, 


and strap effects and sport oxford pat- 
terns in the lower heel type of walking 
shoes. 

The interest in men’s buying is centered 
around oxfords in medium shades of calf 
for daytime wear and black calf for even- 
ing. Brogue effects are selling fairly well, 
both with wing tips, as well as the regular 
straight tip. The plain toe is good. 4 


November Promises Well 


Mr. Edwards, manager of Gude’s 
Broadway store, states that November 
gives promise of being a better month than 
October. Business at the new store has 
been 50 per cent better to begin with than 
was anticipated. The higher grade shoes 
sell best; and more satins are sold on 
Seventh Street than on Broadway. 

Mr. Gude, head of these two stores, is 
now on a business trip through the Middle 
West and East, visiting some of the larger 
cities: St. Louis, Philadelphia, Newark, 
New York, and Boston. 





DETROIT 


Conditions Better Than 1922 


Retail Lines Not Measuring Up to Expectations, but Indica- 
tions Possess Optimistic Features 


HERE is an undercurrent of dis- 

satisfaction with the business in 
retail stores for November. There are 
good days and bad days, and the weather 
is not reported as entirely responsible 
for the quiet condition. 

However, the Detroiter, the official 
organ of the Board of Commerce, reported 
interviews with twelve manufacturers, 
merchants, bankers, etc., and the general 
feeling was that there is no foundation for 
other than an optimistic feeling over the 
prospects for business during the coming 
winter. In commenting on the interviews, 





the editor reports that “‘business is better 
than it was at this time last year; more 
men are working, there is more money in 
the banks, and. neither manufacturers, 
retail nor wholesale merchants are carry- 
ing heavy surplus stocks, which in itself 
is a healthy condition.” 


Much Advertising by Shoe Merchants 


If the advertising is any criterion of 
business conditions, it merely confirms 
the reports of merchants. There is con- 
siderable advertising of “Special Sales,” 
although in most cases the sales are of 
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short duration. Merchants are not going 
to be caught with heavy stocks if “sales” 
will help to unload them. 


Evening Footwear Is Featured 


Footwear for evening wear is receiving 
considerable attention in the better stores. 


Goetz & Mittleman, I. Miller Shoe de- . 


partment at Russeks, 1448 Woodward 
Avenue, are showing a wide range of 
imported paisley patterns in colors and 
silver and gold. A feature of their evening 
slipper department is the matching of 
slippers with the color of gowns, a service 
that is carried out by means of satin 
slippers dyed to match the colors desired. 


Displays of Buckles 


The Alfred J. Ruby, Inc., Washington 
Boulevard, is still featuring pumps with 
buckles, the square or oval type being 
favored over the oblong tongue style. 
As the buckles run in price from $8 to 
$75, the sales of these are a considerable 
item in the volume of business done. 
Twice a week during the past few weeks 
a window display of buckles has been 
made with effective results. 


Golf School for Winter 


R. H. Fyfe & Co. will open its golf 
school for the season of 1923-24 early in 
December. The putting greens and driv- 
ing cages are being renovated and the 
entire floor re-decorated. A feature of 
the decorations this season will be lattice 
arches covered with roses, which will give 
an outdoor atmosphere to the depart- 
ment. 

The success of the school last winter 
was encouraging and the actual results 
from a financial point of view satisfac- 





Fyfe Skate Department 


R. H. Fyfe & Co. has opened a 
large skate department. The men’s 
and boys’ skates and skating shoes 
are handled on the first floor and 
the misses’ and women’s on the 
second. Skates are handled in club, 
hockey and racing models. Foot- 
wear with attached skates are a 
feature of the displays and will 
probably prove the favorite of pur- 
chasers, but both skates and shoes 
will be sold separately when de- 
sired. 

In discussing the new depart- 
ment, A. O. Day, general manager, 
said: “We feel that it is about 
time that the shoe merchant began 
to think of keeping the sales of 
shoes in the shoe store. We believe 
the shoe store can give the sporting 
fraternity better service than the 
sporting goods departments in 
hardware and other stores. 
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tory, the sale of golf shoes alone being 
doubled through the contact with golfers 
obtained through the school. Two pro- 
fessionals will be in charge of the floor 
and will give private lessons. 


Detroit Notes 


Newcomb-Endicott Co. opened a ho- 
siery department in their shoe depart- 
ment on the third floor. 

Charles Thompson, formerly manager 
of the C. H. Baker shoe store, has taken 
charge of the new shoe department to be 
opened in the Bedell store. Mr. Mac- 
Donald, his assistant at the Baker store, 
succeeds him there. 

The Kahn Co., a national merchandis- 
ing organization, has secured control of 
the Russell Co., 1526 Woodward Avenue. 


December 1, 1923 


The Kahn Co. operate stores in 45 cities 
and have buying headquarters in New 
York and Paris. 


Luscomb’s, 1224 Library Avenue, are 
holding a removal sale preparatory to 
moving into new quarters in the Hotel 
Tuller building. 


About Men’s Lasts 


Roy E. Pingree of the F. C. Pingree 
Shoe Co. sees a demand for a change in 
men’s lasts in two directions. Round toes 
will be broader in his opinion, and French 
toes will be narrower. He is also of the 
opinion that the introduction of yellow 
tan into the spring lines will be unwise 
for the tanner, manufacturer and retail 
merchant. 





CLEVELAND 


Weather Retards Retail Business 


Straps Are Having Great Run and Gores Are Popular—Black 
Is the Leading Color 


URING the week ending Nov. 24 
there was a fair complexion to the 
retail shoe business. The weather for 
several weeks was not favorable to in- 
fluence the buying of fall and winter mer- 
chandise and it was the same during the 
week. Near the end of the week some rain 
fell and rubber footwear showed an in- 
crease. 

Straps are enjoying the greatest run of 
any of the models offered in this city. 
Models with plenty of gore work are going 
particularly well also. Black models con- 
tinue to be the greatest favorite of the 
colors. There is some talk in the different 
stores of an increasing demand for Colo- 
nials, but it is nothing like it was three or 
four seasons ago. 


Emerson Store Opens 


The first Emerson store in this city has 
been opened at 1948 East 6th street, which 
is in the heart of the downtown shopping 
district. It is situated in the room that was 
vacated not long ago by the Kelley Boot- 
ery, which had been doing business at the 
stand for more than 25 years. 

The new Emerson store was opened on 
Wednesday, November 21, and a nice line 
of trade has come into the store. 

0. C. Denzie of Detroit, district man- 
ager for the Emerson Shoe Co., came to 
this city to open the new store and to 
operate it the first week. He was succeeded 
by the permanent manager, E. E. Velecke, 
late of the Chisholm Shoe Co. 

Mr. Velecke has been in the shoe busi- 
ness here for 12 years and is well known, 
particularly to the male trade. The new 
store handles only men’s and boys’ shoes. 

The Cleveland store makes the 40th in 


the chain of retail establishments that this 
company conducts in different cities of 
America. 


Aymar in the East 

Ed H. Aymar, manager of the shoe 
department of the Halle Bros. Co., is 
spending a week looking over trade de- 
velopments in New York City and Phila- 
delphia, and, incidentally, picking up a 
few pointers for the trade in this city. 

Aymar, one of the most successful and 
keenest of shoe merchants in this city, 
makes these pilgrimages annually. He 
interviews heads of departments, buyers 
and clerks in the eastern stores. He care- 
fully looks after every angle of style and 
model developments. Styles have been 
sweeping westward from New York for 
some years, and by going east now, Aymar 
is able to get a line on the very latest for 


spring. 
Frank Anderson, who for years was the 
manager of the shoe department for the 
Taylor Co., in this city, has branched out 
for himself and is now operating a new 
store at Euclid avenue and East 22nd 
street. The Taylor shoe department was 
built up considerably under the able 
management of Mr. Anderson. 





Colonials with Goring 


Colonials, as made these days, have 
gores under the buckle. That is an improve- 
ment over “Ye old time slippers, called 
colonials.”” For the shoemakers of colonial 
times never knew what an elastic gore was 
like. It was 200 years and more after the 
first Pilgrim Thanksgiving that rubber 
was used for shoes. 
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Steadier Tone to Business 


Merchants Report a Normal Condition and Attribute More 
Activity to Colder Weather 


acter of boom days, was apparent 
during the week ending November 24. The 
buying with a few exceptions was steady. 
Colder weather has added more activity 


A NORMAL business without the char- 


as much business as if they had reduced 
prices. 

One unusual sale that has created a good 
deal of comment is the removal sale of one 
of the largest and oldest shoe stores in the 





JOSEPH M. DODD 


Joins The Pedigo-Weber Shoe Co., of St. Louis, 

in the styles and service distribution pat of the 

sales program. For the past few years he has been 
concentrating on styling women's shoes. 


to the trade. If it was accompanied by 
either rain or snow, many retail shoe mer- 
chants feel sure an upward trend of good 
proportions would prevail. One retail shoe 
merchant of considerable experience 
voiced his belief that the days of “‘crush- 
ing” the door to be fitted are not to be 
with us for some time if ever. However, he 
added that business would not be bad and 
that a depression could scarcely be possi- 
ble under present conditions. 

The buying activity has delayed longer 
this season than usual and much business 
must be consummated between now and 
Christmas if stocks are to be found low at 
inventory time. One large operator, in 
commenting on the inventory, stated that 
they had shoes on the shelves in good 
quantities, but the merchandise was sala- 
ble shoes that did not have to be sacrifiecd 
in order to induce sales. Most stores are 
holding up prices and not trying to force 
business through a price-cutting program. 


Some Special Sales 


Some stores report special sales with re- 
duced prices as an incentive to buy shoes 
as unfruitful, when considering the ex- 
pense of conducting the sale. Other stores, 
which are holding prices and advertising 
merchandise, report they are getting just 





HARRY L. TOMES 
New ouprttedent and manager of the produc- 


tion of The Pedigo-Weber Shoe Co., of Si. Louis. 
He wqs formerly with the Brown Shoe Co. 


city. This sale has been successful from the 
very start when it was necessary to lock 
the doors when the crowds in the store be- 
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came too large. Big business is being don , 
every day. 


Satin Is Best Seller 


The style situation is practically un- 
changed from what it has been during the 
past six or eight weeks. Satin continues to 
outsell any material. The manager of a 
large store stated that on Wednesday a 
lot of satin shoes were put on the shelf and 
by Saturday the stock was almost ex- 
hausted. One break in favor of satin has 
been the weather which has been ideal for 
this type of footwear. Black suede and 
patent leather are selling in about the same 
ratio of fifty-fifty. 


Oxfords Going Good 


Colder weather finds oxfords being 
asked for more frequently. Silver brocade 
was mentioned in two or three stores as 
having quite a call during the past week. 
The opening of the social season has stimu- 
lated this business and it is anticipated to 
be good until the holidays. 

A two-eyelet, lace plain-toe oxford was 
a new number which was introduced suc- 
cessfully during the week. Tan was found 
to be better than black. 


Colonials are causing much concern and 
some are making their appearance on the 
street. In many cases they are shoes that 
were bought last year, but some of the 
stores predict a good demand for them in 
the spring selling. 
® In discussing with a number of mer- 
chants their spring buying plans it was 
surprising to know that a great many 
orders are unplaced for shoes. The one 
color which most agree upon is gray. 
Other shades are receiving consideration. 





MINNEAPOLIS 


Sales Stimulate Shoe Business 


Lack of Cold Weather Curbs All Lines of Shoe Buying— 
Interest in Evening Shoes 


ETAIL shoe merchants attribute 

the spotty condition of the shoe 
business here to unseasonable weather. 
Some of the stores in adopting measures 
to stimulate the trade have held special 
sales with a fair amount of success. 
Few periods of cold weather have pre- 
vailed, but when they did, there was a 
decided improvement to the buying in 
shoe stores. 


Evening Slippers Good 


Merchants in the loop retail district 
report a variety. of leading sellers. Day- 
ton’s report that evening slippers are 
selling up to $16.50. Manager Nichols 
claims that the black satin pump and 
oxford is the best seller, with the creased 
vamp calfskin oxford making a good 





showing. In the pumps, those with 
strapped effects are most in demand. 


Opens Downstairs Store 


The A. E. Little Company of Lynn, 
Mass., manufacturers of the Sorosis shoe, 
has just opened a new basement in the 
John W. Thomas Company. For some 
years the Sorosis Company has operated 
the shoe department in the balcony of 
the main floor of this store. Recently 
the business was reorganized and a pro- 
gram of expansion undertaken. 


Buckles for Evening Footwear 

The women’s shoe department at Don- 
aldson’s is featuring a handsome display 
of buckles for evening footwear. 
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There’s acall developing for 
a lighter leather shoe—that 
is also smart—a glazed kid 
shoe. 





One big reason why men 
don’t buy shoes oftener is 
because they dread the break- 
ing in process. 

Smart shoes of F. B. & C. 
Kid delight more men than 
you imagine. 


Will you let some other store 
show them such shoes ferst? 


Amalgamated Leather Companies 
INCORPORATED 
22-24 North 5th St. Philadelphia, Penn. 


Factories: Wilmington, Del. 





Men Are Demanding 
Lighter Shoes 


In acting on this sug- 
gestion, be sure to have 
the shoes made from a 
leather which you know, 
and the public knows, 
to represent the highest 
standards of colored 
glazed kid production. 


Join the color authority 
and quality assurance 
of F. B. &8 C. Kid with 
your shoes. 


Tell your customers 
your shoes are made of 
F. B.& CC. They’ll 
credit you at once with 
the desire to give them 
the best leather value in 
their shoes. 


The best and richest 
Brown shade we can 
suggest is our color 53. 
Glad to send you a 
sample piece. 
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Leather Buying Is Close to Current 


HE low-priced hides on the market 

cannot be expected to have any 
further effect on the leather market 
or leather values. Tanneries have been 
running far below normal capacity and 
they still have leather on hand which was 
made from high-priced hides. Some tan- 
neries have been purchasing more heavily 
on hides in view of the low prices. They 
maintain, however, that the higher labor 
costs render it difficult, if not impossible, 
for them to show a profit even on a low 
raw material market. 

The liquidation process in leather and 
shoe markets is practically complete— 
everything except labor. Without some 
liquidation in this respect there are bound 
to be continued difficulties in at least some 
of the big shoe and leather centers of the 
country. So far as actual selling values of 
leathers are concerned, there is substanti- 
ally no change from our last report. Sales 
continue on relatively the same propor- 
tion. Buying as usual is very close to 
current needs and no one from tanner to 
retail merchant is inclined to take any 
larger supply than is absolutely necessary 
‘to accommodate the trade. 


Sole Leather: Situation 


Tanners of sole leather are continuing 
to make sales although small ones. The 


Requirements 


aggregate, however, makes some business 
and there are not any surplus stocks to 
speak of on hand. Manufacturers of 
medium and cheap heavy shoes purchase 
dry hide sides with prices ranging from 
20c to 27c per pound. Union sole is in 
better sale and there is a larger volume of 
sales on union backs than for some weeks 
past. Heavy packer steer union backs 
bring from 45c to 48c per lb.; light and 
medium 43c to 46c. There is more business 
on oak sole with quotations ranging from 
40c to 48c per pound for No. 1 packer 
steer backs. Shoe manufacturers’ bends 
range from 50c to 60c per lb. and finders’ 
bends from 65c to 80c per pound. 


Calf Leathers 


The upper leather situation is reported 
no better than for the past few weeks. The 
novelty leathers are moving rather slow 
as the manufacturers of novelty shoes are 
having a lull in business and are getting 
ready for their next run. Calf leathers are 
moving in only a moderate way. The 
fancy suede finishes are in less demand 
than some months ago. The finest im- 
ported calf skins are offered at prices much 
higher than the local market which tends 
to slow up the sale at the high prices 
necessary. Full grain smooth finish calf in 
colors brings from 42c to 45c for the top 


selections; 40c for medium; and 30c to 35c 
for the lower grades. Light weights bring 
about 5c less per foot. 

Side upper leathers are moving in better 
lots where a good trade can be made as to 
price. 

The manufacturers of heavy shoes 
are good buyers of heavy side leathers in 
some shoe centers. The full grain leathers of 
standard tannages are in the best demand 
and the women’s weights are not in such 
good call. Prices range from 20c to 32c, 
according to quality and tannage. 


Moderate Patent Leather Trade 


Tanners and japanners of patent 
leather report a moderate volume of busi- 
ness on the medium and lower grades. The 
top grades are still dragging, although 
prices remain virtually the same as for the 
past few weeks. The top selections of 
chrome patent kips bring from 42c to 45c 
and chrome patent sides bring 45c, 40c 
and 35c for the first three selections. 
Medium grades in cheaper leather are 
quoted at 20c to 28 and job lots and 
poorer leather at below 20c per foot. A fair 
business is being done in patent colt with 
prices ranging from 55c to 65c for the top 
grades; for patent kid, 65c to 75c is quoted 
by the leading tanners. Medium selections 
bring from 45c to 60c. 
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/ U.S.Boots are Strongest 
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ted States Rubber Company Where Strainis Greatest United states Rubber Compan: 
United State ethan 


To help you sell 
“U.S.” Rubber Footwear 


Eight layers at the toe—eleven back of the heel— 
seven at the ankle—eight over the instep! Here are the 
facts about “U. S.” Boots graphically featured in an 
unusual store display. 


This large three panelled cut-out is a direct tie-up 
with our national advertising now appearing in the 
thirty-three most important farm papers. 


Display this sign in your windows or store. It will 
identify your store as the headquarters for the “U. S.” 
Line. It will help increase your sales. 


If you have not received your set of display material 
write to our Branch from which you order your “U. S. 
Rubber Footwear. 


United States Rubber Company 








“U.S.” Boots 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Now Is the Time to Sell Overshoes 


A Wide Variety Is Offered in Staples and Novelties. 


Have You Enough 


Rubbers for 14/8 and 8/8 Heels? 


HERE was never a better time for 

the sale of rubber shoes than the 

present. By rubber shoes, the rubber 
man means not only “rubbers’’ as your 
customer calls them, but overshoes. The 
vogue of overshoe wearing, for young and 
old, has come to stay and will remain the 
vogue for cold weather wear just as long as 
low shoes are the favorite foot covering. 
Some few years ago, we all recall that it 
took snow to sell overshoes. Nowadays, 
while the sale of overshoes is helped by 
wiatry moisture, and sometimes to such 
an extent that retail shoe merchants find 
their stocks inadequate to the demand, 
nevertheless snow is not essential. 

With the popularity of overshoes have 
come a variety of lasts, for the rubber man 
must ever follow the leather shoe man. As 
one rubber man said recently, ‘“The recent 
decision of the Joint Styles Committee 
that there would be no change in lasts for 
the next few months was indeed sweet 
music to the rubber shoe manufacturer.” 


“* Hurry- Up” Orders 


Some fifteen years ago, there were prac- 
tically but two lasts for men and two lasts 
for women—namely, a medium, low heel 
with round toe and a medium low heel 
with narrow toe. The man’s last was a 
straight last, with a slight swing on the 
outside, known today as the British last; 
there is still a big call for it. With the 
last five years, however, men have been 
demanding at least four lasts, and the 
women, six or more lasts, and combina- 
tions in those lasts. The popularity of the 
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By HELEN M. HANEY 


14-8 heel in women’s leather and satin 
shoes, both on a straight Cuban, a Spanish 
and a Baby Louis has brought many hurry- 
up orders to the rubber shoemen. Many 
retail shoe merchants neglected to put in 
this type of rubber shoe for fall and winter; 
another popular heel, on which many retail 
shoe merchants find themselves short in 
rubbers and overshoes is the 10-8 Cuban 
and there is also a big demand for the four- 
buckle arctic to go over the very low, 
broad, 8-8 heel. The French toed shoes 
have also required a modification in some 
of the new overshoe toes. 


“Style All the While” 


As to how much percentage of style 
there is in overshoes, one could answer: 
“They are style all the while,”’ in the 
sense that to wear overshoes in cold 
weather is now considered “smart.” 
There are plain overshoes, of black mostly, 
of fine Jersey cloth, with or without ini- 
tials; there are Cashmerette cloth over- 
shoes, with or without initials. In the 
realm of the novelties may be classified 
the “Radio” boot of the Cambridge Rub- 
ber Company and the “Zipper’’ of the B. 
F. Goodrich Rubber Company. And then 
there are “slip-ons,” as the Beacon Falls 
Rubber Shoe Company calls its black rub- 
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ber boot, with black astrakhan and gray 
cloth; however, the company finds its best 
sale on its four-buckle ““Top Notch” gaiter 
on which this company has spent much 
money this year in newspaper advertising. 


“The Buy Early” Campaign 


The idea behind this advertising cam- 
paign, which was started November 1 of 
this year by W. O. Bridges, manager of 
the Boston Branch, was to try to educate 
the merchants to start selling their four- 
buckle arctics and rubbers as early as pos- 
sible; not to wait for heavy snow and wet 
weather, but to trim up their windows and 
announce that they were ready for busi- 
ness on rubber shoes. Mr. Bridges states 
that the majority of merchants co-oper- 
ated with the company and as a result had 
extra good luck in disposing of a great 
many pairs of four-buckle arctics and also 
light rubbers during November. Mr. 
Bridges said that he used three editions of 
five of the largest papers in New England 
to educate the public on the advisability 
of “Buying Now.” Merchants were sup- 
plied with mats for advertising in their 
local papers in three different sizes; they 
were also furnished with a giant ad from 
the newspaper campaign to paste on their 
windows. 

Mr. Bridges is constantly stressing the 
importance of window trims. He believes 
that an entire rubber shoe window in any 
of our large cities would be such a curiosity 
that for that reason, alone, if not for its 
timeliness and attractiveness, it would sell 
merchandise. 
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Make it your leading line 


To adopt Just Wright Shoes as your 
leading line means to.increase your 
business with the class of men you -; 
are most anxious to serve. 


| 


TWO OF THE TEN STYLES IN STOCK 
Stock No. 210. Andover Last, Black Boarded 
Calf Oxford. Wingfoot Heel, Heavy Single 
Sole. Sises: AA, 7-12; A, 64-12; B, 6-12; C, 
D, 5-12 ; Price, $6.35 


Stock No. 310. The same in Tony Brown 
Calf. ...%2 ; ; a oo te $6.50 


E. T. WRIGHT & COMPANY, inc., Rockland, Mass. _ 


Makers of the Well Known “Arch Preserver”? Shoes for Men 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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‘Gelting More Hosiery Sold Right” 
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10,000 


REPRESENTATIVE DEALERS 
WANTED AT ONCE! 


TO INTRODUCE AND SUPPLY TO 
THE WOMEN OF AMERICA OUR 


Sue 
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The most extraordinary silk stocking since full fashioning 
was invented. 


One Twenty Five is not full fashioned, but One Twenty 
Five is shaped in the knitting to the curves of the leg (not 
boarded) with perfect narrowing from top to toe, the texture 
at the ankle being precisely the same as at the calf. “One 
Twenty Five” is made of double cracked pure thread silk 
with reinforced feet and tops. 

















*““One Twenty Five’’ is guaran- = We will not confine it, but the dealer 

‘sed absolutely RUN PROOF. . r : who stocks it first will be hard to 
x ee overtake. His new volume will 

“One Twenty Five’’ costs $10.50 a ed start imimediately. 

and sells for one twenty five. . 


“One Twenty Five’’ is put up in ALL WANTED SHADES 


one of the most beautiful packings : FOR STREET AND 
ever conceived for hosiery. 4 EVENING WEAR 


“One Twenty Five’’ is NEW, 
amazingly attractive and is not 
comparable with any other stock- 
ing on the market. 


WIRE FOR SAMPLE ORDERS 
TODAY 


NOTE—Salesmen being considered for every territory in the Union 


RAY-MOND HOSIERY CO. 


138 Fifth Avenue - - New York City 
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Priced Amazingly Low— 


“Pocahontas’’ Brings ‘‘Repeats 


93 


Thousands of women have discovered 
their money buys more in silken beauty, 
long wear and perfect fitting qualities 
when it purchases style “Pocahontas’’— 


in the Arrowhead line. 


Striking advertising in the leading maga- 
zines is telling an ever increasing number 
of your customers the advantages of 
Arrowhead Hosiery. The whole line— 
which includes pure silk, fibre silk, mer- 
cerized, cotton and worsted stockings for 
Women, Men and Children—will sell 


rapidly for you. 


Send your orders at once—they will be 


filled promptly. 


“Pocahontas.” Twelve strand pure Japan silk, 
twenty-one inch boot, elastic, mercerized top, 
double sole, high spliced heel, reinforced toe, 
seamed back with fashion marks in ankle, un- 
usually fine gauge. Made for beauty and service. 
Colors: Black, White, Cordovan, Navy, Pearl, 
Tan, Beige, Fog, Cinnamon, Rembrandt, Log- 
Cabin, Coating and Congo. Sizes eight to ten 


re lene ee 


Ricumonp Hosiery Mitts, Inc. 
Established 1896 
CHATTANOOGA TENNESSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


. For all the Family 


and one-half. Three pairs to the box. 
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LOOKING THRU— 


the haze of the past half century, it is interesting to note the growth of many 
stores—that but yesterday supplied the limited wants of a small community—to 
Nationally-known retail institutions, looked up to as leaiers ani who serve the 

needs of thousands of customers. 

Looking through the Hosiery Section of these Institutions, today, you will note 
Modern Merchandising Methods and the atmosphere of Success. In many stores of this 
type ‘IRON CLAD” Hosiery has been sold continually almost since the first day their 
doors were opened—giving perfect satisfaction and proving a constant source of profit. 


IRON CLAD No. 803 
A Fine Silk Hose with an 8-Inch Extra Elastic Top 


This style is of pure thread silk plaited over artificial Silk and NOT TWISTED, which assures all 
beauty and sheen of the pure silk will show unalloyed. 

It has an 8-inch extra elastic-mercerized lisle top, fashion marks, four-ply heel and toe, also 
silk splicing in the high spliced heel and a double sole. Priced at $8.50 a dozen. 

No. 803 Black : $8.50 No. 803 CB Cordovan Brown. 


No. 803 W White... , 7 ... 8.50 No. 803 G Gray.. 


COOPER, WELLS & CO. 


250 Broad Street. St. Joseph, Mich. 























Compara Neis00, 


ST. JOSEPH, MICHIG GAN 
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A name to conjure with in NewEngland is Thayer 
McNeil’s. And Mr. H. F. McNeil, Treasurer, 
writes: “The little gold stamp Made Expressly 
for Thayer McNeil Company by McCallum on 
the toe of some of our stockings has allied two 
responsible names in the confidence of our cus- 
tomers and has sold good hosiery.” 
































McCa.ttum Hosiery Company, NorTHAMPTON, MaAss. 
New York . Philadelphia Boston . Chicago 


“You Just Know She Wears Them” 


McCallum 


SILK HOSIERY 
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BiGGER Prorits On Fewer LINEs 


Why shoulder the overhead on six brands when 
one or two will meet all demands? 


thus making a bigger overhead and a slower turnover 
on each line and making it impossible to devote ade- 
quate thought or sales work to any particular line. 


Mem stores today are handling too many lines of hosiery, 


One certain very prosperous store limits its hosiery depart- 
ment to two well-known lines. This cuts their overhead, speeds 
turnover and increases profits, and, most important of all, enables 
them to feature one make aggressively all the time and devote 
all of their sales work to selling that one make. Consequently, 
their sales are bigger in volume now than they were on all six of 
the lines they formerly handled, and lessened overhead gives 
them a bigger margin of profit. 

Their featured line is Corticelli Silk Hosiery. It offers you the 
same money-making sales opportunity it is proving to be for 
them and for other prosperous shops. Why is it a good prop- 
osition for you? 

Because Corticelli offers you a range of prices, styles and 
colors to meet every taste. You do not need to carry any other 
line. Because your customers know the high quality of all Corti- 
celli Silks, are familiar with the Corticelli Kitten. This saves 
you sales work, brings faster sales and bigger turnover. Because 
you have the sales backing of Corticelli’s powerful national ad- 
vertising linked with strong local advertising and sales helps. 
Because the celebrated house of Corticelli stands back of it, and 
because you can honestly recommend it to your best customers, 
knowing they will be pleased. 

Drop a line now to our office nearest to you for further details 
or a stock of our leading numbers. 

The Corticelli Silk Company, Sales branches :—136 Madison 
Ave., New York; 373 West Adams St., Chicago; 1314 Washing- 
ton Ave., St. Louis; Sixth & Sycamore Sts., Cincinnati; 68 
Essex St.*Boston; 11 West Redwood, Baltimore; 1027 Arch St., 
Philadelphia; Fourth & Jackson Sts., St. Paul; 278 Post St., 
San Francisco. Mills :—Florence, Leeds and Haydenville, Mass., 
New London and Norwich, Conn. 









Fine, medium weight 
stockings to match every 
costume, No. 320 black, 
324 colors. 


The extra sheer chif- 
fon stocking for formal 
occasions, in black 
No. 307, in all desir- 
able colors No. 308. 





A big seller is Corticelli Style 347, a 
beautiful fine gauge stocking to retail 
at two dollars. To be had in all the 
stylish colors including Log Cabin, 
Mandalay, Paris Cinnamon, Deer, 
Nude, Beige, African, etc. Styles 309 
black, and 310 colors, are splendid 
medium weight stockings, justly popu- 
lar. Lightweight styles are 302 black, 
and 304 colors 


Cortice li 


OSIERY 





FINE SILK 4H 


To The Corticelli Company 


— 


—_— 


Please send further details on Corticelli Silk Hosiery.................... Oo 
Please have your salesman call at the first opportunity.................. 





core eee eee eer ese eee ereseeeeeeeseeseeseeeeseseeseeeeeees 





Issue of December 1,1 









ne; 


the 















Gelling 


More Hosiery { 
Sold ae 














A DEPARTMENT OF THE Boot AND SHOE RECORDER 





TY) 








In the 
} Retail Shoe 
Store 














AOS 


207 South Street, Boston 


Light Colors in Hosiery Show Decided 
Increase in Popularity 


Spring Shades Now in the Making with Tendency Among Some 
Manufacturers to be Guided by Shoe (olors 


OSIERY colors for late win- 
H ter and early spring are not 

set with the same definite- 
ness as in shoes. There is nothing in 
the hosiery industry corresponding 
to the so-called Joint Styles Com- 
mittee of the shoe industry. Hosiery 
manufacturers, of course, get around 
sooner or later to a fairly general 
agreement on hosiery styles and 
colors, but they reach this inde- 
pendently. Different manufacturers 
have different ways of sizing up the 
color trend. Some of them are guided 
largely by the advance coler indi- 
cations of the leather and fabrics 
people. Some wait to find out 
from shoe and fabric manufacturers 
the trend of consumer demand in 
these lines. And some allow them- 
selves to be guided chiefly by the 
trend of consumer demand in 
hosiery. To a large extent consumer 
demand must be a determining 
factor because colors in hosiery and 
in shoes or fabrics do not always 
coincide. For example, dark brown 
suede or black patent leather may be 
favored in shoes, and tan or green 
or navy favored in fabrics, while the 


favored hosiery colors might be 
nude or beige. 

Consequently although the color 
trend inshoesand fabrics forlate win- 
terandearly springis fairly indicated, 
the same is not true of thecolortrend 
in hosiery. Of course, one influences 
the other naturally, because hosiery 
colors must harmonize with shoe 
and fabric colors, even if they do 
not match. Furthermore, there has 
been an increasing tendency for 
some time toward a matching of 
shoe and hosiery colors, and hosiery 
manufacturers seem to be taking the 
new shoe colors more closely into 
consideration. 


ik appears to be the general con- 
sensus of opinion among hosiery 
manufacturers that the favored 
colors for late winter and early 
spring will be much the same as are 
favored now, with perhaps an in- 
creasing emphasis on browns to 
harmonize with the new brown 
colors in shoes. Already some manu- 
facturers are putting out some new 
brown shades on this order. For 
example, one firm has introduced 


three new colors on the brown order 
known as Sunset, Sahara and Acorn. 
The first is an orange brown with a 
slightly pinkish caste, the second is a 
golden dusty brown, while the latter 
is something on the order of log 
cabin. The first two would harmonize 
well with such new shoe colors as 
Bombay, Tanbark and Airedale, 
while the latter would harmonize 
pretty well with almost any brown. 


yee browns as Log Cabin and 
Mandalay have been featured 
by a number of silk hosiery manu- 
facturers since early this fall. In 
fact the browns put out by silk 
hosiery manufacturers for the pres- 
ent fall season fit in pretty closely 
with the trend in shoe colors for late 
winter and early spring, as in- 
dicated by the Joint Styles Com- 
mittee of the shoe industry. They 
simply did not meet with as much 
favor as was expected. However, they 
are gaining in strength and are gen- 
erally counted upon to sell more 
freely as the season progresses. 

At present the most favored 
colors continue to be nude, blush, 
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peach, melon, skyn, and other tones 
on the same order, sold under var- 
ious names. Gunmetal and rose taupe 
are most in demand when the darker 
shades are wanted. Black is not very 
much in favor with women who wish 
to follow the mode, that is.-For even- 
ing wear gold and silver are most in 
favor, although nude in varieus 
tones is also wanted. There is not 
much call for gray, and it is not ex- 
pected to develop to an important 
extent. Chiffon weights are still the 
thing. So are lace clocks. 

An interesting development of 
late has been the inicreasing popu- 
larity of light colors in the smaller 
towns. For some time past the con- 
ventional black, both in sheer and 
heavier numbers, has constituted 
most of the orders. But now the 
light shades which are in de- 
mand in the larger cities are also 
taking the lead in the smaller 
centers. 


| ipnen DENTALLY it may be good 
news to the hosiery dealer that 
fashionable women returning from 
Paris these days are wearing skirts 
ten or twelve inches from theground. 
The tailleur is regarded as the best 
bet for spring in the way of costumes 
and this looks smart only 

when the skirt is reasonably 

short. And it goes without 
saying that a_ reasonably 

short skirt is welcomed by 

the silk hosiery trade. 


Holiday Trim for 
Your Hosiery 
Department 


Within the store the hos- 
iery department should shine 
forth more prominently than 
usual during the holiday 
season. It should have plenty 
of bright decoration, a full 
display of gift hosiery, and 
everything possible to draw 
attention to it. A Christmas 
tree with colored electric 
lights and hung with Christ- 
mas hosiery is a suggestion 
for the hosiery department 
that might be valuable. It 
should not be forgotten that 
Christmas and Santa Claus 
have been for ages associated 
with stockings, and there 
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hosiery department could play up 
this association. During the weeks 
preceding Christmas, also, hosiery 
should be displayed more generally 
throughout the store than is usual 
at other times. 





Beat the Canvasser at His 
Own Game 


The hosiery canvassers were 
among the first to scent the op- 
portunity offered by the hoildays. 
Every year around holiday time 
they may be found working the 
billiard parlors, cigar stores, garages 
and various other places where men 
congregate, and every year 
they clean up a substantial amount 
of business among generous but 
puzzled males. There is no reason 
in the world why the shoe store 
with a hosiery department should 
not get a substantial share of this 
business. A shoe store has certain 
distinct advantages in this respect. 
For one thing a large number of men 
come into it to buy shoes during the 
weeks preceding Christmas, when 
they are wide open to suggestion on 
the subject of holiday gifts. And 


A Timel y Display 


Display of Royal Scot Golf Hose Arranged by Perley F. Amidon 
in the store of Charles H. Dudley, Inc., in Hanover, N. H., home 
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then a shoe store doesn’t confuse a 
man’s mind by offering a wide 
variety of articles suitable for gift 
purposes. 

It can concentrate his attention 
on hosiery very easily. 





Are You Putting Hosiery 
in Your Windows? 


Windows should certainly be used 
to the fullest practicable extent for 
holiday hosiery display. It goes 
without saying, too, of course, that 
they should be decorated in an ap- 
propriate holiday manner. People 
do a tremendous amount of win- 
dow shopping around Christmas 
time, not only because they- are 
looking for gift suggestions but be- 
cause there is something in the air 
of Christmas time which draws the 
attention of people to shop windows. 


Can’t Say Silk When 


It Isn’t 
An order of the Federal Trade 


Commission requires a_Philadel- 

phia hosiery company to discon- 
tinue the use of the word 
“Silk” on labels or brands 
on hosiery sold by it unless 
such hosiery is made entirely 
of silk. 

The commission found 
that the company used the 
designations, “Silk,” “Special 
Silk,” “Ladies’ Plated Silk 
Hose,” on hosiery sold by it, 
without disclosing the fact 
that the hosiery so branded 
was composed in part of 
other material not derived 
from the cocoon of the silk 
worm. 

The order further requires 
the concern when using the 
word silk in connection with 
a product made partly of 
silk to use words truthfully 
describing the other materials 
of which such hosiery is in 
part composed. 


The respondents’ acts, the 
findings state, decéive the 
purchasing public and are 
unfair to competitors who 
advertise and brand their 
products accurately and 





are various ways in which a of Dartmouth College and a Winter Sport Center truthfully. 
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The three Montgomery men who joint- 
ly run Montgomery's Shoe Store in 
West Liberty, Iowa, have always had a 
| booth at the annual county fair, but, 
as one of them puts it, “have never felt 
as though we got much out of it,” al- 
though they spent an average of one 
week and many dollars in fixing it up. 
This year, they got a hosiery demon- 
| strator from Chicago and garbed her 
as shown in the picture. 








Not only was the demonstrator a good 
model but she was a good talker as well. 
Every once in a while, when the crowd 
was densest, she started her talk on the 
value to be had in the hosiery handled 
by the store she represented. The booth 
was advertised in newspapers, win- 
dows, and in letters, in advance of the 
Sair opening. “Now there isn’t a per- 
son within 20 miles who doesn’t know 
us and what we handle,” comments a 
member of the firm. 








It’s Only December 1, Yet Here’s a Man Who Already 
Has Reaped an Xmas Harvest 


OSIERY, especially silk and 

lace, makes about as at- 

tractive and inexpensive a 
Christmas gift as one can give, and 
the dealer can well afford to make a 
special drive to get this sort of trade 
according to the Ferguson Shoe Com- 
pany, of Cleveland, Ohio. 

Mr. Ferguson has for some years 
been looking carefully after the 
holiday hosiery trade, and he has 
built up an extensive business in it. 
Of course he advertises in the papers 
but he also puts on a stunt in his 
show window in which hosiery is 
featured. These stunts are usually 
timed so as to start the demand for 
hosiery for Christmas presents. 

This year Mr. Ferguson obtained 
the services of two girls, to de- 
monstrate hosiery in his store and 
windows. One of the girls, Helen 
Keim, was dressed as a replica of 
Mary Pickford and as she did her 
stunts in the window, which was 
decorated with stockings of all col- 
ors and designs that Ferguson could 
gather together from all over the 
country, another girl demonstrated 
the wear and tear to which silk 
stockings can be subjected. This 
model would stretch and attempt to 
tear the hosiery and a good sized 
crowd on the outside watched with 
interest her efforts. 

Tests were made of the strength 
of the heels, the foot and other 
parts where the wear is greatest. In 
one of the stunts one of the girls 


appeared in a costume that was 
made entirely of hosiery. The skirt, 
waist and hat were of vari-colored 
stockings and the sight was both 
dazzling and attractive. 

More than 1000 favors, roses and 
chrysanthemums, were given away 
while the exhibition lasted. It was 
stopped, by the way, after one day’s 
run, because the crowds were so 
large in front of the Ferguson shop 
in the Arcade that they blocked the 
passageway. 

Ferguson is reaping the harvest 
from the seed he sowed in that 
exhibit and that is just what he 
intended. New persons are com- 
ing into his store for hosiery, and 
he realizes that if he sells pro- 
ducts that will stand usage a re- 
sonable length of time he has 
built something that will be per- 
manent. 


“eo building up of this hosiery 
trade is not left entirely to ad- 
vertising and such stunts as have 
been described. On the contrary 
clerks are offered inducements to 
arouse their interest. 

The girl who sells the most pairs 
of hosiery in a month is given first 
prize, a dozen pairs of hosiery free. 
These she may keep or resell. The 
second girl in amount of sales gets 
six pairs free for the month. The 
next month, the girl who increases 
her sales the greatest amount gets 
the first prize, and the second in 


rank gets the half dozen pairs. Then 
the prize is based on the number of 
pairs sold again. 


es nig ae for hosiery trade has 
to be done at just the right 
time,”’ said Mr. Ferguson. “I could 
stage a stunt such as I put on last 
week at an inopportune time and 
not create a ripple of interest. I 
could dress up a half dozen models 
and put them in the window in the 
summer, and the sales that would 
follow would not count very much 
toward paying theextraexpense. But 
if that exhibit is staged at a time 
when people are just beginning to 
read the advertisements and to gaze 
into store windows for suitable 
Christmas presents, then there can 
be no doubt about the results. Busi- 
ness has never failed to flow into my 
store after one of these special 
efforts. 

“The girls have been trained es- 
pecially to use their endeavors to 
sell shoes to the patrons who come in 
to purchase stockings.” 





Boosting Hosiery 


Failing to attract buyers, a Ger- 
man advertising expert arranged 
an elaborate window display that 
merited the term. For a curtain 
being raised just a few inches more 
than knee high, half a dozen pairs of 
silk clad legs appeared, attached to 
girls chosen for their shapeliness. 
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Smart appearing, fullfashioned chiffon from the new full-fash- 
ioned department of the Lady Fair Silk Hosiery Company 


SESS Se ee ee 


An all silk, full-fashioned stocking with hand-embroidered anklet 
design from the line of the Lenox Hosiery Company 


Prices Stable in Silk Hosiery Market with 
Little Likelihood of Decrease 


HERE has been very little 

change in the silk hosiery 

market during the last month, 
except that the situation generally 
seems to have become more stabil- 
ized. In other words, the excitement 
and uncertainty following the Jap- 
anese earthquake has faded out, and 
the market has returned to about 
the condition it was in before the 
earthquake occurred. Prices here 
and there are a bit higher, especially 
on the more expensive grades. There 
is considerable irregularity in the 
prices of unbranded lines, more 
noticeably on the popular-priced 
grades. But on the whole, the price 
situation stands pretty much where 
it did a month ago. 

Owing to the fact that there has 
been a substantial drop in raw silk 
prices from the high level reached 
after the earthquake, there is a lot 
of resistance to present prices on silk 
hosiery and buyers feel that they are 
justified in expecting lower quota- 
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tions. There is considerable confu- 
sion in the minds of buyers on this 
subject. 


ie is forgotten that silk hosiery 
prices before the disaster oc- 
curred in Japan were not, generally 
speaking, up to the then existing 
basis of raw silk, which was about 
$8 a pound for double extra cracks. 
The radical jump in raw silk follow- 
ing the disaster was not accom- 
panied by a corresponding rise in 
prices. Many hosiery lines were not 
advanced at all, and those which 
were advanced—consisting mostly 
of the higher priced -lines—were 
merely brought up to around the 
basis of $8 silk. There were some 
cases, of course, in which hosiery 
prices were jumped above this level, 
but these were exceptions. Gener- 
ally speaking, hosiery prices, as they 
stand today, are not priced above 
the basis of $8 silk. 


Nc: although there has been a 
radical decline in the raw silk 
market during the last couple of 
months,it has not yet got down to 
the $8 level. At the moment quota- 
tions are close to this level, the 
present market being about $8.25 
to $8.35. 

But the important thing to re- 
member is that raw silk has not 
declined to a level that w ould jus- 
tify lower hosiery prices. Whether 
or not it will go substantially be- 
low its present level is very diffi- 
cult to say. 

The conditions of supply and de- 
mand in this material are more diffi- 
cult to ascertain than in the case of 
other textile raw materials, such as 
cotton and wool, partly because it 
can be substituted to a considerable 
extent and partly because statistics 
of current silk production are not so 
readily available. However, consid- 
ering the fact that the market has 
been relatively stable for several 
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weeks in spite of lack of demand 
from the silk manufacturing indus- 
try, there does not seem to be much 
likelihood that it will decline very 
far below its present level. 


N the other hand, there is a fair 
chance that it will advance 
again. Future business on silk fab- 
rics has been dull for quite some 
time, but buyers must soon cover 
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isn’t enough cotton to last until the 
next crop comes on the market in 
1924, and under the circumstances 
extremely high prices for cotton, 
and consequently for cotton goods, 
may be expected to rule for many 
months. Cotton hosiery prices gen- 
erally have been advanced about 5 
to 10 per cent during the last couple 
of weeks, and are likely to go 


higher. 


New jacquard patterns in men’s hose 


their wants on a considerable scale 
for spring, and this will mean a re- 
newed demand for raw silk from the 
mills. 

The same is true in a measure 
of silk hosiery. The development of 
spring business ought at least to 
keep the raw silk market firm, and 
under these circumstances no re- 
ductions on silk hosiery could rea- 
sonably be looked for. There will 
always be, naturally, some conces- 
sions here and there in the course of 
trading; but we are speaking now of 
the general level of prices on reliable 
goods. 

Hosiery consisting wholly or in 
part of cotton must be advanced 
more or less sharply, due to the very 
radical advance of raw cotton. At 
the present writing spot cotton is 
quoted at over 35 cents a pound, 
which is an advance of about 6 
cents within a month, and many 
people are looking for still higher 
prices. 

The crop is a partial failure, being 
now estimated at about 9,500,000 
bales or less, whereas a crop of 
around 12,000,000 bales was ex- 
ected a few months ago. On the 
yasis of present estimates there 


hoped, but this may be due to the 
comparative mildnessof the weather 
so far, and they may pick up con- 
siderably as the season advances. 
Business in silk hosiery for near- 
by delivery is fairly active on 
the whole, demand still being cen- 
tered largely on cotton tops and 
chiffon weights. Qualities retailing 
at around $2 to $3.50 appear to be 
particularly favored in most centers 
just at present. 





The Planning of a 


Hosiery Advertisement 
“P)EWITCHINGLY beautiful” 


is an expression seen recently 
in a remarkably fine piece of hosiery 
advertising. It serves to emphasize 
the point often made that few arti- 
cles of dress lend themselves more 
readily to the use of beautiful words 
than hosiery. 

Word pictures in describing hosi- 
ery can be made just as effective as 
the word pictures used by the ad- 
vertisers of foodstuff which fairly 
make your mouth water. And with 
these word pictures should go real 
pictures if it is possible to get them 





New Spring patterns in men’s hose imported by Taylor {8 Watson. Hose on the right is 
lisle and that on the left is cashmere 


HE demand for cotton hosiery 

has been very -dull for some 
time. The better grades of mer- 
cerized and lisle hosiery have been 
in more demand than low-end cot- 
ton lines. Hosiery of cotton and 
wool, and cotton and artificial silk, 
is in moderate demand. Wool and 
wool-mixed lines generally are not 


moving as well as the trade had © 


and a carefully worked out arrange- 
ment of type and headlines so that 
the entire advertisement will reflect 
the beauty and serviceability ot the 
merchandise you offer. 





Put your personality into your 
ads, but don’t stop there. Put it into 
your whole business system.—Port- 
land Evening Express. 
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Hosiery counter in the Crossett Shoe Store, New Orleans, La., presided over by Mrs. Ida C. Hooper 


Over This Counter Passes Fifteen Per Cent 
of the Store’s Gross Business 


HE addition of a judiciously 
selected and attractively ar- 
ranged hosiery department is 


a distinct advantage to the fashion- 
able shoe shop both from the stand- 
point of service and that of profit, 
the experience of the Crossett Shoe 
Store, 706 Canal St., New Orleans, 
has proved. 

With openings on Canal and St. 
Charles Streets the Crossett shop 
has given prominence to hosiery at 
both entrances, featuring women’s 
hosiery just inside the Canal Street 
doors and so arranging the men’s 
hosiery that it wins immediate at- 
tention on entering from St. Charles 
Street. 

Rosy shaded lamps, dimly lux- 
urious Oriental rugs and charmingly 
colorful cases of hosiery give the 
visitor the assurance of quiet com- 
fort which it is in the province of 
the specialty shop to provide. Ad- 
vertising, almost austere in its sim- 
plicity, which the store employs to 
introduce shoe fashions as they ar- 
rive, promises exactly the service 
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and atmosphere found inside the 
shop. 

All womens’ slippers, pumps and 
oxfords are advertised by name. 
Crossetts’ will announce, for in- 
stance, the arrival of “Barbara,” 
explaining that the newcomer to the 
world of the fashionably shod is a 
beaded slipper which can be had in 
bronze, gray or black. A single line 
at the foot of the space adds— 
“We can supply hosiery to match.” 


— Mrs. Ida C. Hopper, 
buyer for the hosiery depart- 
ment, suggests, is a point well worth 
emphasizing. Hosiery bought to 
match Crossett shoes really matches. 
No shade is so subtle or evasive, she 
maintains, that it cannot be exactly 
matched if the retail shoe merchant 
is willing to spare time and trouble 
to insure pluperfect satisfaction to 
the purchaser. The plan employed 
by the Crossett shop is to instruct 
the factory to send sample shoes to 
hosiery mills catering to the ex- 
clusive custom. There silk hosiery of 


the best grade is dyed to the exact 
shade and supplied in proper range 
to conform to the shoe sizes being 
shipped to the store. 

The Crossett shop is additionally 
fortunate ‘in the fact that Mrs. 
Hopper has made a life study of the 
blending of colors. She has been 
identified with various angles of the 
fabric, millinery, hosiery and allied 
trades for many years and finds 
her experience invaluable in the 
many instances where a harmonious 
contrast in hues is desired rather 
than an exact match. She also is 
able to create a symphonic blend 
between hosiery and buckle trims 
on street and evening footgear. 

The Crossett hosiery depart- 
ment is a distinct asset from a 
purely commercial standpoint, 
totaling from fifteen to eighteen 
per cent of the entire business an- 
nually. Mrs. Hopper says re- 
cords show an average turnover 

of three and one-half times a 

year, and business in the de- 

partment is increasing daily. 
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IN 


r isn’t every commodity that can turn shivers into sales, but Gotham Invisibles 
do it. These patented ankle to knee underspats, worn under silk stockings, have 
won the instant approval of metropolitan women. 
They are selling even beyond expectations, on 
Fifth Avenue, on Michigan Boulevard — wherever 
they are carried. 
Small wonder, because Gotham Invisibles by 
keeping silk clad legs warm and trim, fill a de- 
mand as keen as a snow flurry and as brisk as the 
north wind. 
The high season of Gotham Invisibles is now. 
Make haste while the snow flies. Send your order. 
Prompt shipment. Eight dollars per dozen. Terms, 
net 30. To retail at a dollar a pair. 


GOTHAM SILK HOSIERY CO., Inc. 


Sole Distributors 
516 Fifth Avenue, New York 
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Silk Stockings that Wear 


Prosperous Seeds 


JOW is your hosiery garden? 
Growing? 


The fact that you are reading this 
magazine shows you are interested 
in making it grow. 


And that’s a good sign. 





Speaking of signs, we know your hosiery 
business would grow more quickly if the Gotham 
Gold Stripe Sign were on your window. 


Ask us to prove it and we can furnish files of 
data. But we would rather refer you to one of 
our missionaries— 


Any woman who wears Gotham Gold Stripe 
Silk Stockings. 


GOTHAM SILK HOSIERY CO., Inc. 


Manufacturers 
516 Fifth Avenue, New York. 
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Buying in small quantities the 
store is enabled to assure their 
customers of fresh stock. Mrs. Hop- 
per’s experience shows, she says, 
that the purchaser of a pair of 
slippers needs only a suggestion to 
prove to her the wisdom of buying, 
at the same time, two pairs of hose 
while it is possible to obtain a per- 
fect match. This department head 
always suggests that the purchaser 
restrain any desire for variety and 
purchase both pairs alike. Then, if 
one stocking wears out, three good 
ones remain and the customer is 
assured of a wearable matching 
pair for a much longer time than if 
two pairs of contrasting colors had 
been originally bought. Seymour 
Weiss employs the same plan in 
the men’s hosiery department and 
finds it pays splendid dividends in 
good will. 

A year when 
hosiery of light hues 
is in favor is a splen- 
did one from the 
standpoint of the re- 
tail merchant, Mrs. 
Hopper suggests, 
since her sales re- 
cords show such a 
season doubles the 
amount of hosiery 
sold. Black chiffons 
are always staple 
and the fashion edict 
favoring nudes, 
grays and novelty 
tints such as “log 
cabin” and “blush” 
means these will be 
bought in addition 
to the regular stock 
of high grade black 


numbers. 


’ I ‘HE Crossett 
store stocks 


only the better 
grades ranging in 
price from $3.50 to 
$6. Consistent with 
the fashion trend to- 
ward gold and silver 
evening slippers, 
gold and silver ho- 
siery isincreasingly in 
demand. Mrs. Hop- 
per is showing as the 
feature attraction of 
one of the shop’s 
show case trims a 
pair of gold hose 
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with a glorious metallic sheen, the 
achieving of which, she declares, was 
sheer art on the part of the mills 
which produced them. 

Hosiery manufacture is pro- 
gressing remarkably, this buyer 
jinds, and in gold cloth which 
will not tarnish and gossamer 
chiffons which give long wear 
have reached a long-sought goal 
in the wedding of beauty and 
practicability. 

Where the shoe shop places em- 
phasis on the matching and blend- 
ing of colors in its women’s depart- 
ment, it features convenience as its 
keynote in selling hosiery to men. 


| i requires only the slightest sug- 
gestion, Mr. Weiss finds, to sell 
a man a box of hose instead of a 
single pair, whether he has asked for 
silk, wool or lisles. Silks lead in 





A smart, all silk, full-fashioned Paris lace clock from the line of the 
Metropole Hosiery Mills 
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popularity in the men’s department, 
but a great volume of silk and wool 
mixtures and all wool hose is being 
sold this winter. This, the depart- 
ent head says, is an unusual thing 
in this climate, but it is predicted 
wool hosiery will become a staple 
part of the trade 

Women, as a rule, Mrs. Hopper 
finds, buy one or two pairs of hose at 

a time, but near the holidays hosiery 
sales amounting to forty-eight or 
fifty dollars to a purchaser are far 
from unusual. With romantic-sound- 
ing shades borrowing their names 
from travelogue and zoo, all equally 
charming, it is difficult, she says, for 
the purchaser to decide to have 
Mandalay, Congo, or otter, field- 
mouse, log-cabin or sable, so it is 
often simpler to order a pair of each. 
And following that decision the new 
Grisson gray is so attractive it 
stands a fair chance 
to go in at the last 
minute. 

“T think the public 
is beginning to real- 
ize,” Mrs. Hopper 
declared, “that the 
shoe store is the logical 
place to buy hosiery.” 


Sell Dyed- to- 


order Hosiey 
agree carrying 


a limited assort- 
ment of hosiery lose a 
good deal of trade 
through inability to 
offer a close match for 
fabric colors, particu- 
larly for evening wear 
but hosiery, remem- 
ber, can be dyed to 
order. If there is a 
good dyer, familiar 
with such work, in 
your town or nearby, 
you can have this 
done very promptly, 
and it is an excellent 
service to offer. All 
you need to have is a 
stock of white silk 
hosiery, for white 
silk can be dyed any 
color. And if you 
make your trade 
familiar with the fact 
you can get a good 
deal of business. 
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O/nequalled Service 


Many of the mills which are an integral part 
of the Brown Durrell Company service, have been 
in this service in friendly co-operation with the Brown 
Durrell Company from twenty to thirty years, mak- 
ing Gordon Hosiery exclusively. 

This friendly co-operation means that together 
we have selected the best quality yarns, made our 
own designs, have been guided by the same high 
ideals, and unfettered by the temporary compromises 
with quality which sometimes seems necessary in 
fixing prices. 

During this period we also have had the continu- 
ous friendly co-operation of thousands of merchants 
and millions of wearers. 

In a very natural way this four-cornered friendly 
co-operation has grown in every part of the United 
States. So also has the quality of the merchandise 
improved. 


Our tremendously large reserve stocks at the call 
of the merchant in all seasons, insures against over- 
stocking and increases turnover. 


BROWN Dt € 
Gordon Hostlills 4 


New York 


11 West 19th Street 














| DiL COMPANY 


1 Host(ills Underwear 


The Public Demand 


The demand for fine ‘silk hosiery is greater at 
this season than any other time of year. 


Christmas buying is on. Your customers must 
be satisfied. 


Look over your stock now, see that you have 
all the desired shades and sizes and send in your 
fill-in orders by telegraph. 


For the best in lisle top, pure dyed silk stock- 
ing, order Gordon H300, the pioneer or original pure 
dyed silk stocking, in all shades to match any shoe. 


For evening wear, or to suit your customers’ preference 
for a pure dyed, all silk stocking, from top to toe, order H600, 
in all shades. 


For the beautiful sheer stockings, order the Gordon chif- 
fons, in all popular shades. 


Your needs will be supplied promptly by Parcel Post, 
Express or Freight. Wire either to 104 Kington Street, Boston, 
or 11 West 19th Street, New York. 





Boston 
104 Kingston Street 



































HOSIERY SECTION, 





ROLLINS 


Boot and Shoe Recorder 








“Chiffons that will wear” are being demanded by well 
dressed women everywhere. If you can supply this type of 
hosiery, you will have the chiffon business of your com- 
munity. 

We know that ROLLINS chiffon hose will give much 
more than average service. Yet, it has that same clear 
beauty of fabric which must always be the first considera- 
tion in chiffons. 

One woman wore a pair of our 2200's regularly for six 


ROLLINS CHIFFON STYLE 2200 


Style 2200 is a full fashioned pure thread chiffon silk hose with garter 
top, heel and toe of fine mercerized lisle. Each pair is packed in individ- 
ual glassine bag. In quarter dozen boxes. Price per dozen. . 


2200-5 Mode 2200-19 Log Cabin 
2200-17 Field Mouse 2200-21 Suede 
2200-18 Beige 2200-23 Nubuck 


months before even the tiniest hole appeared. Another 
lady of our acquaintanceship bought a pair of our 2209's 
more than six months ago and they are still giving her the 
same service as when new. 

You don’t have to take our word about the quality in 
ROLLINS chiffon hose. We will send you a box of either 
style 2200 or 2209. Have your wife, daughter or friend give 
them a severe wear test. Then, we won’t have to sell you 
ROLLINS. You will demand it. 


ROLLINS CHIFFON STYLE 2209 
We firmly believe that there is no better full fashioned sheer chiffon 
stocking on the market than our style 2209. It is silk from top to toe 
and the foot is specially reinforced at all wearing points. Each pair is 
packed in individual glassine bags. In quarter dozen boxes. Price 
per dozen 
2209-2 Dark Grey 
2209-18 Beige 


2209-17 Field Mouse 
2209-19 Log Cabin 
2209-21 Suede 


SEND FOR THE NEW ROLLINS COLOR CHART. This new color chart was put out to help 
you select the right shades when you desire to match shoes or gown fabrics. This color chart has 
actual samples of hosiery fabrics including eighteen of the newest and most fashionable shades. 
Keep one before you. You will find it handy when you need to mail order in a hurry. 
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HE above is a quick and 
concise bit of hosiery mer- 
chandising advice given by 


Miss Nell Humphreys, buyer for 
the men’s, women’s and children’s 
hosiery departments of the five 
shoe stores of Wetherby-Kayser 
Shoe Company, in the Golden Gate 
State. 

Miss Humphreys makes her head- 
quarters at the main store of the 
company, 416-418 West Seventh 
Street, Los Angeles. The receiving 
department and all the hosiery stock 
is handled from here. There are two 
other Los Angeles shops where 
hosiery is sold—at 4th Street and 
Broadway, and a de luxe shop at 
the Ambassador Hotel, about three 
miles from the business center. This 
latter store is patronized not only 
by the guests at the hotel, but by 
the folks within a wide radius. 

At the 4th Street store, there is a 
basement, which serves as an outlet 
for broken lines. 

A new feature is the hosiery re- 
pairing department. This is located 
on the main floor of the West Seventh 
Street, Los Angeles store. Not only 
is mending skillfully done here, but 
all kinds of embroidery. Miss Hum- 
phreys stated that she could see 
the possibilities of working up a big 
business through this department. 

There is a shoe store at Pasadena, 
which opened in September, last, 
and one at Hollywood, which 
opened last March. All of these 
stores are well patronized by the 
movie people, especially at Holly- 
wood and Los Angeles. For Los 
Angeles is the center for the moving 
picture industry and many of the 
thousands of movie stars residing in 
this section are real spenders when 
it comes to hosiery. 

It is for this reason that Wether- 
by-Kayser has found profitable 
rotogravure publicity in the Los 
Angeles papers, showing pictures of 
movie “kings” and “queens” and 
“kiddies,” wearing hosiery which 
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“Give the Customer Quality and at Fair Profit” 
“When You Get Hold of Something Good, Play It Up Strong! 


Get the New Things” 


By HELEN M. HANEY 


may be purchased at Wetherby- 
Kayser shops. 

In the Los Angeles Times of Sun- 
day, September 30 appeared a four 
page rotogravure ad of the hosiery 
sold at Wetherby-Kayer’s. It was 
not difficult to secure the consent of 
the movie stars to pose for the de- 
sired pictures, except in catching 
them when off duty, the advertising 





MISS NELL HUMPHREYS 


Wetherby-Kayser hosiery buyer who has 
worked out a new theory of hosiery sales- 
manship 


appealed to the public of Los 
Angeles, because these folks look to 
the “movie stars” for their style 
motif. J. K. Ingalls, publicity man, 
states that although the four page 
ad entailed a large expense, it was 
most decidedly a good investment. 


o 4 HE Wetherby-Kayser Shoe 
Company “ties up” its window 
display with the newspaper advertis- 
ing. Every oneof the makesof hosiery 
featured in the rotogravure was also 
featured in the window display and 
the photograph of the advertise- 
ment used as the center of attrac- 
tion and as a window card. 
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In the past season, this company 
has held style shows in various 
parts of the city adjacent to its 
shops, but this season, it dis- 
continued the shows, feeling that 
by pictorially displaying the mer- 
chandise in use, with the appropriate 
costume, as much was surely ac- 
complished aswould result from any 
style show. 


M*s Humphreys works closely 
with Advertising Manager 
Ingalls. She furnishes him with 
every bit of her research work as to 
the new ideas in hosiery patterns, 
and colors, and prices. In addition to 
the rotogravure ads, there are 
daily ads. 

Each week, Miss Humphreys 
calls together the hosiery salesforce 
of all of the five stores for a mer- 
chandising conference. Just as 
quickly as some new color, or pat- 
tern, or make, is decided upon by 
Miss Humphreys, she tells her co- 
workers about it. At this conference, 
each salesperson relates her findings 
in regard to customer attitude and 
all the conditions which have sur- 
rounded her sales during the past 
week. Criticisms and suggestions are 
submitted. Each girl is taught that 
she must give real thought to her 
work if she would succeed and each 
one is asked to review the past les- 
sons she has learned at these con- 
ferences. and through her personal 
experiences. Prices are carefully re- 
hearsed, store policy and every other 
detail which Miss Humphreys wishes 
stressed. Thus is the salesforce work- 
ing at all times in perfect accord with 
the hosiery buyer and management, 
and each one feels as much in- 
terested in the success of the hosiery 
business of Wetherby-Kayser as if 
she herself were the owner of that 
business. 

Salesforce co-operation, she says, 
is a most necessary part of hosiery 
selling and much depends upon 
what kind of talks are given at these 
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Woolens for Winter! ; 
° be 
Dr. Posner’s scientific woolen hosiery for children is st 
giving complete satisfaction in comfort and health to ‘I 
customers, and profits to dealers. < 
When selling woolen hose for children, it is well to ad- 
vise mothers to buy a sufficient supply of one weight of @ 
hose to cover the child’s needs for the winter months. : 
m 
INFANTS tl 
No. 21—Wool & Cotton, 1 x 1, rib, white, 4 to 64; Black, 5 to6\% at $3.25 doz. b 
No. 22—Wool & Cotton, | x 1, rib, white, 4 to 644; Black & Cord, 5 to 6% at ti 
$4.15 doz. | 
No. 24—100% Australian Lambs Wool, 1 x 1, rib, white, 4 to64; Grey & Nude q 
41% to 6% at $4.75 doz. m 
No. 25—Wool & Cotton Sport Rib, 5 x 1, white, 4 to 64% at $4.25 doz. Ci 
No. 70—Cashmerette (natural cotton), 1 x 1, rib, white, 4 to 64%; Black & ce 
Cord 5 to 6% at $2.25 doz. O 
No. 71—Cashmerette (natural cotton), 1 x 1, rib, Grey, Beige & Champ. 4% ol 
epee — to 6% at $2.40 doz. 
SOhildeon's. ne. No. 72—Cashmerette (natural cotton), 1 x 1, rib, white, 4 to 6144; Black & a 
r rately ina Cord 5 to 6% at $2.10 doz. 
Gtacsine No. 76—Cashmerette (natural cotton), Sport Rib, 5 x 1 white 4 to 6%; Black Cl 
& Cord, 5 to 6% at $2.50 doz. eo 
os No. 80—Artificial Silk and Wool 1 x 1 rib White 4 to 6% at $5.75 dozen. b 
No. 81—Artificial Silk and Wool Sport rib 5 x 2 Wht 4 to 6% at $6.10 dozen. ' 
No. 82—Artificial Silk and Wool Sport 5 x 1 rib Wht 4 to 6% at $5.49 dozen. “ 
No. 83—Artificial Silk and Wool 1 x 1 rib Wht 4 to 6% at $5.25 dozen. Sl 
All numbers packed 1 doz. boxes, except No. 72—1 doz. boxes. 
Vv 
MISSES cl 
No. 505—Wool and Cotton Wht. Blk. Brown Heather, Grey and Camel, Sport tl 
rib 5 x 2, sizes 6 to 10 at $6.00 dozen. b 
SPORT HOSE W 
The Year d No. 603—Worsted Reinforced Combed Yarn Back, Brown, Oxford, Camel. st 
Roun Jacquard tops 6% to 10% at $8.50 dozen. C 
Packed Two Pairs to the Box No. 604—All Wool “Made in England,” Camel, Grey, Lovetts 7% to 10 at E 
$12.50 dozen. 

No. 608—Wool and Cotton Brown Heather and Dk. Oxford 6% to 10 at © 
$4.75 dozen. 1 

No. 609—Artificial Silk and Wool, Camel & Oxford 6 to 10 at $12.50 dozen. 
Announcement of our Spring line will be made in the next issue. ce 
‘ d 
DR. A. POSNER SHOES, Inc. P 
140 WEST BROADWAY 
NEW YORK CITY ) “ 
7 e *¢ . . . . . 
The Only House Specializing in Children’s Hosiery Exclusively 
n 
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store conferences. So the talks given 
are strictly business-like and are 
inspirational with the keynote con- 
stantly sounded of “Getting more 
high-grade Hosiery Sold Right.” 
The women work on salary and 
commission. One of Miss Humph- 
reys’ favorite themes is,“‘Play up the 
new Things!” Others are, “Analyze 
Your Job,” “Have Your Stock Al- 
ways Accessible,” “Display Ho- 
siery with Shoes.” Still another. is, 
“Treat the Customer Right.” 

Miss Humphreys has a system 
whereby she can tell at a glance 
where the merchandise is selling best 
and what are the slow moving num- 
bers. As to stock, the regular staple 
stuff is always taken care of and 
orders are so placed that monthly 
shipments come in regularly to take 
care of hosiery stock needs. 


WICE a year, July and August, 
sales are held but stock is not 
marked down. During these months, 
the slow moving stock is simply 
brought together and sold at that 
time. Miss Humphreys believes in 
quoting prices in connection with 
merchandise displays, except in 
case of style displays. As an in- 
centive to get more volume during 
October, a prize of $5.00 was 
offered to each saleswoman who sold 
a certain number of box specials. 
The shoe salesmen also help to in- 
crease hosiery sales and are given a 
commission on each customer they 
bring to the hosiery departments; 
each one is given instructions to 
suggest hosiery with every shoe sale 
The hosiery departments have 
very little trouble in regard to ex- 
changes. The rule is very strict on 
this matter—the only exceptions 
being in case the wrong color or 
wrong size is selected—and then the 
stockings must not have been worn. 
Chiffon hosiery is never guaranteed. 
Every pair of hosiery is thoroughly 
examined before leaving the depart- 
ment to see that they are perfect. 
Miss Humphreys says that a very 
common hosiery sale is $100 and the 
day before she left the coast, for her 
eastern trip, a saleswoman at the 
Pasadena store made a hosiery sale 
of $139. In war days, she states that 
there was one sale made at the main 
store of $700. 
Miss Humphreys states that chif- 
fon continues to be the most popular 
number for dress purposes, some in 
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plain and some with open work 
clocks. 

It is Miss Humphreys’ theory 
that colors play a most important 
part in hosiery merchandising, and 
more so than ever this year, and 
coming seasons. Some of the newest 
fall shades which she is featuring 
are: Rosy Dawn, (a rose shade), 
Glowing Sunset (a shade of orange), 
Silvery Moonlight, (a silvery gray). 
Miss Humphrey calls attention to 
how attractively an ad or display 
sign may be worded in connection 
with these colors, for instance— 
“Hosiery from Rosy Dawn to Glow- 
ing Sunset, and into Silvery Moon- 
light.” 


NOTHER very new shade is 
Illusion, (a nile green shade) then 
there is Glycerine; (or a shade of 
orchid). This shade is particularly 
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good with silver slippers. Flesh, 
peach and gold are best with gold 
kid or cloth of gold slippers. For 
evening wear, also, are the colors of 
Blush, Flesh, Silver, Gold, Rachelle, 
Nude, Albina, Shara, Parchment, 
all of which are almost on the orange 
and pinkish tones, giving a nude 
effect. There is also Babbling Brook, 
which is on the silver tone, Pilgrim 
and Cut Steel. GunMetal and Smoke 
continue to be strong favorites, es- 
pecially when worn with black, 
giving a very sheer effect. In browns, 
there are: Tortoise, Freckles and 
Autumn, and the more familiarly 
known shades of Log Cabin, Manda- 
lay, Otter and Congo. 

It is Miss Humphreys’ suggestion 
that retail shoe merchants in pre- 
paring retail ads should tell their 
customers about the new shades 
both in ads and in window displays. 





A beautifully enbroidered full-fashioned silk stocking for evening wear from the 
line of the Lehigh Silk Hosiery Mills 
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of silk Hose — 





DUBBELIFE really means 








Colors: . 
tice double life, madam— 
Silver 
ae Because this hosiery is specially treated and guar- 
Blond Tortoise anteed to give twice as much wear as ordinary 
— G chiffon stockings. When an untreated pair of hose is 
Golden Rod already worn through and lustreless, “Dubbelife’’ is 
Poppy still firm, and rich looking. 
Geranium 
a Through an actual test conducted by the United 
Albino States Testing Company, it was proven that all 
a8 Nude hosiery treated with Keepit wore from two to four 
andalay ‘ 
Black times longer than untreated sheer hose. 
Sand : 
Medium Gray No. 269 Dubbelife Chiffon Stocking is a five thread, 
Log Cabin dip-dyed, full-fashioned, all-silk stocking and is avail- 
French Gray 
able in the colors listed. 
LANSDALE SILK HOSIERY CO. 
LANSDALE, PA. 
A. L. ULLMAN, Sole Selling Agent, 267 Fifth Avenue, New York City 


‘| ough ened jor Wear 
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A new diamond pattern in a two-tone wool hose for winter sports. 





Weapons to Be Used Against the Hosiery 


HE hosiery canvasser is a re- 

gular thorn in the flesh of the 
established retail merchant, and the 
irritation caused by this thorn in the 
flesh often leads to intemperate at- 
tacks on the canvasser. This is a 
mistake. Hosiery canvassers are 
not all dishonest. They do not all 
sell unreliable merchandise. A con- 
siderable proportion of them are 
honest hard-working fellows trying 
to make a living by selling reputable 
goods. 

But the whole point of the mat- 
ter is that while the majority of 
hosiery canvassers and the goods 
they sell may be strictly honest and 


Canvasser 


reliable, the consumer has abso- 
lutely no guarantee that they are 
such and no way of protecting her- 
self against dishonest canvassers. 
The business of house to house can- 
vassing has many undesireable fea- 
tures from the point of view of the 
consuming public; but this is the 
chief one. 


ND this is the one respect in 

which the established retail 
shoe merchant has an advantage 
which the canvasser can never over- 
come. The retail merchant is known 
in his community. He has capital in- 
vested in this community. He has a 





reputation to maintain in his com- 
munity. If the goods he sells are not 
what they are represented to be the 
customer can go to the retail mer- 
chant for satisfaction, she can hold 
him responsible, and if he is to pre- 
serve his trade and his reputation he 
must satisfy her. The customer has 
no such defense when dealing with a 
canvasser. If he is honest and repre- 
sents an honest firm she will not be 
defrauded. But if he is dishonest she 
can obtain no redress. And to make 
matters worse she has no way of tell- 
ing whether he is honest or not. 

Why not use these obviously good 
points in your advertising? 
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A few typical comments selected at random from hundreds of letters 


“We would be pleased to have you send us a quantity of 
the folders and cards as mentionedin your letter. We would 
be pleased to distribute them through our Hosiery Dept.” 

The May Company, Cleveland, Ohio 


a “Please be assured that we feel a large measure of appre- 
ciation for the work which you are doing. It is a most 
constructive help to discourage the purchase of hosiery 
from peddlers who canvass the city.” 


Block and Kuhl Co., Peoria, Ill. 


“We would like very much to cooperate with you in the 
enlightenment of the public on full fashioned hosiery. 
We have chain of twelve stores in which full fashioned 
hosiery is featured and would appreciate receiving any 
advertising such as window cards, folders, etc., which you 
may have for general distribution.” 


Sterling-Shoes, Buffalo, N. Y. 








— 

; “*We would be glad to have you send us one of the display 
cards and also as many of the circulars as you feel you can 
allow us to have. We would be very glad to enclose these 

») in some of our st: s when con i and use them 


' to our best advantage. We understand that you are send- 
ing an instructor to some of the different stores with the 
idea of developing the sales force in selling the Full Fash- 
ioned Hosiery. If we could have such arrangements with 
a you we would very much appreciate it.’’ 


J. N. Adam @ Co., Buffalo, N. Y. 


“We wish to co-operate with you, and can assure you that 
we will forward you any information that may be of as- 
sistance in this campaign.” 

M. E. Smith & Co., Inc., Omaha, Neb. 


“We can use to good advantage display card and a quan- 
tity of folders and will be pleased to receive the same at 
your early convenience.” 


T. W. Mather Co., Inc., Pasadena, Cal. 
“Please send us a sign ‘How to r ize full fashi d 
hosiery’ and a supply of circulars as advertised in Dry 
Goods Merchants Trade Journal.’ 


F. K. Rob Champ , Ill. 


“*We would ask you to forward one sample of the display 
card which you mention.” 


C. A. Verner Co., Pittsburgh, Pa. 


“Please send us the Bewtex hanger you advertised in Hos- 
iery section of Boot and Shoe Recorder, andabout five hun- 
dred folders. This question certainly needs more publicity 
as very few women know what full fashioned hose is.” 


J. C. Penney Company, Falls City, Neb. 
“We will be very much pleased to receive several dozen of 


your countersigns so that we may put them up in our 
samplerooms and also give them out as window-displays.” 


The Louis Stix Co., Cincinnati, Ohio 








“‘We are interested in any material which would help us 
educate our customers to the advantage of Full Fashioned 
Hosiery, and would like to receive the material which you 
advertised in the Hosiery Retailer for October.” ry, 
Maas Brothers, Tampa, Fla. 
“Kindly send us a few copies of your article on Full Fash- 
ioned hosiery in the Octoberissue of the Hosiery Retailer.” « 
] The Hecht Co., Washington, D. C. n a l gy (aa S 
““We would appreciate it if you could see your way clear to 


send us a display card, also one thousand of the folders.” 
G. Fox & Co., Inc., Hartford, Conn. 


“Kindly furnish us with at least two thousand folders like 
sample that you sent us and also one display card. We 
will be very glad to put a folderin our statements and also 
in our packages. We think that the above method of in- 
forming the public on Full Fashioned hosiery is a g 
idea and we wish you much success.” 


Frost Bros., San Antonio, Texas 


A ek 


y Ny 


4 “Our customers are not thoroughly educated to the ad- 
vantages of full fashioned construction. We would like 
8 to educate them. . . and believe that one way to do this 
is through the use of pamphlets to be included in each 
package leaving our stores.” 


Regal Shoe Company, Whitman, Mass. 





“We have your letter regarding your folders showing ‘the 
one infallible test’ and would be very glad, indeed, to use 
up whatever quantity you see fit to send us. We would 
also appreciate receiving one of the display cards.” 


y The Shepard Stores, Boston, Mass. 
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—_ fashion —also the heel 
ture——the toe Full round bex hee! 
for the ¢ie- found always in full 

mond point. Allfcll fashioned hose. The 
fashioned stockings only comfortable 
have this. eel. 








L fashioned hose 


' are shaped in the 
| knitting to conform to 
. the natural curve of the 
. leg. Part of the threads 
are dropped or bound 


narrow the hose 


at the ankle. Always 
look for this narrowing 
and the fashion marks 
which are evidence that 
the number of threads 
have actually been re- 
| duced to accomplish 
the desired shaping. 
Full fashioned shaping 
| will not wash out. This 
shaping is the one in- 
fallible test of full fash- 


hose. 


_—__-¢ 
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a ~ SMART STYLE 


AQ Happy New Year 





HEN the public balks at buying, show them 
Lenox Hosiery with that inherent value only 
expert knowledge and manufacture of 
hosiery puts into this brand. The two numbers 
listed below offer you excellent profits. 
No. 100—An extra wide 8 inch lisle top medium weight full 
fashioned silk stocking. Af the price, this is the fastest 1. 
number we have ever had, and the best profit- $15-00 
maker we have ever offered to retail merchants. per doz. 
No. 3030—Finest quality all silk full fashioned ingrain = 


in three charming lace clock designs. Black, $9 4-00 
White, Cordovan, Brown, Beige, Silver and Gray. per doz. 


je MMM. 


Samples Gladly Furnished on Request Just 


LENOX HOSIERY COMPANY | | *. 


1123 Broadway New York, N. Y. stock 


| ‘Lenox Brand—fast growing in popularity” | 


X“RAY:|, 


for Silk 


HOSIERY Je 


This wonderful new invention only Whit 
recently introduced is universally § Gun 
approved by the World’s Foremost Cord 
Hosiery Dealers. . 














Shows all drop-stitches, knots, Seal 
holes, or other defects instantly. Nud 
Tests the strength of the full 2 
iechioning or the mock seam. , Faw 
nsures every customer a perfect . 
paie of Cinn 


Eliminates the customer's “finger ff Silve 
ring’ examination and oft times Beis 
the consequent thread catch. 8 

Protects you from paying full ff Mod 
price for irregular hosiery, which if Otte 
X-Rayed, can be returned for credit. 

Defective hosiery loses many Pear 
customers and when returned to Med 


Ladies’ all silk pure dyed ingrain Full Fashioned stock- 
ing. 4 beautiful patterned clox. 
. Black only $24.00 per doz. 
‘\) CHIFFONS 
No. 300—Ladies’ Full Fashioned lisle top, pure dyed 
chiffon silk foot. 42 gauge. Colors, Black, Gun Metal, 





Taupe, African Brown, Beige, Fawn, Otter, Log Cabin, § 


Grey and Polo $16.50 per doz. 
No. 100—Ladies’ Full Fashioned all silk, pure dyed 


chiffon, 42 gauge, with reinforced knee. Colors, § 


Black, Gun Metal, African — Taupe, Beige, 
Otter, Grey and Polo. . . -$22.50 per doz. 


Sample Shipavent on heniade 


| FREUND & BRICKMAN 


SOLE DISTRIBUTORS 
HOSIERY 
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Design, Trade Name and 
Patents, protected in U.S.A. 
Canada and principal Eue 
ropean countries. 


the dealer is a total loss to the store. 

The National Hosiery X-Ray 
Machine will save you its cost price 
nearly every day. Positively every 
week. 

Costs nothing to operate, cannot 
break, always ready for use. 

X-Ray silk hosiery for your 
customer's benefit and satisfaction 
and you will eliminate entirely 
refunds on defective hosiery returns. 

. $ Write for full in- 
Price °18 smmen =< « 
Occupies one square foot on counter case. 


National Hosiery X-Ray Co., Inc. 


P. O. Box 879 


Tulsa, Oklahoma 
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Marks of Identity 
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Just as your finger print is your 
personal mark of identity — 
the indelible stamp “Hollywood 
Hose” inside the hem of all our 
stockings is our mark of identity. 


Wipe. = 
NS = 


. 





“a 


j 




















Look for the mark 


Colors: inside the hem! 


Y = Black 





n only & White The next time you have occasion to examine a 
ersally ff Gun metal pair of “Hollywood Hose,” look inside the hem 
remost Bf Cordovan for the trade-mark. Notice how the Hollywood 
knots, ff Seal trade-mark is indelibly stamped in the hem. This 
oT Nude is done by a special process and will last for the 

Fawn life of the stocking. As long as the stocking con- 
erfect Ht Cinnamon tinues to give the consumer satisfaction, just 
finger & Silver Grey so long will she be reminded that the stocking 
times Ff Beige that is giving her the wear is “Hollywood Hose.” 
z full # Mode 


rn HOSE 


-Ray § Log Cabin 

price 

innot REG, U.S, PAT. OFF, 
GUARANTEED FULL FASHIONED 


ich if 

redit. Otter 

many § Pearl Grey QO] } Y W@® 
od to Bt Medium Grey 

very , 
your 

ction 

irely 


= Harington & Waring 


il ine 


7 New York City 


<1 Your Jobber Can Give You Service 
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At this opportune time 
we wish to thank our 
friends for the busi- 
ness they habe giben 
us During the past 
peat and Wwe extend to 
them our Christmas 
greetings and best 
wishes for a prosper- 
ous 1924. 
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Paris rie Clocks 


All silk, in eight beautiful patterns and in a variety of colors. Price $24.00 per dozen 
Also Paris Lace Clocks in 3 patterns with lisle top in black, cordovan and white. 
Price $21.50 per dozen 
The big holiday numbers in an all silk, full fashioned, extremely sheer silk chiffon with Paris 
clocks, in a great variety of colors are the following: 
No. 918—With a 2 row Paris clock. 
No. 925—With a 3 row clock—positively nothing finer on the market. 


Chiff ons 
Our No. 904. This is positively an extremely high class pure dyed chiffon as fine"as can 


be pn vim " All silk in all the latest shades. Price $21.00 per dozen 


Our No. 1207 Chiffon—8 inch mercerized top with a silk foot needs no introduction; 
the finest on the market at the price. All leading Colors. Price $16.50 per_dozen 


Samples Gladly Furnished on Request 


O £ 
wer fay beKay ‘s Ine 





220 FIFTH AVENUE 


New YoRK 
ae THAT a dma 


“the etm OL 





“Hosiery” 


HOMO OOOO Ono 


OTM LOLOL eM @L LULL LLU DUD DO 


Issue of December 1, 1923 


is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Each month, its standing becomes higher and more authoritative. Each month, 
for this reason it is more worthy of your careful reading and thought. 


Teele Mee Me Me MMU U Le MEU LUMO LLU ALLL d 


“HOSTER?” 
eA (Contact Point Of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has “Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


BOOT and SHOE 


RECORDER 


REAT WATIONAL SHOE WEEKLY 
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The Finished M aster piece 
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lozen 
ozen 
Paris 
as can 
ozen 
ction; 
ozen 
Reproduction of our new 
box, color scheme being 
purple and gold. 
/ 
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@- 
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Every Good Buyer 


Style 300 
All Silk Chiffon Should Compare 


Style 350 
Lisle Top Chiffon 





rtcratf 


Full Fashioned 
We are now booking orders C h i f f ons 


for delivery in 1924 Before Placing Future Orders Because: 


thru July Longer in length—Fine gauge—Beautiful glossy finish 
Free from flaws and streaky lines—Built for wear and service 


‘‘They are Superior”’ 














Samples and quotations 
upon request Large selection of the latest French colors always on hand 


ricraf 








ILK HOSIERY MILA 


MANUFACTURERS OF 
(LADIES FULL FASHIONED HOSIERY 


358 FIFTH AVENUE Eric Avenue & Ameer STREET 


NEW YORK OFFICE 
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PHILADELPHIA 
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Try This Over On Your Fire Place! 


Now comes the season of the 
year when hosiery’s stuffed with 
Yule tide cheer. When pockets 
yawn, when check-books crack 
and folks are careless with their 
jack. So HOSIERY to all its 

friends a hearty Christmas 

greeting sends. Let merchants 
now their business ply. Let 
profits mount up to the sky. 
Let manufacturers, making 
hose, find business sweet 
as Sharon’s rose. The 
shoe store surely is the 
place to sell ‘em hose 
of silk or lace or silk- | 
and-wool, or cotton You 
styles---the place to wit 
clothe the feet with Wh 
smiles. Let maker, ) 

merchant and this Book 

a merchandising pie now bea 

cook, which all through Nine- It j 

teen Twenty-four will keep the eve: 

lean wolves from the door. And | 

pile up noble dividends for every | ff a 

one of HOSIERY friends! So ie" 

as the year rolls on apace let 

each in HOSIERY find his - 

place---Let advertising blaze the | 

HOSIERY SECTION way for hosiery salesmen in the 
—— fray. While merchants glean 

BOOT and SHOE in ads and news, the ( 


RECORDER helpful dope to chase 


the blues. 
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The Woman Who 
Knows Hose STOCK IW, ROSAINE 
TO RETAIL 


AT A LOWER PRICE 


|" IS to the exacting, critical woman that you iieiea 
. . . . s ee . e 

may take the most pride in showing Rosaine. emand among teed ese 

° al- 


You may be sure that it will pass all her “tests” 


with flying colors. 
What is more, when she puts it to the real test of this demand we have 
- new number—] 504. 


wearing, you will have a permanent customer. = ioned. Pure silk wir 

. . . . : : 1S wit 

Rosaine Hosiery, in either heavy silk or sheer chif- wulgha aa foot. Medium 
° . ? Sauge., 

fon, wears and wears and wears. It retains its latest colors; “Al! the 

African Brown, Beige 


beauty, its shape, and its sheen to the very last. Black, Cham, 
: agne, Cin - 
. ‘ . ° mon, Dawn —— 
It is the kind of hosiery that brings you a profit Mouse, French Node p field 
° ‘a : » !renc 
every month in the year. Nude” Sn Mode Neutral, 
burn, Thrush, uede, Sun- 
The Rosaine Line Consists of Full Fashioned Numbers Only It is the cheapest db 
: ~st an est 
1209—The first popular  1212—Full fashioned | 5017—Pure dipped dyed Pure silk, full-fashioned stock- 
priced Chiffon made in Chiffon, 8 in. lisle top, silk hose, with Bsn. lisle 
America. Per doz.$21.00 silk foot. Per doz.$16. top. Per d » $16.50 
1210—A heavy pure dip- 1213—Full fashioned, all 550—New Paris clox, 
ed dyed, all silk hose. silk Chiffon, sheer, clear, dipped silk, full fashioned. 
er doz $24.00 durable. Per doz. .$21.00 Per doz $22.50 rder im di 
5017—Out size, African, Black, White. Per doz ¥ December dee lately for 
Price $13.50 po, 
ROSENHAIN CO., Inc., 220 Fifth Ave., New York Per’ dozen. 


Pe 


osaine Hosiery 
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Os Hosters Inc. 


Seales 7 








This book will help you to maintain 
an efficient sales force. 
Do your salespeople know hosiery? Do they know how best to handle 


Can they explain to prospective and show stockings? Do they 
purchasers just why one stocking make your merchandise appear in 


is a better buy than 


Are they competent advisors to familiar with the finer points of 


your clientele? 


Our booklet “Selling Hosiery,” just published, is intended as a 
manual for the salesperson. Buyers will find it invaluable for training 
new salespeople and for refreshing the minds of old. A limited edi- 
tion, just off the press, is free to “Onyx” dealers. Send for as many 
copies as you need at once. 


““Onyx’”’ Hosiery Inc. 


Broadway at 24th Street - New York 


“Onyx"@ 


Chicago + Philadelphia - Beg: * Buffalo - San Francisco + Los Angeles 


another? its most attractive light? Are they 


retail hosiery salesmanship ? 


Manufacturers 


39 


® Hosiery 


Pat Ofice 
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Business Developing Into Volumes 


Many Sales Act as Stimulus to Shoe Trade—Different Types 
of Patterns Equally Popular 


NDER the stimulus of a number of 
fim price sales, the retail business 
here is working into larger volume. Retail 
shoe merchants in general, however, are 
frankly disappointed at the trend of 
business in the last few weeks. The largest 
exclusive shoe shops and the department 
stores appear to be suffering less than the 
smaller shoe merchants, particularly in 
the outlying sections. Every day sees 
several of the new small shops in the 
suburban or up-town residential districts 
going out of business. They are quickly 
replaced, however, by others. One man, 
who is in close touch with the retail situa- 
tion throughout the greater city, esti- 
mates that fully 25 per cent of the retail 
shoe merchants here have quit business 
within the last year, but have more than 
been replaced by newcomers. 

From the style standpoint the fall 
season is moving along a number of dif- 
ferent lines. Despite the stir that has 
been made by “‘Puritan” pumps and lizard 
skin shoes, most shoe merchants report 
that the bulk of business in women’s 
shoes is still being done on strapped mod- 
els in patent leather, satin and ooze. 


Color Situation the Same 


There has been little change in the 
color situation. Black predominates. 
Brown is reported to be coming along 
stronger, but it is apparent that it has not 
reached the volume that most of the mer- 
chants expected earlier in the season. 


Merchants Agree That Styles 
Change Too Often 


The statement that the too frequent 
and too radical changes in style are re- 
sponsible for most of the current troubles 
in the shoe trade was vociferously ap- 
plauded by more than 300 New York 
retail shoe merchants at the quarterly 
dinner of the Retail Shoe Dealers’ As- 
sociation of New York at the Cafe Boule- 
vard on Tuesday night, November 20. 
The statement was made by James H. 
Stone, president and editor of the Shoe 
Retailer. In his address Mr. Stone spoke 
at some length on the evils of rapid style 
changes. He declared that the tanner has 
been sick for two years, the shoe manu- 
facturer for more than a year and that the 
retail trade is now beginning to feel ill. In 
concluding his address he said that there 
can be no restoration in the trade until the 
average shoe merchant uses the power he 
possesses to control the style situation. 

‘ John Slater, president of the National 
Shoe Retailers’ Association and president 


emeritus of the local body, agreed with 
Mr. Stone and said further that he has 
felt for some time that more control over 
the style situation should be exercised. 
“Style should be controlled,’ he said, 
“but not individualism and _ ability. 
There should be some control of the ir- 
rational style developments of the past 
two years. We all have run away with the 
style idea.” 

Mr. Slater also proposed that the 


association go on record approving Secre- 
tary of Treasury Mellon’s plan for tax 
reduction. A resolution to this effect was 
moved and adopted unanimously. 

The retail shoe merchants were urged 
by Mr. Slater to send in reports to the 
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Harvard Bureau of Business Research. 
This valuable work, according to Mr. 
Slater is being much neglected by the 
shoemen whose association is helping to 
support the bureau. 

Sarah Carroll of the Gotham Hosiery 
Company repeated her talk and. demon- 
stration on holes in stockings caused by 
ill fitting shoes, roughly finished buckles, 
etc., as given by her at the joint style 
meeting the previous week. 


Sam Davis One of Speakers 

Sam Davis, field secretary of 
National Shoe Retailers’ Association, also 
delivered one of his “pep”’ talks in which 
he demonstrated the necessity for serious 
thinking, ‘and self analysis. A good portion 
of his address was directed toward the 
retail salesmen, many of whom were 
present at the meeting. 

The gathering was presided over by 
President Percy E. Hart, and was one of 
the largest and most enthusiastic the local 
organization has held in some time. 


the 





BOSTON 


Stores Prepare for Holidays 


Decorative Schemes of Red and Green Colors Make 
Appearance—Shoe Trade Still Spotty 


EVERAL of the larger of the retail 

shoe stores made a step toward in- 
fluencing early Christmas buying during 
the week ending November 24 by ap- 
propriately decorating the store interiors 
with red and green color schemes. Other 
measures have been adopted early this 
year in an effort to inspire ea:lier buying 
of holiday merchandise and the results 
have been good. 

Many stores have placed suggestive 
cards in cases showing slippers, hosiery, 
buckles and other accessories. A real 
holiday atmosphere resulted in many 
stores where the red and green colors were 
draped. 

The shoe trade was spotty during the 
week, but merchants predicted with the 
advent of December business would 
show a marked improvement and assume 
a steady trend, something that has been 
lacking for a long period. 


Lizard Patterns Arrive 


Some of the new lizard patterns in 
women’s footwear made by I. Miller & 
Sons, Brooklyn, were shown at C. F. 
Hovey & Co. The models were straps in 
all black, all tan, gray with patent trim- 
mings and beige with patent trimmings. 
Considerable interest was manifested in 
the new designs when they were displayed. 

Black suede sold very well as did suedes 
in dark brown tones. Interest in evening 
slippers is at a high peak and several of 
the stores report an excellent demand. 


Crimson and Blue Colors Applied 


Shoe stores as well as other lines of 
establishments applied crimson and blue 
colors to their windows because the Har- 
vard-Yale football game, the big outdoor 
event of the year in Boston, was staged 
on Saturday, November 24. About 52,000 
people attended and then the attendance 
was limited, because of lack of seats. One 
shoe store went deeply into featuring the 
respective colors of the two university 
teams, crimson for Harvard, and blue for 
Yale, and arranged an H and Y in crim- 
son and blue with small electric bulbs. 


Thayer McNeil Associates 
Make Merry 


The Thayer McNeil Associates held a 
very enjoyable social in the ballroom of 
Hotel Hemenway on Thursday evening, 
November 22. This was an invitation 
party for store employes and their friends. 
Everybody from the heads of the firm 
down, voted this affair the best of all of 
the many pleasant hours which the 
Associates have spent together. 

Miss Evelyn Batchelder was chairman 
of the event and her committee gave her 
loyal suport. The popular President of the 
Associates, Charles E. Holt, was ably 
assisted by Percy E. Thayer and C. W. 
Pollock, manager of the West Street- 
Temple Place Store. 

The Thayer McNeil Associates have 
been in existence now for two years and 
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| Where to Buy 


Women’s Shoes 




















207 Essex Street 


Shoe Co., Inc. | 
Makers of 
Women’s Turn 
Slippers 


< 





FASHION FOOTWEAR 
Women’s Fine Turns 


pumps in the latest designs and finest 


TESSIER & BO 


wDO 
2 Washington St., Haverhill, Mass. 


IN 











Fe 


.- BARNARD & SON 
Andover - - - Mass 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 

for Ladies 


IN STOCK 














Where to Buy 


Ballet Slippers 














IN-STOCK 


BLACK BALLET SLIPPERS 


Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 11$to2 
Ladies $1.40 
Sizes 24 to 8 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 








BALLET SLIPPERS 


FERGUSON BROS. CO. 
2121 Washington St. 


Boston, Mass. 


all styles and 
colors— Black 








BALLET SLIPPERS in Stock 
Endorsed by the Wortd’s Prominent Dancers 
BLACK KID sorT TOE $2.00" BOX TOE 3.00 

PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women's 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








N 





© matter what policy you may 
pureue in selling to the shoe 
twade, nevertheless, you need the 


Boot and Shoe Recorder 


All the Time 
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during that time have accomplished 
splendid work in caring for sick members. 
The dues are 25 cents a month for each 
person. When a new man or woman has 
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West Street-Temple Place store after 
closing hours a few nights before Christ- 
mas. 

The Thayer McNeil Associates are 











been with the Company for three months, 
he or she becomes a member. The Asso- 
ciates are now planning for a Christmas 
Tree celebration which will be held at the 


symbolical of one happy united family, 
and it is the opinion of the firm that this 
good “esprit de corps” is an important 
factor in increased business. 
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Finishing New Shoe Samples 


Broad Line of Novelties Almost Ready—Indications Point to 
a Satisfactory Increase in Volume 


HE last touches of refinement are 
being put on to light and dainty shoes; 
the smartest strokes are being given to 
the sport models, and fancy is running 
free on sandal types, including the dressy 
strap pumps and the flappery sandal 
styles. Soon the complete sample lines for 
1924 will be ready for buyers. 
That volume of business will increase is 
taken for granted. Research work by mer- 


chandising economists show that there are 
more women gainfully employed in this 
country than ever before, that they are 
earning more money than ever before, and 
it follows as surely as night follows*day, 
that they will buy more shoes and better 
shoes than ever before. 

Next year’s business will be done largely 
on a basis of quick style creation, quick 
shoe production and delivery, and quick 
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sales. “Sell shoes when styles are new.” 
That is the Lynn way of saying “Strike 
when the iron is hot.” 


Many Styles for 1924 

Styles are myriad in the 1924 sample 
lines. Colonials, with large buckles, and 
gores under the buckles, loom up for 
January and February sales. Sales of 
welted oxfords in tan and black show a 
gain. Colder weather is the reason. Black 
shoes are selling in larger volume to several 
cities. Possibly women, too, are trying 
that new idea that black shoes are proper 
for wear after six o’clock. Straps hold on. 

Sport lines show new patterns of calf, 
elk and fancy leathers, like alligator or 
lizard leather. Dress shoes show white, 
patent and colored leathers. Low heels on 
sport shoes and high heels on dress shoes. 
That’s the rule. 

Sandals are a main theme. Hollywoods, 
with variations, are sampled in numbers. 
Besides, there are new models that will 
surprise buyers. 


Direct Sales to Retail 
Merchants 


Increasing sales of shoes directly from 
factories to retail stores is a feature of 
Lynn’s trade. This has been going on for 
some time. Indeed, it is said that the late 
Aaron F. Smith was a pioneer in this 
modern distribution of shoes. He estab- 
lished a stock shoe department, in which 
he carried a complete assortment of sizes 
for distribution among shoe merchants. 
That was 30 years and more ago. Since 
that time, there has been a steady gain 
in sales of shoes from Lynn factories to 
stores. But the gain this year is larger 
than in any former year. 


A Surprise Sandal 


Harry Thomas, of V. K. & A. H. Jones 
& Thomas is designing a surprise sandal, 
which will be shown to buyers in Boston 
market. It is different from any shoe he 
has created before. The sample line of the 
concern will show new welts for street, 
sport and dress wear, a snappy line of 
McKay novelties, all with wood heels, 
and the staple Arch-Angel line of health 
shoes. 


Research Work on Shoe 
Merchandising 


One of the features of Lynn’s business is 
the amount of research work that is being 
given to the merchandising of shoes. 
Salesmen are studying their territories, 
with more diligence than ever, with a view 
of pleasing the particular requirements of 
their customers. Sales managers are mak- 
ing surveys of the several sections of the 
country, in which they sell shoes, with an 
objective of turning their merchandising 
campaigns into those fields that are most 
promising of good orders. 
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Brilliant Colors Shown 


Colors are shown again—reds, 
green and blues and yellows, too. 
They are in Chinese hues, and 
according to the color card. They 
are on kid, calf, elk and cabretta. 
Patent alligator has appeared and 
snuffed alligator, too. Novelty 
effects in leather look mighty 
promising. Some manufacturers 
favor solid colors. Others speak for 
two-tone effects. White shoes, es- 
pecially all white shoes, are ex- 
pected to show a gain. Patent 
leather and black and brown satin, 
will continue good. 


Shoes of many, many kinds are 
in the sample lines and the variety 
of them is greater than Lynn ever 
showed before. 


Where to Buy 


Men’s Shoes 
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Commonweaumm Snot & Learum Co. 


WHITMAN, © MASS. 




















Another angle is the study of the style 
requirements of each merchant. The prac- 
tice of making a general line of samples is 
on the wane. In these days, samples are 
made to please the individual require- 
ments of each customer. Often the retail 
merchant suggests, through the sales- 
man, or by a personal letter, the style of 
shoes that he can sell best. 


Novelty Leathers 


Tanners of the North Shore district are 
responding to the demand for novelties. 
For instance, they chrome tan calf, kid, 
side or sheep leather and then hold the 
leather “in the crust” awaiting orders 
from buyers, and then finishing the 
leather according to the specifications of 
the order. They can deliver leather to 
Lynn shoe manufacturers within a week 
after the order is booked in any finish or 
color that may be desired by following this 
plan. 

Because of the many finishes and colors 
on leather in demand these days, it is 
possible for the tanner to produce many 
different leathers. A lot of calfskins may 
be tanned and then given a suede, an 
alligator, a lizard, or a Scotch finish or 
may be colored any color of the color card. 
Or a lot of cow hides may be tanned and 
then given a patent, a buck, an elk, a 
boarded grain or an imitation calf finish. 
Likewise is it with sheep leather, only 
sheep leather may be embossed and 
colored to imitate any pelt from that of 
the fish of the depths of the sea to the 
bird of the air. Variety has become the 
spice of the tanner’s life. 


Kiely’s Shoes 
T. J. Kiely of T. J. Kiely & Co. booked 
orders for welt oxfords in New York last 
week. Also he got inquiries for white shoes 
for next year. His new sample line shows 
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Shoes of Worth 
A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















HOWARD & FOSTER CO. 
Men’s and Women’s Welts 
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Where to Buy 


Men’s Shoes 
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HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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FREDERICK S. PECK 


Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 
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Do You Know 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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sport and sandal style shoes, mostly with 
low heels, of black, tan and red, green and 
blue. 


Lynn Notes 


Some new models of colonials are shown 
by MacLaughlin, Conway Company. 

Christmas saving clubs deposits in Lynn 
banks are greater than ever before. 

The Burdett Brothers have been on the 
road booking business for next spring and 
summer for the Burdett Shoe Company. 

Boots are shipped daily from the stock 
department of Williams, Clark & Co., and 
the number has increased as the days have 
grown colder. 

The Northeastern Leather Company 
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plant in Salem, one of the large leather 
shops of the North Shore district, was sold 
last week to Atherton N. Hunt, an attor- 
ney of Boston, who is forming a company 
to operate it. 

Hand-sewed, hand-turned shoes for 
misses, children and infants are being 
made by Connell of Lynn. 

Scott-DeVeau Shoe Company was 
formed last week by Randall M. Scott 
and Leonard L. DeVeau. The concern will 
make welt and turn shoes for misses and 
children. 

Some North Shore firms are working 
overtime to get out slippers for Christ- 
mas. 

Wooleather, Inc. of Salem has shipped 
more woolskin shoes than ever. 





HAVERHILL 


Developing Patterns with High Fronts 


Colonial Numbers Promise to be Factor in Future Orders— 
Goring Applied in New Models 


HOE style designers are giving special 

attention to the development of the 
higher front pattern in women’s turns. 
This, with a concealed gored strap over 
the instep, assures a support for the foot, 
and holds the shoe firmly in place. 

In the opinion of Haverhill manufac- 
turers there is quite a marked tendency in 
the direction of the Colonial pattern. This 
is one which has enjoyed popularity to a 
greater or less extent for many years. 
Each time that it has re-appeared it has 
shown changes and modifications which 
bring out new and attractive features. 
This is true of the latest development. 
The opportunities for decorative effects 
are excellent. Large or .medium sized 
buckles are utilized on the whole front 
patterns. The cut-out fronts represent 
another variation and beading and similar 
effects are utilized. 

The Colonial strap, if one might call the 
Colonial with a strap feature, will be an 
important factor in orders taken by Haver- 
hill concerns during the next few weeks. 


Members of New Concern 


Colcord-Walker, Inc., succeeding the 
Colcord Shoe Company which for the 
past year has been manufacturing wo- 
men’s turn shoes in Haverhill has as its 
members, Arthur T. Colcord and Nathan- 
iel (“‘Nat’’) K. Walker. Mr. Colcord will 
be in charge of the manufacturing of the 
goods. Mr. Walker, who was formerly with 
Lunn & Sweet and more recently with 
Hannahsons Shoe Company, will be in 
charge of the selling department. 


Leaves Large Estate 


The late Charles W. Arnold, head of C. 
W. Arnold Company, cutsole manu- 


facturers, left a fortune estimated at 
about $1,000,000. By his will he be- 
queathed $100,000 to his widow; $25,000 
to each of his five children and $2,000 each 
to the Haverhill Old Ladies’ Home and 
Haverhill Commandery, Knights Temp- 
lar. To the widow is also bequeathed the 
beautiful residence on Westland Terrace, 
together with its furnishings. Factory 
shares which represent a valuable portion 
of the estate are divided among his two 
sons, Chas. W. and Claude, also three 
daughters, Mrs. Jones, Mrs. Mabon and 
Mrs. Appleton. Minor bequests are made 
to business associates. Mr. Arnold’s three 
grandchildren receive $5,000 each. 


Labor Situation Clearing 


Conferences between representatives of 
the Haverhill Shoe Manufacturers’ Asso- 
ciation and the agents of the Labor Unions 
are bringing about developments in the 
labor situation which promise good 
results. Manufacturers expect that many 
spring orders will be placed early in 
December and are making their plans 
accordingly concerning styles and prices. 


The New Perforations 


In making the new perforations ofthe 
diamond, oval, square, Maltese cross,"or 
like designs, it has become the practice to 
line up vamp or quarter with kid leather, 
securely cemented, and to run the vamp 
and quarter through the perforating 
machine. After this, a line of stitching is 
run on either side of the line of perfora- 
tions. This stitching, combined with the 
leather backing, holds the perforations 
securely in position, and shape,” as the 
shoe is worn. 
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BROCKTON 


Making Women’s Turn Footwear 


Bridgewater Firm Decides to Produce This Type of Shoe — 
Other Concerns also Manufacture Turns 


N interesting development in con- 
, with the production of men’s 
and women’s welt shoes in Brockton is a 
large output in this district of women’s 
turn shoes. In the neighboring town of 
Stoughton, Upham Bros. & Co. has for 
several years manufactured women’s 
turn shoes. At the present time this pro- 
duction comprises about one-third of the 
plant’s daily output. In the nearby town 
of Bridgewater, Crooker & Morse, Inc., 
which has been making women’s welts is 
planning to produce women’s turns. This 
concern’s superintendent came from a 
“turn” shoe district on the North Shore 
of Massachusetts and is thoroughly 
familiar with this class of footwear. One 
of Brockton’s leading shoe manufacturing 
concerns has produced women’s turn foot- 
wear in its local plant, but has not con- 
tinued this production on an extensive 
scale. 
Turn Shoe Experts from North Shore 
A large proportion of workers on turn 
footwear in this vicinity came from dis- 
tricts where these goods have been for 
many years exclusively produced. The 
North Shore of Massachusetts, compris- 
ing such cities and towns as Lynn, Haver- 
hill, Newburyport, Amesbury, Salisbury 
and Seabrook, is headquarters for men 
and women experts on turn shoe produc- 
iion. Their skill is handed down from one 
generation to another. Turn shoemaking 
requires a different class of workers from 
welt shoemakers. South Shore concerns 
must necessarily import a considerable 
part of their workers on turn shoes. There 
is no question that this can be done suc- 
cessfully and undoubtedly turn shoemak- 
ing will be further developed in Brockton 
and vicinity. 


Produces New Welting 


The Barbour Welting Company of 
Brockton has placed on the market a cork 
sole welting made with a waterproof rub- 
berized covering. The materials are 
especially prepared and the welting is 


manufactured under Arnold patents ex- 
clusively by the Barbour Welting Com- 
pany, both for black and colored footwear. 


New Blacking Company 


The Triangle Stain & Blacking Com- 
pany is the style of a concern recently 
established in Brockton to manufacture 
blackings, finishes and stains, also a line 
of tannery supplies. The plant is located on 
East Railroad Avenue, near the center of 
the shoe district. 

Members of the concern are John 
Higgins of Boston, who is familiar with 
the production of tanners’ supplies and he 
will be in charge of that department; 
Austin Hayes of Brockton who will have 
charge of the factory production; and 
William Brady, also of Brockton, who has 
been engaged in the making and selling of 
blackings and stains. Mr. Brady will 
devote his time principally to selling the 
goods. 


Shoe Workers Well Dressed 


Visitors to Brockton frequently com- 
ment on the prosperous appearance of the 
men and women on the principal business 
streets of Brockton in the later afternoon 
and early evenings. As a large portion of 
these are shoe workers this is compli- 
mentary to the prosperous conditions 
under which they live. 

An instance along this line is supplied by 
the proprietor of a men’s furnishing goods 
store in Brockton. A young man recently 
came to him wishing to look at shirts. As 
the customer was indifferently dressed 
the proprietor took it for granted that he 
wanted something cheap and acted ac- 
cordingly. Learning the price the young 
man said: “I don’t want a cheap shirt. I 
work at such and such a factory and make 
$50 to $60 a week. Show me some good 
shirts.” The proprietor did and sold the 
young man three high-priced garments. 
The furnishing goods man says it is never 
safe to judge a customer’s buying ability 
by his appearance. 





PHILADELPHIA 


Optimistic Note to Outlook 


Shoe Factories on Part Time Schedules—Children’s Shoes 
Selling Freely in Some Stores 


~\| NE of the local manufacturers who 
( has just come back from an eight 
weeks’ trip through the South, the Middle 
West, and out to the West Coast says he 





finds nothing to be pessimistic about in 
the retail shoe situation. The bigger houses 
are doing more business than they did 
last year, he reports. Some of the smaller 
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Where to Buy 


Children’s Shoes 
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retail merchants, however, have been 
rather hard hit due in some cases to the 
sudden changes in style. 

Factories here are still working on part 
time schedules, although one or two re- 
port a little more inquiry for spring in 
plainer effects. 





SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A. POSNER SHOES, INC 


140 W. BR 
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Soft Soles and Moccasins 


Ask r Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 
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Good Demand for Children’s 
Shoes 


Miss Clara C. Clark, buyer of children’s 
and misses’ shoes for Gimbel Brothers, 
reports sales in these two lines are double 
those of a year ago. The bulk of the de- 
mand is for tan calf, there being com- 
paratively little call for patents. Two- 
tones in turns up to 11 are quite active. 
Miss Clark notices a pronounced tend- 
ency away from whites towards colors. 
Sandal effects in brilliant colors may be 
in moderate demand in spring. High shoes 
are selling well in children’s and misses’ 
shoes, although from 13 years up there is a 
call for low shoes and wool stockings. In 
spite of the mild weather arctics and rub- 
bers are in good demand. There is no call 
for button shoes. Miss Clark reports one 
of the best sellers as being patent vamp 
with black velvet top from 6 to 11 at 
$4.25 and $5. 


Styles Discussed at Meeting 


The Philadelphia Shoe Retailers’ Asso- 
ciation held its monthly meeting in the 
new I. Miller store recently. It was decided 
to omit the December meeting and to hold 
the January meeting in the Winkelman 
store just before the state retail conven- 
tion. 

In the style discussion, it was the con- 
sensus that the lighter shades of brown 
will be good in spring, that the situation 
on reds, greens and blues is uncertain, 
though there is no necessity of any hurry 
to buy them as yet; that velvets, which 
have to a considerable extent taken the 
place of satins, may go out as fast as they 
came in; that patents are selling well in 
some sections of the city and not in others; 
that business in heels is fairly well divided 
as far as size is concerned; and that the 
demand for lasts varies with different 
localities. It was stated that the South is 
buying quite a few shoes with green and 
red piping. Jules Winkelman, the president 
of the association, presided. 


McKeon Returns from 
Europe 

John C. McKeon of Laird, Schober & 
Co., returned from a trip to the British 
Isles and France. He reports that condi- 
tions in England are sound financially but 
bad industrially and in France they are 
bad financially but sound industrially. 
The shoe business in the British Isles is in 
a very bad situation due to an epidemic of 
$5 shoes. Only a few houses in the larger 
cities believe in quality. France is still 
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Trading to Continue | 
Active 
Trade will continue active with- 
out serious interruptions according 
to William A. Law, chairman of the 
First National Bank. He says the 
country as a whole has made very 
satisfactory progress during the 
past month and that the outlook in 
the Philadelphia district has been 
improved by the continued flow of 
merchandise into consumptive chan- 
nels. 











making beautiful shoes which retail 
around 100 or 150 francs except in the 
custom shops where price is not a vital 
question. Gold and silver brocade, suede 
goat, and black patent are popular in 
France. There is more of a tendency 
toward plainer effects than there is here 
Strap effects prevail both in France and the 
British Isles as they do here. Satins and 
patents are the high lights of the situation 
in novelty shoes in America. 


Moderate Patterns to Sell 
Well 


James Scanlon, president of the Phila- 
delphia Shoe Travelers’ Association, does 
not share the opinion of some jobbers and 
retailers that there is a tendency toward 
plain shoes. He believes that fancy patterns 
will continue in demand though it is quite 
likely that the trade will get away from 
the extreme styles of the present. Black 
suede continues to be the feature of the 
situation on women’s footwear. 


New I. Miller Manager 


David Silver has been placed in charge 
of the new I. Miller store. He succeeds 
Joe Michaels, who has returned to New 
York. 


Wholesale Trade Inactive 


There is very little life to the wholesale 
trade, although one jobber says that the 
situation is no worse than it was at this 
time last year. He said that last year there 
was no real buying until along in Decem- 
ber and sees no reason to expect any this 
year before that time. Prices are holding 
their own though here and there factories 
are making concessions to get business. 

Velvets are said to have come into very 
much better demand during the past two 
weeks, taking the place of satins which 
have been on the decline for a month or 
two. Satins are expected to regain some of 
their popularity with the coming of cold 
weather. Suedes are still the leaders, 
followed by velvets and patents. Every- 
thing is black now though it is quite likely 
that colors will sell in spring. 
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Shoe Buying Is Fair 


Men Show Interest in High Shoes and Women’s Trade 
Continues Along Same Channels 


FAIR business in the retail shoe 

stores was reported by merchants 
during the week ending Nov. 24. Men 
expressed more interest in high shoes, but 
heavy oxfords also sold well during the 
week. Women’s novelty shoes went fairly 
well and some oxfords were reported as 
being in demand. With the closing of 
November, merchants stated they pre- 
dicted a steady business in women’s 
oxfords. 


Good Advertising 

“‘Beyond the Horizon” was the heading 
of an advertisement published by Wm. 
Eastwood & Son Co. The theme of the 
advertisement was that the firm shipped 
shoes to many parts of the world. The ad 
closed with the statement: “Without 
moving, we have circumnavigated the 
globe.” 


Sells Rubbers On Appeal to 
Health 


The Snyder Shoe store advised the 
public to buy rubbers and arctics immedi- 
ately to guard against colds and ill health. 


Sale on High Shoes 


Shields Stetson Boot Shop advertised a 
two-day sale featuring women’s brown 





The Part of Art in In- 
dustries 


That this is a period of the ap- 
plication of art to industry is a 
familiar story among shoemen, and 
the present popularity of novelty 
style shoes is but one instance of it. 
Other industries find it likewise. For 
instance, the National Association of 
Cotton Manufacturers says: ““The 
market in America is becoming more 
and more each year a market for 
luxuries, for commodities in which 
the quality of designs plays a vital 


“The handiwork of the past cen- 
turies is almost a lost art. Machinery 
has taken the place of exhausting 
hand work of the past for clothing 
the world. Let machinery, directed 
by brains and knowledge, go surely 
forward on its next stage, and make 
the beautiful creations of past cen- 
turies available, not alone for 
princes and rajahs, but for the 
educated and tasteful public of 
America.” 














and black kid and patent leather Stetson 
high shoes. These shoes had slightly point- 
ed toes and Cuban heels. For men, the 
Shields’ Shop special was black and tan 
calfskin high shoes with Neolin soles and 
rubber heels. 


Utz & Dunn Dance 


The Utz & Dunn Employes’ Mutual 
Benefit Association held a vaudeville show 
and dance with members of the association 
putting on the specialties. Lester B. Rapp, 
advertising manager, headed the com- 
mittee. 


Hosiery Business Good 


Retail shoe merchants have found the 
hosiery business for the past few weeks has 
taken quite a spurt. Some of the mer- 
chants mention hosiery in some small 
space in their regular shoe advertising. 





Lynchburg Notes 


“There is a tendency towards lighter 
weight shoes in place of suedes, and the 
women of Lynchburg are now wearing kid 
extensively,”’ stated W. H. Cofield, man- 
ager of the Bell Shoe Store. 

Mr. Cofield declared kid shoes were 
becoming one of his biggest sellers. 
Another strong seller is an evening shoe in 
paisley in a cross strap. The shoe has a 
15-8 Spanish heel and a modified French 
toe. It is also shown in gold brocade. 

“Broad toes in all patterns are pre- 
dominating in the sale of men’s shoes,” 
stated Mr. Cofield. The broad Haig toe. 
is by far the biggest seller in the Bell 
store. 


St. Louis Men Visit 


W. F. McElroy, vice-president of the 
McElroy-Sloan Company, of St. Louis, 
W. M. Sloan, of St. Louis, one of the 
directors of the Craddock-Terry Company; 
J. T. Dyer, shoe buyer of the McElroy- 
Sloan Company, and W. B. Yater, F. A. 
Brockmeyer, salesmen of the same com- 
pany were recent visitors with officials of 
the Craddock-Terry Company. 


Students Favor Creased 
Vamp 


Students of Lynchburg college are 
wearing black and tan shoes with crease 


vamps, and tan shoes with crepe rubber 
soles. 
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Where to Buy 


Standard Shoe Materials 

















Colored 
Chrome 
Sides 
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Detachable in 
ROBERT E. MILLER, Inc 





, 11 Broadway, New York 











T. W. Gopees Et, Atma 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 




















The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


.. CREESE &° ‘co. 
Tanneries at Danversport eects: Westen,’ Mase 


















COATED GEM ‘DUCK 
ADHESIVE BACKING CLOTH 
and Leather 
Weltimg 
Sheet Rubber Solting 
B. F. CHAMBERLIN 
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Where to Buy 


Shoe Ornaments 























ial assortment rhine- 
tone shoe ornaments. 12 
paar in todividual velvet 
covered boxes. 8 pair but- 
ton covers. 4 pair pins 
Price $5.40 per box 


KAHN & BUICK, INC. 
291 Adams St. 
Brooklyn N.Y. 














Latest Creations in Shoe Ornaments 
We make them in all colors. 
BEADED ROSETTES 
Write for samples. Write to 
THE VANITY 
NOVELTY WORKS 


1261 Atlantic Avenue 
Brooklyn, N.Y 




















D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 























A view of the women’s department of the new K.W. Watters store in Buffalo, N. Y. An inviting al- 
mosphere is offered in the fifth of a chain of fine stores. The ground floor is devote 
wear. An elevator from this department carries customers to 
ment on the second floor, where 2,400 square feet are subdivided into sections devoted to various 
types of shoes, such as evening footwear, sport shoes, children’s shoes, etc. 

zpensive”’ is the Watters’ slogan. The store carries shoes, ranging upward from $6.00. 


d to men’s foot- 
women’s and children’s depart- 


“Exclusive but not 





Write for Samples 


PROVIDENCE - - - 






































R. I. 
Minimum Valuation on Shoes 


for Newfoundland 


Buffalo, November 28.—Through the 
establishment of a minimum valuation as 
a basis for levying duty on imported foot- 
wear, Newfoundland has harkened to the 
cries of distress sent out by domestic man- 
ufacturers against the dumping of cheaper 
grades of American shoes into the colony 
during the past year. 











Where to Buy 


Engraving and Printing 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street Boston, Mass. 
Telephone Beach 4960-4961 


In other words American firms which 
have been unloading job lots of footwear 
on a close margin have killed the goose 
that laid the golden egg and at the same 
time have placed an additional hardship 
upon makers of high grade shoes in this 
country who have been able to realize a 
fair profit in the face of a high tariff based 
on the invoice price of imported merchan- 
dise. American manufacturers in the latter 
category will not be so hard hit, however, 
because the superior quality of their pro- 
duct over that made in the British colony 
will enable Newfoundland merchants to 
pass along the additional cost, which will 
in some cases amount to a dollar per pair. 











oma 





Foreign Footwear Tar 


or. oe 
ABELS Tif 


ASK FOR SAMPLES 


Newfoundland has a duty of 40 per 
cent, plus 10 per cent of the tariff, besides 
a five per cent sales tax, which brings the 
total tax on foreign footwear to approxi- 
mately 50 percent. Whereas the Newfound- 
land customs has accepted the valuation 
contained in invoices of shoes shipped 
from America, there has now been fixed a 
minimum valuation ranging from $4.50 
on men’s welt shoes and women’s welt 
high shoes to $1.75 on children’s McKay 
and welt footwear. 


Wr Design apa I Sriz yl mostof 
Na “PRINT, ara ‘Sh 


OFFICES end PLANT BROCKTON 








Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
‘“‘Recorder” readers, free for the 
asking. Write and tell us what you 
would like to know. 











The text of the order in council putting 
the new schedule into effect, which has 
been received by the Boot and Shoe Re- 
corder representative, is as follows: 

“On recommendation of the Honorable 
Minister of Finance and Customs and 
under provisions of Section 59, of Chap. 
22, of the Consolidated statutes, Third 
Series, it was ordered that the following 
valuation of boots and shoes when im- 
ported into this colony, notwithstanding 
the prices set forth in the invoices, shall be 
held to be true valuation for the same is 
being calculated: 


Minimum Valuation of Leather Boots and 
- Shoes 

Men’s McKay fastened boots and shoes 
$4.00 per pair. 

Men’s Welt fastened boots and shoes 
$4.50 per pair. 

Boys’ McKay fastened boots and shoes 
$3.00 per pair. 

Boys’ Welt fastened boots and shoes 
$3.50 per pair. 

Youths’ and little gents’ McKay shoes 
$2.25 per pair. 

Youths’ and little gents’ Welt shoes 
$2.50 per pair. 

Women’s McKay fastened low shoes 
$3.50 per pair. 

Women’s McKay fastened high shoes 
$4.00 per pair. 

Women’s Welt fastened low shoes $4.00 
per pair. 

Women’s Welt fastened high shoes 
$4.50 per pair. 

Misses’ McKay and Welt fastened 
shoes $2.50 per pair. 
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The Buck-Guiwein Company of Dayton, Ohio, is a believer in system. The company’s paramount 
idea is the faithful recording of every detail relating to each sale. The cash register ticket serves as a 
receipt for the sale and also as a means of securing the further patronage of the customer. Each stub 
shows the name and address of the customer, date of sale, pattern and size and is filed alphabetically 
into compartments, constituting an active mailing list of satisfied customers.Each month the customer 
receives a personal letter advising the arrival of new styles or calling attention to the need of another 
pair. Specific mention is made of the date of the last purchase, style and size which serves as a 
point of contact. Mr. Gutwein is shown in the picture pointing to the arrangement of cash licket 
stubs which constitutes the mailing list. 

The following ‘ody to the tune of “Gallagher and Shean” is the opinion an enthusiast enter- 
tains concerning he efieieney of the machine: 


Oh, Buck and Gutwein; Oh, Buck and Gutwein, 
I admire those big cash registers you own. 

Now if they are just like mine, 

You can run your business fine, 

And before long you will find that it has grown. 
Oh, Mr. Haas; Oh, Mr. Haas, 

We most certainly are pleased with them because 
Every time their sweet bells ring 

They've checked up on everything 

Ain't it splendid, Buck and Gutwein? 
Absolutely, Mr. Haas. 
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WHERE TO BUY 
Hosiery 























HoOLLYwoo 
HOSE 


Reg. U. S. Pat. Off. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 


Harrington & Waring 
41 Union Sq. W. New York 














J. R. BEATON CO. 
Inc. 


‘AS 331 Fourth Ave.,NewYorkCity 
CHICAGO 


LIKE iT” 227 West Jcckson Blvd. 
cue, Grmmmmnn| | 206 Penchtree Acead 
eachtree e 
BOSTON 
99 Chauncy Street 

















Erie Ave. & Amber St., Philadelphia 


aD 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 








Children’s McKay and Welt fastened 


shoes $1.75 per pair. Much Building Going On 
Note—The expression or fw er to pe 

Me Kay, sewn, turned, pegged, stitch-down, nailed or leo ‘ . 

standard screw, or any other through and through New department stores have been 

similar fastening. the order of the day in the South- 
The expression Well fastened to cover Goodyear uri } st th f 

Wells, or any other system, which a welt is first east during the past three or four 

fastened to the insole and upper and then the outside months, an investment of several 


sole fastened to this welt. ae 3 2 = j 
million dollars being involved in 


the new stores that are now under 





Atlanta Notes construction, or that are planned 
—___—— for an early date. 
New Retail Firms B. Lowenstein Brothers, Mem- 


phis, Tenn., have announced plans 
for building a store including an 
annex; the structure to cost more 


H. G. Banks of Portland, Tenn., for- 
merly with the Portland Dry Good Com- 





pany, has purchased a building and is than $800,000. 

opening a new store in Portland, han- J. B. White & Co., of Augusta 

dling dry goods, shoes, and kindred lines. Ga., plans for a new store that will 
J. D. Bragg, of New Market, Tenn., cost more than $600,000. 

who was formerly in business there, but In addition to the above there 





retired some time ago, has re-entered the 
retail field handling dry goods, shoes, oer stores built at Birmingham, Ala., as 
ae L. Morrow and A. J. Smith, both o previously announced, while the 

ickson, Tenn., bave opened a new shoe new $1,500,000 store of M. Rich & 


= clothing store at that —— 3 C Brothers, in Atlanta, is now rapidly 
)ther new stores are the Morris Com- nearing completion. 


pany, Sylvia, me Gis Harrison-Fuller Dry J. C. Lackey also announced 
Goods Company, Huntsville, Ala.; J.C. plans for building a $50,000 de- 
Parrish, Metter, Ga., and David Martin. partment store the next few months 
Milan, Tenn. at Hamlet, N. C. 


have been two large department 

















Company is Incorporated J 

The Boys’ Shoe, located in the White- New Shoe Store in Birming- 
hall Street shopping district of downtown ham 
Atlanta, has been incorporated by Jacob Birmingham—The Wilson-Clark Shoe 
Fox and associates, and on completion of _ Company, which has conducted a store in 
the new department store of M. Rich & Ensley, a suburb of Birmingham, for sev- 
Brothers of Atlanta next March, will move _ eral years, has announced that it will open 
into the store as one of the special de- a branch store on Third Avenue North, in 
partme ts. Birmingham soon. 





















Where to Buy 


Shoe Patterns 

















Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














The company has secured a long term 
lease on the property at 1912 Third Ave- 
nue north, known as the Piggly-Wiggly 
store and preparations are being made for 
the opening which is scheduled to take 
place soon after November 1. 

The Wilson Clark Company has had 
marked success with the store which they 
have been conducting in Ensley for several 
years. The company recently changed 
from a partnership to a corporation and 
elected the following officers: W. R. Hil- 
liard, president; J. M. Clark, vice-presi- 
dent; and C. H. Wilson, secretary aad 
treasurer. 





The most famous rug in the world, 
worth about $250,000, is known as the 
Arbadil rug, as it was made in a little 
town of that name. This wonderful carpet 
measures 34 by 17 feet and contains 30,- 
000,000 knots. It took 16 years to make. 
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Quality Safet 


and Colont 





UR recent announcement 
of four new WEILDA 
colors for Spring and Summer 
brought requests for samples 
from all quarters of the country. 


The interest shown demon- 
strates two things— 


FrIRST-— That forward SECOND— That these 

looking shoe mer- merchants realize 
chants are seeking all that Lawrence Leathers 
possibleassuranceof ob- intheir shoesmean qual- 
taining reliable leathers ity safety and color 
in their orders. surety. 


One of our correspondents writes that he will be glad to pay 
for samples; thereby doubly registering his desire for actual 
pieces of genuine WEILDA CALF in the authentic 
WEILDA colors. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














1923 Bl pecember 1, 1923 BOOT AND SHOE RECORDER 


) urety 








Of course, it is unnescesary for us to assure 
the trade that we are always glad to send 
sample books of any Lawrence Leathers 


without charge. 


Perfect color harmony of shoes with costume 
is now so vital a selling factor that no retail 

' merchant can afford to do other than adhere 
strictly to leathers produced by a house that 
stands for reliability in all respects 


We would like to add your name to our growing special 
list of retail shoe merchants, to whom we shall send prompt- 
ly samples of every new Lawrence specialty or color as soon 


as it appears. 
‘‘Lawrence Leathers Are Reliable Leathers.’’ 
A. C. LAWRENCE LEATHER COMPANY 
210 South Street, Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS ROCHESTER CINCINNATI 
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EATON 





This is a photograph of an actual 
last used in making Eaton shoes. 
The faithfulness of the wood to 
the foot is plainly seen. You will 
notice the points back of the 
great and small toes upon which 
rests the weight of the body. 
Between these two points is a 
“hollow” corresponding to the 
forward arch of the foot. The 
shaping to the instep arch is 
carefully and accurately gauged. 


The insole, as shown, is mould- 
ed to fit exactly over this last 
and with the “flange” turned up 
to fit the inside of the instep 
arch, becomes the “elastic saddle 
insole” —the exclusive feature of 
the Eaton Shoe. 


The next step is pulling the upper 
leather over the last and insole. 
Notice that the leather at the in- 
step is pulled around to fit snugly 
under the arch. Tacks hold the 
leather in place until the shoe is 


SHOES 


ready for the stitching operation. 
The tacks are removed, the leath- 
er under the instep is wrapped 
over to the center of the insole 
by a second lasting operation and 
securely sewed there by hand, 
insuring perfect fit to the instep. 
The remainder of the upper is 
attached to the insole by machine 
sewing. 





Here you see the welt attached 
—sewed by a special machine 
which sews through the welt, 
upper and insole. The welt is cut 
off back of the ball instead of 
extending to the heel as in ordi- 
nary welting. This because of 
the special wrapping of the upper 
under the insole. 





The bottom of the sole is filled 
with cork filler to make it even 
all over. A small spongy rubber 
cushion is placed so it will come 
under the forward arch of the 
foot and act asa yielding support. 
Under and slightly ahead of the 
heel is a small steel strip to give 
support to the longitudinal arch 
and keep the shoe in shape. 





ge ie 
The EATON Shoe 


Made under the A. E. Little patents 


IN THE 


MAKING 





The outersole is next put in place 
over the bottom of the shoe and 
sewed to the welt. The last is 
then taken out and a special 
patented machine sews through 
the outersole, counter, insole and 
upper in one lock-stitch opera- 
tion. This identifying row of 
stitches on the inner side of the 
shank is the mark of the Eaton 
Shoe. 





This shows the inside of an Eaton 
Shoe. The shank lock-stitching 
is plainly visible and the saddle 
insole formed by the Eaton proc- 
ess is shown. You instantly real- 
ize the comfort of this elastic-like 
support to the muscles of the foot. 





A pair of finished Eaton shoes. 
Note the smartness of the style 
lines, the correctness of the model. 
It is a fine shoe for the well- 
dressed man—it is a comfortable 
shoe from the first step—it holds 
its shape until the last. 





CHARLES A. EATON SHOE INDUSTRIES 


BROCKTON 


MASS., VU, S.A, 
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SHOE TRAVELER ® 
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This Department is conducted by Helen M. Haney, Associate Editor 


Boston Preparing for N.S. T. A. Meet 


Three Big Associations to Act as Hosts at National Convention 


HEN “the gathering of the 

clans” takes place in Boston on 

January 7, 8, and 9 next—the 
boys from the North, the South, the East, 
and the West will enjoy a taste of real 
New England hospitality. Already New 
England sales managers are arranging con- 
ferences of salesmen for the week of 
January 6, so as to encourage shoe trav- 
elers to come to Boston for the National 
get-together. Sales managers, manufac- 
turers, and wholesalers are planning to 
attend the banquet to be held on January 
9; they will invite their sales forces to 
attend. And thus will all the trade sit at 
the festive board as one happy family. For 
what pertains to shoe selling vitally con- 
cerns every branch of the industry and 
all realize that the National Shoe Trav- 
elers’ Association is composed of a splen- 
did group of men, of keen vision and wide 
knowledge of shoes and shoe selling. They 
want to have their ideas and their plans 








CHARLES W. MORRILL 


Past President of the Boston Shoe Associales. 
ani Chairman of * a Committee of the 
.S.T. A. 


January 7-9, 1924 


for increased sales. The New England Shoe 
and Leather Association, ever alert to the 
best interests of New England is extend- 
ing the hospitality of the industry of this 
section to visitors. 


Fine Entertainment Program 


The beautiful Hotel Somerset is con- 
vention headquarters. This will be elabo- 
rately decoated and here the banquet 
will take place. A very fine program of en- 
tertainment has been arranged. Among 
the speakers will be His Excellency, Gov- 
ernor Channing M. Cox; also His Honor, 
Mayor James M. Curley; the Boston 
Chamber of Commerce has been invited 
to send a representative. 

It is reported that many houses in the 
shoe and leather district will decorate 
their buildings in recognition of the big 
event. The days of January 7, 8, and 9, 
1924, will indeed be the time when 
“Mother New England” will keep open 
house. 

Three Gracious Hosts 


To three branches of the shoe selling 
fraternities have been delegated the honor 








“HARRY” H. RIPLEY 


President of the Southern Shoe Travelers’ Asso- 


cialion 


of being N. S. T. A. hosts; namely, The 
Boston Shoe Travelers’ Association, The 
Southern Shoe Travelers’ Association, 
and the Boston Shoe Associates. These 
associations have as the presidents of their 
respective associations: A. E. Puffer, 
Harry H. Ripley, and Oscar Whitcher, 
president of the Boston Shoe Associates. 
These three men, as well as Charles W. 
Morrill of the Boston Shoe Associates and 
Legislative Chairman of the N. S. T. A., 
and their able corps of assistants, will 
make every one’s visit to the thirteenth 
annual N. S. T. S. convention, Boston, 
January 5-7, an event long to be re- 
membered. 

There will be an interesting program of 
shopping and sight-seeing tours, as well 
as theater trips, for the ladies. 


A Constructive Program 


Among the many subjects to be con- 
sidered at the regular business sessious are 











A. E. PUFFER 
Presiden! of the Boston Shoe Travelers’ Asso- 


ai. ciation. 
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Stock No. 173 
LUSTER PATENT 
DANSE LAST 
AA to D 5toll 
$5.00 
Also in 
BLACK MIRROR 
CALF No. 273 
a 00 


Stock No. 264 
104 TAN HICKORY CALF LEGION LAST 


AtoD $6.50 Stoll 


Also in BLACK HICKORY CALF No. 214 


$6.50 
ry 


J. P. SMITH SHOE CO. 


MAKERS OF 


Smith Smart Shoes 


FOR MEN AND WOMEN 
Dr. A. Reed Cushion Shoes for Men 


CHICAGO - 
671 N. Sangamen St. 
Tel. Monroe 4550 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


Stock No. 167 


BLACK APOLLO 
CALF 
HE-MAN LAST 
AA toD 5toll 


$6.25 


Also in TAN MOOR 
CALF No. 157 


$6.75 
z 


NEW YORK 
148 Duane St. 
Tel. Whitehall 7546 
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H. E. SKILLMAN 
Who covers —— .~ for the F. M. Hoyt Shoe 


mpany 





the important topics of—Styles; Sales- 
manship; Closer Co-operation Between 
Manufacturer and Salesmen; How to 
Stamp Out Cancelitis; Legislative Work, 
Including Interchangeable Mileage, Pull- 
man Surcharge, and Hotel Rates. 


Harry Dodge on Western Trip 


Harry Dodge, of Dodge Bros., New- 
buryport, Mass., will soon be in his terri- 
tory, covering the larger cities West of 
Buffalo to Detroit, including St. Louis and 
Louisville. He will return to Newburyport 
just in time to spend Christmas. Mr. 
Dodge will carry with him some new 
and “snappy” patterns. Among them is a 
black satin pump with 14/8 heel and 
graceful loop strapping over the instep in 
patent leather; another is a patent leather 
walking shoe, heavily perforated with 
elaborate imitation perforations around 
throat and quarter; the cross straps are of 
dull leather; this model has 9/8 heel. 

Mr. Dodge predicts that business in 
prospect is most excellent. Said he: “Our 
To-co-mo, method-made turn shoes have 
established their worth for us and for the 
merchant.” 


Bright Colors for Growing Girls 


Mr. Dodge thinks that bright colors 
will be good, especially for growing girls. 
Said he: “The little girl of 14 or 15 years 
of age, is really one of the best customers 
the merchant ever had; her business 
should be cultivated, because she wears 
out her shoes very quickly and mother 
and she, herself, always want new shoes. 
Much latitude is given to the modern little 
girl in the selection of her shoes, and the 
bright colors, especially if worn by the 
grown-ups, appeal strongly to her.” 
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E. L. HAYES 
[Representing the Hannahsons Shoe Company 
in Alabama 





Mrs. Dave D. Oster Is Dead 


Word was received in Rochester, No- 
vember 19, of the death, at her home in 
Toledo, Ohio, of Mrs. Dave D. Oster, 
formerly of Rochester. Mr. Oster travels 
in Michigan and other states for the 
W. B. Coon Company, of Rochester. At 
one time he was president of the Rochester 
Association of Traveling Shoe Salesmen. 
Mrs. Oster was formerly Mrs. Marie 
Wiesner, and after her marriage to Mr. 
Oster they removed to Toledo. She is sur- 
vived by her husband, her father, John R. 
Hart of Florida; three brothers and three 
sisters. The funeral was held November 
21 from the family home at 2554 Robin- 
wood Avenue, Toledo, and later from the 
Cathedral. Flowers were sent from Roch- 
ester by the W. B. Coon Company, and 
by the Rochester Association of Traveling 
Shoe Salesmen. 








Wanted—News of M. 
Joseph Murphy 

John F. Murphy, of Wendel, Pa., 
has written the Boot and Shoe Re- 
corder in an attempt to find the 
present whereabouts of his brother, 
M. Joseph Murphy, who, says the 
letter, has been missing from 
Chicago since July, 1921. 

Mr. Murphy says that his 
brother once traveled for the A. J. 
Bates Company, and, later for 
J. M. O’Donnell & Co., shoe manu- 
facturers. 

Should any of our readers know 
Joseph Murphy’s present address, 
we will sincerely appreciate either a 
line to us, or to his brother. Letters 
to the brother should be addressed 
to him, care of the Hillman Supply 
Company, Wendel, Pennsylvania. 
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A. L. CHASE 


Commerty Dean of the Chas. K. Foz, Inc., sales- 

‘orce. He now travels for Bergen-Rindge Shoe 

Company, Inc., in New York, Pennsylrania, 
and Ohio. . 





Chase with Bergen-Rindge 


A. L. Chase, for the past 30 years 
salesman for the Chas. K. Fox, Inc., has 
recently joined the sales force of Bergen- 
Rindge Shoe Company, Inc., Auburn, 
N. Y., makers of women’s turn shoes. 

His territory will be New York, Penn- 
sylvania, and Ohio. His new connection 
is the only shift he has made since starting 
in the shoe game way back over a quarter 
of a century ago, and this change would 
not be made were it not for the fact that 
Chas. K. Fox, Inc., has decided to liqui- 
date its business. 


Chase a High-Grade Salesman 


A. L. Chase started in as salesman with 
the Chas. K. Fox, Inc., when a very young 
man—in the days when his territory com- 
prised the whole United States. During 
all these years, he has made friends galore 
among the retail shoe merchants in the 
trade, who know full well Mr. Chase’s 
ability as a thorough shoe man and a good 
style picker. He is very popular, also, with 
brother shoe travelers. All of his many 
friends are unanimous in predicting for 
him the same great success in selling his 
new line which he has for so many years 
maintained with Fox Footery. 


Freeman with Murray-Dibrell 


Paul Freeman, who travels for the 
Murray-Dibrell Shoe Company, of Nash- 
ville, Tenn., is ‘‘on the job” again after a 
period of illness. 

Economy says: Turn your dollars into 
the wheels of effective motive power for 
your business by putting them into pub- 
licity—and then backing up your ads. 
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SHOE DISPLAY FIXTURES shown 
here are of Louis XVI Period Design. 


They have distinctive character and 
will add greatly to the attractiveness 
of your display windows. 





A well arranged grouping of 
merchandise on attractive fix- 
tures produces more sales 





Hugh Lyons & Company 
Lansing, Michigan 
SALES OFFICES: 


New York, 35 W. 32nd Street Boston, 52 Chauncy Street Chicago, 217 W. Jackson Blvd. 
Baltimore, 1 N. Eutaw Street 
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Philadelphia Boys to Meet 
December 27 


December 27 has been selected as the 
date for the next meeting of the Philadel- 
phia Shoe Travelers’ Association. It wil) 
be held at the City Club and will be 
featured by the election of officers, the 
appointment of delegates to the National 
Convention in Boston on January 9, and 
the appointment of a resolutions com- 
mittee. 


“Tony” Johnson with V. K. & 
A. H. Jones & Thomas Co. 


T. E. Johnson has started for the 
Pacific Coast with a new line of shoes 
from V. K. & A. H. Jones & Thomas 
Co. of Lynn. He will visit the big cities 
from Chicago, West. He has traveled 
that territory for Williams & Kneeland 
for the past 15 or more years, and has a 
wide acquaintance in that territory. He 
will have a strong line of welts, a “snappy” 
line of McKays, a line of “Arch-Angel”’ 
health shoes, and some surprise novelties, 
too. He is immensely pleased with his 
samples, and he thinks that his customers 
will be likewise impressed. 


Reed with Barney, Capen & 
Denham 


G. R. Reed, formerly sales manager and 
efficiency man for Sears, Roebuck Com- 
pany, and more recently with W. L. 
Douglas Shoe Company, has joined the 
sales force of Barney, Capen & Denham 
Company, Brockton. Mr. Reed will be 
production man in his new connection and 
will call on the large trade, with territory 
extending from Boston to the Coast. He 
is well acquainted in this territory and 
looks forward to a big business on his new 
line. 


Anthony Says Business 
Good in Southeast 


J. J. Anthony of the Eaton-Brewste1 
Company, Brockton, Mass., makers of 
men’s shoes, is now representing this con- 
cern in the Southeast. Reports from the 
factory are to the effect that Mr. Anthony 
is turning in particularly good business. 
He writes that conditions are exception- 
ally good there. Mr. Anthony is a hustler 
and gets his business because he has “the 
fighting spirit.” 

Benjamin W. Friedman 
Is Dead 


Benjamin W. Friedman, of Memphis, 
who formerly traveled for Rohn Shoe 
Manufacturing Company, died suddenly 
November 7 at Salt Lake City. Mr. Fried- 
man was about 45 years old. He is sur- 
vived by a wife, and son, Sydney S. 
Friedman. 
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GUY H. CUMMINGS 


Who covers Maine, New Hampshire, and Ver- 


mont for the Berkshire Moccasin Company. 





Guy Cummings Sells Berk- 
shire Moccasins 


R. B. Peckham of the Berkshire Mocca- 
sin Company recently returned to Boston 
from a trip through New Jersey and New 
York, which trip he made in company with 
one of his salesmen, C. J. Slauson. 

Mr. Peckham states that he found busi- 
ness fairly good, outside of New York 
City, especially in the country towns. In 
New York City, Mr. Peckham states that 
he received quite a few promises for good 
orders after the first of the year. 

The Berkshire folks have four salesmen 
covering New England, New York City, 
and New Jersey, and some in Pennsyl- 
vania. He reports that the Berkshire busi- 
ness is increasing to such an extent that 
it will soon be. necessary to put on a man 
in the Middle West and in other terri- 
tories. 

One of the new salesmen is Guy H. 
Cummings, with territory in Maine, New 
Hampshire, and Vermont. 

Baxter Active on Hotel Legis- 
lation 

John D. Baxter who travels for Louns- 
bury, Mathewson Company, South Nor- 
walk, Conn., makers of women’s fine 
shoes, was a visitor in Boston recently 
calling upon the trade and _ incident- 
ally conferring with the Secretary of the 
National Association. Mr. Baxter reviewed 
plans for the overcoming of many annoy- 
ing features of hotel conditions and other 
work on which the National is active in 
legislating. Mr. Baxter has long made a 

specialty of the study of better hotel 
accommodations for the shoe traveler and 
has many times been instrumental in 
securing many favors for the traveling 
men hotel-wise. 
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Chicago Shoe Travelers Meet 


The Chicago Shoe Travelers’ Associa- 
tion met Saturday afternoon, November 
24, at one-thirty at the Palmer Hotel. 
President Geo. E. Harrison opened the 
meeting, but immediately turned the chair 
over to L. Kalisky, pleading a business 
engagement. 

After the business of the meeting was 
disposed of, Frank B. King, Chairman 
of the Joint Styles Committee of the 
N. S. T. A., took the floor and talked on 
the meeting of the Joint Styles Com- 
mittee in New York, giving a brief outline 
of the subjects discussed. Mr. King also 
represented the Chicago Travelers’ Asso- 
ciation there. 


O’Brien Says Southern Busi- 
ness Good 


Jobn E. O’Brien, who sells the Bates 
Shoe in the South, is reporting a wonder- 
ful interest in Bates “Danny Duggan 
Dance Shoe.”” John has sent in some 
mighty fine business on this one shoe alone. 
He reports the business very good in prac- 
tically all of the Southern states he makes. 


Zinglemann with United 


John L. Zinglemann, formerly with the 
Specialty Shoe Store of Portland, Ore., as 
buyer and manager, has accepted a posi- 
tion with the United Shoe Manufacturing 
Company and will handle the territory 
from Denver west with women’s and chil- 
dren’s shoes. Mr. Zinglemann has been 
prominent in the retail shoe business of 
Portland for many years. He opened the 
Greenfield Shoe Store and for a number of 
years was buyer and manager of that store. 
Several months ago he became associated 
with the Specialty Shoe Store. Mr. 
Zinglemann expects to make his head- 
quarters in San Francisco or Portland. 


“Captain” Johnson Touring 
the South 


J. W. Johnson, known to the brother 
travelers as “Captain”? Johnson, who 
travels the South for Herman E. Lewis, is 
now “Way Down South in Dixie” on a 
business and pleasure trip. “Captain” 
Johnson will be away from Boston until 
the holidays. 


“Dave” Tobin in Middle 
West 

Dave J. Tobin, who travels for Gray 
Bros., Inc., of Syracuse, N. Y., left Bos- 
ton recently for a short trip through the 
Middle West. “‘Dave’s” trip will be a flying 
one this time, as he plans to be back home 
before the holidays. 


You never can tell by looking at a 
fountain pen what kind of ads it will 
write.—Portland Evening Express. 
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SHOES and 
SANDALS 


are built on lasts especially designed for GROWING 
GIRLS — they possess both the shape and the style 
that make for the best in stitchdown products. 


You do not have to push the Raucraft line—it sells 
itself because we have put the best effort, the fore- 
most workmanship and the highest quality mate- 
rials behind it. 


The finished product has that stamp of quality that 
will give you immediate and profitable sale. 


Raucraft Shoes are, beyond a doubt, the best look- 
ing stitchdowns on the market. 


Send for samples and see for yourself. 


> . RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 
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Style Review Exclusively for Buyers 


LANS for The Style Review of Janu- 

ary 15-17 continue to develop most 
interestingly. The event will be “pulled 
off” at Convention Hall, Boston. It will be 
held exclusively for buyers. Shoe manu- 
facturers who sell the wholesale trade are 
the ones who will exhibit in booth and on 
runway and a large number of volume 
buyers are expected. The dates of The 
Style Review have been chosen wisely, as 
the middle of January is the time when 
the great army of buyers for the jobbers 
are due to reach the Hub. 


Admission by Invitation 

Admission will be by invitation, only. 
These invitations will be mailed to the 
buyer’s home address. Each invitation 
bears the buyer’s name and the name of 
the firm for whom he buys. The invitations 
are not transferable and when the buyer 
arrives at the door he must be identified 
and double checked. 

New and “Snappy” Showings 

Each evening’s program commences 
with a buffet luncheon at six o’clock. The 
runway exhibition begins about 7.30. The 
affair concludes at every evening about 
10.30 p.m. The showings will be confined 
to new and “snappy” merchandise—lines 
which have been designed especially for 
first presentation at The Style Review. 

It is planned to have Governor Cox as a 
guest of honor on one of the nights of the 
show, and Mayor Curley as a guest on one 
of the other evenings. 


Bright 1924 Felt Outlook 


A. L. Kenney, who has charge of the 
Boston office of the C. A. Grosvenor Felt 
Shoe Company at 139 Lincoln Street, and 
who also covers New England, New York 
State, and Ohio for this house, left the 
Hub on Monday of this week for a trip 
through his territory. He will return in 
time to meet the buyers, who will be in 
the market by the middle of January. 

Walter W. Nichols, another Grosvenor 
salesman is now well established in his 
New York office at Room 651, Marbridge 
Building, while Chris S. Briel is covering 
the South. 

Mr. Kenney reports most encouragingly 
as to business. He stated that recently 
some buyers from the Middle West told 
him that the felt shoe, as an all-the-year- 
round seller, had been of great benefit to 
their stores in making that “extra pair” 
sale. 


Mr. Kenney also states that the un- 
usual number of inquiries that are being 
received assure the Grosvenor folks of a 
big felt business for 1924. 


J. S. Moore Stresses 
Co-operation 


J. S. Moore, president of the Webber 
Shoe Company, Haverhill, ran up to Bos- 
ton last week to visit Salesmanager Stan- 
ley Wass. In the midst of their chat, the 
Recorder woman called and was readily 
granted an interview. Mr. Moore, who 
has been associated with the industry 
practically all of his life, knows the strong 
and the weak points thereof. He has some 
very definite ideas on the present situa- 
tion, and stresses as the solution for many 
existing evils—co-operation. - 


Unity of Effort 


“There must be more unity of effort 
between the manufacturer, wholesaler, and 
retail shoe merchant,” said Mr. Moore. 
“The small business man is needed today. 
The big business man should realize this; 
and together, both big and little, every- 
body—from the leather man to the retail 
shoe merchant—-should have unity of 
effort. The American shoe industry should 
eliminate selfishness from its business code. 
A contract should never be violated. 

The whole world, it seems to me, is 
suffering through lack of co-operation. It 
is not too late to begin now to co-operate.” 


For 30 Years a Heel Manufacturer — 


Before joining the ranks of the shoe 
manufacturers, Mr. Moore, for 30 years, 
was in the wood-heel business in Haver- 
hill. His concern was known as the Slipper 
City Wood Heel Company, which is now 
controlled by the United Shoe Machinery 
Company. Mr. Moore installed the first 
wood-heel turning plant that ever went 
into Haverhill. He says that now almost 
unconsciously the first thing he does when 
he takes up a shoe is to look at its heel. 

When he started in business 30 years 
ago 9/8 heels were the exclusive product 
of his factory; it was only about 15 years 
ago, that the demand for the higher heels 
came about, gradually; every year lower 
ones were “threatened,” but without 
effect. 

It is reported that American savings 
deposits have doubled in the last ten years. 
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High-Grade Felts in Demand 


George A. Schwingel, who sells felt foot- 
wear to wholesalers and distributors from 
Coast to Coast for the Blum Shoe Mfg. 
Company, was a caller at the Recorder 
office last week. Mr. Schwingel had but 
recently finished a trip through the 
northern and western part of the United 
States and reported business as good, with 
a strong demand for high-grade mer- 
chandise. 


Big Development in Felt Business 


Mr. Schwingel has had a wide experi- 
ence in selling. Some twenty years ago he 
conducted a retail shoe store in Dansville, 
N. Y. People, he says, speak of it to this 
day and say, “Why don’t you go back 
into the retail business and sell us some of 
the nice shoes you used to?’’ It naturally 
pleases Mr. Schwingel to know that the 
folks remember that he always sold good 
merchandise. But he has always been a 
believer in high-grade merchandise and he 
is more than ever interested in the sale of 
high-grade goods today. He states that he 
has never been sorry he chose felt foot- 
wear selling as his life’s work, because 
there has been such a big field in which to 
operate. 


Schwingel Designs Patterns 


Mr. Schwingel also designs the patterns 
for the Blum ‘Shoe folks and before going 
on the road spent one year at the factory 
getting acquainted with the product; for 
ten years, he sold the retail trade, but for 
the last eight, he has devoted his atten- 
tion exclusively to designing patterns and 
selling the wholesalers and distributors. 
The vision which he had way back 20 
years ago about the development of the 
felt footwear business was, he states, a 
true one, for he has seen the production 
and the demand for felt footwear grow 
from almost a negligible quantity way up 
into the millions of pairs. Some 19 years 
ago his house manufactured only 50,000 
pairs a year, of felt footwear; now its pro- 
duction is 2,000,000 pairs, and is fast 
growing. In the old days, he says that to 
sell a retail merchant a bill of goods of 
$200 was an accomplishment, but now 
that would be considered almost no order 
at all; a bill of at least $1,000 is an ordi- 
nary amount. 

When he first covered the wholesalers 
they did not sell any felt slippers through 
the summer months, but these last two 
years, the distributors sell them the year 
around. 

Big Felt Year Ahead 


Mr. Schwingel looks forward to a bigger- 
than-ever year for 1924, with the demand 
for quality merchandise on the increase,” 
Said Mr. Schwingel. ‘Roomy lasts, pat- 
terns and colors that are up-to-date, and 
the best quality felt make for the best 
volume sales.” 
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For speedy, positive action-- 


the new 


Repco Shoe 
Stretcher 


SHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 












Repco Shoe Stretchers 


are made in nine sizes— 


No. 000 down to No. 6. 
Each stretcher is packed 


in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Since 1r873 Tanners Exclusively of High Grade (Calf Leachers 





SAFER BUYING 


Barurt Leather Co., gue. 


Tanneries 
LITTLE FALLS 
New York 


(cg. 






~ 
ZQSHHE big problem of the shoe re- 
NS tailer today is to meet all the 


colordemandsand stilllimit his stock. 


50% of right styling is in choosing 
the right colors. 
example of the Leaders who pick 
these three shades as meeting the 


Fashion and Making the Mode. 


“Sunset” Calf 


THE most popular 
of the lighter tans, 
yet not too light— 
has that beautiful 
sunset undertone. 
It meets fashion’s 
latest demand. 


“Victoria 


Brown” Calf 


A darker 
brown,thor- 
oughly in 
vogue. A 
leather with 
lifeandtone. 


Follow the 


*“Uan Ruba” Calf 


THAT rich, red, 
ruby shade—much 
copied in cherry, 
mahogany, etc., but 
the original thatstill 
maintains a nation 
wide popularity. 





These three“ Little Falls Leathers” can be safely depended 
on. The live merchant will appreciate their “‘saleability.” 





360 MADISON AVENUE, NEW YORK CITY 





Boston Distributors 
BARNET LEATHER CO., Inc. 
of MA d 
98-100 South Street 
Boston, Mass. 
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Bass Shoe 
for Hard Service 




















Wilton Shoes 
for Real Worth 




















Woc-o-Moc 


a True Moccasin 
with no seam to rip 














Mock Moccasin 
Strong and Durable 























Rangeley Moccasins 
for Comfort and Service 

















Forty-Seven Years 
Service 


What has made the Bass Line a 
standard by which all other shoes for 
work and play are measured ? 


Quality? Yes—the highest. But 
more important than Bass Quality are 
the forty-seven years which have 
taught us how to make a shoe which 
every camper, farmer, workman, busi- 
ness man, or sport lover swears by, and 
to sell and deliver it as the retail mer- 
chant likes it to be sold and delivered. 


Our salesmen in 1924 will sell you 
the Bass Line with the same confidence 
with which you will sell it to your cus- 
tomers. 


Send for Catalog 


G.H. BASS & CO., Shoemakers Wilton, Maine 
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TYLISH STOU) 
OuT SIZES 
TRADE a 


Better Grades 


for Stout Women who want only the best 
In Stock 























While everything bearing a W. B. Coon Co. label 
is fundamentally sound and long wearing, numbers 
232 and 235 are cut from glazed kid of the very 
highest grade, show touches and a character of 
shoemaking which mean but little from the stand- 
point of wear, but a great deal to women accustomed 
to wearing nothing but the best. 


The top is cut on a perfect fitting “outsize” pat- 
tern, 9 inches in height, and the shoe is built over 
a medium recede toe last which imparts a slenderiz- 
ing effect. 

















B 232—Black glazed kid “outsize” 


eta 148 Rasbber ee ee The numbers illustrated have found 


Goodyear welt construction. their way into the stocks of many 


a ESE ig retailers featuring footwear of the 
Brown Kid. highest quality. 
In Black $6.00 Narrower widths are “outsize” 
In Brown $7.00 through the top only. 


Widths AA to EEE—Size 2% to 11 


Note—Sizes 81% and 9 are 35c. extra, 914 and 10, are 50c. extra, 1014 and 11, 75c. extra 


a ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 189 W. Madison Street 








SU Us MAS WUULLI SMU IL ss Ms SALSA SMMMMS SUS ss 





Soe Us WMS MUMS MULUSLULLs SMS SUSHI SMS ss 
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Tackless 


Style Shoes Get More 


Winter Business 


Wi 





To All 


Manufacturers 


The economy, speed, and 
simplicity of the improved 
Wilson Process merits 
your serious study. Under 
our royalty license youcan 
make better style shoes 
on your regular lasts with 
only one Wilson machine 
—tackless shoes in weights 
and styles for all seasons. 


TRADE 


Stampt on the Sole 













LCON mark 
EWED 








INTER WEATHER works 

for every salesman who is sell- 
ing shoes of the tackless Wilson 
Sewed type. It gives emphasis to the 
very features which make Wilson 
Sewed shoes better merchandise 
the year around. 


WILSON SEWED shoes offer the | 


wear-and-weather comforts of the 
manly welt in fashionable footwear 
that delights the eye and adorns 
the foot with all the feminine dainti- 
ness of the turn. 


WILSON SEWED shoes are tack- 
less and flexible. By inherent 
strength of construction they retain 
their shapeliness—never ripping, 
spreading, or breaking down at the 
toe. For the trade they combine 
moderate cost with unsurpassed 
selling features. Available now ih 
all worthy grades. 


The Trend of the Times is Toward 
The Tackless Wilson Sewed 














Address all Inquries 


Wilson Process Incorporated 


Canadian Pacific Building 
City of New York 
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A distinguished European visitor 
says the annual Harvard-and -Yale 
football tussle presents a spectacle 
which is a perfect cross-section of 
American life and society. 


+ 


More than 51,000 people were 
thoroughly drenched, soaked, and 
discomforted at the last one. More 
than 20,000 of them were women— 
beautiful to begin with and _ be- 
draggled but undismayed, bless 
them, at the end. 


+ 


For one rere shoe-man here was a 
spectacle which presented a perfect 
cross-section of what happens to the 
hot-house varieties of American style- 
shoes when dainty footgear lines up 
against damp concrete and fair maids 
defy the mud. If one simply must 
have style and daintiness, here was a 
day for Wilson Sewed! 


+ 


My own wifely demonstrator drew 
off her sodden overshoes later and 
disclosed two damp but still dainty 
Wilson Sewed shoes. Her guest 
found her own celebration slippers 
wrinkled up at the toes and bulging 
out at the sides—a total loss. 


+ 


Of course there’s a moral to this tale. 
More and more women are demand- 
ing style-shoes for all occasions. 
Most of these shoes must give ser- 
vice. They must have stamina. They 
should give ample protection to the 
feet against heat, cold, dampness, 
and uneven surfaces. For comfort, 
flexibility, and refinement of con- 
struction they should be tackless. 
All these things suegest the easy 


selling features of the footwear many 
manufacturers make by the Wilson 
Process. 


+ 


Here’s an idea, too! The crying need 
of the trade is “greater per capita 
consumption of shoes.’ Have you 
ever stopped to estimate how many 
thousand girls there are in your 
territory who could afford to buy more 
pairs of shoes per year—stylish shoes 
—if the shoes would only last longer 
and give more style-and-mileage ser- 
vice per dollar? 
+ 


And next Spring the demand will be 
for lighter shoes and lower prices. 
Remember then that no modern 
tackless shoe is more simple and 
economical to manufacture, more 
moderate in price, or more satis- 
factory to the modern woman. 
—H. L. A. 
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the Marie 


A four-strap button Siseds) 
made in Glased Kid with two 
ese as gnats Bee 2 

this an es 1a attractive 
num be s: Wrwiel drawn over 
our 4134 last and carrying, nillecet 


a “7/8 leather heel. 
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Not in stock bet can be | 











made within 4405 weeks 


at the presen time. 


Price #450, 3% 30 days. 





MOORE- AIAFED’ 
‘HOE ‘MFG °*CO° 
BROCKPORT. N.Y. U.ZA. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT34U'ST 
JACK E.JESTER, MGR. 
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Sell Him Solid Comfort 


— slippers have a strong mascu- 
line appeal. During the long winter 
evenings, when a pipe and the fire-side 
are pleasant,men naturally want com- 
fortable footwear. 

In buying felt slippers, they want 
to buy a reliable product. Snug-lers 
carry with them the conviction of 
quality, durability and appearance. 

Snug-lers please the masculine 
purchaser. Carry a varied line of Snug- 
lers, and sell solid comfort. 


United States Rubber Company 
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Jotherwolt 


TRADE MARK REGISTERED 


Lf\ 
Uy, THE FINEST WELT MADE 
f PARANOUNT IN STYLE, SUPERIOR IN SERVICE 





ANOTHER DECIDED WATSON SUCCESS 
MADE ON ORDER 
ALL PATENT ALL SUEDE OR SUEDE 
WITH CALF KID ALLIGATOR OR 
LIZARD TRIMMINGS TO MATCH 


TO RETAIL AT TEN DOLLARS. 


WELT CONSTRUCTION ~~TURN APPEARANCE 
MADE POSSIBLE ONLY BY 
EFFORTS CONCENTRATED ON ONE PERFECTED IDEAL 


MADE ONLY BY WATSON—ONLY WATSON COULD 


‘Watson Shoe Company 


LYNN—MASSAC 


BOSTON OFFICE 183 ESSEX ST 
NEW YORK OFFICE 
BARCLAY BLD-B’WAY AT DUANE ST 
A.G. SMITH IN CHARGE 
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MEN’S SLIPPERS 


In Stock for Immediate Delivery 
Wire Your Orders TODAY at OUR Expense 
Men’s Turn — 








No, 171 




















180 Tan Kid Jumbo Everett $2.25 
170 Tan Kid Romeo ; 2.00 
171 Tan Kid Everett 2.00 
174 Tan Kid Brighton 2.00 
172 Black Kid Romeo 2.00 
173 Black Kid Everett : 2.00 
196 Tan Kid Romeo Opera Toe 2.35 
197 Tan Kid Everett Opera Toe . 2.35 
198 Tan Kid Opera Opera Toe ‘ 2.35 
Full Kid Lined 
190 Tan Kid Romeo Opera Toe . . . ... . . $2.65 
191 Tan Kid Everett Opera Toe . . . - - + + + 2.65 Ten Bas 
192 Tan Kid Opera Opera Toe . ...... . £42.65 Sensene 











Special 7% -- 15 Days 


Mistwold Comfort Shoe Co., Raymond, New Hampshire 


MENTION THIS AD WHEN ORDERING 















HARD TOE BALLETS 


Martin’s Genuine Imported 
Scotch Grain College Oxfords WD 


nee v 8 oar Orr 


No. ee Glazed Kid 
$2.60 


“Foot Lite’’ Cand D Widths 
Satins on er 


Ballet 
Slippers 


IN STOCK 


No. 606 
Hard Toe 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 
IN STOCK No. 601—BlackGlazed Kid 


Two Real Sales Getters 


Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 














No. 860—Tan Imported Scotch Grain College Ox. Coach Last C, and D Widths 
No. 861—Black Imported Scotch Grain College Ox. Coach Last ; : White Kid to Order 
Sizes & Widths: B 6-11,C 5-11,D 5-11. Price $6.16 
Order Now to Have on Hand for Have you seen our right and left last Ballet Slippers. If not 
School and College Trade = for samples of this new model of perfect Ballet Slipper 











FREDERICK S. P ECK | BROOKS SHOE MFG. CO. 


WORCESTER MASS. 1731-41 N. 6TH ST. PHILADELPHIA 
weesster 
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No. 5050 
Round T: 


Per Dozer 
Best qual 
fect fittin; 
lining in : 
American 


Order No 
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P-A-R-I-S-:.T-Y-:-L-E 


AN IDEAL XMAS GIFT 
PARISTYLE FOOTWEAR MFG. CO., Inc. 41-45 Washington Ave., Brooklyn, N. Y. 


Beautiful mules and D’Orsays are always in demand, particularly for the Christmas season 
and, at the prices quoted, will allow 
you a good substantial profit. Now 
is the time to 
send in your 
orders and 
be assured of 
immediate 
shipment. 































od Toe ae ame No. 6080—Skinner’s Satin D'Orsay, Pointed my 
> W. t TD GD, OP Is nc no cc enccccaraces 6.00 
DP. o vecocecocecs $27.00 € cannot Order No. 5080 for Round Toe, Turn — Diomey 


Best quality satin Mule, short vamp, right and left. Half Louis heel. Per- guarantee tO ------+--s-e sree ec ee ees ereeennees 
fect fitting. Colors: combination only as follows: Black satin vamp with satin illorders Colors: Black vamp with satin lini of Pink, 





lining in any of the following colors: Pink, Blue, Copen., Rose, Lavender, > > A e 
American Beauty or Black. — from _ stock Some ee 
Order No. 6050 for Pointed Toe. later in the 
season. 
TERMS: 
2% 10 days, 
30 net 
Sizes: 3 to 7 
full—no_ half 
No. 5020— sizes. 
Mule. Torn . No. 5020X—Embossed Leather D’Orsay, TurnSole. Per Dozen..... 
POP OGTR ccccccsses $30.00 SAMPLES A very fine embossed leather D’Orsay, with attractive design in” gold, 
A very fine embossed leather Mule with ~ yy | A-5 in gold. Made on made on the short vamp last, right and left. Round toe. Half Louis 


the short vamp last, right and left. Round toe. is heel. Colors as UPON Colors as follows: Black leather vampjwith American Beauty satin —- 
follows: Black leather vamp with American Beauty — &°--4, Purple Jeather RE UEST Purple leather vamp withi purple ‘satin lining. Copen. leather vamp w 
vamp with purple satin lining. Copen. leather vamp with Copen. satin lining. Q Copen. satin lining. 


MULES & D’ORSAYS 




















UseRubber eels. 
‘tailored to your shoe 


HE heels you put on your shoes can 

be as definitely your own as the shoe 
itself. The Republic Rubber Company is 
prepared to manufacture high qnality 
heels according to your own specifica- 
tions. Your name and trade-mark stamp- 
ed on every one gives the shoe an added 
touch of individuality that you cannot 
afford to miss. 


Write us your requirements 
and let us mail you a defi- 
nite proposition. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


REPUBLIC RUBBER HEELS 
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~ EVANGELINE 


(REG. U. S. PAT. OFF.) 


OXFORDS 


FOR WOMEN 


= a 












AQOOKW 2 





No. 5634 
Brown Boarded Lotus Calf 
Blucher Oxford — = 
Cord Crease 
100 Last 9-8 Heel 9-8 too Heel 
Price $4.25 Price $3.75 











STRAPS 


FOR WOMEN 








No. 5658 






No. 5644 


Black Suede 1 Strap Black Kid 1 > 


AQOOsHMn w= 























ao Black Calf Collar 
14-8 Junior Louis Heel 13-8 Wingfoot Heel 
Price $4.85 Price $4.25 
MADE BY 
A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 


—————S 








0 SS SS SS SUS 3 OL SS SS SS == 
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LOD 
C.H.ALDEN Ca 
Nay 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
AtoD 
























ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 
require. 








8 = 2 @ 





—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 







0ooo97o 9 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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\ 
\ UNITED Fast COLOR EYELET COMPANY 
ALBANY BUILDING 
205 Lincoln Street, Boston, Mass. 
Septeaber 27, 1923. 
From United Fast Color Byelet Co., 
205 Lincoln Street, 
Boston, Mass. 
Dear Sir: 
Probably no article of wearing apparel has greater mysteries for the 
consumer than the shoe. - 
How many of your customers understand the manufacturing processes of the 
shoes they wear! How many are familiar with the materials of which their 
shoes are made? And still there are surprisingly few people who fail to 
recognize the quality shoe on sight. 
Shoes like people are regularly judged on first {mpressions. With the 
possible exception of fit, therefore, it is the visible features of the 
shoe that decide its sale. 
Sapo Visible Eyelets are outstanding "visible 
ia. | features* and can be turned into a 
Diamond Brand > | A Proof atrong argument for the sale of the 
Fast ¢ ‘cler Eyelets \_ J of Quality Ef: . 
" * ba Thon you show shoes with Diamond 
Brand Fast Color Eyelets you 
offer a most attractive selling 
+ feature. The Diamond Brand 
Wade im DIAMOND Eyelet identifies quality, style 
; to y/ and fit = it te significant of 
q GRY CONOF the finished shoe of sterling 
: to’ match worth. 
i the leather Try out the “Visible Eyelet 
; of the shoe appeal® when saking your next 
: sale! 


ne aa Vikiide) Fast Color Eye Very ¥ * 

Aivsdinied tope which always tack 
new and aevce wear bree) They promote casy 
lecang rete thew orginal finish indetio’ ely. amd 
actually outwenr the shoe 


Where before the consumer merely ac 
cepted visible eyelets as optional items ‘TED FAST COLOR EYELET COMPANY 
on footwear, they now demand them as beat Mf 
factors that imdicate quality, assure -con- 
venience, and represent all that is good 
in timely style and fashion. 








MARES ARORA IGE S 











December 
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hey’re back. The handsome Colonial again 
receives women’s favor. And why not? Was 
there ever a shoe that offered better opportunity 
for the expression of taste? A strikingly modish 
model of W. D. turn shoes is illustrated. Carries a 
at new, silver, “Puritan” Buckle. In this style we have 
incorporated a gore just back of the tongue and 
buckle, wholly out of sight, which improves fitting 
qualities. Most salable in 8-8 wood heel, as shown. 


ealWAlee 


Wall 


~~. 
43 


W itherell &§ Dobbins (ompany 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, rr0 Lincoln Street 


eS < The W’ & D Line Is Featured in the Chicago 
ff & oN ' Market by Harper Kirschten Shoe Co. 
ares Mp _ . NX 


Ula tu) 
Wael Valli 


coat 
oe) 


Wall 
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ee) 
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Fairy 1152 


Patent Leather Pony Polish 
Champagne Top, Patent Collar, 
Imitation Tip, Turn. 3 to 8, C 
&D ' . . $2.25 


Fairy 1142—Same with White 
Calf Top, Patent Collar. 3 to 8, 
C&D $2.20 
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Style and Stock 


On the right is shown an imitation turn 
Goodyear welt of which we are particularly 
proud; a new pattern made up on order only 
shown in patent leather, suede trimmed; it 
may be developed in any combination. 


The child’s boot on the left speaks for itself. 


It is carried in stock and is a proved seller. 


Both are 


oes 


with all that implies. 





Growing Girls’ Patent Three 
Strap Pat. Leather, Black Suede 
Straps and Collar, Imitation 
Turn Edge, Goodyear Welt. 


GRIEB SHOE MFG. CO. 


309 ARCH STREET 





y) 


ofel og al ul 








It is more convincing to experience 
the advantages of stopping at the 


PHILADELPHIA, PA. 

















In Black or Colored 
Kid. 36 peir lots 
only. 











If your Jobber Cannot Supply You, Write Us. 


$f A. W. GREELEY, Haverhill, Mass.5Xf 


GREEL EY 
BOUDOIRS 


in especially attractive 
colors, will attract trade. 
In buying my boudoirs 
you are dealing with a 
long established house 
which is abreast of the 
times with the boudoirs 
Lath] se 














Essex, than reading about them. 





Our advertising has gained the 
confidence of the public because 
Essex Service measures up to ex- 
pectations. 


The Essex Hotel Co. 


J. J. McCarthy, Pres. 
T. A. McCarthy, Treas. 













APPROVED BY 
MEDICAL MEN 


Ao 0 ctundy sxppert, fer the enkicn of 
children and as a fully venti- 

fated shoe, the Burkley Ventilated Foot 
. Well known 


VENTILATION: complete b: 


PATENTEO wel : a ca 
for immediate 
BURKLEY 


SHOE CO. 
1156 No. Main Street 
Brockton, Mass. | 
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PERMANENT LUSTRE 
SATINS 


The Lustre Is in the Satin 
and Lasts as Long as the 
Satin 


Easily Cleaned 


Prepared With Care 
Made to Wear 


Mw 


J. EINSTEIN, Inc. 


7-11 Spruce Street 
NEW YORK CITY 
Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires 
Mexico City 








—— — « 
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RIDING BOOT The Miller 
| TREES 


There is probably no 
type of footwear in which 
correctly fitting trees are 
more pBinwe than in With Forming Trees 


connection with Riding 
Boots. They keep the tops you can form the tops 
in perfect shape and pre- jndow a 
vent the wrinkling at the of your window shoes 
so they will stand up 
without a wrinkle. 


Forming Tree 





ankle, which causes the 
disagreeable sagging of 
the top. The incorporat- 
ing of an extension feature 














; ton, 
has proven most desirable, ti 
the extension is secured on 
at both top and bottom; = folks 
at the bottom by a metal there 
-~ with a series of wort 
10oles, and by the chang- f sk 
ing of a pin the extension bee 
can be varied; at the top will 1 
the extension is varied by size. 
the steel screw. for ti 

Our catalog gives com- to ra 
plete informationfor 
ordering Boot Trees. The following are the simple instructions for using Forming Trees. 
epee the lining of the shoe with sponge dipped in laundry starch 
dissolved in cold water. Lace shoe half way and place fore and heel 
sections of tree in shoe, (C and D). Finish lacing loosely to top and Ah 
insert wedge section (A) half way into shoe. Tighten laces and tie firmly, untes 


then force wedge to bottom, Wedge (B) affords added expansion if 
needed. After Ghving shoe to dry about two hours, polish while on 
the tree after which tree may be removed and the shoe is ready for the 
window. 

We have a special folder on Forming Trees. May we send il? 


Machine Co. O. A. Miller Treeing Machine Co. 


. BROCKTON MASSACHUSETTS 








O. A. Miller Treeing 




















SHOE AND 
STOCKING 
FORMS 


Miller Boot Jack ‘s Men’s 11 inches in height. 


Women’s f3 inches in height. 























SOLID 

LEATHERED én 
Volu 
Made of selected hardwood, polished peat 
with a hard wax, hand finished, leathered His 
, ‘ ° four 
with serviceable ooze, the non-slip pad Dun 
of corrugated rubber. = 
Tin heater 5 sik. ath Sate site Mado for use with shoes of ~ 

secure ascvene j ass S ¢é ’ . . 
ee, Pugh first quality whitewood, the the ag 
set flush with surface of the Jack lends . quired 

. , leg hollowed so stocking may : 

the finished appearance usual in Miller ae Rial te oh the be invest 
products. Our catalog illustrates Boot P- to see 
Jacks, solid and folding leathered and You may have catalog which — 
| plain aleo Boot Hooks. also illustrates and describes mai 
Hosiery Forms. pee 
. . . . . . 2 
O. A. Miller Treeing Machine Co. QO. A. Miller Treeing Machine Co. _ 
BROCKTON MASSACHUSETTS BROCKTON MASSACHUSETTS made | 
in pa 
could 
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2000 Kiddies Need Shoes This Christmas 


Volunteers of America Believe in Shoe Fitting—If You Want to Be Santa Claus 
Get in Touch with Col. Duncan, 39 Howard Street, Boston 


unteers of America, with head- 

quarters at 39 Howard Street, Bos- 
ton, will start their annual free distribu- 
tion of shoes and stockings to the little 
folks, from babyhood up to 15 years. If 
there are in the crowd some poor and 
worthy man or women who needs a pair 
of shoes, Col. Duncan and his assistants 
will try to find some footwear in the right 
size. But this free distribution is essentially 
for the kiddies—without discrimination as 
to race, or color, or creed. 


QO: Saturday, December 22, the Vol- 


Letters for Shoes Arriving 


Already appeals are being made at Vol- 
unteers of America headquarters; appli- 








ical Christmas gift shoe fitting at 
Volunteers a America headquarters. It was 


This is a ty, 
“snapped” on December 23, 1920, when this 
great philanthropy was inaug' .. Former 
Mayor Peters was the man at the filting-stool. 
His “‘first customer” was little Tony Scadet— 
four years of age. In the center is shown Colonel 
Duncan, the directing spirit of the Volunteers of 
America. Note the little citizen army awaiting iis 

opportunity to secure foot protection. 


cants give their names and addresses, also 
the ages of the children and the sizes re- 
quired. The name and address give the 
investigators of the Volunteers a chance 
to see if the cases are genuinely charitable 
cases. After the investigation has been 
made, a letter is sent to the writers, telling 
them to come to headquarters on a certain 
day. 
2,000 Pairs of Stockings Needed 


The appeal for 2,000 pairs of shoes is 
made on the basis of the number required 
in past distributions. The Volunteers 
could also distribute very nicely 2,000 


By HELEN M. HANEY 


pairs of children’s stockings. In the past, 
they have been obliged to buy these. 

Col. Duncan and his wife have had wide 
experience in philanthropic work. For 22 
years before coming to Bostoa, they were 
at the helm for the Volunteers of America 
on the Pacific Coast. Their efforts in the 
humanitarian line have been commended 
by Hon. William H. Taft, the late Theo- 
dore Roosevelt, and many of the other 
leading men of the country. 

Besides shoes and stockings for the little 
folks, the Volunteers relieve with coal and 
other supplies. You can help with shoes, 
and stockings, too, for the children. 

Doa’t you want to be Santa Claus this 
year? 





Walking Valuable to Health 


Under the heading “‘Walk for Health,” 
the Superior Telegram of Wisconsin 
printed the following editorial in a recent 
issue: 

“Walking is one of the most desirable 
forms of exercise, one of the cheapest, and 
one that is always available. Another ad- 
vantage is that it can be adapted exactly 
to the needs and requirements of the 
given individual. 

“The athlete in training can walk 
vigorously enough to get worth while 
exercise in this way. The invalid or infirm 
person for whom any exercise at all is per- 
mitted can walk as slowly and as short a 
distance as the case may require. The 
convalescent who is gaining a little strength 
day by day can adapt his walk daily to his 
new needs. 

“In this age of automobiles we walk far 
too little and most of us when we do walk, 
walk with far too little vigor. Instead of 
trying to get our blood to circulating more 
rapidly and to start the sweat, we saunter 
and try to avoid tiring ourselves or getting 
warmed up when tired muscles and free 
perspiration are just what we need.” 





Insures Accurate Test of 
Hosiery 


What promises to be an exceptionally 
useful accessory to a retail hosiery de- 
partment has recently been invented by 
J. Louis Boorstin, formerly manager of 
the Lenox Hosiery Shop, Atlanta, Ga. 
This is a counter device known as the 
Showtex lamp, intended to secure a 
more rapid, safe and thorough inspec- 


tion of hosiery than has been possible 
hitherto. 

The lamp consists of a powerful electric 
light, enclosed in a long, tapering globe 
of white glass 18 inches high. When the 
buyer inspects hosiery, she does not 
thrust her hands into it or tear it with 
her rings. Instead she slips it over the 
light and can see for herself if there are 
any flaws, broken threads or other im- 
perfections, as all such imperfections 
show up clearly in the strong light from 
the globe. The device consequently not 
only permits the customer to make a 





The Showtex lamp offers a safer way to thorough 
inspection of hosiery in retail stores. 


thorough inspection for herself, but it 
also protects the hosiery from tears and 
rough handling while it is being inspected. 

During the month of August a number 
of these inspection lamps were installed 
in the hosiery department of the M. Rich 
& Bros. Co. of Atlanta, and put through 
a severe practical test. In that time more 
than $40,000 worth of hosiery was sold, 
and only $19 worth was returned to the 
store. The Showtex lamp demonstrated 
its possibilities in this store by cutting 
returned hosiery down from around 10 
per cent to a fraction of one per cent. As 
a result, the company is installing Show- 
tex lamps throughout its hosiery de- 
partment. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


BUSINESS REVERSES 


Huntsville, Ala.—Wallace C. Rice & Co., Inc., 
ts and shoes, etc., reported petitioned or peti- 

tioner in bankruptcy. 

Bridgeport, Conn.—Pardee Sporting Goods Co. 
reported petitioned or petitioner in bankruptcy. 

Greenwich, Conn.—Samuel Schoen, boots and 
shoes, ete., reported petitioned or petitioner in 
bankruptcy. 

Donalsonville, Ga.--General store, petitioned or 
petitioner in bankruptcy. 

Dublin, Ga.—F. M. Nash, boots and shoes, etc., 
reported itioned or Lea in bankruptcy. 

Chicago, I.—P, D. Madigan & Co., department 
store, reported petitioned or petitioner in bank- 
ruptcy 

Carroll Ridgeway Co., children’s wear, re- 
ported meeting of creditors called. 

John Trela —_ Burley Avenue) boots and 
shoes, etc., reported petitioned A. 4 petitioner in 
bankruptcy and receiver appoin 

South Bend ind. —Guarantee Shoe Co. reported 


inted. 
Ra Se Shoe & Tailoring Co. 
(Gordon & + nests and shoes and tailoring, re- 
orted asking general extension. 
Lake Cheries, La.—Max Edelstein, general mer- 
chandise, re petitioned or petitioner in 
bankruptcy and offering to compromise at 15 per 


t. 

Daten Mass.—Harry Gilman, (130 Lincoln 
Street), wholesale boots and shoes, reported 
assigned and petitioned or petitioner in bank- 

“ae Slatnick (23 Albany Street) (269 Broad- 
way), wholesale and retail boots and shoes, re- 
ported peetenes he — =" in bankruptcy 

4 t of creditors calle 
“"Standard Leather & Findings Co. ay Han- 
over Street) reported receiver applied for 

Liberty Trading Co. (9 Hudson Street) general 
merchandise, reported petitioned or petitioner in 
bankruptc 

Leweanee' Mass. —Morris Bloom (162 Essex § ae | 
boots and shoes and repairing, reported assign 

Lowell, Mes. —Lowell Leather anc Shoe Findings 
Co., ‘leather — paso reported vetitioned or 

tit er in bankruptcy 

L fay 4 .—Joe Sherman oe Summer Street) 
boots and shoes, ete es reported petitioned or peti- 
tioner in bankruptc 

Detroit, Mich. Laie Harris (E. Jefferson Street) 
boots and —— etc., 1+ pe ed —— 
tioner in bankruptcy and receiver appoint 

benwent, Mich. a & Peterson boots 
and shoes, reported assi 

Graceville, a —L. = ansen, general merchan- 
lise, repor assigne 

Hewitt, Minn.—Hewitt Mercantile Co., general 
merchandise, reported assigned. 

Wells, Minn,.—Wells Formers’ Mercantile Co., 
general rte Joe offering to com- 

t 60 per cen 

Cc Bt ew hy body —A, Woolbert, boots and sors, 

etc., reported petitioned or petition in b nk- 


Monstts, Mo.—J. z. 2: & Son, general mer- 
handise, reported assi 

st. —"* Me William Hoffman (5975 Easton 
Avenue) Roop ane shoes, reported petitioned or 

titioner in ru 
a Mont. i c. "Kelson, Raate and « : hoes, 
ed petitioned or petitioner in bankrup 

AuenticC ity, N. J.—Hyman Vilensky (1323 Arctie 

Avenue) reported meeting of creditors ca 


Trenton, N. J.—Gusky & Neufeld, boots and shoes 
reported. petitioned or petitioner in bankruptcy 
and receiver appointed. 

Wharton, N. J.—Michael Kuhn, boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

New York City—Gladstone Leather Goods Co., 
leather goods | memes reported embar- 
rassed—suspended. 

Miller eer Goods Co. (130 Bleecker 
Street) reported petitioned or petitioner in bank- 


ru 
“Bock & Hall (Lorrain reportal pe 175 E. 86th 
Street), boots and at pa or 
petitioner in bankruptc pon Any a 
Stich Anderson ‘og Inc. (148 "ead 
Street) manufacturers of turn shoes, reported 
petitioned or petitioner in bankruptcy and re- 
ceiver appointed. 
Brooklyn, N. Y.—Fordham Shoe Co. (36 Walton 
Street) reported meeting of creditors called. 
Charles Martin (246 Utica Avenue) reported 
meeting of creditors called. 
“ie —— N. Y.—Herold ‘ Rages hat 
ion t reported meeting of creditors ca 
N. Y. OF pk L. Miller. general mer- 
chandise, reported assign 
Stapleton, N. Y.—Louis , boots and 
8 etc., reported asking general extension. 
Gastonia, N. C.—Leather ——e Store (Benjamin 
a proprietor) boots and shoes, reported 


Boneteail, N.D.—0.I. Wilson, general merchandise 
reported petitioned or petitioner in bankruptcy. 

Akron, O.—Meyer Orgel (206 No. Howard Street) 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankrupct y- 

Cleveland, O.—Home Shoe Co. (2577 E. 55th 
Street) boots and shoes, re; petitioned or 
| gs in < ey ~ tcy and receiver appointed. 

Dillsburg, Pa.—F. ollinger, general merchan- 
dise, reported setitonad or petitioner in bank- 
muptey.. 

Homer City, Pa.—A. L. Tronzo, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Andrews, S. C.—Isakiet & Co., general merchan- 
a reported petitioned or petitioner in bank- 


tcy. 
Charleston, S. C.—Sam Solomon, boots and shoes, 
= reported offering to compromise at 60 per 


Mullins, S. C.—W. A. Frink, boots and shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Wagner, S. D.—Pekas Bros., boots and shoes, re- 
ported offering to com ise at 25 cent. 

Wetonka, S. D.—J. N. Lindley, genera merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Daingerticld, Texas—R. N. Traylor & Son, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Abilene, Va.—J. M. Daniel, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Daugherty, Va.—H. K. Fox, Jr., general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Richmond, Va.—I. Charles, general merchandise, 
reported pettignes or petitioner in bankruptc 

Seattle, Wash.—L. A. oe Se ay Dry Goods 
Co.) boots and shoes, etc., 
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Fulton, Wis.—O. P. Murwin, general merchandise, 
reported petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 


Forest City, Ark.—Snyder-Johnston Co., boots and 
shoes, etc., reported sold out to Henry Martin Co. 

Inverness, Fla.—I. O. Fender & Co., general mer- 
chandise, incorporated $15,000 

Blue Island, -m —Edward Martin, boots and shoes, 
reported sold or closed out business. 

Oak Park, Ill.—Louis Hejlik (The Fashion Shoe 
Shop) boots ts and shoes, reported succeeded by 


Fort most a Ind. rp V. Canning Shoe Depart- 
nat. shoes, reported removed to 


=) eg Son. or Palace Clothiers, boots and 
shoes, etc., reported discontinuing business. 

Boston, Mass.—Outing Shoe Co., menafacturere 
and wholesale boots and shoes, capital stock in. 
creased by $50,000. 

Lynn, Mass.—Scott-Devoe Shoe Co., shoe manu- 
facturers, reported sow he 

C. H. Cobb Shoe Co., s manufacturers, re- 

ported moved to Manchester, N. H. 

West Boylston, Mass.—The Oakdale Mfg. Co., 
manufacturers felt slippers, shoes, etc., incor- 


porated . 5,000 

Woburn, M - Shoe Co., shoe manu- 
facturers, ‘sapented moved to 7 Elkins Street, 

th ton, Mass. 

Biloxi, — — D. Byrd (Byrd Shoe Co.) boots 
and shoes, ted sold out to Gryder Co. 

— Neb. “Cari A yd _ = merchan- 

y 

Garfield, = —hengondle & Schwartz, boots and 
shoes, reported sold out to Klein Bros. 

Woodhaven, N. Y¥.—Famous Shoe Shops, Inc. 
(9011 Jamaica Avenue) boots and shoes, reported 
sold store here to Gutterman & Bloom. 

Marathon, N. Y.—Marathon Tanning Co., tan- 
ners, reported re-organized and new name is 
Marathon” Tanning & Shoe Cor, —— 

New York City—Lion Shoe Go., (107 Reade 
Street) wholesale boots and com, increased 
— to $50,000. 

Tt Wilder (106 Reade Street) boots and 
shoes, reported moved to Conshohocken, Pa. 
Columbus, 0.—H. Kobacker & Son's, (Boston 

Store) ts and shoes, etc., incorporated 
$300,000. 

Portsmouth, ete ry Shoe Co., boots and 
shoes, incorpora 10,000 

Carlisle, Penn. —Goodyear S Shoe Co., boots and 

, incorporated $25,000 
en, Penn. —Schwartz & Wilder (Econ- 
omy Shoe Store) boots and shoes, repor t- 
md dissolved and succeeded by enry 


ae 

Philadelphia, Penn.—Standard Leather Goods Co. 

(308 Nou Third Street) manufacturers, Israel 
Friedman retired. 

—. Penn.—I. Ratowsky, boots and shoes, 

succeeded by Charles Ratowsky. 

Conway. 8 . C.—Cooper-Graham Co., general mer- 

chandise, incorporated $ 

Dinwiddie Va.—J. W. Adkins, boots and shoes, 
ro; reported succeeded by J. W. Adkins & Co., 

Fort Wa n, Wis.—Stelling’s Shoe Store, 
boots and soos sold out to Pesch Nic. 

Eleva, Wis.—C. tis & Son, general store re- 
cently psa Nal business. 

Edgerton, Wis.—A. W. Dietzel, boots and shoes, 
reported sold out to Brown Bros. 

Green Bay, Wis.—Sc:er-Brunner-Juley Shoe Co., 
boots and shoes, reported Mr. Brunner retired 
and succeeded by ~g Shoe Co. 

M Wis.—B. ‘ ~~ in, at on shoes, re- 








Huntington, W. Va. —Edward iP Ber (The Tog- 
gery, boots and shoes, etc., ae petitioned 
titioner in bankrup 
Bes ‘laire, Wis.—Charles + Schaefer, boots and 
shoes, reported assigned. 











. 32861—Holly Wreath, natural prepared, everlasting, fi om, . L 
Sah bow, "holt baveies ond ‘iver effect, hg oa te eoes cae . “ ° Strictly Fine Fuall-grain Calf Leather 
Write to-day ‘or our Xmas Catalogue No. 32 -ontaining ill: st. 
in oolers m of Artificial Flowers, Plants, ty te, J Free for HUNT-RANKIN LEATHER co. os 
the Asking. 
FRANK NETSCHERT, INC. 106 Beach St., Bos .. U. S. A. 
61 Barclay St., New York, N. Y. » Boston, Mass., U. S. A Ad 


ported succeeded b J. 
Marshfield. Wis. pat Bo Aa “Mack Co., boots 
and shoes, etc., Heury Mack retired. 
West Bend, Wis. ee boots and shoes, 
reported succeeded by O. . Scholles 
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2 in........ 10.00 8.00 7.00 
3 in........15.00 12.00 10.50 
4 in........20.00 16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


issue: 
Space 1 time 7 times 13 times 
1] in........ $5.00 $4.00 $3.50 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per 
Minimum amount accepted, seventy live cents. For other “Want” 
advertisements, seven cents per word for each in ini- 

mum amount accepted, $1.25. Ads under this headi: 
up to noon on Tuesday of week of publication date. 
Gabe qnguere to esme & cave ft Oe 
6.00 5.00 allowed in each advertisement for address. esire 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


26 times 52 times 

$3.00 $2.50 
9.00 7.50 

12.00 10.00 


except when regular advertisers, as amounts are too small to open accounts 


word for each insertion. 


sertion. 
will be received 
hen advertisers 
twelve words must be 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SAL sESMEN wanted to carry as side line high 
grade shoe dressings. Write for full particulars. 
116 North Paulina St., Chicago, Ill 





ANTED: Resident salesmen to represent a 

large children’s shoe specialty house. Maine, 
New Hanpshire, Vermont, Michigan, Illinois, Indi- 
ana, New Jersey, Pennsylvania, and Ohio. Full 
details required in first letter. Address E-443, care 
es and Shoe Recorder, 207 South Street, Boston, 
Mass. 





GALESM AN WANTED—To carry side line of 
~ baby soft sole shoes. Address E-444, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





ASE E SIDE-LINE SALESMEN 
NTED—Real producers with sales records 
that Weil stand the acid test can now make a con- 
nection with one of the fastest growing shoe 
organizations in America. Line consists of popular 
Rr riced Children’s Stitch-downs and Women’s Mc- 
ay comfort shoes, and is consistently being 
—ee by trade paper advertising which has 
made it well and favorably known from coast to 
coast. Wonderful opportunity on attractive Com- 
mission plan. Now allotting territory. Address 
Wobst Shoe Company, Milwaukee, Wisconsin. 





GALESM EN with established trade to carry well 
known in stock line of boys’ McKays and McKay 
Wellts, straight commission, Middle West, Phila- 
delphia, Texas, South, Illinois, West Coast, can be 
carried as side line, or we can provide women’s and 
children’s welts and McKays to go with it. Address 
E-445, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





GAL «ESMEN to retail! trade to carry in stock line of 
” women’s staple welts and McKay novelties. 
Territories open in West, Middle West, South, and 
Philade!phia. Straight commission. Address E-446, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





/ANTED—Experienced felt slipper man to 

carry our manufactured line of felt slippers 
either on commission or sa!ary and commission, in 
the states of Texas, Oklahoma, Missouri, Nebraska 
and Kansas. Freeman-Thompson Shoe Company, 
St. Paul, Minn. 


SALESMEN 


interested in a solid leather men’s and boys’ 
line of work and dress shoes—all in stock—for 
the coming season. Address full details to 


THE PORTAGE SHOE MFG. CO. 


PORTAGE, WISCONSIN. 
MAKERS OF “BISON BRAND” SHOES 





WANTED— Representatives in Indiana, Ohio, 

Illinois, Wisconsin and Michigan, to sell a live 

up-to-the-minute line of women’s novelty McKays 

and smart welts at popular prices. None but ex- 

perienced salesmen with established trade need 

apply. Address Ozark Shoe Manufacturing Co., 
febb City. Missouri. 


WANTED First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
my experience. Age limit between 33 and 45. 
e that can furnish list of accounts sold in the 
ast two years. Must be able to finance hi 
oa of r my required, none other need apply. 
Shoe C y. Milwaukee, Wis. 


youl like to communicate with several high- 
grade shoe salesmen now selling to the better 
shoe retailers in Indiana, Illinois, Ohio and Pennsyl- 
vania who could handle short line of men’s and boys’ 
high-grade dress shoes in connection with their 
t lines. Address E-407, care Boot and Shoe 
ecorder, 207 South ~~ Boston. Mass. 


OWA, Mi in and Kansas ter- 
ritories , January Ms Strong line of men’s dress 
welts retailing at $5.00 to $7.50. Unusually satis- 
factory i in -¥ > service. Full details by mail. Cor- 




















W AN'TED—High-grade salesman to sell a line of 
women’s welts and turns. Applicants must 
have an established trade with the large houses of 
New York City, Philadelphia and Pittsburgh and 
be able to sell the largest accounts in these cities. 
Prefer a man 35-40 years of age who has been sell- 
ing shoes of this character. This position is open to a 
live, energetic man who is willing to work for a good 
salary and a future. All applications will be treated 
confidentially. Address E-432, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


—. ll, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 


ais a> ame ee with ET 
trade to carry (with their present lines 

men’s welts to retail at $5.00. All carried in stock. 
Com paid each 
you cover and what 





mission y. 

=. ne i Address E-278, 
C) carry. Samples ready now. 

pt a and Shoe Recorder, 189 W. Madison St., 

Chicago, Ill. 


Experienced salesmen with established trade in the West and 
Middle West wanted by manufacturer of Women’s, Misses’ and 


Children’s medium priced Welts and McKays. 25 or 30 numbers 
in stock at all times. Address E-451, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Massachusetts. 











SIDE LINE SALESMAN 


To Carry Very Short Line of 
SANDALS AND OXFORDS 


Give full details of lines carried at present time and territory covered. 
Address E-397, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 








LYNN manufacturer of turn comfort boots, ox- 
fords and straps with in-stock department of 30 
styles carried in widths, has territories open ‘or 
oem salesmen on straight commission pay- 
e monthly on shipments. Some active accounts 
Pennsylvania, Maryland, Delaware, District of 
Columbia, West Virginia, New York State, Michi- 
far Wisconsin, Ohio, Indiana, Illinois, Iowa, 
ebraska, Minnesota, North and South Dakota, 
Denver and West. Reply with references statin 
age and experience. Address E-433, care Boot ani 
Shoe Recorder, 207 South St., Boston, Mass. 





Street, Boston, Mass. 


**Eastern manufacturer making Growing 
Girl’s, Misses’, and Children’s Welts with 
large and efficient Stock Dept. wishes to 
place line in Indiana, Illinois, lowa, Miss- .. 
ouri, and Michigan, with men carrying a 
similar line of Turns, or other non-con- 
flicting line. 

Give full particulars of your selling 
experience in first letter.’’ Address E-4 7, 
care Boot and Shoe Recorder, 207 Sou h 

















Milwaukee Work Sho » 


Several Choice Territories 

Open. Excellent Opportu- 

nity for Salesmen who can 
uce. 


STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 











WANTED 


Experienced Salesmen to carry 
on commission basis, an up-to- 
the-minute line of rubber foot- 
wear and tennis in following 
states: Penn., Ohio, W. Virginia, 
New York, also New England. 
Positions open Jan. 1, 1924, 
Address E-450, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 
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SALESMEN WANTED 





LINE WANTED 





WANTED TO PURCHASE 





WANTED: EXPERIENCED SALESMAN 
WITH ESTABLISHED TRADE TO 
CARRY OUR GENERAL WORK SHOE 
LINE IN NEW ENGLAND STATES. 
ADDRESS E-449, CARE BOOT AND 
SHOE RECORDER, 189 W. MADISON 
ST., CHICAGO, ILL. 


WANTED SIDE LINE SALESMEN FOR 
TEXAS, |OKLAHOMA, |KANSAS AND 
MISSOURI. GENERAL WORK SHOE 
LINE CONSISTING OF MEN’S AND 
BOYS’ SHOES, WISCONSIN wt 
FACTURER. ADDRESS E-448, E 
BOOT AND SHOE RECORDER, th} 
W. MADISON ST., CHICAGO. ILL. 








MILWAUKEE DRESS SHOES. Excel- 
lent eopereuaiy for salesmen with 
established trade to get volume busi- 
ness with our dress welts to retail at 
$5, $6 and $7. No objection to non- 
conflicting lines. Address E-379, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















POSITION WANTED 


BUYER AND MANAGER—Young man who 
has been buying in a large capacity in all grades 
of men’s, women's and children’s shoes and hosiery. 
Gentile, single, hard worker and looking for a 
bigger position. At present employed but can 
arrange to come on short notice. Best references as 
to ability and character. Well acquainted in shoe 
markets. Address E-453, care t and Shoe 
Recorder, 207 South Street, Boston, Mass. 








HELP WANTED 


ALESMAN with many years’ experience and 

large following in Southern states desires some 
on shoe lines on strict commission basis. Address 

441, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





FOR SALE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N Y¥ 
te 9965 


WILL SELLERS FOR 
BUY. | SURAUSFeCKS® | CASH 


Bargains in shoes always on hand for special 
sales and bargain basements 





For SALE—Children’s turn shoe factory. 

Equipped six 72-pair cases daily. Now operating. 
Good location. P-18 Boot and Shoe Recorder, 1420 
Widener Bidg., Philadelphia. 





OR SALE—Shoe stock, fixtures and building for 

sale in central Illinois town of 47,000. Business 
established 38 years. John Heger & Son, 764 E. 
Eldorado St., Decatur, Illinois. 





OR SALE—The only exclusive Shoe Store in 
Ocala Florida, Stock about $4,000.00. Must be 
sold soon. M. M. Little, Proprietor 








ALLIANCE OHIO SHOE STORE 


FOR SALE 

The Waltz & Kinsey Shoe Store, 
Established in Alliance for past 25 years 
can now be bought very advantageously. 
A 5 year lease on store room or entire 
building can be had at a reasonable 
rental to responsible party. Show room 
has practically new front—is 18ft. wide 
and 100 ft. deep, good light, fixtures and 
shelving, fully equipped for a going 
business. Inventory about $8000.00 
January 18th. Write The Waltz- 
Kinsey Shoe Co., 228 E. Main St. 
Alliance, O. 























WANTED TO PURCHASE 








WANTED—Foreman of fitting room by manu- 
facturer making about 1000 irs of men's 
shoes daily. Address E-434, ome | t and Shoe 
Recorder, 207 South St., Boston, Mass. 





ENGLISH MANUFACTURER 
of ladies’ and children’s bedroom 
slippers, ladies’ and gents’ handmade 
moccasins and ladies’ and gents’ 
traveling slippers, etc.,is desirous of 
getting in touch with a selling agent 
for the U. S. A. Our line is one that 
should appeal to the large buyers and 
we would be interested only in talking 
with a man who has had ample experi- 
ence, a following in the trade and can 
furnish best of references. For further 
particulars address 

E. V. PULLUM & COMPANY, 

2, Hertford Road, 
Kingsland N. 1. England. 























LINE WANTED 


WHOLESALE SHOE JOBBER, good rating and 
credit, with well organized sales-force and now 
doing a successful business, is interested to obtain a 
sneral line of well known BRANDED SHOES. on 
arge scale. Address E-454, care Boot and Shoe 
Reserder, 207 South Street, Boston, Mass. 








ALESMAN, experienced, able business queer 

hi t of references, wants up to date popular 
pri line of Ladies’ McKays or a Men's line of 
same character for Chicago. Address E-445, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other mer Any q y- 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 











We buy and pay bighest cash price 
for retail Shelenate stocks of shoes or any 
other merchandise. Guasiy no object. 

For 30 years our —— ty. 

Bank and mercantile ref 
BROOKLYN PURCHASING SYNDICATE 

LKER Cegsteten 
10 jhe + Broo 
Phone Stagg iT 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-S162. 











DO YOU CONTEMPLATE 


OE a cine out of ateent So ai poy 
of shoes. 


yoluo See your endive or surples stock 
Leases ha short term to run taken over. 
25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
o. or slow sellers. Quantities no object. Retail 
Short term leases taken off your 
hands Wire or phone — \ aeenennees con- 


tial. Esta’ ue 
MA X CLAUBERG 
52 Lispenard Street, New York City 
We also purchase clothing, hats, furnish- 
ing goods. etc. Phone Canal 9633 














MISCELLANEOUS 








Leather Agency Wanted 


Young man, with 12 years domestic 
and foreign experience in leather 
merchandising, is desirous of securing 
a line of upper leather for New England 
trade and for foreign accounts with 
Boston office as headquarters. Best of 
references furnished. Address E-452, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 




















Milbract Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
your shelving, and help 
the ap rance < your 
store. ipped subject to 
approval and satisfaction 
guaranteed. 


Write for our latest cata- 

showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No, 10th Street 
ST. LOUIS, MO. 














Metal | Shoe Fitting Stools 


Mirrors 






No. 141 


éct..4; THE CHICAGO 
oe P* WIRE CHAIR CO. 


€21 N. La Salle Street, Chicago, Ill. 























Decen 


W 


Sat: 
mana 
Shoe | 
men’s 
lines 1 
days. 


The 
pies tl 








Price. . 


Carrie 








CH 
SE 
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Des Moines Notes 
Walk-Over Bargain Day 


Saturday, November 17, George Breck, 
manager and proprietor of the Walk-Over 
Shoe Company, had two special sales in 
men’s and women’s shoes at $4.95. Both 
lines were practically closed out in three 
days. 


Store C hanges Hands 


The B. and M. Shoe Store now occu- 
pies the location at 317 Sixth Avenue. 





MISCELLANEOUS 
aacwwVe eee eae vee! 


Hotel 
Richmond 


70 West 46th Street 
Becween Fifth Ave. and Broadway 
NEW YORK 
Convenient location 
For motorists] in the heart of the 
Amusement seccion. 

Garage near by. | Moderate prices 


(see UsTea TU TeseeeeS 





aa ae} 


aaa erm eeaeyael 





Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
ahogany 
Pahaes cc cccccecccesce $4.00 each 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years poaneinatuces of 
Milbradt Rolling Step Ladders 













CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCARJONKEN CO. 
1181 4thjSt. CINCINNATI, OHIO 
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Per Day 
and upward 


is one reason for the rapidly 
growing pe popularity of the 


artini 
Another is the consistent 
ae wage * the entire estab- 
ent. ere you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, 
and Egg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
— prices. he 
© location can possibl, 

more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand tral — 
one block from the greatest 
and best Sho Le ta,. City— 
half a dozen blocks from the 
Opera and the looding Theatres 
ok few | with 

e Subwa any part of the 
City you wish to reach. 





Affiliated with Hotel MEAlpin 


Broadway-32"10 33” Sts. 
NEW YORK 
A-E.Singleton, Manager. 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 
log giving full 
description 
and p' " 


THE BICYCLE 
ER 

















67 Randolph St. 
Chi mh. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
OWEN A. THOMAS HELEN M. HANBY 
L. F. KUNSTMAN CHARLES K. HICKEY 

Associate Editors 





PUBLISHER'S NOTICE 


a ye fay subscription 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, which includes postege in i United 
States, Cuba, Hawaiian ands, 
Islands, Virgi 
hy hag rater tivation 
uri vador, Argen 
Bolivia, oe Ecuador, Peru, 
Uruguay, Spain, The Salento Islands and the 
Canary Islands. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 per 
13". including postage. 

subscriptions are pa Yable in advance. 
ADVERTISING RATES—Card of Advertising 


Rates furnished on application. For rates for 
pe: For Sales, etc., see Want Page. 


sooumtion | is taken by the BOOT AND 
SHOE’ ‘ECORDER to avo printing any 
statement likely = mislead its readers. The 


publishers reserve the right to reject any 
advertising or reading matter which is net A 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: 207 South Stree 
es OFFICE: 224 ienaiee St. Geo. 
-R. anager, Telephone 507. 
CHICAGO ‘OFFICE: yf West M —~_ St. Tele- 


hone Main 1089. B. C. Bow 
st ay Ne ty og Leather Trades ‘Bide. H. 


(B. C. Bowen, Man 
NEW YORK OFFICE: Room 101, ~ = rile. 
oh Dasset. H. Walter Scott, Manager, T: 


or 25 Canal. 
P HIEADELPHIA OFFICE: Suite 1420, Widener 
vides, Walter Scott » Mani 4 
HAVERHILL OFFICE: Chamber of Commerce 
a ay Haverhill National Bank Bldg. Geo. 


R. Hill, Man: meet. 

CINCINNATI OFFICE: 416 Gwynne Bldg. H. M 
Bowen, e. C. Bowen, Manager. 

ROCHESTER OFFICE: 623 Powers Bldg. Ros- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B 
C. Bowen, Manager), 405 Broadway. Telep! 


Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 26 


Jackson Place, N. W. 
—_ OFFICE: 2 Rue des Italiens. L. Hubbard, 


LOND ON” he hg pe Ps by Gantie. Manager, 
land. 
AUSTRALIAN IAN e ericn:© 400 “Li St. 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Saiz Salzman, 
spege I Adlergasse 12, Vienna, Austria. 
ARGE INA: } ad Aires, Rivadavia, 2721 


BRAZIL: —_ John S. Fitch, 88 Rue General 
CHILE: Sections Las Rosas 1123-1127. Otto- 
CUBA: Mr. H. Gomes, Corrales, 2A Havana, 
Maree OFFICE: Yokohama. J. F. Wager, 


AIN: G Gerente, Lesmete 22, de Segal Librere 
SPAditer, 20 Fuencarral, M 
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‘A’ssuring 
Better 
Contact 


N A. B. C. report is a businesslike, deciding author- 
A ity that has replaced the old custom of buying 
space on certain “claims” of the publisher. 


The publisher with space to sell submits the fact about 
his business in the form of a statement to the Audit 
Bureau of Circulations. This statement after it is 
checked, approved or audited by the Bureau is used to 
place the publisher’s wares before the Advertiser who 
is buying space. 

The Advertiser knowing the thoroughness of A. B. C. 
methods safely bases his decision on the Verified Facts 
contained in the A. B. C. report. 


The Audit Bureau of Circulations has brought together 
the Buyer and Seller of Space upon a basis of Mutual 
Confidence. 


The careful Advertiser knows that the purchase of 
Space by A. B. C. reports cuts out inflated Waste Cir- 
culation and saves money that would otherwise be 
lost in paying for unproductive space. 


Study the latest A. B. C. report of 
the Boot & Shoe Recorder before 
placing your advertising. A copy 
will be furnished on request. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF ‘*‘THE MEASURE OF YOUR MESSAGE”’ 
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N° T only do lacing hooks help to make the initial sale — the added 
comfort and convenience which they impart to the shoes you sell 
customer back into your store to buy again. 





, 


brings the “first time’ 


Make immediate profits and future sales by 
iT tabbubel-am t-lenbel-amelele) ce 
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A os 2.0 SORT Sale 


ANOTHER NEW IN-STOCK GROVER 
FOOT ARCH OXFORD 


A beautiful shoe built on a last which has won the most enthusiastic 
approval of Grover Dealers all over the country. 


It’s a wonderful fitter for an unusually wide variety of feet and natur- 
ally embodies the Grover characteristics of quality and workmanship. 
Equipped with the Grover arch supporting shank and correct 
orthopedic measurements it makes an ideal shoe for sick * eet or well 


No. 5538R—In Black kid. On 199 last. Medium toe. 
Welt sole. 15% inch heel. In Stock—AA, 4to 9; A, 3% 
to9; B3to9; C,3to9; D, 24%to9; E, 3 to 9. . $5.60 


No. 5515R — Same shoe, same size range in Brown kid.. $6.25 


J. GROVER’S SONS CO. -- Lynn, Mass. 


‘‘Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Blidg., 47 W. 34th St. Corner Madison 


Yol. 84, No. 12. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Ate red a as second class matter April 15, 1922, at the Post Office at Boston, Mass., un a the act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. 





BOOT AND SHOE RECORDER December 8, 1923 


STITCHDOWNS and McKAYS 


for 


Comfort — Wear 

















REG. US. PAT OF FICE 


IN STOCK 


5-8 84-11 114-2 2%-8 30 and 31 














414 Mahogany Pol- 
h, Hi 


ish, igh ut 
"$1.45 $1.75 

404 Mahogany 

ish, igh Cu 

Rubber heel, wide 

WBse co cevececccccoess 1.75 2.00 
1404 Mahogany Polish 

High Cut, Eng- 

lish toe, Rubber 

Ds cnwaneséeesesseoeoeses 2.00 2.25 
418 Nut Brown Pol- 

ish, — oun 

wedge.. .1.50 1.85 
408 Nut aaee ‘Pol- 11 

ish, High Cut, 31—BlackKid Romeo, double sole. 2.00 

Rubber heel, wide 

WBoe ce cecccesccecsece 1.85 2.15 2.50 
1408 Nut Brown Pol- 

ish, High Cut, 

English toe, Rub- 

BEF ROMs c ccccvcsccescosccece 2.15 2.50 


8-11 114-8 
12021 Patent Polish, Black Top, 


L1021 Patent Polish, Black Top, 
English toe 


L2023 Patent Polish, Field Mouse 
Top, wide toe 


L1023 Patent Polish, Field Mouse 
op, English toe 


ORDER NOW 
PROMPT SHIPMENT 


Samples Gladly 
Submitted 


HAGERSTOWN SHOE & LEGGING CO., Inc. 


HAGERSTOWN, MARYLAND, U.S.A. 


a ay Kid Everett, double sole 
6-11 $2.00 
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Warm Facts--- 


When you think of white leather, we are 
satisfied that you think “‘Levor.” 


But we want you to confidently go further 
than that. We want you to know that 
every item, however remote, that goes to 
make up the best in its line is watched for, 
weighed thoughtfully and accomplished in 


Shr tobcter toCee 








| Wie Levor Grain Kid White Levor Grain Goat 
(Cabretta) (Chevrettes) 

















Sli Be. 


Sha to bist. Hocwse of Gauorian 


NEW YORK GLOVERSVILLE BOSTON 
DISTRIBUTING FORCE 


ARTHUR S. PATTEN LEATHER CO., St. Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 


_—_— 
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—“We Want You to Use Norwegian 
Veals and Calf in Our Shoes” 


When a prominent retail buyer specifies Gallun’s 
Original Norwegian Veals and Calf it is not because 
of friendship for us, but rather because of Confidence 


in our product. 


No brand of leather could survive the test of a 
guarter of a century of constantly increasing demand 
unless it be a leather of unquestioned quality and recog- 


nized dependability. 


We regard as our greatest asset the Good Will we 
have won from Manufacturers and Retailers who use 


**Gallun Quality Leathers.’’ 


kk -—- 


A smooth finished leather that is pliable, 


Aztec Calf strong and pleasing to the eye. Offered in the 
Fashionable shades. 


Available in black and five colors. A smooth 


Viking Calf finished leather of superior merit. 





xk 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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I NAL PAR i 
j | HIKING BOOTS~eOXFORDS|} 
Yi itt 


| NATIO 













- 


GET THE JUMP ON YOUR FOR IMMEDIATE 





COMPETITOR. STOCK TWO 
OR THREE STYLES OF 
THESE BOOTS AND OX- 
FORDS. SUGGEST THEM 
TO YOUR BETTER TRADE 
AS PRACTICAL, ELEGANT 
GIFTS THAT ARE DIF- 
FERENT, FOR MOTHER, 
DAUGHTER, SISTER OR 
FRIEND. 





DELIVERY 


16312—FINE SOFT MAHOG- 
ANY ELK MOCCASIN TOE, 
GOODYEAR WELT, 14-INCH 
BOOT—% GUSSET TONGUE, 
FLEXIBLE OAK BEND SOLE— 
8/8 WOOD PEGGED LEATHER 
HEEL, CORRECTIVE ROUND 
TOE LAST. 

















SIZES— 2- 8, ATO D $6.50 
12 -2, B, C,D $4.75 
8-114, CAND D $4.25 


16302—OXFORD AS ABOVE 
$4.25 


RESULTS— THAT “EXTRA 
PAIR SALE."’ 





STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MO. MANUFACTURERS 
STOCKED AT FACTORY PRICES BY 


FITHIAN-BARKER SHOE Co. 
PORTLAND, OREGON 


W. H. MILES SHOE Co., INC. 
RICHMOND, VIRGINIA 


WILLIAMS-MARVIN CO. 
SAN FRANCISCO—LOS ANGELES 





5252525252 SeSeSeSeSeSe rSeSeS eS eS S25 25 25e5e5eSeSeSeSeSeSe SeseSeSeSe Se SeSeSe Se Se Se Ses SeSeSeSe SeSAS esas ese eSe Seo 2S eS 2S 25225252 575252525 252525252 525252 52525 5252S242525252S25r5 2525 2S eSeS2 SaS PS aoas eS SPSIS2525957 5250525052525 
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(LEATHERS 


Made in Milwaukee Sold all over the World 


ox6) 


SPRING 1924 COLORS 


The ultimate success of footwear depends greatly upon the 
characteristics of the leather. 


EGY 
p> 


oY 
as 


we 
y—>\ 


To meet the public’s demand for footwear in the latest styles 
and from the newest leather shades for spring, 1924, the follow- 
ing dress and sport shoe leathers can now be had stamped with 
the P & V trade mark. 


eps 
=) 


‘9 ae 


P & V BUCK SIDES P & V ELK KIP SIDES 


Alba 
Jack Rabbit Brown Blue 
Oriental Pearl Gray Green 
Airedale Smoked Red 
Otter : : 
Autumn Brown White Olive 
Mandalay Pearl Airedale 


we 
ase 


ae =< 
et 


we 
an, 








Sample cuttings cheerfully submitted. 


ZGSe 


Pfister & vegn Leather Co. 


Milwaukee : s-2 Wisconsin 


eee 


| DISTRIBUTORS 


Boston Chicago St. Louis 
New York . New Orleans 
Cincinnati 

Paris, France 5 

Northampton, Eng. Kettering, Eng. 
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What Will It Be for 
Spring? 


The authentic footwear mode for early 
Spring is beautifully expressed in a num- 
ber of new originations by Barnett Lipp 
and associates. These models will be 
shown to our customers on the road and 
in New York after December 10th. 





D egen Lipp, ln. } 


Brooklyn, 


(=~ e € ‘ 4 ‘ ’ 
TS FSV Showroom 607 Marbridge Bldg. New York. fe 


DISPLAY 
CREATES 


Aly, 
5 £ e 


SALES Li +o 7 




















5 Features 
of Hi-Kicks 


Three thicknesses ot 
leather between the 
foot and rubber outer- 
sole, assure greater 
foot comfort. 


- Leather reinforcement 


around upper next to 
sole to prevent separa- 
tion of sole from upper. 


- Long leather toe cap 


to protect toes. 


Leather inside coun- 
ter-pocket. 


First quality live rub- 
ber outsole with 5 suc- 
tion holes. Also with 
crepe soles. 
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I-KICKS 


(formerly Kicks) 


The new rubber soled canvas outing shoes. Also made with leather 


The fastest selling, coolest and most comfortable canvas and leather 


shoes ever made. 


376. Men’s Brown Canvas Upper, Tan 
Leather Trimmed, Crepe Rubber Sole, 
Anti-trip Heel, Munson Last. 


Sizes 6 to 11. 2.15 
544, Boys’ Sizes2%#to6... 1.85 
544',. Youths’ Sizes 1to2. : 1.70 
544%. Little Men’s Sizes 9 to 134% 1.50 


378. Men’s Brown Canvas Upper, Black 
Leather Trimmed, Live Rubber Suction 
Cup Sole, Anti- 95 Heel, Munson Last, 
Sizes6toll. . ° os ~ Bae 


540. Boys’ Sizes 242to6... 1.55 
540. Youths’ Sizes 1toz . . 1.40 
540%. Little Men’s Sizes 9 to 13% 1.25 


383. Men’s White Canvas Upper, Smoke - 
stone Leather Trimmed, Crepe Rubber 
Sole, Spring Heel, Munson Last, Sizes 6 


toll. « « ote + & & ae 
546. Boys’ Sizes 24to6 ... 1.85 
546%. Youths’ Sizesslto2.. 1.70 


54614. Little Men’s Sizes 9 to 13% 1.50 


379. Men’s White Canvas Upper, Brown 
Leather Trimmed, Live Rubber Suction 
Cup Sole, Anti-trip Heel, Munson Last. 
SisesGtoll ..+.«++s-e « J.80 


541. Boys’ Sizes 2%to6 ... 1.55 
541%. Youths’ Sizes ito2 .. 1.40 
541%, Little Men’s Sizes 9 to 13% 1.25 


377. Men’s Smokestone Leather Upper, 
Brown Leather Trimmed, Live Rubber 
Suction Cup Sole, Anti-trip Heel, Munson 
Last. Sizes6toll .... . 2,00 
545. Boys’ Sizes 2%to6 ... 1.80 
545%. Youths’ Sizes1to2 .. 1.65 
545. Little Men’s Sizes9 16 13% 1.45 


104. Men’s Brown Canvas Upper, Blu- 
cher Pattern, Live Rubber Suction Cup 
Sole, Rubber Heel, Munson Last. Sizes 
Se cae sc oe re ee 


scemnenndinesiiiiaaa 


930-950 Newark Ave., 
Jersey City, N. J. 


EnNpicortrt, N.Y. 


2200-2204 No. Broadway, 
St. Louis, Mo. 


Retter Shoes for Less Money 
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|| 313X 
{I} STERLING 
| PATENT COLT 


$4.85 


312X — SAME STYLE 
IN DULL BLACK CALF 


$4.50 






















IN STOCK 
Ato D 








FEATHER WEIGHT DANCE OXFORDS 


RINGS joy to the hearts of young (and those not so 
young) in many happy evenings of continuous dancing. 
Light Flexible Soles. You can bend them double with your 
| little finger, after the first dance. Special Hollow Leather 
| Heels. The Two-Step Last is a free fitter that is choked ‘at 
Hy the top, which means No Gapping on the sides. Prepare for 


















































| 

| 

| 

| 

| | the holiday rush. Mail your first order today. Marion’s Cen- 
4 tral Location assures you of getting additional sizes in your 


{ive 

















store the morning before each big dance. 


MARION SHOE CO. 
MARION, INDIANA 
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| WESTERN QUALITY AND EASTERN STYLE 
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Rapallo 


Color 14 


Eminence 
Color 15 





Beach 


Color 18 


Normandy 


Color 27 


Egyptian ‘Red 


Color 36 


Parrakeet 


Color 13 


l 





eAnnouncing Newest Spring Shades In 
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FLOWERW CITY~ 


| haa dangle is only a reasonable 
characterization of the newest 
SCHERER colors for Spring. 


You naturally expect the utmost in 
colored Glazed Kid when you ask 
for SCHERER’S. 


Prepare to be enthusiastic over the 


warmth and 


sheen of these latest 


shades produced by ‘‘master hands.”’ 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 
29 Spruce St., New York 


Factory at Newark, N. F. 





The Latest (Colors of Absolute Fashion Authority 





BEAUTY BROWN 
No. 5 
EMINENCE 
No, 15 


CHERRY 
No. 19 


CHRYSANTHEMUM 
No. 30 


MOTH 
No. 23 


EGYPTIAN RED 
No. 36 


IVORY 
No. 41 


NORMANDY 
No. 21 


PECAN 
No. 12 


RAPALLO 
No. 14 


SAHARA 
No.2 


BEACH 
No. 18 


STEEL GREY 
No. 45 


PLUM 
No. 6 


SEAL BROWN 
No. 10 


CHESTNUT BROWN 
No. 8 

CORSICAN 
No. 38 


PARRAKEET 
No. 13 


CONGO 
No. 34 
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IN STOCK 
STYLES 


SP SP 





B 489-0 

Net 30 Days 
Women’s Oakwood Ooze Calf Quarter and Vamp, 
Star Cochin Brown Kid Collar and Straps, 2 Strap 
Arline Sandal, Inwood Last, McKay So!e, 14-inch 





Rightly 





Fashioned 


| Correctly Made 
Reasonably Priced 


B 489-J 





$5.35 
Net 30 Days 


Women’s Black Suede Quarter and Vamp, Patent 
Collar and straps, 2-strap Arline Sandal, Inwood 


Last, McKay Sole, 





Military Heel. Box Heel, 
AA 5 to8 
B inbe 
o 
c 3408 IN STOCK 
3% to7 











14-inch Patent Covered Wood 


AA 5 to8 
A 4% to8 
B 4 w8 
C 3% to 8 
D 3%to7 





B 587-W $6.50 
Net 30 Days 
Women's Autumn Brown Suede Quarter and Vamp, 
Berville Cross Strap Sandal, Autumn Brown 
Suede Collar and Strap, Savery Last, Turn Sole, 
1%-inch Suede Cover Spanish Louis Heel. 
~— 54% w8 
A s 


B 01489-H 


$4.35 
Net 30 Days 


Women’s Star Otter Brown Delhi Calf eg 
and Vamp, Star Russia Calf — and puss, 3 
Strap Arline Sandal, Inwood Last, McKay le, 
Russia Calf Tip, 134-inch Military Heel. 

to 8 





5 to8 
A 4%t8 
B 4%tw8 
Cc 4 tw8 





IN STOCK 








Many Other Styles IN STOCK---Send for Catalogue 


UTZ & DUNN CO. 


ROCHESTER ~NEW YORK 


DENVER OFFICE 


R & McNUTT 
Representatives 


218 re Bidg., Denver, Colo. Bush Term: 


NEW —_— OFFICE 


inal Sales Building 


pe West 42nd St., Room 1521 
. McOMBER. , Representative G. 


LOS ANGELES OFFICE 
709 Forrester Building 
Los Angeles, Cal. 
Cc. McATEE, Representative 
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VULCO-UNIT BOX TOES 


Strong, durable, water proof and perspiration proof VULCO-UNIT BOX TOES 
furnish a dependable toe structure for heavy service shoes. Add to the life and com- 
fort of your shoes by insisting they be made up with VULCO-UNIT BOX TOES 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


Y¥ BECKWITH MFG. CO. 


X argest Manvfacturers of Box Toes in the World 
il! SUMMER STREET. BOSTON. 


Ny Chicago GW. KIBBY & CO. (GS Si) GEO.A. SPRINGMEIER CO. Cincinnati 
S OSCAR E WRIGHT ©O. } A h St Louis 


H FS SS 
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All Styles ready for 


Immediate Shipment 


% 


No. 127 Price $4.50 
Patent Two Strap Athelda Black 
Suede Trim, Single Sole. Military 
Wood Heel, Newport Last. AA to C. 


~% 


No. 566 Price $3.50 
Cocoa Calf Blucher Oxford, wae 
Goodyear Welt, 9-8 Rubber “Hi 
Copley Last. AA to D. 
No. 568—Same in Dull Calf. 





*%, 


No. 104 Price $4.15 
Patent Cut-out Two Strap Black 
Suede Trim, Vergy: Sole, ses ingfoot 
Rubber Heel 


Let us mail 
you one of our 
Corrective 
footwear 
Catalogs 





No. 125 Price $4.35 


Autumn Brown Suede Natalie One 
Strap Brown Kid Trim, Single Sole, 


Military Wood Covered Heel, New- 


port Last. AA to C. 
No. 126—Same in Black Satin. 


Ask for 
our 
December 
Style 
Sheet 





No. 128 Price $4.85 
Black Suede Two Strap Athelda, Dull 
Kid Trim, Single Sole. Military "Heel. 
Newport Last. AA to C. 
No. 129—Same in Autumn Brown 
Suede. 





No. 567 Price $3.90 
Patent Blucher Oxford, Wing Tip, 
Goodyear Welt, 9-8 Rubber Heel, 
Copley Last. AA to D. 





No. 105 Price $4.50 
Black Suede Cut-out Two TE = 
Kid Trim, Single Sole, 8-8 Wingfoot 
Rubber Heel. AA to C. 


Thomson-Crooker Shoe Co. 
18-26 Station Street 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Convention, Exposition 
and Footwear Style Revue 


of the 
National Shoe Retailers’ Association 
February 11-12-13-14 


400 Exhibitors 
15,000 Shoes 


Exhibits show- 
ing the develop- 
ment of the shoe 
business from 
early centuries. 


Shoe Styles ex- 
hibited on living 
models on a 700 
foot runway 
twice daily. 


Railroad lines 
preparing 
reduced fares for 
your benefit. 


All in the inter- 
ests of more and 
better business. 


gathering together of all elements vital 
to the shoe industry in general and to 
retailers in particular. 


To put before the shoe retailers of the coun- 
try the things that will be most helpful in 
assisting to more and better business. 


Attendance during the four days of the Con- 
vention will be exceedingly profitable in the 
opportunity it will afford to observe the com- 
parative values of style, materials and meth- 
ods of producing greater profits from your 
business. 


Added to this is the opportunity Chicago 
affords for relaxation from the every day 
grind and routine of business—a period of 
recreation you owe yourself. Put these dates 
on your memo pad and make your plans 
definite now to be with us in February. 


National Shoe Retailers’ Association 
Executive Offices: 224 So. Michigan Ave. 
Chicago - Illinois 
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By comparative test, Rueping’s 
Seminole Calf is the closest grained 
and most durable calf for dress shoes. 


Colors: No. 30 Ruby Red—No. 31 Tan— 
No. 32 Reddish Tan—No. 33 Light 
Tan—No. 34 Brown—No. 35 Mahogany 


A toppy shoe of Rueping’s 
Seminole Calf, Color 31— 
Lancer Last—made by 
Brockton Co-operative 
Shoe Company, Brockton, 
Mass. 


Specify Rueping’s Seminole Calf 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


; Branches: Boston Cincinnati Milwaukee St. Louis 


New York 
Chicago San Francisco Montreal 


Northampton, England 











” 
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SKIN OF SNOW 4 


There is nothing more richly beautiful in 
shoe leather than a skin of glistening white 


glazed kid. 


And there’s nothing more diffi- 
cult to produce in a uniformly 
pure white. 

Our tannage, we think, has 
accomplished much in bring- 
ing about perfection of color 
and grain. 

In CUIR DE NEIGE you 
will find a white glazed kid 
that speaks more forcefully 
for itself than any words of 
ours. 


—a leather that makes white 
shoes of apparent distinction 
and rare beauty. 


In no type of shoe is con- 
stancy in run of color more 
important than in white. 


If you standardize on CUIR 
DE NEIGE, your white kid 
shoes will give your customers 
the sameness of satisfaction 
that will help to keep them 
loyal to your store. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centers) 


I 


sé 


tandardize on 


| Evans Brands 








4 
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There is no substitute for Goodyear Wingfoot Heels. 


No substitute for their quality. 






No substitute for their clean-cut, close-fitting design. 


eee ee am | 


No substitute for their long, long wear. 


RENT eas Die 88 


ri at 


The people who buy your shoes know Goodyear Wing- 
foot Heels. So you ought to insist on Goodyear Wingfoot 
Heels on the shoes you buy. 


as. 


RCS od BH A 


There are Goodyear Wingfoot Heels for men’s, women’s 
and children’s shoes. More people walk on Goodyear 
Rubber Heels than on any other kind. 


See the new Goodyear Sport Bottoms—an ideal 
combination of Goodyear Wingfoot Heels and Soles 


WENGEFOOT 
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REG.U.S. PAT. OFF. 
SHOES FOR MEN AND WOMEN 


N INNOVATION IN 
ORTHOPEDIC 


FOOTWEAR 














Proven 
Profitable 


Footwear 
/n Stock with a 


widespread number 
of leading 


WHOLESALERS 


eolis tes Brockton Neu bedferd - basher NE 


Lioblone Madd. 
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Mr. Retailer:— 


We appreciate it very much when you 
specify WILO SPORT ELK in your 


shoes. 


We will appreciate it still more if you 
are sure that you get WILO SPORT 
ELK in your shoes, as we find some of 
our customers object to paying the price 
for the necessary quality to maintain the 


standard of WILO SPORT ELK. 


If you are not satisfied with the appear- 
ance of your shoes which you expect 


are made of WILO SPORT ELK, 


make sure. 
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WILO SPORT ELK 


13 Colors— More Coming 








RED GREEN COFFEE SILVER GRAY 
WHITE LOG CABIN CHOCOLATE DARK GRAY 
BLUE LIGHT SMOKE BEIGE DARK SMOKE 
COCOA 
C. D. Kepner Leather Co. | 


139 South Street, Boston, Mass. 


Sole Selling Agents of wh t | Oo Leathers 


eee vt 4 


10 Spruce Street, New York 
308 Leather Trades Bldg.; St. Louis, Mo. 
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A new “Senior” Buster Brown line, 


“The College Girl” 
In highest grade flexible McKays 
Fascinating patterns, a smart low heel College Girl last, 


soles as light and airy as a summer breeze on the campus. 
Here are the debutantes in the line. 


On our pattern 
TZO 


Pi Sigma Phi 


F600 — College Girls’ Buster F601—The same beautiful effect 
Brown patent five eyelet tie. in soft grey suede with grey kid 
covered 8/8 wood heel. trimming, covered wood 8/8 heel. 
A 3%-7, B 3-7, C 244-7....$5.25 A 3%-7, B 3-7, C 2%4-7....$5.25 


Both of these will be ready to ship from stock December 10th. Order 
now to have them in time to sell for the Christmas holidays. Address 
Buster Brown College Girl Department, Brown Shoe Company, St. Louis. 


Buster Brown SHOES 


MADE BY SUS Ws VWs SO. St.Louis 


KGD* 





\ 
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. THE 7 
ORIGINAL STYLE | 





FROM THE LINE 


OF 
LAIRD 
SCHOBER 
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Vere You Short of White 





23 


Kid Shoes Last Summer? 


ANY shoe merchants under- 
estimated their sales of white 
kid shoes last Summer. 


But the Summer days came earlier 
than usual, and women of fashion 


at once re-expressed their annual 
preference for F. B. & C. White 
Glazed Kid Shoes. 


No matter if they had bought colored kid 
shoes for early spring. They did not hesitate 
to buy another pair or pairs of the leather 
that is the stylish staple for Summer-F. B. & C. 
White Glazed Kid—the leather that sheds dirt 
because of 

“The Glaze that Stays’’ 


Wise shoemen, who had learned from exper-. 


ience and observation that shoes of F. B. & C. 
White Glazed Kid are always safe Summer 
merchandise, reaped the benefit of their wise 
and early anticipation last Spring and 
Summer. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St., Philadelphia, Penn. 


Factories: Wilmington, Del. 


White Kid Shoes are some- 
thing like White Kid gloves. 
No woman’s wardrobe is com- 
plete without at least one 
pair. 


They are “Style” in almost 
any season and are harmon- 
ious with almost any cos- 
tume. 


Thus, they represent style 
and at the same time are in 
practically the same “Bread 
and Butter” class as your 
regular run of staples. 


There’s no “guess” about F. B. 
& C. White Glazed Kid. 


Only don’t “‘guess” you can 
get it at the last minute. 
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The Shoe That Sells Best 


The average buyer of footwear knows little or nothing about the manu- 
facture of shoes. Therefore, when buying they judge only by the visible 
features which meet their eyes. 


So the appearance of the eyelet, located But the value of the visible eyelet on 
as it is on perhaps the most prominent 
part of the shoe, can make or break the 


sale. 


your footwear does not stop there. Not 
only do they improve the appearance, 
but they increase the comfort, con- 





venience and wear of the shoes—factors 


Diamond Brand (Visible) Fast Color 
that make pleased customers and mul- 


Eyelets give a finished appearance to Diamond Brand (Vis- 
the upper that attracts the eye of the — Rast Cater ee. tiply sales. 
buyer immediately—consciously or un- fove —_. Po . : 
consciously, the consumer recognizes wear brassy. They Sufficient reason, is there not, why the 
the neater appearance of the shoe with Se eel shoe equipped with visible eyelets is 
visible eyelets. finish indefinitely, the shoe that sells best? 

Say —— outwear 


United Fast Color Eyelet Company 


Boston, Mass, 
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CHARLES A.EATON 
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- Our Proposition: 
Business Co-operation— 


Not Just Shoes 






NCREASING the volume of your 
sales is a matter of vital impor- 
tance to us, because our whole 
marketing plan is built around 
you as the central force. 


Let us co-operate with you in 
building a larger, better business 
in men’s shoes. Frankly, we 
~ want you to sell a lot more shoes 
—then we can sell more. 


When you place an order for Crawford 
Shoes you do more than order “just 
shoes’: you tie up with a proven, sales- 
getting advertising service, a real win- 
dow trim service by leading experts in 
that field, and attractive literature to dis- 
tribute to your customers. 


Turnovers in the average shoe store 
are surprisingly low—stocks carried are 
unnecessarily high. To help you over- 
come this condition we have placed the 
Crawford Shoe on a four-season basis ; 
giving you double turnovers, a smaller 
stock on hand, and increased profits. 


Won’t you let us give you details of 
this co-operation? Write us today for 
details of the Crawford Agency and the 
Four-Season Production feature. 


(The (rawford Shoe 
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SHOE INDUSTRIES 
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RE-NULIFE, an important 


chemical discovery, 


liquid application for shoes 
that makes them water- 
proof, and adds 50% 


more to durability. 


An Opportunity 
for Extra Profit on 
Every Pair of Shoes 


The advantages assured by RE-NU- 
LIFE make it an easy item to sell to 
shoe purchasers, and a good money- 
maker for dealers. 
RE-NULIFE instantly makes shoes 
water repellant—makes linings per- 
spiration proof—prevents shrinkage 
and protects the wearer against 
wet feet. 
It is odorless—contains no oils or 
injurious: ingredients—and is easily 
applied. It is making money for 
other dealers, and will do the same 
for you. 


Endorsed and Sold by America’s 
Largest Retail Shoe Dealer 


The largest retail Shoe dealer in America 
sells RE-NULIFE—uses it daily in its im- 
mense repair department—and has had more 
than 40,000 pairs of shoes treated with it by 
manufacturers. When you order shoes, re- 
quest the manufacturers to treat them with 
RE-NULIFE. Your customers will appre- 
ciate this extra service. 


Sold in lots of one dozen and up for sup- 
plying the retail trade; in 1, 2, 3 and 5 
gallon cans for shoe departments; and in 
bulk for manufacturers. Write for prices. 
And ask for sample with which to test 
RE-NULIFE for yourself—or better still, 
send us the pair of shoes you will wear 
this winter. We will treat them with 
RE-NULIFE—return them promptly— 
and you will have dry feet all winter. 


WATERPROOFING, INC, 


546 South Meridian Street 
Indianapolis :: Indiana 





Waterproofs and 
Increases Shoe-Life 50% or More 








RE-NULIFE 
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Weber 


Shoe fe Nen 
— 





Style No. 497 — Blucher Tan Boarded Veal, 
Rex Last. 


Weber Shoes make 


Permanent Customers 











The best men’s welt shoes 
anybody can make to re- 
tail at $6.00 and $7.00 at a 
profit. 


All Calfskin and all solid 
leather. ; 























And don’t forget we have a 
‘ dandy line to retail at $5.00 
to go with these. 







UNION MADE BY 





Weber Bros. Shoe Co. 
NORTH ADAMS, MASS. 


New York Office, H. Harris, 1328 Broadway, 
Marbridge Building 
I. F. Staps, 735 Boston Block, 
inneapolis, Minn. 
C. E. Quigley, Maryland Hotel, St. Louis, Mo. 
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Whitest of White 
Shoes 





MEANS 







We sell to Wholesalers only 









UR business was founded on the 
principle of always giving the 
best value and the best service to our 






customers. 






The success of our line of fabric foot- 
wear with leading wholesalers every- 
where is the best evidence of our strict 






adherence to this original principle. - 


















Dinciey Foss SHor (Company 


FABRIC SHOE MANUFACTURERS 
AU BURN BOSTON OFFICES 
MAIN E SALINCOLN ST. 
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and Ebberts Style Footwear 


(re speeding up sales and increasing profits 
and prestige for hundreds of merchants. 
They are style leaders—quality leaders—value 
leaders. 

Keep your style, size and assortment com- 


plete. 


John Ebberts Shoe Co., Ine. 


Exclusive Manufacturers 


Buffalo - - - New York 





The Helene 
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JUST the LACE for HIKING and WINTER SPORTS 


WITHSTANDS HARD USAGE OF 


RAIN —— SNOW —— ICE 
“HUBTIP” «“NO-METAL-TIP” SHOE LACE 


(Trade-mark Registered U.S. Pat. Off.) 


STRONG — DURABLE — FAST COLOR 


9 wietal m the tp- 
iways a per 





NO TIN TAGS TO COME OFF AT THE WRONG TIME 
Lace made of the BRAID itself from TIP to TIP 
APPROACHING SEASONS REQUIRE SUCH A LACE—DISPLAY A CABINET 


- 

27 in. per gro. Laces $2.00 36 in. per gro. Laces $2.50 45 in. per gro. Laces $2.90 63 in. per gro. Laces $3.70 
30 “ “ 2. 20 40 ee “ i 2. 70 54 “ “ it “ 3. 30 72 “ 7) 4. 10 
BLACK, BROWN, RUSSET ASSORTED CABINETS SUPPLIED 
ORDER TODAY AND SUPPLY THE DEMAND 
Manufacturers 











FRANK W. WHITCHER CO., BOSTON and CHICAGO, U.S.A 
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(pon Reflection 


with Miss Atta Brown, wise retail 
buyers of shoes credit increased 
sales to the superb “SUNPRU” 
colors and Ontario Suedes, speci- 
fied in their orders to shoe manu- 
facturers. Know and feel these 
leathers by asking us for a BOOK 
OF CUTTINGS, sent without any 


obligation at your request. 


5991221 Oe 






































PHrovng Leathers 





ATTA BROWN ATTA TAN ATTA RED 

C.D.BROWN & CO. Inc. 

Canneries and Executive Offices Z Rochester. N. ¥. 
C.D.BROWN COMPANY | And Branches | C.D. BROWN & CO., INC. 
50 South Street, Boston, Mass. | ~ 130 Wo.Wells Street, Chicago, lil. 

SUEDE LEATHERS OF ALL POPULAR SHADES 
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Repco Dye will make light-colored 


any UL Swe a Che Cm (ettureia odor. 













.,REPGO DYE |. 


tl _— Ng black, all kinds of russet, #0 ©". 
leather shoes. fg 
{ SHAKE DIRECTIONS % i 
eb teraghi net before using. Clean the surface of he oF 
a fe she fehl 4 Apply the dye freely and ot use 4 
| th satiace orate hand or machine brush. Do 


Ds 2 slow IMPORTANT 

ter guint Ne can to stand open any longer tha® 

et ag ety. Ie, however, evaporation takes’ place 
ad gumm , pora pol, 

“Ondition ¥. add @ little wood or denatured alcon ¥e 





















For ite teem tka color 


Dye 


IM ate eae etiam ifect. 
For Sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution— 
needs capable salesmen; young men between the ages of 25 
and 35 years who have had thorough experience in one or more 
of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, now 
operates 371 retail stores in 29 states. We sell dry goods, shoes, 
notions, clothing and furnishings for men, women and children. 
We do a strictly cash business. Our sales in 1922 were $49,- 
035,729. We opened 115 stores in 1920, 9 stores in 1922, and 
will open 104 stores this Summer and Fall, making a total of 
475 stores in 33 states in operation this year. 


By industry, study, and determination your progress will 
be rapid in our organization. Under our experienced managers 
you are trained to become a manager. When you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business 


Experience has taught us that some of the greatest suc- 
cesses come from the ranks of average men. at we need 
are young, healthy, and capable salesmen who have had 
thorough experience in a small or medium-size department 
store, or are experienced in general store work in special lines. 
The investment of money is not necessary for your success 
with us. The financial backing of our company is ample. 
Briefly, this is our proposition— tested and proven over a 
period of 21 years: 

You —. on ns 2 salesman in - of our 
stores. During the period of proving your ability you 
learn the greater possibilities of co-operative effort. 
Your progress depends upon your ability and effort. 

As our new stores are opened, managers are selected 
from our sales force. 


When you make a success of the management, 
ou are sold a one-third interest in a new store and 
me its m r. You may afterward acquire a 
partnership in other stores which are the outgrowth 
of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase a 
one-third interest in a new store, the money is loaned 
ae by the J. C. Penney Company, and you repay it 
rom subsequent profits of the store. 


Write today for our booklet, ““Your Opportunity,” which 
fully explains our plan. Give your age and number of 
years’ experience in our lines of merchandise in your 
first letter. We may arrange for a personal interview later. 
All correspondence strictly confidential. 


Address your letter to 


J.C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 





























MIGHTY GOOD 















STYLE 11 
BRONCHO BROWN 
KIP 


STYLE 13 
BRONCHO BLACK 
KIP 


*,, 2% to 
Boys Sat: Raion 


Youths’, 1 to 2, 
S.C, B:.--50, 3.10 



































to 134%, C,D,E 2.75 





































Promptly after the first of the year 
he will be on the way with the most 
interesting assortment of up-to-the- 
minute ideas in rubber footwear that 
has ever been placed before you. 


It reflects the trend of public de- 
mand, embodies the latest Goodrich 
ideas and most assuredly represents 
the highest standards in quality and 
service. 


7 7 y 


Important—Don’t fail to include 
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Wait for the ‘SHi-Press’’ Salesman! 


the new Goodrich Zipper in your next 
order. The tremendous success 
scored by this splendid model marks 
it as one of the biggest sellers pro- 
duced in women’s and children’s wet 
weather footwear in years. 

The Zipper is here to stay!— 
and it is exclusively Goodrich. 

7 7 7 


Same day deliveries are a feature 
with Goodrich. Send your order to 
our nearest office. 


THE B. F. GOODRICH RUBBER COMPANY 


Boston New York 
Kansas City 


Akron 


Chicago 


Minneapolis Denver 


Seattle 


GOODRICH 


H1-PrRESS ‘Rubber Footwear 





























tor 
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Combinations Suggested— 


Gray Ooze and Kid 


Patent Leather and Dull 
Calf 


Black Ooze and Patent 
Leather 


Brown Ooze and Kid 


"| “ALICIA” 





> “THE PROUD PRODUCT OF BROOKLYN” ig 


er in season — and busy a 
all season. A record made 

possible only by a keen judgment 

of fashion values and the craft- at 

ability to etch beautiful lines on 

the work of skilled artisans. 





SEE MORE v 
TROY SHOES ‘ 





‘ SEYMOUR TROY & Co., INC. $ 
r 75 FRONT STREET BROOKLYN, N. ¥. 
Telephone Main 9057 
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IN STOCK 











¢ 
BROOKLYN QUALITY— | 
BROOKLYN STYLE 


=) | “MINNA” 
CAHILL’S 


ANATOMICALLY CORRECT 
ARCH BRACE SHOE for WOMEN 


The shoe that fits the foot—never forcing the foot 
to fitthe shoe. Designed and built on our famous 
last—scientifically correct. Made of the best 
grade of stock for the women who trade with you. | IN STOCK 

In Stock—Heels 1””, 12-8”, 13-8”. ‘ eamacaie eg haaas 
Sizes 3-10, widths AAA- EE. | Also in stock with black ooze trim and all over patent. 
|) eae Medium toe, 13 /8 Box heel. AAA to C widths 


Brown Kid.............. 5.50 a 
a8 : PRICE $7.00 
Write for exclusive agency or 


have salesman call. Trade Mark Registered WOLNICAR SHOE CO. 


The CAHILL SHOE COMPANY BROOKLYN NEW YORK 



























































Cincinnati, Ohio 











Good Paper 


is an aid in obtaining business 


NEWTON FALLS BOND 


A fine texture paper of moderate price. Especially suited 
for business letters which the sender desires to have carry 
a splendid impression—without high cost to him. 


Made in WHITE From ADIRONDACK SPRUCE 


and ten colors 
BY 


NEWTON FALLS PAPER COMPANY 
NEWTON FALLS, N. Y. 


eh om 
For Sale by 


Stone & Andrew 


Main Office and Warehouse 
Boston, Mass. 


Providence, R. I.—Springfield, Mass.—New Haven, Conn. 
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23-4 country has purchased the ma- 
jor part of its women’snovelty footwear 
from Rialto. Their orders just placed 
for spring delivery show theconfidence 
which they have in our ability to serve. 








Rialto models, lively with salability, keep the Rialto 
factory running—and our customers well satisfied 
with prompt deliveries. 


Superb, useful and modish footwear—that’s Rialto. 


RIALTO SHOE COMPANY 


Reliable Shoe Makers at 
110 K Street 


BOSTON 
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In Stock 


\ 


| 


The Ankle Saver 





No. 151 —$4.25 No. 151—$4.25 
8 inch, Black Glazed 8 inch, Black Glazed 


Kid Ankle Saver Lace pe. . ; “ Kid Ankle SavergLace 
Boot, Imitation Tip, Aauey Boot, Sestation” Tip, 


12-8 Advertised Rubber 12-8 Advertised Rubber 


a oa gm Heel, — st 
Las nd - ment Last an and- 
Stock $09 A 336-9 B ° Aid Construction. In 
Stock, A, 3% a : ns on. 
244—9 C, D,'and E. Low Shoes Make Fat Ankles Frock, £9 A. 335-2 B. 


Orthopedic experts predict that unless corrective measures are taken, 
the typical shapely American ankle will soon be a thing of the past. 


The development of the Ye Olde Tyme Ankle Saver Boot, by Lunn and 
Sweet, Inc., Auburn, Maine, has solved the difficulty. 


No woman wants thick, unshapely ankles and the Ankle Saver Boot, 
worn around the home and at odd moments, keeps pretty ankles pretty. 


Here’s your opportunity to make new profits. 


Write for full particulars today. 


Lunn & Sweet, Inc. Auburn, Maine 
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New-—Gored Oxfords ! 


The Perfect Dress Footwear 


Patent Leather 
*4= 
IN 


STOCK 
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Style 2511-B 





Wellington pattern on our ‘‘Devon’’ last. Made 
of best Patent Colt, with special Patented 
Goring. Flexible Oak Sole and Sole Leather 
Counter. B, C and D widths.......... .$4.90 














N® in a long time has a new idea in Men’s shoes jumped into the lime- 
light so quickly and strongly as this smart Wellington Gored Oxford. 

Our dealers have fairly bombarded us with orders for it. 

It is the ideal dress shoe for Men. It is a happy combination of attractiveness 

with practicability and remarkable comfort. Note from the specifications its 





SZ 


fine construction. 
We are carrying it in stock—because the consumer demand for it is so strong 
that frequent sizing-in has become an active necessity. 


Send for Bulletins of Bates In Stock Shoes for Fall and Winter 


A. J. BATES COMPANY 


WEBSTER . : MASSACHUSETTS 


7 FAIZ WIS REA 
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~NEW YORK'S MARKET 


for NOVELTY FOOTWEAR 
_IN STOCK _ a. 











SILVER SLIPPERS 


at an Exceptional Price 
No. 5120—High Grade Turn, Em- 
bossed 








Baby Spanish heel. 
Spanish and 12-8 Block neel. 


No. $125—As above without front 
strap. Also i6-3 spaniso aad 12-3 
Block heel. 


Widihs AtoC. Sizes 3 to8. 
Price $5.60 


M. J.Saks Soe Corp. 


157 Duane St., New]York 


f ‘*A HOT HOLIDAY NUMBER” 
IMMEDIATE DELIVERY 








No. 9450—Men's Brockton made, Ly 
stam patent colt, Goodyear 

save ‘edge, rubber heel attached. Plain 
. glide last. 






No. * ~~ a with 
tip.qFrench |. 
Doeteeh Steen, 5 4 to 10. 


Single pairs 25 cents 
extra. 


The L. B. Schindler 
“BOULEVARD” Shoe Co 


ie $3.25 
ra 


(148 DUANE STREET 
W YORK, N.Y. 
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yA 

[ ‘e\ NEW SHOES FOR THE 

XZ HOLIDAYS. FineTurn, @ 
Solid Leather Thruout 

Patent vamps with any color 

top desired. Also in all tan kid and tan calf. Ev- 

ery style carried in button and lace. Sizes 4 to8 
Wrile for : 

complete in 

stock list 
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Infant Shoes 


NEW YORK 


oa 


WEST § 



















‘n 


4 WM. KELLERS SHOE CO., INC. 


198 CHURCH ST., NEW YORK CITY 


EXCEPTIONAL VALUES IN INFANTS’ 
AND emt <i LE TRETCO” 







No. 719—Child’s Brown Calf, 
I Cut, Tip, 3 


a Sas on sr 












TP to ll ° 
‘o. 769—Int's Brown 
Kid, No Heel, Plain 
toe, 1 to 5. ... . $1.25 
Also — combina- 


tions at same 
No. 719, and better 
shoes in S —~ 
colors and combina- 
tions. 
Write for catalogue 
picturing these in 
color. 














SLIPPERS FOR THE KIDDIES—A Fine Xmas Gift | 


For Immediate Delivery 


Infants’, Children’s and Misses’ 
Felt Fancy Cuff Bootee, Heavy 
me me Cushion Sole 


Also carried in Sapphire Biue, as 
above. 

LION SHOE CO. 
Distributors of “‘Linshure 
Brand Comfort _——¢ 

107 Reade Street 

New York City 

“FINE FELTS FOR 

FINE *: TORES” 





= 












“THE RIGHT SHOES ON TIME” 


No. 778—High grade flexible McKay made 
of Skinner's Satin. 
No.770— Same with Cu- 
ban heel. 

No. 773—Same with Flap- 
per heel. 

Also short New York 
vamp on Cuban and high 
Spanish Heels. 

“DO NOT JUDGE THESE 
SHOES BY THE PRICE.” 





Sizes 2% .. 8 
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STARTING DECEMBER 10™ 


OUR ENTIRE STOCK WILL BE CLOSED 
OUT AT GREATLY REDUCED PRICES 


This} sale includes the season’s latest novelties— 
Satins, Patents, Suedes, Kid and Calf. 


Avail Yourselves of This Wonderful Opportunity 
Write, Wire or Come In 


act Mosher Shoe © 


' 14-16 WEST BROADWAY 
QUICK! NEW YORK CITY 











Established 1880 Pree $2. Ds 
B. FRIEDMAN 145 Duane St. New York 











EXTRAORDINARY VALUE! 
IN STOCK 


No. 1755—Black Satin, Black 
Ooze Tri 











umes = 6 ree 
a oo 


1754—Sam with 
ree Ing Bey Spanish heel. Ci and D 
to 7. 


CONCORD SHOE 
COMPANY 


Incorporated 











116 Duane St.,N.Y. City 
63 N. Third St., Phila. 
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The NEWEST of the NEW! 
MAX M. ADLER 


offers for 


IMMEDIATE DELIVERY 


The Latest Style Creation 


The 


PRISCILLA 
Colonial 









No. 1003—Patent Colt, Priscilla Colonial with nickel buckle. 
Hand turn, 8-8 covered heel... .. 2... ccccccccccccccs $5.00 


No. 1005—Same style as abovein every particular, McKay 4.00 


No. 1006—Same style as above in every particular, Goodyear 
Welt with 8-8 leather heel, rubber top lift............. 4.00 


No. 1007—Gray Buck, Priscilla Colonial with nickel buckle, 

PS SD WNUK, HD iin a oad 0 bh 0dsédevacdecaseeuenn 4.560 

No. 1008—Gun Metal Priscilla Colonial with nickel buckle, 

8-8 leather heel, rubber top lift, Goodyear welt. .. 4.00 
and for December 20 Delivery 


No. 1010—Black Velvet Priscilla Colonial with covered buckle. 
DOE CH De INS oc oc hi0e vec ndgacccceesist 4.50 
No. 1011—Black Satin Priscilla Colonial with covered buckle. 
pe en ee ere rere 4.50 
Mr. Adler, late president of Katzman-Adler 
Shoe Company, is well known to the trade as 
having an unusual ability in determining 
style values. 

In addition to style his merchandise can be 
depended upon as having sound, intrinsic 
worth. Adler Shoes sell quickly and create 
satisfaction for all concerned. 





New Styles First 


MAX M. ADLER COMPANY 


° Novelty Footwear . 
ualit J 
Q y 146 LINCOLN STREET Service 


Boston : Mass. 
Terms: 2%, 10 days; net 30 days 
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HIS SERVICE 
IS FIGHTING 
YOUR BATTLE | | 


It Will Help You Make Money 
for the Holiday Season 





E don’t like to shout ‘‘We told you so.” 
But if you look back a bit you will recall 
how we've been pounding the stock idea. 


Every sensible merchant has been buying care- 
fully. We know, too, that he wants quick help to 
keep his stock up to date. Money and courage 
have been used aplenty to perfect this plan for 
your benefit. Here you can find every season- 
able number. What’s more we have brought in 
from our factories a group of advance spring 
styles to give you a new selling appeal. 





Place your order quickly for good delivery during 
this busy season. Make the most of our hard 
work to insure your being prepared at the right 
time. 


See opposite Page for typical styles 
stocked. Complete Catalog lists 
srimtrvenend tones Smond Shed G- 
e 
GUARANTEED 196 Church St. New York 


TWO FACTORIES: BROCKTON, MASS. 


SESE SF PFS PS SS SP SPSS PSP TANS 
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WOMEN’S 

































y 
“ 
Y 
, 
y No. 998% BLACK BOARDED CALF $3.95 
j 236 Last; Rubber Heels; Tan Edge Sole and Heel NET 
B, C, D;3 to7 No. 516X P. & V. 104 TAN CALF $4,.75 
: . Cambridge (117) Last; Soft Toe 
No. 998 ACE BROW N CALF $3 95 Crimped and Corded; Brass Eyelets 
Details and sizes as above NET Heavy Single Sole; Goodyear Rubber Heels 
B, C, D; 5% to 10 
No. 506X BLACK CALF $4,.75 
Details and sizes as above 
No. 452 PATENT COLT $5.00 
; . Blind Eyelets; Light Weight 
Single Sole; Short Box Toe 
Other details and sizes as above 
WOMEN’S MEN’S 





No. 965 ACE BROWN CALF $3 85 


224 Last; Rubber Heels NET No. 46534 BLACK CALF 5.40 
B, C, D, E; 3 to 8 Cambridge (117) Last, Soft Toe 
Crimped and Corded Vamp; Tan Edge Sole and Heel 
No. 975 BLACK BOARDED CALF $3. 85 Wingfoot Rubber Heels 
Details and sizes as above NET B,C, D;5%toll 


No. 475% No. 3 GALLUN LIGHT TAN CALF $5.40 
Details and sizes as above 


Get the Full Story on the Opposite Page. , DIAMOND SHOE CO., N. Y. 


0 ll ll lis li iii cc ch 
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~~ the Answer is the - 


| Bago 


Se these important 
points: 


EDUCATOR SHOES ARE 


q Made for every member of the 





family. 
7868 § The best known shoes on the 
Men’s Educator Blu, Boot, Dull market. 
Calf, A-E, 54-11. Rubber heel. F . 
Price. .....+-+seeeeereeeees $5.75 q Advertised nationally in the 


Saturday Evening Post, Liter- 
ary Digest, Normal Instructor, 
etc. When you tie up with this 
for publicity, you increase your 
BO YS sales. 

q Made on a staple last—hence 
no sacrifice sales. 


ty * { Carried successfully by the 
largest retailers in the country. 
q Ready for quick sizing in 
from stock. 


{ Try a few pair of the styles 
illustrated—NOW. Order from 
any of the following: 





sit 
> 


no Savane gees. = | Rice & Hurcuins 


Price ° -o5- Incorporated 


13 High St., Boston, U.S. A. 


Distributing Branches 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 






for Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 

C HILDREN Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 


Atlas Shoe Co., Boston, Mass. 
Jos. I. Meany & Co., Ine., Phila., Pa. 
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Are YOU Satisfied 


With the Present Sales of Your Merchandise? 
Do You Ever Ask Yourself the Question—W hat 
Can I Do To Increase My Business? Mr. Dealer- 
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Educator Play Shoe, Goodyear 5371Y 

so Ara enue. rey Infants’ Educator Turn Russia 
spring heel, $2.40. 5-8 caine Calf, Tan; also Buttonand plain 
—.........1e toe, D-E, 334-8. Spring heel 







for 
WOMEN 


2503 





Modified Educator, Black Kid, 
full Fox Pol. Rubber heel, 2 10, 
AAA-EE. Price. . » 


for 
GIRLS 


M4205 


Misses’ Educator, Goodyear Welt, 
Russia Calf, 7-in. oe Pol. 11%- 
2, A-E, $3.75. G. 244-7. . $4.60 
Children’s, asl, nee $3.15 
Infants’, 5-8... ino it 50 


for 
INFANTS 










Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


















eee) (BY B\/ B\'/ B\'/8 








as Ww WTA A TaN w a en oe - 









December 8, 1923 





BOOT AND SHOE RECORDER 












CYhe Creat 


y 












BOOT AND SHOE 


RECORDER 


ational Shoe Weekly 


ESTABLISHED APRIL |! 
1862 





SS 














Your Greatest Competitor—Within the Store 


A Point of View to Sharply Consider 


Right NOW 


your profits than all the other fellows combined, 
and that competitor is right in your own store. 

“Tt is your stock. Sounds funny, doesn’t it, first off? 
But it’s true, just the same. The most harmful thing 
that competition does is cut profits; and there is no 
greater profit cutter in existence than dead stock, slow 
sellers, stickers or anything else you mind to call them. 

“You can do something out of the ordinary way 
every time the other fellow down the street does some- 
thing. You can hold the public attention as often as he 
does, and maybe a little closer. But you can’t match 
wits with those cases of shoes that you bought in- 
advisedly. You’ve simply got to go into direct compe- 
tition with them, and cut the profits to the bone, or 
possibly beyond that point. 

“So there is only one way in which you can handle 
the competition of your own stock. Take example from 
the old poker adage ‘bet ’em high but cautious.’ It may 
be necessary to have some freaks in your stock so long 
as the public seems to insist upon freak things. But it is 
not necessary to carry a lot of them, and two or three 
freak designs properly displayed, will make the neces- 
sary appeal to that portion of your trade that feels you 
can’t be right unless you are ridiculous. It is not neces- 
sary to sink a good share of your capital in such stuff. 
They tell you to watch your competitor. We agree— 
watch your competitor, but also keep an eye on the 
greatest competitor you have—your own stock.” 

Your largest items in the cost of doing business are 
rent and selling. You would like to reduce your rent? 
You can. How? By not having as many slow moving 
sizes on your shelves. If you could (and you can) reduce 
your shelving space one quarter or one half, you wouldn’t 
need as large or as deep a store and you would take 
means to rent or to use for some other purpose that 


B= there is one competitor who cuts more into 


space. 


Take a line of shoes when it comes in and watch it 
sell by pairs each day. Take the total pairs as 100% 
and see how many pairs at present you sell the first, 
second and third days and so on. First, second, etc., until 
it stops selling. 

Then look at the sizes left and see how few days it 
took to sell the per cent you have. Can’t you from that 
test learn how to turn your stock faster? 

One other thing that will help. Don’t try to sell shoes 
at all the prices there are in all retail stores. Say from 
five to fifteen dollars and at every dollar going up. The 
public will only buy a very few prices or grades in any 
store of anything. 

Find your best prices that will permit of good mer- 
chandise and eliminate all others, and don’t get stam- 
peded at any time to load your store with the lowest 
price shoes. You can get overstocked on low priced shoes as 
well as high priced ones. 


The Kitchen Shop Era 


ODAY the pot can’t call the kettle black in any 
kitchen shoe shop without having some of the 
smudge stick on the nose of industry. The way the 
small kitchen shop is leading the industry by the nose 
down the back stairs is a caution. Think this over: 

What is to become of the substantial shoe factory 
if it has to become a mad house—one stunt style after 
another with every rack holding a different shoe— 
styles changed weekly ad. lib. No wonder the merchant 
is confused. 

Is this the time to take a strong stand on style policy 
to establish a firm foundation of fact, upon which can 
be built a four season policy instead of a hit-or-miss 
program of styles by the week and whim? Four seasons 
considered by every apparel industry and by every 
color movement—and yet, absolutely ignored by the 
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shoe industry in its feverish muddling of merchandise. 

We find the underlying confusion so apparent that a 
stand now made for a four season method of merchan- 
dising will increase distribution, improve turnover and 
encourage profits. 

If merchants can stock in season, it will mean more 
selling sizes when the public buys and less end sizes. 
Today the nibbling purchases on freak patterns whose 
main merit is “something different’’ has made the 
average shoe store a variety shop with every customer 
a transient shopper all over town. 


Why We Emphasize “Fitting” 


NE of the sure ways of holding a customer is to 
QO be so efficient in fitting that a customer in doubt 
turns into your store instead of sharp shooting for 
fancy styles elsewhere. 

An authority on lasts makes the observation that 
not 30 per cent of the shoes as he sees them pass along 
Main Street are fitted as they should. The faults that 
score most may be traced back to the designer of the 
last or pattern or the maker of the shoes, but in most 
cases, are due to poor work by the fitting clerk who 
fails to give the right size on the right shoe. This may 
be due more to the condition of the stock than to the 
knowledge of the clerk, but it remains as one of the 
prime reasons why the customer is not so conscious of 
the superiority of fitting in one store over another that 
the fit of the shoe plays a more important part in the 
selection of shoes. 

How many clerks at the fitting stool can tell the 
bones in the feet? There are only 26 and they group 
themselves into families so that all the clerk needs to 
do is learn just a few names and the placement of the 
bones. 

We tried the experiment of asking clerks in retail 
stores the names of the bones in the feet, but without 
much success. Try the same thing in your own store 
and see if the men fitting orthopedic shoes know even 
the names of the bones of the feet. Two excellent X- 
Rays are in this issue. Let them study them. 

One of the outstanding contributions of the Recorder 
to the better knowledge of the human foot has been 
through the kind co-operation of Dr. Marshall in the 
preparation of semi-technical articles the past three 
years. These have been put into book form so that he 
who fits can read. 

The foundation of the shoe business rests upon the 
fitting of feet and yet, the bigger part of the time of the 
trade is put into discussions on patterns, lines and the 
adornment features. The real substantial shoe store 
that makes a decided contribution to the welfare of the 
community is based on a sound understanding of the 
human foot and its fitting. 

In this issue we cover in an all inclusive article, the 
subject of heels. We completely surround the subject 
for there are many merchants and clerks and men of 
the trade who want to know all there is to be known on 
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foot topics. When we get calls from Australia, France, 
Sweden and far away countries for extra copies of 
issues containing foot studies, we know that the sub- 
ject is of great interest to the student of foot fitting. 

When we take a national clip of the newspaper ads 
of the country and see the crude way orthopedic shoes 
are explained to the public, we wonder sometimes as 
to the position of professional knowledge within the 
store. Can it be that we fit without real knowledge of 
the feet? 





Taxation and Its Effect on 
Prosperity 


ECRETARY of the Treasury Mellon believes that 

the factors which have been most influential in 
the industrial revival of 1923 are likely to remain 
effective at least in considerable degree in 1924. In his 
annual report to Congress this week he pointed out 
that the attitude and circumstances of the railroads 
will be an important feature in the situation. The 
Secretary based his believe on the fact that railroads 
are large consumers of lumber, iron and steel and of 
construction materials and the fact that they have not 
made up in one year the accumulated deficit in con- 
struction since the beginning of the war. 

Mr. Mellon advised Congress that the activity in 
building operations which developed in 1922 has con- 
tinued at a rate which will probably make the total 
expenditures in this line during the current year greater 
than in any previous year. In a further explanation of 
his views on tax revision, the Secretary of the Treasury 
stated that “high taxation, even if levied upon an 
economic basis, affects the prosperity of the country 
because in its ultimate analysis the burden of all taxes 
rests only in part upon the individual or property 
taxed. It is borne by the ultimate consumer. High 
taxation means a high price level and high cost of living. 
A reduction in taxes, therefore, results not only in an 
immediate saving to the individual or property directly 
affected, but an ultimate saving to all people in the 
country. It can safely be said, that a reduction in the 
income tax reduces expenses not only of the 7,000,000 
income taxpayers, but of the entire 110,000,000 people 
in the United States. 

“The results which flow from an economically un- 
sound policy of taxation are not as easily visualized as 
the results of high taxation taken alone because the 
effects are indirect. These effects are a most insidious 
menace to a continued prosperity.” 


Lyons Fair in France 


New York, Dec. 6—The French Shoe Dealers’ Asso- 
ciation will hold its annual meeting for 1924 in Lyons, 
France, during the Lyons Fair. Members of the asso- 
ciation and also French and foreign merchants, not 
members, will be invited. Emile Garden is the official 
delegate for the United States and Canada. 
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ETTING More Shoes Sold Right: not only “more” but “right’’; sold 
(Gs for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and leather ; their production and distribution. 























This Week’s Leading Features 


HETHER to continue along the line of least resistance, with new 

styles cropping up every 37 minutes and helping to demoralize trade 

conditions, or whether to come out and take a firm stand in favor of 
the four-season year advocated by the Joint Styles Conference is still agitat- 
ing our industry. The Recorder believes in the four-season plan and is willing 
to fight for it. Hence in this issue, on pages 47 and 48 we reiterate our faith in 
the cause by urging, not only that the plan be adopted, but that retail shoe 
merchants enroll under the caption 


‘““Now Is the Time to Order 
for Spring”’ 


ke there are some more good things in this issue. From the time when 

Achilles’ mother carelessly neglected to dip the Grecian hero’s heel 
in the water that made him invulnerable, that section of our anatomy has 
been of consuming interest to mankind. But never more so than now, what 
with rubber heels to protect us on the outsides of our shoe and all sorts of 
cushions and protective devices inside the shoe designed to help along the 
good work. So we asked Dr. Herman W. Marshall to tell us everything he 
knows about heels, which he has done, starting his article on page 49 under 
the happy heading “The Rubber Heels That We All Have in Our Spinal 
Columns.” 

Three pages of style shoes beginning on page 56 and the story of one 
woman in the United States who wants boots and who intends to stick to her 
original statement, on page 59. 

A lively issue—and something livelier next week. 
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**Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Black Is Best Color 
New York, December 7— 
Black is still the leading color 
for street shoes, according to 
retail shoe merchants in the 
upper Fifth Avenue and 57th 
Street district. Little call for 


brown has been received from * 


the high class, exclusive trade 
and then only for the darker 
shades, grading from log cabin 
to nigger brown. In _ these 
stores the best selling evening 
shoes are those made of gold or 
silver kid in simple one stra 
designs and fastening wit 
small jeweled buttons. 
Preparing for Convention 

Philadelphia, December 6— 
Cards expressing the rates of 
rooms in nine of the leading 
hotels here were sent out by 
the State Shoe Retailers’ Asso- 
ciation in preparation for the 
convention to be held in 
January. 


Black Suedes Good 

Los Angeles, December 7— 
Black reigns as the favored 
color in women’s footwear. 
Strap patterns in suedes are 
selling well. Evening shoes in 
gold and silver brocades are 
meeting with a steady demand. 
Holiday Trade Slow to 

Commence 

Minneapolis, December 7— 
Christmas buying in all retail 
lines is slow to start. Warm 
weather has retarded the re- 
tail shoe trade. Women are 
buying sparingly of oxfords 
and pumps in suede materials. 
The men’s trade is also dull. 


Showing Holiday Merchan- 


ise 

Indianapolis, December 6— 
Shoe stores have taken on a 
holiday atmosphere and are 
featuring in the display win- 
dows and in prominent places 
in the store an attractive show- 
ing of brocaded gold and silver 
slippers, buckles, slippers and 
other appropriate articles for 
gifts. A rainy spell resulted in a 
good demand for rubber goods. 


Shoes for Occasions Window 


Boston, December 7—Shoes 
for occasions were well featured 
as Christmas gifts in the shoe 
window of R. H. White Co. 
the past week. There was a 
wide selection offered, shoes for 
hiking and skating; shoes for 
the boudoir, or for the dance; 
shoes for business and for the 
matinee, all most attractively 
presented. Two large Christ- 


mas candles of red and glitter- 
ing panels gave a_ pleasing 
touch, while Santa Claus was 
represented by two little 
nomes, one at either side of 
the front part of window, 
around whom evergreen was 
gracefully festooned. 


Tapir Calf 


Salem, Mass. December 6— 
One of the new leathers in 
Salem fancy leather tanneries 
is tapir calf, a reproduction of 
the grain of the South Ameri- 
can tapir. 

Misery from Poorly Fitting 
Shoes 

Philadelphia, December 7— 
The Wanamaker store in ad- 
vertising mentioned the fact 
that Robert Louis Stevenson 


Shoes for Dolls 
At this time of the year, 
there is quite a sale of shoes for 
dolls, especially in big city 
stores. The shoes range all the 
way from simple little shoes for 
a dime to “real truly’’ shoes for 
$1. Many of these shoes are 
sold in infants’ departments 
of department stores. 
Spats in Detroit 
Detroit, December 7— 
Many men are wearing spats. 
Rain stimulated sales of men’s 
shoes and spats, but merchants 
report that the buying is not 
et on a satisfactory basis. 
ost of the stores are urging 
early holiday buying and store 
interiors present a cheerful at- 
mosphere due to appropriate 
decorative schemes. 





tion materials are bei 


heels. 





Oxfoxds With Cut-Outs 


New York, December 6.—Cut-out oxfords in combina- 
touted here as the latest Paris 
style. The oxfords, which in general lines resemble the ox- 
fords of other seasons, have a vamp, lower quarter and heel 
of one material and upper quarter of a contrasting material, 
elaborately cut out. It laces in the conventional manner. 
Those seen so far have a black suede vamp with patent up- 
per quarter or brown suede vamp with brown calf upper 
quarter. The oxfords have turn soles and Louis, covered 








was always smartly shod no 
matter how shabby his other 
apparel might have been. 
Another literary reference was 
made by the firm in featuring 
its anatomic shoes for men, 
women and children by saying 
that H. G. Wells has put him- 
self on record as believing that 
much of the world’s misery 
comes from _ ill-fitting and 
poorly made shoes. 


Burdett Sandals 

Lynn, December 5—Bur- 
dett Shoe Company has booked 
good orders for Burdett san- 
dals, for og girls, misses 
and children. These sandals 
show a new arrangement of 
straps, a new design of cut-outs 
on the vamps, uppers of pat- 
ent, white, gray, smoke, fawn, 
brown, red and green colors. 

Weather Retards Buying 

San Francisco, December 
6—Lack of rain and continued 
warm weather have curbed the 
retail shoe business. Shoe mer- 
chants anticipate a good period 
now that the time is ripe for 
holiday business. 


Chin-Chin Slippers 
Boston, December. 7—Chin- 
Chin slippers, revealing the 
Chinese influence, have a 
here. They are of felt, 
in rose, taupe and black, and 
embroidered imChinese designs. 





Heels of Contrasting Mater- 
ials 

New York, December 6— 
Many of the medium-priced 
stores are now showing shoes 
with heels of contrasting ma- 
terials. The majority of these 
contrasting heels are of glazed 
alligator skin in either gray or 
brown. Small overlay strap- 
pings of the alligator skins 
are often used as trimmings. 

A Kiltie Oxford 

Philadelphia, December 6— 
A suggestion for a Christmas 
git made by the Steigerwalt 


t Shop is an lish oxford 
with or without kiltie tongue at 
$12.50. 


Black Strap Models 


San Francisco, December 6— 
Black satin and patent and 


suede are meeting with favor 
in the various women’s stores. 
Strap patterns are best sellers 
by a long margin. Indications 
point to a good holiday season 
in the shoe business as well as 
other retail lines. 


Enlarges Store 
San Francisco, December 7— 
Sommer & Kaufman recently 
enlarged a store at Market and 
Ellis Streets. There is an or- 
thopedic department. 


In Imported Brocade 

Boston, December 6—One of 
the new showings of Geo. H. 
Wirth Company is a one-strap 
of imported brocade. The strap, 
14-8 Spanish heel, and trim- 
mings are of gold kid. The bro- 
cade is in tones of a rich blue 
and a mellow red. The first day 
this shoe was placed in the 
window, two pairs were sold 
at $18 a pair. 


Style Situation Same 

Chicago, December 6—In- 
terest in evening footwear is at 
a high peak, although the wo- 
men’s business as a whole is not 
up to expectations. The style 
situation remains unchanged. 
Lizard and alligator leathers 
in women’s shoes are being 
shown in some stores. 


Black Best Color 

Milwaukee, December 7— 
Shoe stores are concentrating on 
doing a good business during 
the holiday season and as an 
early measure started to urge 
business by decorating win- 
dows and interiors in Christ- 
mas colors. Women’s black 
shoes are favored at present 
and dark brown suedes are 


also good. 


Strap Patterns Good 

Louisville, December 6— 
Strap patterns in black and 
brown suedes are the best sell- 
ers here in women’s footwear. 
Shoes for evening wear are also 
good, but the men’s trade lacks 
steadiness. 

Evening Pumps Selling 

Very Well 

Minneapolis, October 24— 
Women have displayed more 
interest in fall footwear with 
the advent of more seasonable 
weather. Gold and mee —_ 
ing pumpsare selling well, while 
black satins and suedes con- 
tinue to be in good demand. 
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On the Season Basis—Buy Now for Early Spring 


The South Opens Up the Season—Opinions Pro and Con 
on Four Season Plan’ 


number, then now is the time to buy for the next 
season. The remarkable thing about the spring 
season is that it starts here in January, in the southern 
resorts of California and Florida and in the Gulf States. 
Merchants in northern cities anticipating that many 
of their customers will go South, plan to outfit them in 
footwear in these months. It therefore puts the trade 
into the habit of looking at its spring season in a serious 
buying mood right now. The next six weeks ought to 
be the strong buying weeks for the advanced spring 
trade. Also, merchants who are big operators outline 
their shoes for spring delivery to get the benefit. of 
careful. factory output that is possible in December 
and January. With these things in mind, the alert 
merchant is spending much of his time in planning his 
spring footwear. 


| the industry is to get on a season basis, four in 


To Increase Turn-over 


The Recorder has had so many comments on the 
logic of four seasons a year that it will, week after week, 
present both sides of the argument in the hope that 
something good will come out of it to increase turnover. 
It is obvious that under the present scheme of things, 
turnover has been reduced. The industry is aiming at a 
four-time turnover. It lags far behind with a turnover 
of 1.7. 


The Canadian Merchant's Trouble 


What are the problems that confront a merchant 
to the north of us? We learn through the Shoe and 
Leather Journal of Canada that the style situation 
has put the shoe trade of Canada in the position of the 
fellow who had the wild cat by the tail and found it just 
as hard to let go as to hang on. 

“1. Canadian styles are not originated in Canada, 
but depend on American ideas, which in turn develop 
not only in the United States, but in Europe. 

“2. Manufacturers could not make any agreement 
to limit styles unless all were in it, and some would not 
enter into such an agreement. 

“3. If the manufacturers did make such an agree- 
ment, the retailers would 


“You will see that the solution is in mutual confidence. 
“If retailers and manufacturers cannot get together 
and make an arrangement with the feeling that they 
can all, or even nearly all, be trusted to play the game, 
discussion is futile. 

“If this question can be settled by mutual arrange- 
ment, and if its settlement means stability, canfidence 
and money to the trade, the members of the trade 
should be big enough and honest enough to make an 
agreement and live up to it.” 


Pro and Con from the Manufacturing Field 


The Recorder as a liberal interpreter of opinion, is 
pleased to give both sides of a problem in two letters 
from manufacturers. 


* * * * 


Out of the Muddle 


“‘We just wanted to let you know that the thought of trying to 
bring about more rational buying and a more rational style 
change, is in our opinion the only salvation for the muddle in 
which the shoe manufacturing game finds itself today. 

“We are certainly with you in your‘effort to keep order before 
the public, and want to let ‘you know of our very heartiest 
appreciation.” 

Scott Myer, The Bluff City Shoe Co., Hannibal, Mo. 


* * * * 


Style Policy Is Advocated 


The women’s shoe manufacturing business today is a business 
made for and profitable to live merchants. Those who are alive, 
studying conditions and merchandizing in accordance, are profit 
getters, and there is no chaos or disorder in their factories. A well 
organized retail store, in which the head of the business under- 
stands his business and is not pursuing policies that his great- 
grandfather pursued, is making money and is getting larger and 
more frequent turnovers than ever before. 


* * * * 


What Merchants Think 


I think 95 per cent of the trade would welcome a let-up on the 
multiplicity of styles, but fear you will find it the largest problem 
you have ever tackled, for it involves both human nature and 
selfishness, two pretty hard problems to handle. 

Time, however, is a wonderful healer and when the ultimate 
consumer, the retailer and the manufacturer all realize that 
they can not keep up the pace, there will probably be a change. 

But it is enough to make one 
shudder to think what an awful 
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The only helpful thought I 
can give you is, your work of 
necessity is and must be with 
the manufacturer and the most 
valuable point of attack is “His 
own safety.” 

Chester S. Allen, 
Bellefontaine, O. . 
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outside markets for supplies 
of novelties. 

“4. The public demand 
for styles shown in Amer- 
ican cities would force 
dealers to get the latest 
novelties. 




















PETER F Woantean 
”™ 


Hon. Peter F. Kornreich of the Signet Shoe Store, 
New York, pictures the style situation. 














Telegraphic—Pro and Con 


Solved by Mark-up 


Conditions just seem to come, irrespective of our wishes. 
However, the style game of today has its advantages as well as 
disadvantages. All we have to do is to price our shoes like other 
lines of business, i.e., with enough mark up to absorb the mark 


downs and leave a fair average net profit. 
C. H. Baker, Los Angeles, Cal. 


We Kill Styles Too Quickly 


Doubtless present system haphazard buying destroys possi- 
bilities of clean, profitable merchandising. Mosi retailers would 
welcome four season buying, confining major purchases to 
spring and fall filling in, summer and winter sprinkling of styles 
and leathers, as seasons and local conditions demand. Per- 
fectly good patterns are dropped too quickly under present 


system. 
Chester Herold, Saa Jose, Cal. 


* * « 7 
Eliminates Odds and Ends 

We heartily favor buying on a four season plan, Styles change 
so rapidly it is impossible to get proper play on those we have, 
unless we continually clean up at sale prices, which pulls our 
mark up way down, also favor sizing proven patterns, which 
eliminates odds and ends. 

The Fontius Shoe Co., Denver, Colo. 


. . > * 
Must Co-operate Now 
Four season buying preferable to style every day. Public and 

retailers will have more confideace in authentic styles. Manu- 
facturers and retailers will bave less losses and worry. Traveling 
men will know what they are talking about and advise retailers 
correctly. Manufacturers must co-operate with national re- 
tailers’ style program. 

C. M. Stendal, Minneapolis, Mian. 


Increased Footwear Volume Noted by 
Hoover 


Washington, Dec. 3—The first issue of the Com- 
merce Yearbook made public by the Department of 
Commerce gives an interesting review of the boot and 
shoe industry. Inasmuch as the book will be widely 
used for reference purposes and general commercial 
information, shoe merchants will be interested in the 
comment on their business. The book covers the cal- 
endar year of 1922 and the early part of 1923. Review- 
ing the industry as a whole, the book states in part: 

“In 1920 and 1921 the shoe industry suffered heavy 
losses through the liquidation of high-priced goods 
which were on hand when prices began to drop in the 
second quarter of 1920. The beginning of 1922 saw 
this liquidation practically completed and production 
began to increase. Conditions in the industry in 1922 
were better from the standpoint of volume than 1921, 
but were not so favorable as 1919 and the first half of 
1920. 

““Men’s all-leather shoes represented 27 and 24 per 
cent, respectively, of the total production of boots and 
shoes manufactured during 1922 and 1921, while 
women’s all-leather shoes for the same years¥equalled 
32 and 35 per cent of the total. 
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“In spite of the volume of production, the retail 
shoe merchants throughout the country were not 
overstocked. The improvement in the domestic trade, 
supported by renewed vigor in foreign shipments, ac- 
counted for a larger demand throughout the greater 
part of 1922.” 

A study of the annual average of wholesale prices 
of certain popular styles of men’s and women’s leather 
boots and shoes for 1913 to 1922 inclusive, and the 
average price for the first quarter of 1923, shows that 
“the basic price of footwear increased over 100 per 
cent from 1913 to 1920, the peak year. The annual 
average price for men’s black calf (blucher) and vici 
kid have declined from $8.95 and $8.33 per pair, 
respectively, the high point in 1920, to $6.50 and $5.83 
per pair in 1922. Women’s black kid and patent- 
leather pumps decreased from the averages of $7.66 
and $4.86 per pair for these grades in 1920 to $4.33 
and $3.60 per pair in 1922. Price declines occurred in 
1922 in all groups shown in the table, but were small 
in comparison with the decline of 1921 against 1920. 
The average price of men’s footwear for the first six 
months of 1923 showed a slight upward trend from the 
1922 average. On the other hand, women’s black kid 
shoes declined further, reaching $4.25 per pair. Patent- 
leather pumps maintained the 1922 average of $3.60 
per pair.” 

Discussing the scope and rank of the industry, the 
Yearbook says: 

“The leather boot and shoe industry includes the 
manufacture, transportation and marketing of all the 
various kinds and classes of leather boots and shoes, 
slippers and moccasins. The standard types of shoes 
manufactured are Goodyear welted, the McKay sewn, 
the standard screw or metallic fastened, the stitch- 
down, and the turned. The relative popularity of these 
types is shown by the production percentages for 1919, 
in which the Goodyear type represented 38 per cent; 
McKay sewn, 36 per cent; turned, about 19 per cent; 
the standard screw or metallic fastened, approximately 
4 per cent; and the stitch-down, 3 per cent.” 





Error in Duane Shoe Co. Advertisement 


The incorrect address was given in a full-page 
advertisement of the Duane Shoe Company, appear- 
ing in the November 24th issue of the Boot and Shoe 
Recorder. The address given was 132 Duane Street, 
New York City, whereas it should have been 143 
Duane Street. 





Canadian Association Elects 


Montreal, Dec. 6—The Boot and Shoe section of 
the Retail Merchants’ Association of Canada has 
elected the following officers for the coming year: 
President, C. R. LaSalle; first vice-president, A. La- 
Salle; second vice-president, O. Barriere; third vice- 
president, A. Reeves; secretary, L. Adelstein; treasurer, 
G. J. Watson; auditor, C. Dussault. 
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ones on the personal health and local ones on 
feet. It is conceivable while bodily vigor is being 
improved that feet may be struggling successfully or 
unsuccessfully with local tasks imposed on them. 
Dismissing all general influences of walk- 


\ \ 7 ALKING produces two kinds of effects, general 
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The Rubber Heels 
That We All Have 
in Our Spinal 
Columns 






By HERMAN W. MARSHALL, M.D. 





Figure 2—ThisYshows, in actual size, two of the largest 
vertebrae (V-1 and V-2) in the backbone. D is the elastic 
cushion between. Figure 1, at the bottom of this page, 
shows the construction of the entire spinal column. 


walking first on balls of the feet without allowing heelsto 
touch the ground, and secondly, of walking on heels of 
the feet with front parts of the latter elevated so that 
all of the impact at each step is taken by heels on their 
natural pads of flesh. 

When walking is done on balls of feet 





ing on personal health, attention will be di- 
rected wholly tolocal foot conditions as feet 
perform their tasks while shod in shoes. 

Properly fitted shoes are conceded by 
everyone to be one of the very important 
requisites for proper walking; and various 
needs of various types of feet have been 
studied exhaustively. 

Advantages and limitations of natural 
foot shaped lasts and of fashionably 
shaped ones; for flexible shoes and stiff 
shanked ones; of loosely fitted and 
tightly fitted shoes; of shoes fitted long or 
short; of combination lasts; of heel types, 
high or low, leather or rubber, heels of 
broad bearing surfaces or small bearing 
surfaces or orthopedic shapes; of shoe 
ventilation and of sole cushions, all have 
been considered. 


The Physiological Process of Walking 


An analysis of the physiological process 
of walking merits more attention than has 
been paid to it generally. 

Rubber heel manufacturers have called 
attention of the public to one feature of 
walking, notably the continual pounding 
of heels against hard sidewalks and floors 
in a manne that is said to jar the entire 
structure of the body. 

Let a personal experiment be made of 











alone, there is no jarring because elastic 
muscles are holding heels in elevated posi- 
tion with front parts of feet depressed to 
receive the force of each impact against 
the ground. Muscular elasticity absorbs 
all jarring effects very perfectly. 

On the other hand, when walking is 
done completely on heels there may be 
felt a slight jar throughout the body"at 
each step in this unnatural posture. 

Elastic muscular action is eliminated 
almost wholly in the latter posture if legs 
are fully extended, and long rigid bones of 
straightened legs, transmit directly to 
the bony spinal column each jar as it is re- 
ceived by each heel, soft heel pads alone 
softening the pounding effect. Rubber 
heels on shoes will help to lessen the jar- 
ring under these exceptional conditions in 
a manner that can be appreciated. 


Muscular Elasticity Is More Efficient Than 
Elastic Heel Cushions 


It should be remembered distinctly that 
the natural elastic cushioning effect of 
walking on the toes is far superior to that 
of any natural heel cushion or any com- 
bination of the latter with artificial heel 
cushions. Nevertheless, artificial heel 
cushions have very definite merits of their 
own. 
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Next let consideration be turned to the manner in 
which people generally walk. An average normal in- 
dividual who wears comfortably low heeled, broad toed 
shoes, strikes heels on the ground first and front parts 
of feet follow immediately to complete each step with a 
certain amount of muscular resistance. 

This muscular resistance that terminates one step, 
merges continuously into an active muscular con- 
traction that initiates the beginning of the next step. 

The reverse type of walking, namely, of putting toes 
down first on the ground and gently lowering the heels 
afterwards, occasionally is seen among those persons 
who habitually are obliged to walk very quietly. Per- 
sons whose heels are sore may adopt this latter style of 
locomotion temporarily, but most people who wear 
sensible shoes strike solidly on their heels at first with a 
distinct rigid thrust along their straightened legs. 

Women in high heeled and pointed shoes, usually 
strike toes and heel practically simultaneously, dividing 
jars more equally between front and back parts of the 
feet. 


When Weight Is on the Toes 


Typically in running for short distances 
an individual takes all weight on the toes: 
while in standing, weight is borne mainly 
on heels with just enough muscular 
pressure exerted on balls of feet to 
maintain equilibruim of the body. 

Weakness or fatigue of foot and leg 
muscles produces definite influences on the 
gait. Reserve elasticity in feet is dimin- 
ished by fatigued muscles; and heels then 
may bear a disproportionate share of the 
normal pounding which all feet receive in 
walking. 

Persons with weak muscles shuffle along 
because they have lost a part of the 
springiness of their step, and, if running is 
attempted there is a likelihood that heels 
may be pounded down hard on the ground instead of 
being kept elevated above it. 

There are many varying degrees of muscular strength 
and muscular development among different persons, 
and so there are also many minor variations in gait, 
many degrees of elasticity as well as many individual 
peculiarities based on minor anatomical variations. ° 


Fleshy Heel Pads and Rubber Heels Furnish Local Pro- 
lection to Heel Bones 


While discussing the topic of heels, let it be stated 


clearly that natural fleshy pads on heels are of impor 


tance principally for their local protective influence. 
They prevent direct mechanical injuries to heels. They 
have a minor function of assisting in lessening jars that 
are transmitted to the entire body. Rubber heels assist 
natural heel cushions in carrying on normal functions of 
the latter. 

It is absurd, however, to imagine that jarring through- 





Fig. 3—Sponge rubber cush- 

ion to be inserted in shoe. It 

insures a more even distribu- 
tion of pressure. 
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out the entire bony structure of the body can be con- 
trolled effectively by half an inch of rubber fastened to 
each shoe heel. The fact should be understood that in 
the spinal column there are to be found equivalents of 
many rubber heels; and if no protective devices existed 
on feet, these spinal elastic discs are capable of pro- 
tecting the body. 


“‘Rubber Heels’’ in the Backbone 


A brief digression is justifiable to explain the structure 
of the spinal column and how it is protected against 
jars. For this purpose figures 1 and 2 are introduced. 

Figure 1 shows a drawing of the lateral view of the 
entire backbone from base of the skull to tip of coccyx 
at its lowest extremity. 

The spinal column is made up in the neck region of 
seven small separate bones called vertebrae. In the 
next section below the neck, there are twelve separate 
vertebrae to each of which a pair of ribs are fastened. 
Below these twelve thoracic vertebrae with their at- 
tached ribs, there are five more large, 
separate vertebrae in the hollow lumbar 
region of the back. The lowest vertebrae 
of the column are solidly fused into one 
mass called the sacrum, and this.is united 
solidly with hip bones to form a rigid 
bony ring termed the pelvis. 

Between each of the separate bones, 
there are fibrous elastic discs, and these 
latter bind together those bones between 
which each is interposed. Their technical 
names are inter-vertebral discs. 

Figure 2 is a life sized drawing of two of 
the largest of such separate vertebrae, 
V1 and V2, with the interposed elastic 
intervertebrae disc, D. Note that the 
thickness of this elastic cushion com- 
pares very favorably with thickness of 
many rubber heel lifts; and it undoubt- 
edly diminishes all jars between the 
bones which it separates. r 


What the Backbone Is 


A person’s backbone should be thought of as a 
complex mass of small bones bound together extremely 
firmly with many interposed cushions into a single 
flexible solid column that can be bent in desired direc- 
tion by muscles attached to it. 

The spinal column is not straight, but is curved as 

shown in the lateral view in figure one. This peculiarity 
protects it also from jars, because vibrations are con- 
ducted less perfectly along a flexible curved column 
than similar jars would be transmitted through a per- 
fectly straight column of rigid bony vertebrae. 
* The shaded area in figure 1 represents the location of 
masses of spinal muscles which hold and move the 
column. These muscles by their elasticity prevent un- 
due jarring of the spine similarly as foot muscles pre- 
vent jarring when a person walks on his toes. 
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Figure 4—A patented heel-protecting device, consisting of a metallic shell or cup containing a 
soft elastic pad. Heel nails are clinched against the under surface of the metallic shell in such 
a way that they can never work their way through and into the fleshy part of the heel. 
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Figure 5—An X-Ray of a shoe without an inside cushion, shown for purposes of comparison 
with Figure 4. Note how the heel nails are usually clinched evenly at the inner surface of the 
heel cavily of the shoe. 
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Inspection of the illustrations and realization of the 
numbers of spinal elastic cushions inevitably will cause 
many observers to revise their ideas about the efficacy 
of one thin elastic lift attached to each shoe heel in 
controlling jars throughout the body as a whole. 
Rubber heels can modify only slightly any usual 
jarring of remote regions, but they are very useful local 
protective devices for heels and they also possess other 
merits. 


The Local Influence of Shoe Heels 


If a group of barefooted city youngsters are observed 
walking along on smooth hard sidewalks—as for 


example may be witnessed during hot summer months 





Fig. 6—A horse-shoe shaped heel pad, 
designed to — ~~ on a tender 
heel. 


in Boston in the vicinity of the Frog Pond on the 
Common where bathing has been allowed for small 
children, there possibly may be noticed the fact by 
some onlookers that these urchins shuffle along without 
pounding down their heels very hard against the 
smooth hard walks, for if they did so, their heels would 
soon begin to feel a trifle tender. Instead, the children 
poise themselves unconsciously on their feet in a man- 
ner that brings into play to an important degree, the 
front part of each foot with its controlling elastic 
muscles. 

Another group of youngsters with heavy shoes on will 
clatter along confidently over the same walks taking 
less care unconsciously because feet are protected. The 
heel tread of a foot in a shoe may become heavier with 
safety. 

A group of young women in high heeled shoes are 
liable to make as much clatter as the boys with their 
shoes. Feet that are propped up on such high spools are 
brought down to the ground with heels striking noisily, 
but with toes also taking a considerable share of force of 
each impact. 

That front parts of feet receive much of the pounding 
and pressures when this type of footwear is worn, is 
convincingly indicated by the fact that foot trouble 
develops with their use in front parts of feet and not in 
heels generally. 

Women with high heeled shoes have learned uncon- 
sciously from actual experience, that they can pound 
along as hard as desired without danger, because this 
special foot posture together,with heel instability com- 
pel controlling foot muscles to assume a large share of 


the task of locomotion. And, because muscles play such 
an important role, feet tire more quickly with high heels 
than with low heels. 


How to Demonstrate the Protective Influence of Shoe Heels 


One way of showing the influence of heels is with the 
use of a large wooden mallet. If a bare heel is held firmly 
and tapped repeatedly with such a mallet on its weight 
bearing surface, the fact may be observed that slight 
discomfort is noticed more quickly than when the same 
performance is carried on with the bare heel protected 
by the slightly cupped smooth hard inner surface of the 
heel cavity of a shoe, the force of the tapping being 
transmitted through the shoe heel. 

Leather heels will transmit the force of such repeated 
blows more perfectly than will thick rubber heels. And- 
any individual wearing thick rubber heels can pound 
along much harder without injury than a person who 
wears thin leather heels. 


Indirect Advantages of Heels 


When broad low heels protect the feet so that the 
heel tread becomes increased, this means that there is a 
corresponding diminution in work demanded of con- 
trolling foot muscles and muscular fatigue is postponed. 


Muscles do not become tired so quickly then; and if 
foot muscles already have happened to have become 
weakened when thick rubber heels are first worn, relief 
from fatigue is experienced in a manner that the person 
usually does not clearly understand. Rubber heels may 
diminish tired feelings not because they diminish the 


kv) 


FIG. 7 FIG. 8 
Figure 7 shows the correct foot posture for persons with average 
normal feet. It means a well balanced use of alt foot muscles. Toeing 
oul, as shown in Figure 8, puls an undue strain on the muscles 
which hold up the long arch of the foot, and is apt to result in a 
sagging of the arch. 

















pounding, but because they permit greater pounding 
with safety and without the individual realizing that 
the heel tread has increased slightly. 


Unconscious Nervous Control of the Walking Gait. 


It is very important for everyone who wishes to 
understand the physiological process of walking to 
realize both of the ways with which each foot receives 
all pressures and jars, through the heel or at the ball of 
the foot, or through both, also to understand that there 
is a natural reflex nervous mechanism possessed by 
every normal person that regulates how much weight 
shall be taken directly by heels and how much shall-be 
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The Straight and Narrow Path 
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Figure 9—In walking, there is an additional muscular activity required. Muscles involved, work most efficiently when toes point 
straight ahead, progression taking place in the straight line indicated above. 
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sustained by controlling muscles. This nervous mechan- 
ism acts without the knowledge of the individual. 

When heels begin to feel sore, the natural protective 
mechanism shifts the gait so that more work is thrown 
on balls of feet: and vice versa, when muscles that con- 
trol balls of feet become too fatigued or weakened, then 
the nervous control transfers more of the work to heels 
for the latter to perform. 


Heel Cushions Inside of Shoes 


Heels of feet sometimes become sore despite their 
protective facilities and despite shoe heels. Then at such 
times, relief may be obtained by insertoin inside of shoes 
of sponge rubber cushions if heel soreness is not too 
great. 

Figure 3 is a photograph of such a cushion, and a heel 
in pressing down on such a soft substance instead of on 
a hard heel seat will receive a more even distribution of 
pressure over its small bearing surface. In consequence, 
prominent tender points, under the altered conditions, 
may be relieved by the change which slightly lessens the 
pressure in these localities. 


Menace of Heel Nails 

Nails protruding inside of shoes sufficiently to cause 
heel irritation will modify the gait: and the problem of 
preventing nails from working through into shoes at 
some time during the long period of pounding which 
shoe heels are subjected to, has been a vexatious one for 
shoe manufacturers. 

Best shoes even will’show many slightly bulging 
irregularities in heel seats after heels have become 
partly worn down, although heel seats originally were 
perfectly smooth. 

A progressive concern recently approached the 
writer in his capacity of medical consultant in order to 
exhibit to him a new heel device; and through the 
courtesy of this company, the use of two interesting 
X-Rays have been permitted to illustrate nail troubles 
in shoes. 

Figure 4 shows the patented device that consists of a 
metallic shell or cup containing a soft elastic pad. The 
latter has a slightly cupped surface. 

The contrivance is built into shoes while they are 
being made so that the device becomes a permanent 
part of them. 

The feature of interest to all persons is the forest of 
heel nails which are seen penetrating the shoe heel, and 
which clinch themselves against the under surface of the 
metallic shell in such a manner that they can never work 
through to come in contact with the foot. In this illus- 








tration, the device has been combined with an outside 
rubber heel lift. 

Figure 5 is an X-Ray of a shoe without any inside 
cushion shown for comparison to illustrate how heel 
nails are usually clinched evenly at the inner surface of 
the heel cavity of the shoe and the close contact of the 
nails to the heel of the wearer. 

Incidentally, in both X-Rays may be seen the heel 
bone of the wearer of these shoes in its natural position, 
and it is of interest to note the thickness of the natural 
fleshy heel pad; also, that the artificial inside cushion 
being built into a depression in the shoe heel, does 
not displace the foot or interfere with the shoe balance 
as is usually the case with temporary pads placed 
in the shoes after they are built. 


Contours of Heel Seats 


Walking may be influenced by surface shapes as well 
as by materials used for heel seats. Roughness due to 
protruding heel nails may throw more work on con- 
trolling foot muscles to relieve heels whenever nails 
cause irritations. 


Likewise, a perfectly flat surface may not be quite as 
comfortable as a slightly cupped surface of the same 
material for a heel to rest on continuously, and an un- 
comfortable feeling of hardness may be experienced with 
the former more quickly than with the latter. 

Shoe manufacturers know also that cupped heels may 
be made too deeply cupped, that the wood of lasts may 
be cut away too much, and that some small heel seats of 
some combination lasts may have the partial effect of 
supporting the heels of the feet on rings. 

This same effect may be produced purposely by 
independent appliances in order to relieve centers of 
heels which have become tender from various causes. 

Figure 6 is a photograph of such a horse shoe shaped 
pad which the writer has used for persons with sore 
heels, that raises the rim of the heel seat when the pad is 
placed in the shoe. 

Pressures on heel of the foot are altered by it so that 
increased weight is taken around the periphery and less 
pressure is born at the center of the weight-bearing 
area of the heel. 

This arrangement may afford relief when there is 
central heel soreness but uneven pressures should be 
avoided as far as possible with normal heels. Slightly 
cupped heel seats of elastic material afford the last 
degrees of refinement in heel fitting, and they may be 
the only way of controlling heel soreness effectively and 
conveniently in many instances. 
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Effects Produced on Walking by Other Shoe Qualities 
and Other Foot Peculiarities 


There is some reaction on the gait to each change in 
footwear, but usually these are imperceptible reac- 
tions. 

The topic of heels has been discussed rather freely 
because often this matter is neglected; but yet, if 
patience of readers would permit, numerous other 
factors in walking should be dealt with at equal 
length. 

Shoes that are fitted too short, or too tight, or so 
loosely that they produce irritations, as well as painful 
calluses, bony fractures, and other serious foot defects, 
all cause reactions on the gait but all must be dismissed 
from further consideration in this brief paper. 


Toeing In, Toeing Out and Toeing Straight 


Correct foot posture for persons with average normal 
feet is one with feet parallel as shown in figure 7. That 
position causes foot muscles to be used equally, the pull 
on the various opposed muscle groups being advantage- 
ously balanced: whereas if toes are turned outward as 
illustrated in figure 8 there is relatively great strain 
placed on those muscles which hold up long arches of 
the feet. Toeing out tends to produce sagging of the 
arches. 

If a reverse “ding-toed”’ or “‘pigeon-toed”’ posture is 
assumed with toes closely approximated to each other 
and heels separated, then tendencies toward flat foot 
development are diminished because strains are trans- 
ferred to those muscles which pull around outer edges 
of feet. 

Correct foot posture in walking for persons with 
average normal feet is the same as in standing and for 
similar reasons. In walking however, there is additional 
muscular activity required in taking each step. Muscles 
involved in these tasks work most efficiently when toes 
point straight ahead, progression taking place as indi- 
cated in figure 9. 

The best posture in standing or walking for persons 
with foot defects is a position usually as nearly normal 
as possible without disabling discomfort. 

Some individuals, however, with several grades of 
rigid flat foot of long duration are obliged for comfort 
to toe outward more or less; nor is it wise in every 
instance, expecially in persons advanced in years, to 
attempt the restoration of arches or to correct the 
manner of walking when such deformed feet have 
adjusted themselves in function to reasonable degrees of 
service, ability and painlessness. 

On the other hand, when flexible, relaxed, deformed 
feet are encountered in young persons, then persistent 
efforts should be made toward correcting deformities 
and gaits even at the expense of personal comfort. 


Adaptability of Feet 
No discussion of feet or of proper walking should be 
considered finished without some reference to normal 
foot adaptability. 


All normal feet in early life are possessed with 
capacities for meeting successfully without harm widely 
varying conditions. 

Powers of adaptation have to be exercised regularly 
to be retained unimpaired, and feet that are not sub- 
jected to various changes tend to lose some of their 
powers in certain directions. 

Foot adaptability may be compared with personal 
adaptability. If a normal individual neglects the funda- 
mental laws of health, devoting himself perhaps exclu- 
sively to some important sedentary occupation, acquir- 
ing fixed ideas of thinking, living comfortably with a 
super-abundance of food, taking little or no exercise, 
enduring few physical hardships and acquiring luxurious 
or irregular habits, then he is certain of developing slow- 
ly into a different type of person from the lean hard 
working laborer who spends his time out of doors using 
his muscles continuously until they are tired or over- 
worked, who subsists on a relatively meager restricted 
diet, who maintains more regular habits and who may 
endure many physical hardships. 

Both persons tend to lose some of their evenly 
balanced capacities as the years pass, which they pos- 
sessed in their youth. They become specialized in cer- 
tain directions at the expense of lost capacities in other 
directions. 


The Effect of Abuse on Feet 


So too, do feet respond to special restrictions placed 
on them throughout life. Perfectly formed, well develop- 
ed, excellently functioning feet may be transformed 
gradually into deformed and relatively inefficient 
members by long continued abuse of various sorts. And, 
on the other hand, gradual surprising improvements are 
possible with continuous good care of defective feet, 
especially during early life. 

One practical application which knowledge of laws of 
foot adaptability permits, consists in the use of various 
types of shoes by all normal persons who are not too 
advanced in years, and in avoidance by them of the 
continuous wear of any one fixed style and size of foot- 
wear. 

It is better to wear both flexible and stiff shoes if 
possible, and comfortably snug and comfortably loose 
ones at times. Also, shoes possessing slight differences of 
balance, and so on; than it is to permit feet to lose their 
adaptability for the sake of greatest continuous foot 
comfort and inactivity. 

Exceptions, of course, have to be made to this plan of 
wearing in turn, different shoe types, in presence of 
serious foot defects or when advancing age or disease 
curtails foot adaptive powers. This plan is a practical 
way, however, of maintaining and increasing foot 
efficiency, the writer can attest, from personal use of 
ten different styles on his own feet. 

Another slogan might be suggested by shoe retailers, 
namely—change your shoes often and keep your feet 
vigorous. 


December 8, 199) 








Decembe 


N 
I’ 
1 
big fac 
of the 
fitting 
little 
femini 
direct: 
broug 
busine 
than ‘ 


Son 
crease 
muscl 
opinio 
broads 
tact W 
realize 
fortab 
wide r 

It is 
foot a 
measu 
especit 
width 
the he 
in its 
thing 
weight 

No 
extra | 
slippin 
fitted, 
lasts— 
Ameri 
longer 


Said 
city: “ 
8, but 
mer Ww 
salesm 
going s 
shoe, t 
ever, 1 
trary, 
fact th 
would 








8, 19 


with 
ridely 


larly 
sub- 


their 


sonal 
inda- 
xclu- 
quir- 
ith a 
cise, 
rious 
low- 
hard 
ising 
yver- 
cted 
may 


enly 
pos- 
cer- 
ther 


aced 


lop- 
med 
ient 


nd, 
eet, 


s of 
ous 


the 


ot - 


s if 


Ose 





s of 
reir 
oot 





TS, 
eet 















December 8, 1923 





BOOT AND SHOE RECORDER 55 





‘Hugging’ Heels Result of Better Fitting 


Lasts and Patterns Were Never More Artistic, Women 
Wearing Longer and Narrower Shoes 


N the whole history of shoemaking, there has never 

been a time when women’s lasts were as well 

moulded and fitted as at the present. One of the 
big factors in this achievement has been the co-operation 
of the women customers themselves. The days of short 
fitting for “Little feet beneath her petticoat, which like 
little mice stole-in and out” have gone forever. The 
feminine portion of America was headed in the right 
direction before the war, but when the call to the colors 
brought man into the fray and woman to the front, in 
business and in government, “correct fitting,’ rather 
than “‘small sizes,’ became her slogan. 


Broader Minds and Longer Feet 


Some shoemen contend that women’s feet have in- 
creased in size, as a result of the development of their 
muscles through athletic activities, but others hold the 
opinion that the average woman’s mental vision has 
broadened in recent years, as she has had a closer con- 
tact with the great, wide world, and because of this she 
realizes that a longer and narrower fitting is more com- 
fortable and stylish than the old fashioned short and 
wide method. 

It is true that long and narrow fitting has made the 
foot advance one, two and even three, sizes on the 
measuring stick, but she has not objected in the least, 
especially when she finds that she now has plenty of 
width across the ball, plenty of toe room, a snug fit at 
the heel and at the instep. She has found that the shoe 
in its new fitting has become a reak foundation and 
thing of pleasure as well as of beauty, and that her 
weight is more evenly distributed. 

No longer do shoes bulge at the sides; no longer are 
extra linings or fillers necessary to prevent the foot from 
slipping in the heel seat. The shoe can now be properly 
fitted, through well shaped lasts and combination 
lasts—and most important of all, because the women of 
America have become educated to the gracefulness of 
longer and narrower shoes. 


Make Sample Size 64% A 


Said a buyer of one of the exclusive shoe stores of a big 
city: “Two years ago, we never sized up higher than an 
8, but we are now sizing up on 10’s. In the past a custo- 
mer would come into the store and ask for a 4-D, the 
salesman would have to use all kinds of arguments, even 
going so far sometimes as to change the markings of the 
shoe, to get her to take a 5-B, her correct size. How- 
ever, nothing like this happens today, quite the con- 
trary, the most of the women folks seem to glory in the 
fact that they have big feet. I wish that manufacturers 
would make their sample size 614-A or 6-B, as that 


size would look more natural to us and to the customer.” 

A retail shoe salesman in another high-grade city 
store reported that often times a woman, looking at a 
4-B model, will say: “‘Oh, yes, that shoe is pretty for a 
woman with a small foot, but I never could wear it, it 
would be too conspicuous looking on my foot.” To-this 
salesman’s mind, a sample size of 614-A would prove of 
great benefit. 

For Window Display 4-B 

Following up this argument for a larger size as the 
sample size, a leading retail shoe merchant selling wo- 
men’s high grade novelties was interviewed. This man is 
also an expert in window displays. It was his opinion 
that while a 644A might look more natural to some 
customers and in some models, yet for general purposes, 
especially for window displays, and in a dress model, a 
4-B was the correct size. Sometimes on a sport model, 
where the lines are apt to be rather full and such as to 
cause the shoe to look a trifle broad for its length, he 
chooses for display a larger size. It is his theory that a 
shoeman must so train his eye to graceful lines in shoe 
building that he will at once be enabled to detect in 
what sizes and widths these lines are the most effectively 
illustrated. 

““Sensible”’ Spanish Heels 

Retail shoe merchants generally agree that toes were 
never better than at the present time and that the 
rounded effects are particularly good fitters. 

As to heels, some of the merchants like the Spanish 
type and others do not think that they are as graceful as 
are the members of the Louis “family” in their various 
heights, but as the ladies have all taken a fancy to the 
straight Spanish effects, they are being turned out in 
large numbers. The best selling heights are the 12-8 and 
14-8 for dress wear. As a young woman recently re- 
marked, “The new shoes are so very pretty and the 
heels are so sensible.” 


Heel Seats Measured in 1-16 Inch 


The “Snugging and hugging”’ of heels, the slenderized 
lines through the shank and upper part of the shoe’s 
heel seat have reduced the measurements of the seat of 
the heel itself, from one to two sizes. The heel maker 
must ever follow the last maker and just as the latter 
reduces his wood at the points where the heel must be 
attached, so must the wood, or leather, of the breast of 
the heel be reduced. Heel seats are measured on the 
scale of 1-16 of an inch, or one-half of the measurements 
of heel heights. 

And so within the past few seasons, the heel man has 
been kept quite busy, watching not only his heights, 
but his “widths.” 









Pearl gray kid with pat- 
ent straps and throat line, 
Spanish 15-8 heel, Sigman 
& Cohen, Inc., Brooklyn, 
New York 


Brown suede with brown 
kid trimmings, 18-8 Span- 
ish heel. J. Grossman Shoe 
Co., Chicago 
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SPRING 
STYLES 





All patent pump with big 
eyes at throat, 14-8 heel. 
By The Cahill- Shoe Co., 


Cincinnati 


PROPER diversity of materials is 4 

good thing to consider for spring. On 

this page we range from kid to patent with 

suede between. An adjustment from pump 

to strap and buckles. Even in heels we go 
from 14-8 to 18-8. 
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She Proper Shoe | 
m ils proper place 


SPRING 
STYLES 





Black satin with patent 
front design andanew way 
to slip in the strap. Dodge 
Bros., Newburyport, Mass. 





Patent with black suede 
throat band, cut-outs, 
16-8 heel. The Riley Shoe 
Mfg., Company, Columbus, 
Ohio. 





Black suede, cut-out, 
3 strap. 15-8 Covered 
Spanish heel. Hamilton 
Brown Shoe Company, St. 
Louis. 


NE of the limitations of illustrations is 
that black must be shown to be differ- 
ent,in various materials. Here we have 
satin, suede and patent, each throwing a 
different sheen. Also, three materials hav- 


ing a place in every man’s stock for spring. And “Gach S CAS OTL 
in ils s dling order 
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For Outdoor Wear 


A soft grain calf with a 
new riding boot foxing. 
Goding Shoe Co., Chicago 


More Snap to Men's 
Patterns for Spring 


For Smart Business Wear 


A dark brown willow calf 
on reddish caste, with 
upper stitched six rows 
close, old gold color 
thread. The Florsheim 
Shoe Co., Chicago 





For Evening 


A plug oxford in patent 
colt—-a new number by 
J. P. Smith Shoe Mfg., Co., 
Chicago. 





For Southern Sport Wear 


The Southern tie effect, 
buck and light tan calf, 
crepe sole. Boyden Shoe 
Mfg. Co., Newark, N. J 


And “ach Season 
in ils selling order 
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There’s at Least One Woman in the U.S. 
Who Wants Boots 


And She Feels Sure There Are Many Hundreds of Thousands 
Just Like Her—Read This Letter 









Editor Boot & Shoe Recorder 
Boston, Mass. 
Dear Sir: 

I am writing this letter in 
behalf of a number of women, 
both young and middle-aged, 
as well as for myself, and 
while it will likely be a rather 
lengthy. epistle, I hope you 
will read it through to the 
end. 

When the first cold winds 


this one acquaintanceshi, 





Mrs. Livengood, who pens or, rather, typewrites, this 
plea for boots, we understand to be the wife of the editor 
and proprietor of the Meyersdale “‘ Republican,” pub- 
lished every Thursday in Meyersdale, Somerset County, 
Pa. We number among our acquaintances at least one 
editor’s wife, and the a 


_ advisable to do all in — power to hel 
Livengood in her desire to own a pair of “nifty high 
shoes.”’ In fact we picture one on this and tell 
where it may be bought. What we would li 
is whether the many women interviewed by Mrs. ange 
good, all of whom felt “abused” because boots were not 
d, have gone into their favorite retail shoe store 
ie have asked for then—Editorial Note. 


plain leather high shoes to be 
had, but unless one is a 
cripple or aged, they scarcely 
fill the bill. What we want to 
know is—why we cannot 
have high shoes that are as 
smart as the low ones? Why 
cannot the suede, in pretty 
shades, be run up six or 
seven inches higher, and 
trimmed with plain leather 
just as the oxford or lower 


we have gleaned from 
s it seem almost pain- 
Mrs. 


to know 








began to nip my ankles this 
fall I went to the various shoe stores in our town and 
from there to several cities, asking for a pair of nifty 
high shoes. Each and all told me none were to be had. 
I asked to see their sample books and found that there 
was actually not a good-looking high shoe to be had. 
Then [I began making a canvas of the women I met, 
society women and smart dressers principally. They 
were all feeling abused just as I was. They said why 
should we be compelled to wear such make-shifts as 
woollen stockings, or two pair of silk ones, or even 
galoshes—which of course can only be worn when there 
is snow and slush—when we should have shoes? 
Everyone was delighted with the beautiful shoes to be 
had during the summer. There never have been pret- 
tier ones, but why should we 


shoe is trimmed? I am 
willing to admit that several million women want low 
shoes and nothing else, but I also know that there 
must be several hundred thousand who want a good- 
looking high shoe, and it seems to me that it would pay 
to cater to them-too. (This year there are even no spats 
to be had.) I know this also, that the shoe men are under 
the impression that times are hard, since they are not 
able to move their fall stock as fast as usual. The only 
reason is that women bought low shoes in the spring 
(and during the summer wore white and other summer 
shades) and they are just as good to wear as the ones 
they would have to buy now. Also a good many women 
resurrected old high shoes—of my knowledge a New 
York City lady, several ladies who spend their winters in 

the South or Los Angeles, 





be compelled to wear these 
same open-work ones during 
the freezing weather of fall 
and winter, passes my com- 
prehension. We are willing to 
wear them again next sum- 

















mer if you give them to us 
with the same sensible heels. 
In nearly every place where I 
talked over the shoe situa- 
tion I was told that the 
appalling prospect is before 
us of having ridiculously 
high heels again next sum- 
mer, “and just when we 
were beginning to recover 
our natural walks after that 
terrible siege of French heels 
a few years ago.” 

To come back to high 
shoes—there are two or three 













and several from other cities, 
Chicago etc.—said they 
would not buy the low shoes 
as long as their high ones 
hung together, although they 
were several years old and 
had seen their best days. 
Men are always deriding 
women for the foolish shoes 
they wear. And when we go 
to a shoe store and ask why 
we have to buy such foolish 
shoes, or shoes with such 
foolish heels as when French 
heels were in and nothing 
else, we are told by the 
shoe men that women want 
them. I always tell them 
that we do not, but they 
laugh at me, so this year 
(Continued on page 61) 


A 9-inch black satin 
boot with black suede 
cut-outs on both sides 
of lace stay, 14/8 
Spanish Louis heel. 
One of the good sellers 
in the store of Gillett- 
Upton, Inc., Boston. 
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Ex pect 9000 Retail 
Shoe Merchants at 
N.S.R.A.Convention 


Splendid Response for Space from 
_ Every Section of Country 





Here is the decorative scheme to 

be followed at the Coliseum in 

Chicago at the N.S. R. A. Con- 

vention in February. Sky blue, 

ornamented in designs of bronze, 

gold and blue-green, comprise 
the color plan. 


tailer’s Association in Chicago resemble the 

gathering place for a beauty contest. Respond- 
ing to the call for models for the footwear style revue, 
to be a big feature of the 13 th annual convention and 
exposition, which is to be held at the Coliseum, Chicago 
Feb. 11, 12, 13 and 14 under the auspices of the N.S. R. 
A., 2,500 young women have made application for 
positions as models, but so severe is the standard of the 
style-revue committee that only 15 of the girls have 
been definitely selected. 

Many of the models are professionals, coming from 
photographers’ studios. Many of them are ““magazine- 
cover” girls and mannikins from the big dressmakers. 
The models will be assigned to the manufacturers as 
soon as all contracts are signed. A picture of every 
model will be sent along with the model’s shoe size and 
a sample of her dress, so that the shoes not only will 
perfectly fit the girl, but will be specially made to 
match her costume. Brooklyn, a leader in women’s shoe 
styles, has telegraphed headquarters that it will re- 
quire a model for each exhibitor. 


P isiers Assocat of the National Shoe Re- 


Best Style Revue Ever, Says Beck 


“It will be the best style revue the association has 
ever held,” said Edward Beck, in charge of staging the 
revue. “The girls will know how to walk and carry 
themselves. They will undergo intensive training not 
only for the individual showings, but for the ensemble 
and ballet effects that will take place during the inter- 
missions. Mrs. Beck is designing costumes for the tan- 
ning and leather firms. Prizes will be awarded to the 
best models by the committee, and the manufacturers 
will offer bonuses to the prize girls who will exhibit 
their shoes—$100 for the first prize, $50 for the second 
and $25 for the third.” 


Blue, Bronze and Gold Colors 


C. J. Tietzel has sent in his preliminary sketches*for 
the decoration of the Coliseum. The great vaulted 
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ceiling of the hall will be sky-blue, ornamented by 
gigantic scroll-like designs in bronze, gold and blue- 
green tints. The sidewalls and runway will be decor- 
ated with smaller variations of the same design in 
similar shades. The side-girders are to be masked 
in art glass, surmounted by Louis X1V—panels, and the 
booths—some 400 or more—will be uniform in panelling 
and general decoration. The typical booth will be about 
9 by 12 feet in size, with back and side panels in green 
bronzes, a counter and shelf covered with yellow-gold 
felt. A pediment-like structure in the center back will 
support the nameplate of the exhibitor, and tall posts 
at the ends of the booth will bear bronze urns filled with 
luxuriant ferns. 


Early Response Promises Well 


Letters are coming to headquarters from all parts of 
the country with applications for booth space.Oklahoma 
and Texas are collaborating in movement to engage a 
special train to the convention city, the cars to be 
attached to the St. Louis “Special,”’ so that the south- 
westerners will arrive in Chicago a solid trainload of 
shoemen. Indications are that New England will be 
better represented than ever before, and this is the case 
with St. Louis, Cincinnati, Philadelphia and other 
leading producing centers. 

“The fine response is general,”’ said G. M. Spangler, 
secretary-treasurer of the convention-exposition. “We 
are trying to impress upon the shoe industry that the 
convention will be complete in every detail and that 
much of an educational character will be offered to all 
branches of the industry. It is a source of gratification 
that we are going to have more last, leather and rubber 
exhibits than ever before. 


About 9000 Retail Merchants Expected 


“Nothing will be left undone to make the style revue 
measure up to the highest possible standard of excel- 
lence. The revue should be a boon to the small retail 
shoe merchant, who cannot afford a monthly trip_to 
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market. At the convention he will be given opportunity 
to learn what he can safely buy for the coming year and 
what thenew styles are going to be. Themanufacturers, 
on the other hand, will have the chance to exhibit their 
goods to some 9,000 retail shoe merchants and the style 
creators will have plenty of opportunity to launch their 
new modes under the most favorable conditions.” 

The general convention committee includes: O. H. 
Hassel, chairman; John Spalo, vice-chairman; F. E. 
Foster, A. F. Martin, John O’Connor and H. A. Rosen- 
bach. 





There’s at Least One Woman in the U.S. 
Who Wants Boots 


(Continued from page 59) 

I deliberately made a canvas, asking every woman 
I met and the cry was the same. We are happy 
with the toes on most shoes now, and the Cuban 
or Military heel, as well as the sport heel, are very com- 
fortable and if we could only have a fancy high top to 
them we would ask nothing more, and the shoe mer- 
chant would find there were no hard times in his town. 

One shoe merchant said, “I will never buy another 
high shoe because they are left on my hands. Look at 
that!” And he brought forth a pair of beautiful gun- 
metal high shoes, with toe so narrow it came to a point, 
and a French heel that could be covered on the bottom 
with a nickel. Whom would you expect to buy a shoe 
like that? In the winter when we want high shoes we 
cannot walk on the sidewalks that are either wet or 
slushy with a heel that has no more foundation than 
that, or than any French heel gives us. We cannot go 
everywhere in a car; we must walk sometimes. So when 
shoes are left on the hands of the merchant there is 
always some good reason. We must have a foot covering, 
so sometimes we buy shoes that we do not want at all, 
just as I will be compelled to do in a few weeks, but I 
have been putting it off as long as possible as have a 
number of other women. 

Thank you for your attention. This has been a relief 
to my feelings even if it brings no relief to my feet. 

Respectfully yours, 
Mrs. W. 8S. LIVENGOOD. 

P.S.—Please bring this matter to the attention of the 
shoe manufacturers. 


Shoe Manufacturers’ Convention at 
New York 


New York, Dec. 6—The 20th annual convention of 
the National Boot and Shoe Manufacturers’ Associa- 
tion will be held at Hotel Astor on Tuesday and Wednes- 
day, January 15 and 16, 1924. In preparation for the 
annual event, President Frank R. Briggs of the asso- 
ciation has notified the members and appealed for a 
unanimous response in order to insure the affair being 
marked with the usual high degree of success. Presi- 
dent Briggs’ message in part: “This convention will 
be the 20th annual meeting of the association, and it 
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is hoped that every member will consider it his duty 
and part of his obligation to the association to be 
present and contribute to the success of the occasion.” 

The annual reception and dinner will take place in 
the grand ballroom of Hotel Astor on January 16 at 
7 o'clock. Details for the program relating to many 
important subjects will be announced to members 
prior to the convention. Subjects of vital importance 
to the industry will be covered. 


Officers and Directors 


The officers and directors of the association include: 
President—Frank R. Briggs, Thomas G. Plant Co., 
Boston. Vice-Presidents—Charles H. Jones, Common- 
wealth Shoe & Leather Co., Whitman, Mass.; John R. 
Garside, A. Garside & Sons, Long Island City, N. Y.; 
Elmer J. Bliss, Regal Shoe Co., Boston, Mass.; John 
C. McKeon, Laird, Schober & Co., Philadelphia: 
Frank C. Rand, International Shoe Co., St. Louis. 
Honorary Vice-Presidents—Aaron S. Kreider, The A. 
S. Kreider Co., Annville, Penn.; John S. Kent, M. A. 
Packard Co., Brockton, Mass.: J. Franklin McElwain, 
J. F. McElwain Co., Boston, Mass. Honorary Secre- 
tary—Sol Wile, Rochester, N. Y. Treasurer—Herbert 
P. Gleason, Johnston & Murphy, Newark, N. J. 
Secretary—J. Dudley Smith, New York. 

Directors—Albert N. Blake, Watson Shoe Co., 
Lynn, Mass.; Hovey E. Slayton, F. M. Hoyt Shoe 
Co., Manchester, N. H.; A. J. Sweet, Lunn & Sweet, 
Auburn, Me.; Mark W. Selby, Selby Shoe Co., Ports- 
mouth, O.; Herman E. Lewis, Herman E. Lewis, 
Haverhill, Mass.; John G. Holters, The Holters Com- 
pany, Cincinnati, O.: A. M. Creighton, A. M. Creigh- 
ton, Lynn, Mass.; Frank S. Farnum, Churchill & Alden, 
Brockton, Mass.; Robert E. Smith, J. P. Smith Shoe 
Co., Chicago, Ill.; Herbert T. Drake, Emerson Shoe 
Co., Rockland, Mass.; Frank Payne, Johnson-Ba‘llie 
Shoe Co., Harrisburg, Penn.; Robert Wise, The Rob- 
ert Wise Co., Cincinnati, O.; Raymond P. Morse, 
Morse & Burt Co., Inc., Brooklyn, N. Y.; Fred L. 
Emerson, Dunn & McCarthy, Auburn, N. Y.; James 
B. Banister, James A. Banister Co., Newark, N. J.; 
Henry W. Cook, A. E. Nettleton Co., St. Louis, Mo.; 
John A. Bush, The Brown Shoe Co., Inc., St. Louis, 
Mo.; R. P. Hazzard, R. P. Hazzard Co., Gardiner, 
Me.; Emiel Weil, S. Weil & Co., Brooklyn, N. Y.; 
Charles G. Craddock, Craddock-Terry Co., Lynch- 
burg, Va.: Oliver E. DéRidder, E. P. Reed & Co., 
Rochester, N. Y.; Milton S. Florsheim, Florsheim 
Shoe Co., Chicago, Ill.; George W. Baker, George W. 
Baker Shoe Co., Brooklyn, N. Y.; Perley G. Flint, 
Field & Flint Co., Brockton, Mass.; Frank X. Kelly, 
John Kelly, Inc., Rochester, N. Y.; Harold C. Keith, 
George E. Keith Co., Campello, Mass. 





The more the cost of living goes up, the more con- 
sumers seek to strengthen their buying judgment by 
reading the advertising columns.—Portland Evening 
Express. 
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POUR L’HONNEUR DE FRANCE 


GRISON KID perfectly il- 
lustrates that pride in his 
handiwork that inspires the 
Frenchman. 


It is part of his craft educa- 
tion to think not only of 
maintaining the traditions of 
his employers, but beyond 
that the reputation of his 
country for producing beau- 
tiful and worthwhile things. 


The makers of GRISON 
KID are so jealous of their 
repute that they have some- 
times refused to present cer- 
tain colored leathers over 
which others might well have 
enthused. 


They were good, but not the 
perfect product which GRI- 
SON must always be. 


To those shoemen whose customers demand the super- 
fine—GRISON KID is now available in America in 
all its inimitable range of colors, such as onlyGRISO N 
talent and will to excel can produce. 


Paris has just sent us a liberal consignment of a new 


GRISON color inspiration. 
sonal application. 


Samples gladly sent on per- 


SAMUEL SHAPIRO 


Sole American Agent for 
Nie Internationally famous~ GRISON KID 


SPRUCE & WILLIAM STS. NEW YORK 
Bis GSO d 
9 PARIS 
aw 
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The Latest Style Is The 
Puritan Colonial Pump! 


“Will Colonials come back?’ has been an oft-repeated 
question for several seasons. The question has now been 


‘definitely and finally answered—Colonials are back, more 


in favor than ever. Hannahsons No. B 817 will be much in 


demand for the holidays. Order now! 


B817—Black Satin One Strap with 
fancy Colonial Tongue and Buckle, 
Leather Lined, Genuine Turn, 14-8 
Full Louis Heel, A to D, Code “Aline” 


$3.60 
B818—As above, except 12-8 Cuban 
Fook, Cte FOE on oi oni $3.25 
B819—As above, except 9-8 Heel, 
CAE SPIO 5 6 onc 63 ceva ne de $3.25 


IN STOCK! 





B299—Genuine Silver Brocade One 
Strap with Front Strap, 
Turn, 15-8 Full Spanish Heel, B to D, 
Code “Newport”... .. 


Imitation 


os $4.50 


HAVERHILL H A N N A H S O N S MASSACHUSETTS 


SHOE CO. 


ee MMM MMMM enniniieliiiinieniiiinieniiiieiiiiiienmimiiem i inieliiiiiien | 


SHOUT OUI OMOUIOMHHO MOOT OTOH 
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Lizard Leather 


A New 
I. MILLER VOGUE 


Again I. Miller leads the way with a 
new Vogue. This lizard leather made 
its appearance on the scene just at the 
very moment we were locking for some- 
thing new as a business stimulus. 


The I. Miller Shops in New York and 
Chicago, as well as agencies thruout 
the country, are finding a ready sale 
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for this new type of footwear. > 
IN STOCK o 
No. 30 (as illustrated) Brown Lizard Leather, Light ¢ 

Welt Imitation Turn Sole, 13-8 Cuban Heel. .$8.50 
No. 31 (as illustrated) Beige Lizard Leather, Light (é 
Welt Imitation Turn Sole, 13-8 CubanHeel. .$8.50 ¢ 

No. 32 (as illustrated) Black Lizard Leather, Light 
Welt Imitation Turn Sole, 13-8 Cuban Heel. .$8.50 ( 
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ONE CARLTON AVENUE is 
BROOKLYN, NEW YORK } 
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The T estof Durabitity and Vnhty— 
Beautiful Cedar (lif Satins 
















| Satin shoes, made of Cedar Cliff satin, 

| have passed the test of durability and 
utility, as well as beauty, and become a 
part of milady’s every day and every eve- 
ning footwear wardrobe. 


With such a satin as Cedar Cliff available 
it would seem to be the height of wisdom 





for every conservative shoe buyer to insist 
that his satin footwear be made of Cedar 


A Walk-Croft Shoe in black 
Cedar Cliff Satin, trimmed with 


Cliff Satin. ooze. A model of great style 
appeal, designed by 
It creates new business—and brings it back Bancroft-Walker Company 


for more at their factory in Boston 


| “Wie CEDAR CLIFF , 
| SILK. COMPANY 


251-255 FOURTH AVE. 
NEW YORJC& 


CEDARCLIFI 


PURE DYE 


SHOE SATINS- 
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TO HELP YOU 





FEATURE EATON SHOES 


O increase your sales 

of Eaton Shoes is our 

chief interest, because if 

you sell more, obviously, 
we do too! 

That’s why we have pre- 

pared so many good sales 


trim service worked out by 
acknowledged leaders — 
men who have produced 
successful windowsforlead- 
ing retail stores in the 
country. 

Best of all there’s the 





helps and adver- 
tisements for you. 
For example, 
there’s our two- 
color booklet “A 
New Shoe Funda- 
mentally Differ- 
ent,” a most at- 
tractive and con- 








local newspaper 
campaign which 
we run over your 
name. These ad- 
vertisements are 
prepared by men 
who have demon- 
strated their abil- 
ity to produce real 








vincing book, pre- 
senting the exclusive fea- 
tures of the Eaton Shoe. 
This booklet you can mail 
to your customers and be 
certain of response in 
actual sales! 
Thenconsidertheadvan- 
tages offered by a window 


business. 

Find out details of the 
Eaton Agency proposition. 
Write us at once and let us 
explain the marketing and 
production plan that is in- 
creasing turnovers and 
profits for every dealer who 
handles the Eaton line. 








Made under the A. E. Little patents 


SHOE INDUSTRIES 


MASS., U.S.A. 


CHARLES A EATON 


BROCKTON 
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<_best idea gi ven the shoe 
business in many years” 


says one of America’s lead- 
ing retail shoe merchants, 
ARTHUR G. BROWN of 
Marot’s, Indianapolis. 








AA by JOWANSEN 


‘Whar makes the smart woman smart? Her shoes 
have much todo with k . always she is secking 


the newest of the ncw 
Now, once each month we present not just the 
newest, but the best 0 ie oh, coma 
ing the fearures most 


i ete ae re 
December's presentanca. 

“Black Satin 
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Every month we help you sell the Calendar 
Style Shoe by a beautiful advertisement for 
your local newspaper and good selling letters 
mailed by us to your customer list—at no cost 
to you! All you do is give us that list. Calendar 
merchants used the advertisement and letter 
shown above on December 1. 
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ERE is one of the soundest mer- 
H chandising plans ever offered 

the retail shoe merchants of this 
country. It is born of the Johansen 
idea of giving a broader and better 
service to the trade; born of thinking 
in terms of your needs; it is the Calendar 
Style Service. 


It brings to one retail merchant in 

every town in the country— 
the opportunity of gaining new 
prestige 
of standing out as the shoe style 
authority in his community 
of stabilizing his business 
of increasing his sales to a level 
more even with the peak of his 
profit 
of making more money per pair of 
shoes by a faster turnover than 
ever before 
of attracting new and more cus- 
tomers to his store, regularly. 

It will enable every merchant sub- 
scriber to meet the fast changing de- 
mands of style with a twelve-time turn- 
over and a minimum investment in 
stock. 

This service brings to the merchant 
the right shoes at the right time at the 
right price—and at a good profit! 


And it has been wonderfully received 
so far. The merchants who have visited 
the Johansen factory since the con- 
ception of this idea, and those mer- 
chants whom our salesmen have been 
able to see in this short time, have 
seized the service on sight. Already 
scores of towns are closed. 


This is the first public announcement 
—and this is the time for you to in- 
vestigate. 


It would be ideal if you could get to 
market every month. It would give 
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you a big advantage over your com- 
petition if you would always have 
“something new” to show your trade. 
But few merchants can do that. 


Here is your chance! 


Let us describe the Johansen Calen- 
dar Style Service. 


Each month we will develop what 
fashion and sales dictate as absolutely 
the most desirable shoe to the women 
of America. We will send out, by agree- 
ment, to one merchant in a town, a 
definite number of these advance-style- 
shoes, in time to be placed on sale on 
the first of each month. 


And then we help to sell those shoes! 


Every month we will send out to a 
list of your customers a beautifully de- 
signed good-selling letter, announcing 
that your store has the “Shoe of the 
Month,” the Calendar Style. And these 
letters do not cost you a penny. You 
don’t even pay the postage. 


And in addition to that, we will furnish 
you, every month, with a most stylish 
and forceful newspaper advertisement 
—one that will simply dominate the 
shoe advertising in your local news- 
paper. The shoe is pictured perfectly. 
The copy is smart and persuasive, and 
there will be just the right amount of 
space laid out for the price you care to 
set, and your firm name. 


This Johansen Calendar Style Serv- 
ice—the stylish shoes themselves that 
we give to you exclusively, the selling 
letters that we send free to your cus- 
tomers, and the newspaper mats that 
we supply you with to sell those shoes, 
will set up your store in your town as 
shoe-fashion-headquarters. The trade 
“on-the-hill” will be interested. You 
be doing something unusual! 
Different! 


will 
Extraordinary! 





Already the map in our sales depart- 
ment on the Calendar Style Service be- 
gins to look like a pin cushion—new 
towns are taking on the service every 


day. 

Marot of Indianapolis, Famous-Barr 
of St. Louis, Payne of Topeka, and other 
leading dealers all over the country, are 
subscribers. Merchants in villages, 
towns and cities are hearing about this 
Service and are writing in. 


The idea is original with Johansen. 


We were very happy indeed to find 
this endeavor of ours to better serve 
the shoe merchants of the country so 
eagerly welcomed. We are happy that 
the trade likes it, because we realize 
that it is every manufacturer’s job to 
continuously serve his trade, first with 
good shoes, and then with good ideas 
that help to sell those shoes. 


Exclusive franchise is granted to one 
merchant in each town. You better 
write at once for the franchise in your 
town, for it’s going to make you much 
happier, and what’s more, much more 
profit, if your letter reaches us first. 


Use the coupon. It is here for your 


convenience. 


JOHANSEN BROS. SHOE CO. 
3634-3650 Laclede Avenue 
St. Louis, Missouri 


We are interested in your Calendar 
Style Service and your business build- 
ing and turnover plan for shoe mer- 
chants. If franchise is open in our city 
please give us complete details. 


Firm Name 





Street Address 








City State 








ss 
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OHANSED 
Calendar Style Service 
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: The Side Lace 
os os oe eo ce a 
ZARA EEEEE E| VER on the alert to catch the latest trend in style, 
crreAAE BEEEEE E | Primo presents the “Anita,” a new adaptation of 
a ee PAAR PREFS the side lace shoe. Women, who strive for individuality “ Anita” 
— eee and distinction in footwear, 
=a as ‘We Maya will be quick to appreciate 
SCT iti: a is 7a) this exquisite creation. Model 
ee Liem shown is in black velvet, pat- 
5 i e'. Ae ent leather trimmed. Made 
if 3 “reba lsl a on any last or heel in any 
; combination desired. 


Three week delivery 


3 . Primo Shoe ACfg. Co. 


i Ey Vom 1 Chester St., Brooklyn, N.Y. 
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SUEDE NAP BRUSHES 


The Season’s Success! 


Every 
Guest 


} . 
Enjoys Yn 


the quiet dignity, the sincere and 
kindly service and the excellent ac- 
commodations of The Hollenden. 
Facing the New Federal Reserve 
. Bank and the Six Million Dollar 
Public Auditorium, The Hollenden 
is at the center of the civic, social, 
commercial and financial activities 
of Cleveland. ENC) Ww wy 
Matured by years of service under 
the best principles, every guest re- 
ceives the welcome that brings 
travelers back to The Hollenden for 
its kindness and comfort. <» ©» 


Roscog J. TOMPKINS, Manager 


IN CLEVELAND 
“is 





















Ico 







Every customer who buys suede shoes is a prospect 
for a SUEDE NAP Brush. Its efficiency and conven- 
ience are so obvious that it sells on sight. No Findings 


Department is complete without SUEDE NAPS. 





$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 
228.36 South Avenue Rochester,'N. Y. 





lf Your Jobber Cannot Supply You, Write Us 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IN STOCK 


L101 Black Kid Whole 

Quarter Blucher. 
L 111 Mahogany Kid 
Whole Quarter Biucher 
B, C & D, Price $4.60 
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ERE is the Arch of Arches. Rigidflex com- 
H bines in itself the two qualities essential to 

arch support and arch protection, namely, 
rigidity and flexibility. These essentials are so 
perfectly embodied in Rigidflex that no man can 
fail to benefit from the use of Rigidflex Arch 
regardless of whether be has fallen arches, weak 
arches or normal arches. If fallen or weak, 
Rigidflex will provide the necessary brace and 
will secure to the wearer perfect comfort. If 
arches are normal, Rigidflex will keep them 
normal. No man or boy need ever have the 
slightest arch trouble if he will wear shoes into 
which have been built Rigidflex Arch Supports. 










Positive, or rigid 
a of the 
igidflex Arch, 


















Merchants who handle this line will secure the 
everlasting gratitude of men afflicted with weak 
or fallen arches. 






“Quality first, then--Quality”’! 













Flexible quality 
of Rigidflex Arch. 








(eeev, Maurpin & (HaAMBERS | 


ST. LOUIS, U.S.A. 
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A NEW YEAR— 

A NEW FACTORY— 

AND NEW CUSTOMERS. 
Line Up With the Lind Line 


We do better than merely make a mighty comfortable 
Felt Slipper for Men, Women, Boys, Misses and Children. 


We have room in our new factory to make them just as 
you want them. 


Our new numbers tell the story of quality and profits. 
Can we show them to you? 


LIND SHOE AND SLIPPER CO. 


Manufacturers of 
FELT SHOES AND SLIPPERS 
Main Office and Factory—106-108 Gold St. 
WORCESTER, MASS. 


BOSTON OFFICE: 207 ESSEX ST., Room 204 
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Martin's Genuine Imported 


Scotch Grain College Oxfords 








IN STOCK 





Two Real Sales Getters 
Overweight “A” Quality Leather Soles. Bleached Calf Lining 
Peck Standard of Shoemaking 
No. 860—Tan Imported Scotch Grain College Ox. Coach Last 
No. 861—Black Imported Scotch Grain College Ox. Coach Last 
Sizes & Widths: B 6-11, C 5-11, D 5-11. 


PRICE $6.10 


Order Now to Have on Hand for School and College Trade 


FREDERICK S. PECK: 


40 Thomas Street 


WORCESTER, MASS. 








Hotel Empire 


Broadway at Sixty-Third Street 


New York City 


A NEW fourteen story fire proof struc- 


ture containing every modern conven- 


ience and “Servidor” Service. 


Capacity 1,034 


The location is 


unique: Sub- Bee 


way, elevated, 
street cars, 
busses, all at 
door. 
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$2.00 per dozen $21.60 per gross 

STEELE-LOBELL CO. 

Manufacturers of Scientific Shoe Polishes A 
BALTIMORE 

SO Ne ea ae a Re ne 
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SCIENCE 


Points 


this thoroughly satisfactory 


It Took a Long Time to Evolve sisti'sti) Cane 
SHOE MEN EVERYWHERE ARE RECOGNIZING THAT 


BEAUTEX SATIN LUSTRE 


Made in accordance with our latest formula L-1030 is just what the shoe merchants have long 


needed and looked for. Steele-Lobell Co. again solve the problem. 


BEAUTEX SATIN LUSTRE 


Refreshes Color Removes Dirt 
Renews Sheen Removes Grease 
Imparts Lustre Removes Floorwax 


Sell Beautex Satin Lustre with Footwear 


your customers will get more satisfaction and wear from them. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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is Standard for Comparison 


The Original Chippewas set standards 
for out-of-door footwear. 





Their sturdy qualities—their perfect fit- 
ting lasts and careful workmanship have 
set marks that other makers of this type 
of shoes seek to attain, 


Dealers who stock them reap theic profits 
from satisfied customers. 


We'll Gladly Send Salesman or Catalog 
WRITE TODAY! 





s 
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Left Above 
No. B574—Men's 16-inch Chocolate 
Waterproof Chippewa Chrome, Goodyear 
Welt, Hand-sewed Vamp, Single Sole. 
Widths: A to E. In Stock: C, D, and col, 


No. B573—Same as above, 12 inches . $7.50 

. a No. B571—Same as above, 8 inches. . $5.75 
2 No. B50—Men’s Oxfords in Tan and 

> Chocolate Elk.......... wee. $3.50 


JS Right Upper 
VU No. B584=Men’s 16-inch B, D. Eisen- 


- ZA 
lp W44 Be ach B,D. E 
Nf, WZ Li drath’s Waterproof Paris City Veal. Good- 
SE / ed Welt , Hand-sewed Vamp and Quarter. 
yr Single Sole. Widths: A to E. In Stock: C, D 
UY OE ss 0c case edubensassek se Ge 
No. B583—Same as above, 12 inches. $9.50 
Right Lower 
No. B534—Women's 15-inch Chocolate 
Waterproof Chippewa Chrome Hand-sewed 
Vamp. Goodyear Welt, Unlined, Single 
Sole. In Stock C and D only - . 87.00 
No. B533—Same as above, 12 inches. In 
Stock: C and D only bewes . . $6.25 
No. B553—Same as above, 12 inches. 
NY California Calf only... . eie'e-« «0g se 
i \ No. B554—Same as above, 15 inches, 
4 \ \ California Calf only... .. . os 
34) AY No. B593—Same as above, 12 
fi f\\ a Chocolate Elk......... $6.25 
Ni vi \ \S ) No. B594—Same as above, 15 i 
my \\ ASW Chocolate Elk wee 
| May No. B53—Women’s Oxfords in bis 


+h 
{ \ \\ 
rl Hi Chocolate Calf 
TT 

















|| @eSesesesesssere 

























23 











December 8, 1923 


BOOT AND SHOE RECORDER 











N SECTIONS 











ae 


?* BOOT AND SHOE” 


RECORDER } 


the Great National Shoe ech 


ESTABLISHED APRIL I, 1882 


CHICAGO 


Evening Footwear Is Good 


Holiday Atmosphere Prevails at Many Shoe Stores Due to 
Appropriate Decorative Schemes 


EVERAL of the stores report women 
particularly are manifesting interest 
in merchandise other than shoes now that 
the holiday season is near. Shoe stores are 
among the early retail concerns to assume 
a holiday atmosphere with appropriate 
decorations. Neatly inscribed cards, sug- 
gesting the purchase of various articles as 
Christmas gifts are prominently placed in 
stores. The holiday colors, red and green 
are used in coloring the cards. 
The shoe business, which has been 
quiet, is gradually assuming a steadier 





Says Conditions Are 
More Stable 


George M. Reynolds, chairman of 
the Continental and Commercial 
National Bank of Chicago, is one of 
the 20 financiers, leaders in the 
banking world, from different sec- 
tions of the country, who were 
invited to give President Cool- 
idge their ideas regarding business 
conditions throughout the country. 

Mr. Reynolds believes that while 
business ectivity is not quite up to 
the level it was a few months ago, 
“the whole United States is in 
pretty good shape,” and that con- 
ditions are more stable than they 
were then. 

“The latter part of the last 
winter,” he said, “there was a 
tendency toward inflation, but the 
banks stepped in and stopped that. 
Since then there has been a steady 
improvement in conditions. Farmers 
are recovering from their economic 
troubles. In the Mississippi valley 
the improvements in agricultural 
conditions is most marked. In a few 
months the period of hard times 
among the farmers of this section 
will only be a memory of the past.” 


























tone and the anticipated heavy shopping 
during the next few weeks is expected to 
stimulate the trade generally. 


Evening Footwear Is Good 


A general increase in sales of evening 
footwear is reported throughout the trade. 
In the downtown districts, black satin, 
patent leather and suede is greatest in 
demand. 

I. Miller & Son at 41 S. State are doing 
a big business in lizard skin effects, upon 
which they have been conducting an 
advertising campaign. 


Two Big Months 


Carl Burgstahler, manager of the F. E. 
Foster store at 115 N. Wabash avenue, 
reports that October and November were 
the biggest months his store ever had. 
Business during the past few weeks has been 
especially good, he reports. Colonial 
patterns are leading in sales in’ patent 
leather, black satin and suede. An upright 
show case, near the entrance of the Foster 


ae 
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D Gavin More Shoes Sold Right 











store, has been devoted to bath mules for 
ladies made from the latest patterns in 
imported cloth. Individuality is assured in 
this line. No two peirs have been made of 
the same design of cloth. 


Impressive Brocade Patterns 


The Alfred J. Ruby, Inc., store at 60 
E. Washington street has on display some 
extremely attractive patterns in brocade. 
Their leading designs are in Oriental 
effects and black and gold which have the 
appearance of lizard skin. 


Striking Display of Men’s 


The Rogers Peet Clothing Company is 
featuring the latest in men’s shoes in a 
window display. The main feature of this 
window is a house-boot for men in ligh: 
tan calf made after the Russian style. It is 
not very high and has a heavy, plain 
leather cuff top. 


Women’s Oxfords in Demand 


The Selz store at 114 W. Madison 
street is doing a very nice business in welt 
oxfords for women. They are advertising a 
patent leather, plain toe oxford for men at 
$6.00 which is at present leading in that 
line. 





MILWAUKEE 


Holiday Shopping Gains Strength 


Women’s Preference Is for Black Patents and Brown Suedes 
—Men Buying Tan Scotch Grain Oxfords 


OLUME of business during the week 
ending December 1 showed an ap- 
preciable increase over the preceding 
week. Thanksgiving business for this year 
compares favorably with that of last year 
in many stores and in several is ahead of 
1922 in sales. Holiday shopping gains 
strength with the approach of Christmas, 
and a large number of gift sales will be 
made this year in addition to the stimu- 
lated regular business due to the presence 
of many Christmas shoppers in the shop- 
ping districts. A strong demand for felt 





slippers has already manifested itself at 
department store footwear sections, and 
buyers believe the majority of these slip- 
pers will be used as gifts. 


Women Buying Suedes and Patents 


Women show a decided preference for 
black patents and brown suedes and shoe 
merchants are expecting a big run on the 
patents as December is always a patent 
month in Milwaukee. Strap effects in 
suedes, satins, and patents are good in 
most stores and departments, while one 
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merchant is selling a large number of 
Dixie ties, being the only shoe merchant in 
Milwaukee to show them. Department 
stores are about ready to hold their large 
sales. Gimbels are holding a dispersal sale 
of a big lot of specially purchased novelty 
low shoes, bought from St. Louis manu- 
facturers and merchandised for $3.95. 


Men Like Tan Scotch Grains 


An exclusive downtown shoe store re- 
ports that men are buying well of various 
grades of Scotch grain oxfords and boots in 
tan and brown shades. The volume busi- 
ness in Scotch grains is transacted in the 
better-priced stock. This same store re- 
ports a decided run on party slippers in 
gold and silver brocade and novelty effects 
for women and a corresponding run on 
fancy patent slippers and dancing pumps 
for men. Tan is outselling black in men’s 
shoes, at this establishment, although 
most of the calf shoes sold are in black. 
Men seem willing to pay a better price for 
footwear, despite the apparently contra- 
dictory fact that the low-price chain stores 
are getting a heavy volume of business at 
this time. Men are either buying very 
good or very cheap shoes—the in-between 
grades are not moving well. 


Reports Decreased Production 


Robert M. Witting, Milwaukee, mana- 
ger of R. G. Dun & Co., in his weekly 
trade review reports that decreased 
production is noted in some lines of indus- 
try. “Production of shoes, gloves and 
leather goods, on the other hand, appears 
to be increasing,” says Mr. Witting. Retail 
business has been retarded to a consider- 
able extent by.the continued mild weather, 
and dealers in wearing apparel are begin- 
ning to hold special sales in order to move 
fall and winter goods more rapidly. Col- 
lections are reported fairly good. 


Shoe Merchants Get Publicity 


A nice bit of free constructive publicity 
of the kind every shoe merchant and every 
shoe merchants’ association can get was 
recently obtained by shoe merchants of 
Fond du Lac, Wis. Several of the leading 
merchants supplied the local morning 
newspaper with sufficient data for an 
article on ““Flappers Can’t Wear Ma’s 
Shoe.”’ The article set forth the modern 
plan of shoe construction whereby the 
manufacturer makes shoes for the growing 
foot and for the foot that has had its 
growth. While written in a whimsical vein, 
the article nevertheless got across an idea 
of benefit to the shoe merchants, in as 
much as it gave educational details of shoe 
manufacturing. 


Shoe Sales Managers Meet 


Advisability of advertising universally 
Milwaukee as one of America’s shoe mar- 
kets was discussed by R. J. Dempsey, 
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sales manager, Weyenberg Shoe Manu- 
facturing Company, at the banquet meet- 
ing of the Milwaukee Shoe Sales Mana- 
gers’ association held in the French Room 
of the Plankinton Hotel. Mr. Dempsey 
presided over the meeting in the absence 
of the president, J. C. Johnson, sales 
manager of Nunn & Bush Shoe Company. 
Thomas Trowbridge of The Wisconsin 
News, of Milwaukee, a daily paper, spoke 
on the evolution and success of shoe 
manufacturing in Milwaukee and of the 
inspiration to do greater things. He ad- 
vocated an extensive campaign of adver- 
tising through newspapers to make 
Milwaukee one of the principal shoe 
markets of the world. 


Madison Merchants’ Festival 


Preliminary plans have been drawn up 
by the city winter sports’ committee of 
the Madison Chamber of Commerce re- 
garding the big winter sports week to be 
held in that city February 12-16. The 
week will replace the winter carnival held 
last year, which attracted thousands of 
people, but which, because of its high cost 
can be held only once each four or five 
years. A ski tourney, ice races, skating 
contests and every other manner of win- 
ter sports will reign during the week in 
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His Windows Draw 
Sporting Element 


Joseph A. Schumacher,o peratinga 
shoe store in the Plankinton Arcade, 
the heart of downtown Milwaukee, 
was the first Milwaukee merchant to 
have his window display for the 
Marquette University home coming 
in place. Each year Mr. Schumacher 
steals a march on fellow merchants 
by getting in ahead with pictures of 
football stars and the Marquette 
team, and consequently his window 
is a Mecca for the sporting element 
of the town as well as many of the 
4000 university students. The ad- 
vertising obtained in this way is 
highly valued by Mr. Schumacher, 
as is the good impression such ag- 
gressiveness makes on the student 
body which is estimated to spend 
$2,500,000 in Milwaukee every year 
on necessities alone, outside of room 
and board. 











February, and merchants hope to attract 
a large number of shoppers to the city, 
using the entertainment as an incentive 
for them to come to Madison. 





ST. LOUIS 


Shoe Volume Inspires Complaints 


Merchants Report Decided Improvement Followed Cold 
Weather Spell—Holiday Buying Commences 


RIDAY and Saturday of the week 

ending December Ist were reported as 
being good in the majority of retail shoe 
stores. The earlier part of the week had 
little activity. Thanksgiving Day was 
welcomed by Jupiter Pluvius who re- 
mained on the job all day. The cold 
weather which changed over night created 
good volume on Friday which held through 
until Saturday. One store reported Friday 
and Saturday as two of the best days it 
experienced in a long while and good in- 
creases on these days were shown over the 
same period of a year ago. 

The Christmas shopping in the depart- 
ment stores has focused attention on 
holiday purchases and some comment was 
made of this situation. On the whole there 
is much complaint on the volume that is 
being done. Most of this lack of business is 
for the most part the disappointment of 
anticipated rather than actual loss in 
sales. 


Satin Is Style Leader ~ 


The style situation remains approximate- 
ly the same, satin leading in the sales. 
Patent with contrast trimming is being 
shown and featured in a few stores. 
Oxfords are selling in about the same pro- 





portion as in the past month. The weather 
has been too fair for heavy footwear and 
for this reason snow is the one desired 
element which is predicted to boost the 
shoe business. 
Talk About Colonials 

Colonials are causing much discussion 
among retail shoe merchants. So far few 
have been shownand these are for the most 
part in the ultra stores. Caution is the 
word which best describes the attitude of 
the retail shoe merchant in committing 
himself on the style situation. Some orders 
have been placed for January and Febru- 
ary selling and colonials are mentioned as 
part of the order. 

The Christmas slipper business has 
made its debut and a few reports indicate 
fair volume. 


Shoe Mart Open Branch 


The Shoe Mart, one of the veteran 
institutions in the retail sboe field, opened 
a branch in Wellston at 6602 Easton 
Avenue, and the stock will be practically 
the same a3 that carried in the down-town 
store with larger percentage of the 
moderate price merchandise. M. M. 
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McCain, vice-president of the company, 
has appointed G. P. Wittmond manager 
of the new store. Mr. Wittmond has been 
connected with the down-town store for 
some time. 


Advertise Branch Store 


Swope’s Children’s Branch is being 
effectively advertised through a series of 
four mailing cards which illustrate a new 
style on each card. 


Worther Made Floor Man 


F. F. Worther, connected with Sensen- 
brenner’s in a sales capacity for the past 
12 years, has been placed in charge of the 
first floor under R. P. McCain, manager of 
the shoe department. 


Manufacturers Hold Meeting 


The St. Louis Shoe Manufacturers aod 
Wholesalers Association held their month- 
ly meeting at the M. M. A., Friday noon, 
November 30. Al. White, president, 
presided. Allotment of sample rooms and 
other matters pertaining to the N.S. R. A. 
convention were discussed. 


Brown Yearly Report 


The pamphlet report of the Brown Shoe 
Company for the year ending October 
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31st last, issued recently, shows ratio of 
current liabilities at better than 2% to 1. 
Earnings show at the rate of $11.80 a 
share on the common stock against $10.98 
a share in the previous year. Balance sheet 
items are as follows: Assets curreat, $14,- 
552,803; other assets, $241,489; plants, 
$1,604,803; lasts, trade name, good-will, 
patent rights, $4,966,365. 

Liabilities—Current, $5,254,262; reserve 
for contingencies and taxes, $691,500; 
preferred stock, $4,812,500;common stock, 
$8,400,000; surplus; $2,206,805. Totals for 
assets and liabilities, $21,365,068. 


Vogue Shoes Selected 


The Vogue Boot Shop received a nice 
compliment when it was selected by the 
St. Louis Cosmetician Society to furnish 
the shoes for the models who displayed the 
accomplishments of the members of the 
organization in a beauty and style revue 
given at the Statler Hotel recently. 


Police Shoe Featured 


Boyd-Richardson have displayed in 
one of their Sixth Street windows a police- 
man’s shoe, which has been cut in half. A 
description of the various materials in the 
shoe is attached to a ribbon leading from 
that particular part of the shoe to the 
card. 





CINCINNATI 


Healthier Tone Is Reported 


Quiet Conditions Show Improvement in Shoe Stores—Holiday 
Trade Slow in Starting 


HE sales of women’s footwear in- 

creased during the week ending Dec. 
1 in the retail shoe stores. The Thanks- 
giving holiday, of course, meant one day 
less in the week in which to do business, 
but all of the stores profited the last two 
days of the week with big sales reported 
by many of the merchants. All of the 
schools were dismissed over the week-end 
from Wednesday, November 28, until 
Monday, December 3, and the high school 
and college girls had an excellent oppor- 
tunity to do Christmas shopping. 

Retail business in general has been some- 
what quiet up to the present time. The 
volume of sales during the last ten days, 
however, has taken an upward trend, but 
weather conditions have been a tremen- 
dous handicap and not a great deal of 
holiday business has been done thus far. 
Merchants expect a large business in the 
next three weeks and all indications point 
to a record Christmas sales season. 


Black Is Most Popular 


Blacks are still holding their place at 
the head of the procession. Women seem 
to be giving the preference to black shoes 





and the sales of practically every retail 
shoe store in Cincinnati reflect the femin- 
ine choice of black. As a result there have 
been good sales of black suede shoes and 
also a satisfactory volume of business 
done on black satins and black patents. 
Merchants expect black to hold its com- 
manding position through December. 

Colored shoes, while restricted to a 
minority of the sales, have been selling 
well. Brown suedes have been moving in 
fair quantities. Grays are in demand in 
limited numbers, while beige is not as 
active as it was a month or so ago. Shoes 
for evening wear have been marketed in 
good quantities and several leading retail 
shoe merchants have successfully played 
up expensive evening shoes lately with 
excellent business as a result. 


Merchants are putting considerable 
effort into the selling of house slippers. 
They are advertising them extensively 
and also are devoting much window space 
to them. The sales of house slippers, as a 
result, are growing and a satisfactory vol- 
ume is expected to be sold before the holi- 
day season comes to an end. 








77 


Business on men’s shoes continues to be 
steady with buyers showing a decided 
preference for browns. Prominent mer- 
chants have been pushing the idea of black 
shoes for evening wear and have gained 
much ground. There is a healthy demaod 
for patent leathers and also for patents 
with cloth tops for full dress wear. The 
trend of sales is towards high shoes which 
are selling far ahead in proportion to 
oxfords. 


Color in Shoes 


The current issue of Better Patterns, the 
monthly house organ of The Wiechman 
Pattern Company, stresses the idea that 
color sells more shoes. It suggests that the 
slogan, Color Sells More Shoes, should be 
added to the present slogan of “Shoes for 
the Occasion.” This same issue also points 
out the fact that French women consider 
the selection of their shoes of more im- 
portance than the selection of their gowns. 


Shoe Store’s Name Contest 


W. C. Seekatz, manager of the Gibson 
Boot Shop, 38 East Sixth Street, is seeking 
a new name for his store. This retail shoe 
store was formerly located in the Gibson 
Hotel Building on Walnut Street, but now 
that the location has been changed, a new 
name is desired. Mr. Seekatz is offering a 
prize contest to find the right name for the 
store. Four prizes of $25, $20, $15 and $10 
are offered. The contest opened on Novem- 
ber 26 and will close on December 18. 
Many names have been sent in already. 


New Regal Front 


The Regal Shoe Company’s Cincinnati 
retail store, 429 Vine Street, has just com- 
pleted the installation of a new front. The 
new display windows, which are arranged 
to give a display of footwear on three 
sides, are among the best in the city and 
will undoubtedly be potent factors in in- 
creasing the volume of business being 
done by the store. There was no interrup- 
tion to the store’s regular business during 
the installation process. 


Show Riding Boots 

The Potter Shoe Company took ad- 
vantage of the annual Horse Show event, 
which was held at the Cincinnati Riding 
Club recently to feature riding boots for 
both men and women in their display win- 
dows. A large picture connected with the 
Horse Show was shown in each of the two 
large display windows as a background 
for the boots. This company also dis- 
played evening slippers in gold and silver. 


Potter Employees Meet 


Judge Charles Hoffman and A. C. 
Crouse were the chief speakers at the 
last meeting of the employeesof the Potter 
Shoe Company. 
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PORTLAND, OREGON 


Unfavorable Weather Curbs Buying 


Lack of Rain a Factor in Retarding Shoe Game—Style Con- 
ditions on Satisfactory Basis 


ORTLAND shoe merchants are ask- 
| for just one thing—rain, and 
plenty of it. For never in the history of 
those who are now in business has the 
weather been more unfavorable to busi- 
ness. Continued sunshine and dry weather 
have broken the records of many years and 
advertised the climate of Portland, but 
the effect on the shoe business has been 
most disastrous. A season which promised 
to be unusually good in every respect has 
been changed to an unusually dull one. 

With general conditions much stimu- 
lated and prospects rosy for a rush season, 
merchants ordered heavily. The months of 
September, October and November, which 
are all counted as the rainy months in 
Portland, passed with scarcely a shower. 


Rain Is the Required Stimulus 


Collections are good, according to the 
general report, and business conditions in 
the city are also good. It is the general 
belief of shoemen that when the rains 
start, business will make up for the slow 
season to a great extent. 


Demand for Good Quality 


“There has never been a better demand 
for shoes of the higher quality and price 
since the war,” asserts Will A. Knight of 
the Knight Shoe Co. “It is not business con- 
ditions which are holding up business, but 
the weather and there is nothing to do but 
wait until it changes. The only thing which 
it pays to push just now is house slippers. 

“Style conditions were never more 
satisfactory. Women are not demanding 
the variety of patterns they did a year ago 
and we are able to size up in all good 
patterns. Black satin is still leading and 
black and brown suedes are second. 
Patent leathers anda few graysare selling.” 





Gold and Silver Slippers 


French brocades for evening wear are 
meeting with much approval with women 
shoppers at the Staiger store. Other lines 
of evening footwear are having good sale 
and lovely new numbers in gold and silver 
with an interesting arrangement of strap 
fastening are in good demand. 


Shoe Window Wins Prize 

First prize for the best window display 
made by any Portland store featuring the 
Pacific International Livestock Shoe, was 
awarded to the C. H. Baker Morrision 
Street store. Frank C. Meadows, manager, 
and Earl M. Johnston, display man, 
designed and arranged the prize winning 


window. The contest was held by the 
Advertising Club of Portland and a cash 
award of $25 given to the winner of first 
place. 

The Baker window showed a life-sized 
horse saddled and held by a feminine 
model in smart riding habit. A green 
hurdle was used for the background and a 
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single pair of black riding boots, with 
those worn by the model, were the only 
footwear displayed. 


Goodyear’s Special Sale 


The Goodyear Shoe Company recently 
held a special sale with shoes priced at 
$4.85 and $5.85 for women, with a few 
patterns at $3.95. Men’s and children’s 
shoes were included in the sale with men’s 
oxfords and shoes priced in a group at 
$4.95. Children’s shoes included heavy 
boots for boys and sturdy school shoes in 
many patterns, priced in groups from 
$2.95 to $4.35. 





CLEVELAND 


Busier Note Characterizes Trade 


Holiday Shopping Is on in Earnest and Shoe Merchants Are 
Ready for the Anticipated Increase 


HE annual Christmas shopping per- 

iod is on in full blast in this city. 
Evergreens in decorations for stores and 
windows; attractively decorated Christ- 
mas trees, toys in department stores, 
rushing crowds in the streets and crowded 
store aisles are all evidences of Christmas 
buying season that may be seen in a 
stroll through Cleveland thoroughfares 
and stores. 

Merchants selling shoes are gettiag 
out their finest hosiery, buckles, slippers, 
and smart models. They are dressing up 
their stores and windows. 

Combined with the increased business 
that comes each year under the stimula- 
tion of Christmas buying, it rained here 
on Friday November 30, which was a 
holiday for school children. As a result 
merchants did a very good business that 
day in school shoes. 

For the school misses, mothers prefer 
low shoes, about 60 per cent of the sales 
being in that type. Boys bought both low 
and high, with low predominating, al- 
though in not so large ratio as was the case 
with respect to girls’ shoes. 

Women here are still buying low shoes, 
with black the preferred color. Men are 
taking stronger to high shoes than they 
did last year. 


November Behind 1922 


Merchants agree that the volume of 
retail shoe business in this city during 
November, 1923, was not so great as it 
was in 1922. 

The fall months in 1922 were colder 
and more disagreeable from a weather 
standpoint than this year, and that also 
is true with respect to November during 
the two years. The number of employees 
here in factories this November does not 
equal those in 1922, but merchants are 
attributing the drop in trade in November 


of this year, largely to unfavorable 
weather. 


Interest in Colonials 


There has developed recently a tendency 
on the part of retail shoe merchants to 
lay in a stock of Colonials for January 
showing. When the salesmen went through 
bere weeks ago and displayed their Colon- 
ials, merchants did not take kindly to 
them. But lately some of these very 
merchants have been taking quiet trips 
to the eastern markets to make their 
purchases of Colonials, and others have 
been laying in supplies from local repre- 
sentatives of manufacturers. True they 
are not buying heavily, but Cleveland is 
certain to see a liberal display of Colonials 
during January. Merchants in New York, 
Philadelphia, Chicago and Washington 
are doing likewise, rumor says. 


The Color Subject 


Ed. H. Aymar, manager of the Halle 
Bros. Co., shoe department, returned the 
last week in November from a trip in 
eastern cities where he studied business 
conditions and trends in the shoe business. 
Mr. Aymar is a member of the National 
Style Committee of the National Shoe 
Retailers’ Association and the National 
Boot and Shoe Manufacturers’ Associa- 
tion. 

Names Three Colors as Leaders 


Speaking of the color tendencies and the 
efforts that are being made in certain 
quarters to keep the trade constantly 
moving about in a riot of colors and many 
new models. Mr. Aymar said that in his 
judgment that after the shoes have been 
made of the material and colors of the 
many models, and the trade has been 
sounded out on all that the manufacturers 
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produce, the outstanding colors will be 
just three. They are the Js, which are a 
beige, color 31, which is a medium shade 
of gray and otter which is a medium shade 
of brown. 

These colors are neutral. Shoes of these 
shades may be worn with most any apparel 
and the lady will not have an uncomfort- 
able feeling when she glances down at her 
shoes. 
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As for the lizard skins and the alligator 
skins that are to be made into shoes, Mr. 
Aymar is of the opinion that, because of 
price considerations, they will not go to 
any large extent with the retail business. 
These hides will be used largely for decora- 
tions, and some mighty attractive models 
can be purchased. For January showing, 
Aymar has purchased some glaze, gun 
metal patent leather and colonials. 





SALT LAKE CITY 


Black Is Most Popular Color 


Need of Wet, Snowy Weather to Add Zest to the Retail Shoe 
Trade—Men’s Buying Is Slow 


HERE is a dull tone to the retail shoe 
trade here. Volume of sales during 
November compared favorably with the 
1922, but that is not putting much stress 
on the situation because the latter part of 
November a year ago was also quiet. 
Some wet, snowy weather would greatly 
stimulate the shoe business. There bas 
been little evidence of winter so far. That 
the inactivity cannot be due to any indus- 
trial depression may be gathered from the 
fact that retail merchants in lines not 
dependent upon weather conditions, such 
as jewelry, musical merchandise and the 
like, are doing well. 


Blacks Selling Best 


Blacks seem to be as strong as ever, 
although, as one merchant insisted, there 


is not enough business to enable one to 
furnish a satisfactory report on the style 
trend. Most of the leading stores carrying 
women shoes, however, agreed that black 
satins and black suedes are leading every- 
thing else. 

The men’s business is quiet. Oxfords 
seem to be holding their own, but in the 
matter of colors reports are somewhat 
conflicting. Some of the stores report 
blacks are leading, but one or two report a 
better demand for tan. The Hunter- 
Thompson Company has found a good call 
for dress oxfords. 


Merchants’ Association Is 
Active 
The shoe merchants’ association is 
more active now than it has been since the 





Fitzpatric’s, in Los Angeles, is one of the newest of shoe stores in that city. The interior of the store is 
artistic with rich rugs and dark blue velvet chairs arranged obliquely through the center of the room. 
Just inside the entrance is a show-case displaying satin and brocade evening slippers, and to the 


right of the entrance is the hosiery department where the latest hosiery and buckles are on display. 
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successful convention which was held here 
in September of last year. Luncheons are 
being held at the Chamber of Commerce 
and at a gathering scheduled for the near 
future the subject of sales is to be dis- 
cussed. 





Fort Worth Notes 


Morris Shop Opens 


The Morris Boot Shop had its formal 
opening recently. B. G. Morris, manager of 
this new and exclusive shop, is a well- 
known shoe man. He was with the W. C. 
Stripling Company for some time prior to 
his becoming a traveling salesman. 

The store is selling Morris built shoes. 
The hosiery department is under the 
supervision of Mrs. J. P. Street. Others in 
the sales department are Jack Hight, Don 
Waddington, and Miss Lloy Robinson. 







































New Shoe Department 


W. B. and H. K. Taylor, Jr., have ex- 
panded their activities and have opened 
a shoe department in the Jackson Ready- 
to-Wear Shop. 

J. Pope Boynton is manager of the Shoe 
Department at the Jackson Shop. . 


Managing Dallas Store 


Tommie Winstead, formerly of the 
Beacon Store, has been promoted to the 
managership of the Beacon Store of Dallas. 
Joe Wallace is manager of a Beacon store 
of Oklahoma. He formerly was at the 
Beacon store. 





Buys Half Interest 


George W. Nickerson, one of the best 
known shoemen in South Carolina, has 
bought a half interest in the Watson Shoe 
Company of Columbia, S. C., and has 
taken active charge of that store. 

Mr. Nickerson’s stock in Nickerson’s 
Shoe Store at 1237 Main Street, Columbia, 
has been purchased by his brother, C. A. 
Nickerson and R. H. Parks, Jr. 

George Nickerson went to Columbia 15 
years ago with Watson’s Shoe Company. 
In 1919 he gave up his position as assist- 
ant manager of Watson’s to enter business 
with his brother. 





Wearing Gaiters with Oxfords 


Washington—Shoe merchants in Halifax, 
Nova Scotia, report that many customers 
are adopting the use of the gaiter with the 
low shoe. 

During the remainder of 1923, the trade 
in boots and shoes in the Maritime Prov- 
inces will be mainly of the heavy footwear 
type. Despite inclement weather condi- 
tions there is a growing preference in the 
Halifax district, with both men and wom- 
en for low shoes. 
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Extra heavy silk for the warp and four-ply Skinner’s Shoe Satins are 36 inches wide and 
cotton for the filling, together with the ut- are made in four different qualities to meet all 
most care in weaving, give Skinner’s the extra the requirements of the trade. There use in 
strength so essential in shoe satins. Uniform footwear gives both manufacturer and mer- 
quality means uniform satisfaction. chant an additional selling argument. 


‘*‘Look for the Name in the Selvage’’ 


WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia 
Mills—Holyoke, Mass. Established 1848 








Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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Better Response in Shoe Business 


Increased Sales Result of Sales Held in Some Stores—Early 
Start in Christmas Shopping 


ONDITIONS in the retail shoe trade 

here continue without much change. 
Business has improved to some extent, but 
it still lacks the snap that merchants feel 
should be apparent at this time of the 
year. Where volume has been stimulated 
it has been in response to cut price sales. 
There have been a large number of such 
sales within the past few weeks, all of 
them showing good response on the part 
of the purchasing public. At the same time 
many of the merchants declare that cut 
prices do not provide a solution to the 
problem at present and have been holding 
aloof from such practices. 


Reports of Price Cutting 


One of the best known stores in town 
recently placed three or four models on 
sales at cut prices for only a few hours 
in one morning. The results were satis- 
factory in that it drew an additional 
number of customers into the store and 
other than sale footwear was sold to a 
large number of them. 

The department stores are doing rela- 
tively more price cutting than the stores 
handling footwear exclusively. It is evi- 
dent from the statements of retail shoe 
merchants and sales figures reported to 
the Federal Reserve Bank here that the 
department stores are doing a larger foot- 
wear business than are the regular shoe 
stores. 


Good Sales of Evening Footwear 


One of the bright spots ia the trade so 
far this season has been the fairly good 
demand for evening slippers. The demand 
is spread out over the entire price range. 
More low-priced evening slippers have 
been sold this year than in many years 
past, according to an official of a chain 
store organization that caters to the lower- 
priced trade. In the Fifth Avenue shops 
the demand for fine brocaded slippers 
ranging up to $30 and $35 in price is 
reported consistent and good. Several 
shops report that their evening slipper 
business is running ahead of this time last 
year. 

Another bright spot is the children’s 
shoe trade which usually reached its 
peak about this time of the year. The 
injection of style in children’s shoes, 
according to several merchants here has 
aided materially in stimulating this trade. 
Sales on children’s shoes have been less 
frequent than in the adults’ lines. 


Wanamaker Holds Sale 


John Wanamaker held a large sale of 
several thousand pairs of women’s shoes 


at $3.85 a pair last week. The shoes were 
reported to be the entire stock of one 
manufacturer. The styles included ox- 
fords, low and high-heeled strapped 
models and several gored styles. The value 
appeared to be excellent and the sale was 
well attended. 


Little Rubber Trade 


So far there has been no effort to stir 
up trade in rubbers. Merchants are con- 
fident that proper weather conditions will 
bring the usual demand for overshoes and 
regulation rubbers, but in the absence of 
such weather there is little use in cutting 















Christmas Shopping In- 
creases Sales 


The shoe stores are beginning to 
feel some of the increased business 
coming from Christmas shopping. 
Felts and boudoir slippers are being 
bought in fairly good quantities. 
Some of the shoe stores have held 
special Christmas sales on hosiery 
with good success. Buckles and the 
smaller ornaments for shoes also 
have shown some increase because 
of the approach of the holidays. 








prices. Some sales of overshoes have been 
made and the early business indicates 
that they will be good from a style stand- 
point. The overshoe with the automatic 
fastening is regarded as a style leader by 
most shops here. 





BROOKLYN 


Spring Samples Nearing Completion 


Larger of the Factories Running Between 60 and 70 Per Cent of 
Capacity—Orders Coming Slowly 


ROOKLYN shoe manufacturers are 

still experiencing the dullness oi the 
between season’s period. Spring orders 
are not yet coming into the factories in 
sufficient quantities to enable the manu- 
facturer to lay out complete production 
schedules. Cutting room forces have been 
reduced considerably in the last week or 
two and there have been some lay-offs 
in most of the other departments. The 
larger factories are running between 60 
and 70 per cent in most cases, according to 
careful estimates. It is impossible to get 
a general statement covering the opera- 
tions of the numerous small plants 
throughout the section. 


Spring Samples Almost Ready 

Spring sample lines are nearing com- 
pletion. There is no radical change shown 
so far, although the manufacturers are 
watching the style trend closely for some- 
thing that will jump into the lead. The 
samples so far are fairly conservative and 
are covered mainly by the strapped, gore 
and small tongue style groupings. 

For immediate and nearby delivery, 
patent,’ satin and ooze are the principal 
materials that are called for. In stock 
departments still report a good demand 
for black and brown satins in conservative 
styles. 

There is some speculation in Brooklyn 
concerning the possibility of fully reviving 
welt shoes. The efforts of women’s gar- 
ment manufacturers to bring back the 
suit for spring wear is being closely 
watched. If tailored suits again come into 
fashion, welt shoes are likely to feel the 


reaction, it is believed here. At any rate 
the tendency toward the use of woolens 
of the sports character for coats for 
spring, is expecced to have some effect 
in making welt shoes more popular. 


Vogue for Fancy Trimmings 

Looking farther ahead most of the manu- 
facturers here feel that high colored trim- 
mings are likely to be strong in the late 
spring and early summer. High colored 
trimmings on whites is being talked up. 
The apparent growing vogue for fancy 
leather trimmings, such as lizard, alliga- 
tor, etc. is being pushed strongly by some 
of the Brooklyn producers. 


Providence Notes 


Gladding’s, 157 years old, celebrated 
its anniversary with good success. Mana- 
ger D. Hughes of the shoe department 
states business as being good with patrons 
taking advantage of several mark-down 
numbers during the sale. 


The Whittemore Boot Shop in Butler 
Exchange is pushing Menihan Arch- 
Aid shoes. They are offered in both ox- 
ford and strap patterns and the fact is 
pointed out that they combine both com- 
fort and good style. W. P. Butler Shoe 
Store has this agency in Pawtucket. 





“Bob” Lauder, manager of the new 
Douglas store, was recently elected secre- 
tary of the Rhode Island Shoe Retailers’ 
Association to succeed Frank B. Kenyon, 
who recently resigned. 

Mr. Kenyon was formerly manager of 
the Crawford shoe store. 
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Where to Buy 


Women’s Shoes 














J.W. BARNARD & SON 
Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 















Phillips Shoe Co., inc. 
Makers af 

Women’s Turn 

Slippers 

276 RIVER STREET 
Haverhill, Mass 
Boston Office 

207 Essex Street 









FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our o w models for Spring are attracting most 
favorable attention. Hand turn slippers ond 
pumps in the latest designs an: fin si 'en! hers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











Where to Buy 


Ballet Slippers 




















BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 

BLACK BALLET SLIPPERS 

Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes Ll}to2 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N.Y. 
















BALLET SLIPPERS 


all styles and 
colors— Black 





FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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PHILADELPHIA 


More Activity.in Staples 


Most of Factories Operating on Back Orders and Some for 
Spring—Good Prospects for Holiday Season 


OR the past few weeks manu- 
facturers here have been reporting a 
litt'e more activity in staples. At first only 
a few noticed any tendency towards more 
conservative patterns but during the past 
week the number has increased. Jobbers, 
retail shoe merchants, glazed kid manu- 
facturers, and other branches of the trade 
have also commented upon this turning 
from the extreme patterns to more con- 
servative models. While no one is ready 
to predict a big run on staples it seems 
quite certain that they are more in demand 
now than they have been for some time. 
Factories generally are operating at 
about 50 per cent of their capacity. Most 
of their work is on back orders though 
here and there a few orders calling for 
early spring delivery have come in. 
Several manufacturers have made slight 
advances in certain lines while others are 
still willing to shade the price a little to 
get some business. With inventory period 
approaching, conditions are not expected 
to show much improvement before the 
end of the year. 


Slippers Active 


With the approach of the holiday season 
slippers show increased activity. One firm 
which specializes on slippers reports both 
felt and leather in good demand. Old rose, 
oxford gray, and lavender are the best 
selling colors. This firm says that Decem- 
ber of last year was the best month in its 
history and that present indications are 
that sales during December of this year 
will beat those of the same month in 1922. 

The shoe business shows no improve- 
ment, according to the reports of whole- 
salers. There is a slight tendency toward 
staples and some demand for heavy foot- 
wear, but there is no life to the trade. 
Prices remain unchanged and collections 
are slow. 


Hosiery Generally Active 


Hosiery sales for the holiday season 
have started with such a rush that dealers 
expect to break all previous records. Aside 
from holiday trade business has been 
fairly active with the turnover for the year 
expected to equal if not exceed that of 
1922. 


Wholesale Merchant Moves 


Bell Walt and Company, Inc., has 
moved its store from 28 North Third 
St., to 43-45 South Second Street, both 
of which properties it has purchased. This 
firm did business for 45 years in the block 


on North Third Street from which it just 
moved. On South Second Street the firm 
will occupy the five-story building at 
No. 45 and the basement and 3rd and 4th 
floors back at No. 43. The buildings have 
been modernized and will provide ample 
facilities to handle this company’s grow- 
ing business. 


Parrott in Harness Again 


H. Parrott, who has been ill for more 
than a year, has resumed his duties 
with the J. Edwards & Company after 
fully recovering. 


Retail Offerings 

Among the various models for women 
being featured by the Geuting stores 
here are all gold or silver kid, metal 
brocades in a variety of designs in self 
tones and in combination with gold and 
silver kid, Paisleys in Persian effects in 
both silks and velvets, and solid toned 
velvets, and brocaded velvets. Patterns 


range from the plain pump to the most — 


intricate inter-twined strap and cut-out 
effects. These stores are also featuring 
a sandal effect at $7 in gun metal calf and 
patent leather with suede sandal strap. 
At $8 it is offered in suede with patent 
strap. A buckle strap model is also offered 
at $7 in tan and black calf. 

Among the features for men are Edwin 
Clapp Kangaroo shoes, the “‘Manager,” 
a high and low shoe with a heel seat two 
sizes narrower than the ball, in black and 
tan, both regular and waterproof models 
at $10.50 for the high and $9.50 for the 
low, and “Dri-foot,”’ in tan calfskin and 
black and brown kidskin with a rubber 
welt, rubber slip-sole, stout outer soles 
and extra weight inner sole at $7.75. 

In children’s footwear these stores are 
carrying a very extensive line of mocca- 





Christmas Buying May 
Break Record 


Business men here are looking 
forward to a record breaking Christ- 
mas business this year according 
to Henry H. Smith, secretary of the 
Retail Merchants’ Bureau of the 
Philadelphia Chamber of Commerce. 
He says that business men here are 
expecting a volume of sales amount- 
ing to $250,000,000 as compared to 
$220,000,000 for 1922, basing their 
hopes on advance orders already 
placed. 
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sins and walking shoes for babies, house 
slippers for the children, school shoes for 
boys and girls, and heavy durable shoes 
for boys. 

Harper’s Shoe Shop is featuring a line 
of men’s and boys’ shoes, rubbers, boots, 
and arctics at its new location, 1613 
Margaret St. 
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A special salé of women’s and children’s 
shoes materially stimulated business re- 
cently at the Economy Shoe Store, 5605 
Chew Street. 

Velvets and suedes are being pushed by 
the Stines store in South Philadelphia. It 
makes a specialty of sizes 314, 4, 44% and 
A and B widths. 





BROCKTON 
Seek Lower Production Cost 


Manufacturers of Men’s Cheap Shoes Advocate Lower Wage 
Scale as Measure to Stimulate Business 


ANUFACTURERS of this city and 
Wileee of nearby towns making the 
cheaper grades of men’s welts are seeking 
lower costs of production on this class of 
footwear. This matter recently came pro- 
minently before the trade through action 
of the Brockton Shoe Manufacturing Com- 
pany which operates a factory in the near- 
by town of Holbrook. This concern has its 
principal plant in Brockton, producing in 
the Holbrook plant a cheaper line of men’s 
welts. Holbrook workers recently voted to 
work at the company’s plant in that town 
at wages which did not include a 10 per 
cent wage restoration granted to shoe 
workers in Brockton. In the opinion of 
General Manager E. F. O'Neill of the 
Brockton Shoe Manufacturing Company 
the action of the Holbrook workers should 
be followed by a similiar decision of work- 
ers in Brockton and the Brockton district 
generally. 


Brockton Should Make All Grades of Shoes 


It is the opinion of Manager O'Neill as 
well as that of members of other concerns 
in Brockton making the cheaper grades of 
men’s welts that this class of footwear 
should be produced in a large volume in 
Brockton for the purpose of getting vol- 
ume production and thus putting this city 
in a position where business on men’s cheap 
welts can be secured in competition with 
other shoe centers. 

William E. Doyle of Wall, Doyle & 
Daly Inc., says on this point that there 
should not have been a 10 per cent wage 
restoration in the cheaper grade factories of 
Brockton; and that in his opinion if a ref- 
erendum vote were taken in his factory 
the operatives would vote to work with- 
out the wage restoration. He adds that 
Brockton factories making the cheaper 
grades of welts have been a most impor- 
tant factor in Brockton’s prosperity and 
that if this class of factories cannot com- 
pete with concerns elsewhere by reason of 
labor costs, a cessation of work is inevita- 
ble. It is the general opinion of shoe manu- 
facturers who make the cheaper grades of 
welts that the Holbrook shoe workers who 
waived the 10 per cent advance used ex- 
cellent judgment, and that they will ob- 





tain steady work and receive more than 
$100,00 in wages which they would other- 
wise have lost. 


Opens Branch Factory 


The Rockland Welting Company with a 
plant in the neighboring town of Rock- 
land, Mass., has established a branch 
factory in Milwaukee, Wisconsin. Machin- 
ery has been installed and the new plant is 
practically ready to begin business. The 
branch was established for the purpose of 
facilitating the business of the concern 
with shoe manufacturing houses of the 
middle and middle western states. V. L. 
Peasley of the Rockland factory will be in 
charge of the new plant. 


Story of World Cruise 


Among the many attractive features in 
the current issue of Walk-Over Shoe 
Prints, a magazine issued by George E. 
Keith Company, is an illustrated story 
entitled: “A Cruise Around the World,” 
is written by Vice-President Myron L. 
Keith of the Company. In addition to a 
readable account of the journey there are 
photographs showing Mr. and Mrs. 
Keith in many far-off lands, including 
Egypt, Japan, Ceylon, Java, China and 
Hawaii. The Walk-Over Print Shop re- 
produces in color two of a series of window 
cards depicting ““Great Americans,’’ while 
the verses by Editor William T. Card, ad- 
vertising manager for George E Keith 
Company, are of real merit. 


Operates 15 Stores 


R. E. Brownell of Brownell Shoe Com- 
pany, operating 15 retail shoe stores with 
headquarters at Meadville, Pa., was in 
Brockton lasi week. It was Mr. Brownell’s 
first visit to this city for several years 
during which time he has not handled 
Brockton footwear. He placed a sub- 
stantial order, however, with a local house 
making a popular price line which will un- 
doubtedly be the beginning of re-estab- 
lished relations with Brockton. 

Mr. Brownell began his business career 
as a retail shoe man inthe city of Puxsu- 











Where to Buy 


Men’s Shoes 

















tacy Adams Co. 
Manufacturers of 

MEN’S FINE 

SHOES 


Brockton, Mass. 

















Commonweauta Suoe & Leatuer Co. 


WHITMAN, MASS. 








One Pair 
Sells 
’ Another 


T. D. Barry Co. 


Brockton, Mass. 


ABOVE. ALL 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address 11 Communications to the 
Factory at 


BROCKTON, MASS. 
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| Where to Buy 


Men’s Shoes 

























PULLMAN TRAVELING SUPPERS 4 


better*than ever in Quality and fit 
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M. GUSTIN CO. 
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Carried Stock 
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Best Mave a Knows How 
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Waren ty Your Town We Wiz Visit You 


Stock Dept. 5 
Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 

































HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 

















Boston Office: Room 214 United States Hotel 


Do You Know 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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tawney, Pa., and later at Meadville in the 
same state. In the latter city he now makes 
his home, also headquarters for operating 
the Brownell Shoe Company. These stores 
are located as follows: One each in Oil City, 
Titusville, Corry and Ellwood City, Pa. 
In New York State, two in Jamestown, one 
each in Elmira, Lockport and Dunkirk and 
two in Niagara Falls. In Ohio one in Ash- 
tabula and one in Mansfield; one in 
Cumberland, Md. 

Mr. Brownell says: “Each of our es- 
tablishments is what is known as a family 
shoe store,carrying complete lines of men’s, 
women’s and children’s footwear. I re- 
gard the Boot and Shoe Recorder as indis- 
pensible to an up-to-date retail buisness. I 
have taken personally your publication 
since 1895, and in nine of our stores the 
Recorder is a weekly visitor.” 


Shoemen Hear Address on 
Advertising 


Twenty-two firms, interested in the 
shoe manufacturing industry, were re- 
presented at a meeting of the Old Colony 
Advertising Club held at Castle Inn, Ab- 
ington, on November 27. The principal 
speaker was Charles Coolidge Parlin, 
director of the division of research of the 
Curtis Publishing Company of Philadel- 
phia. His subject was, “When It’s So 
Easy to Know—Why Guess?” He spoke 
on advertising, declaring it to be the most 
interesting phase of business. 

Mr. Parlin said economic conditions had 
changed greatly, making advertising now 
of much greater value. He pointed to the 
comparative figures of high school stu- 
dents in 1890, which was 400,000 to 
2,000,000 of today. He said this indicated 
that the people were becoming more and 
more educated and as they developed 
mentally expressed more interest in ad- 
vertising and read more. ““The advertising 
of today should reflect the thought of the 
executives of the business and get their 
ideas to the public,” the speaker said. 


Terhune and Stone Speak 


Everit B. Terhune, publisher of the 
Boot and Shoe Recorder, and James H. 
Stone, president and editor of the Shoe 
Retailer, spoke on interesting subjects. Mr. 
Terhune’s message to the audience of 
about 80 carried a cheerful note. He pre- 
dicted a marked improvement in the shoe 
industry and declared that the district 
possessed an extremely valuable asset in 
the name it bears for good quality in shoe 
workmanship established years ago and 
still prevailing. 

Mr. Stone advocated close co-operation 
between the manufacturers and retail 
shoemen, referring to the recent con- 
ference of the joint styles committee at 
New York. 

Those Who Attended 


Among the representatives of various 
firms present were: Ex-Mayor John S. 
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Kent, president, and Frank M. Bump, 
secretary, of the Brockton Shoe Manu- 
facturers’ Association; W. Percy Arnold, 
Burton L. Wales, Wallace W. Arnold, 
James D. Arnold, Malcolm P. Arnold, 
Simeon W. Wales and Arthur G. Sherman 
of the M. N. Arnold Co., of North Abing- 
ton; Albert W. Johnson, R. G. Hasty 
and Charles G. Swanberg of the L. A. 
Crossett, Inc., of North Abington; S. 
Grant Stone of the C. H. Alden Co., of 
Abington; John J. Hurley and William M. 
Hurley of the Hurley Shoe., of Rockland; 
William T. Card, Davis M. DeBard, H. 
W. Copeland, Fred M. Regnell of the 
George E. Keith Company of Campello; 
Everit B. Terhune, F. W. Spollett, Charles 
H. Furber, Owen A. Thomas, H. D. W. 
Smith, E. P. Lingham, E. S. Grover 
and George W. R. Hill of the Boot 
and Shoe Recorder, of Boston; Charles 
C. Parlin, of the Philadelphia office 
of the Curtis Publishing Company, and 
Melville H. Smith, William A. Hodges, 
and Francis F. Munroe of the Boston 
office; James H. Stone, Louis P. Hayden 
and F. W. Lines, Jr., of the Shoe Retailer. 
Roland Haviland of the Stetson Shoe 
Company of Weymouth; George M. Rand, 
Andrew J. Fish, F. Harold Tolman and 
George B. Holland of the Tolman Print of 
Brockton; R. C. Marshall of the Conrad 
Shoe Company of Brockton; L. E. Web- 
ster, J. B. Estes and T. P. Smith of the 
Emerson Shoe Company, of Rockland; 
John Calderwood of Calderwood & 
Pragg of Boston; W. G. Dennison of Bos- 
ton; Skelton P. Houx and Horace R. 
Drinkwater of the Edwin Clapp & Sons 
Co., of Weymouth; Wilbur L. Longdon 
and George W. Davidson of the Tolman- 
Davidson Company, of Brockton; James 
O’Neil of the C. S. Marshall Company of 
Brockton; R. P. Whitman of theWhitman 
& Keith Company of Campello; Leonard 
Leving and A. L. Henderson of the T. K. 
Hughes Company of Boston; Fred F. 
Field, Jr., and Trolland Cleare of the 
Field & Flint Co., Brockton; John S. Kent 
Jr., and John J. Feeley of the M. A. 
Packard Company Brockton; Leo Mc- 
Carthy of the E. T. Wright Company, 
Rockland; Guy C. Fletcher and A. L. 
Hammond of the Whitmore, Tirrel Com- 
pany of Weymouth; Charles E. Harriman 
of the F. O. Clark Company of Boston; 
Louis F. Forney of the C. B. Slater Com- 
pany of South Braintree; John B. Magaw 
of the Hood Rubber Company of Water- 
town; Frank S. Farnum of the Churchill & 
Alden Co., of Campello; D. F. Mellen, 
William A. Rodgers of the C. A. Eaton 
Shoe Industries of Brockton; Edwin Cal- 
vin of the Larkide Company of Boston; 
M. E. Hayward and Harold E. Hayward 
of the P. B. Keith Shoe Company of 
Campello; P.T. Curran, and M. J. Twohig 
of the T. D. Barry Company of Brockton, 
and D. E. Cox of the Harvard Engraving 
Company Boston. 
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Good Orders for 1924 


Interest in Welts for Winter Wear—Indications Point to Run 
on Colors in Spring 


YNN manufacturers are preparing to 

turn the year with a good volume of 
orders in hand. Of immediate interest is the 
larger development of welt shoes for win- 
ter wear, such as stout soled, large buckled 
Colonials, alligator oxfords, and cork welts 
of black and tan calf. 

For spring and summer, it looks like 
another run on colors, whites, grays, 
browns, blues, red and green, and, also, 
grains like lizard and alligator. Patents 
and satins continue good. Some velvet 
shoes are being used. Colors will run solid. 

Heels show a range of from 4-8 to 16-8. 
The popularity of sandal types brings a 
larger demand for lower heels. Straps will 
run again, with front straps a leading fea- 
ture. Some sample lines show more solid 
shoes, that is, shoes with fewer cut-outs 
slashings and perforations Manufacturers 
are advising merchants to pick their 
Easter shoes as soon as possible. 


Cushing Company’s Shoes 


The Cushing Shoe Company is spreading 
a line of Wilson process shoes, in addition 
to its welts. The shoes, all of the light and 
dainty types with wood heels, are of black 
and colored kids and satins, and suede and 
novelty leathers. Some brown velvet shoes 
also are shown. Models of white shoes, 
made by the same process, will soon be 
shown. 

In the welt lines, of the Cushing Com- 
pany alligator, lizard and like novelty 
grains are in demand. Of course, there is a 
continued demand for tan and black calf 
shoes, with fairly heavy welted soles. 
Gable and round edges are made on the 
foreparts. A new heel is stitched around 
the heel seat, in a channel, so that the 
stitches are concealed, and the heel is 
finished on a gable. 

One new shoe, in the sport line, is a liz- 
ard calf oxford, with a crepe rubber sole 
and welt. 





Cotton Fibre Heels 


A company is being formed by Con- 
stantine Moustakis, of Salem, and asso- 
ciates, for the manufacture of heels of a 
preparation of cotton fibre called ““Kot-N- 
Wood.” This new material is manufactured 
of cotton stalks and chemicals in Memphis, 
Tenn., for use in various articles that are 
commonly made of wood or leather fibre. 
Harry Hust, of Memphis, Tenn., has in- 
vented and patented methods and ma- 
chines for making the material into heels 
for shoes. 

Heels, of the new material, have been 
submitted to manufacturers in the North 


Shore District, Boston and St. Louis for 
any tests they may be pleased to try on 
them. In North Shore factories, the heels 
submitted for tests were of the Louis style, 
being shaped and finished like familiar 
wood heels. Heel experts drove nails into 
them, even across the neck, and the heels 
did not crack. They scoured them, and 
gave them a wax finish. They covered 
them with kid, or suede calf, and made of 
them a heel that looked so much like a 
covered wood heel that the difference be- 
tween them could not be told. They put a 
celluloid finish on them, too. They at- 
tached them to shoes, and nailed top lifts 
on them, in the usual factory manner. 

It is a singular circumstance that North 
Shore heel manufacturers have lately been 
seeking a material to make into heels that 
would serve as a substitute for wood heels, 
and that this new product should come 
along at this time. Mr. Moustakis is not a 
shoe man, but living in a shoe and leather 
centre, the thought came to bim that the 
new material could be used for heels for 
shoes. 


Notes of Lynn 


Lynn manufacturers are getting many a 
welcome Christmas-New Year’s greeting 
in the shape of good orders for shoes. 

The sum of $100 was recently paid by a 
Lynn firm for a pair of shoes from Paris. 
The manufacturer wished the shoe for the 
purpose of adapting a style idea from it to 
his line. 

Genstil Shoe Company recently in- 
corporated with a capital of $30,000, will 
make women’s novelty McKay shoes in a 
factory on Brookline St., that was formerly 
used by Hooper, Lawrence Company. 
Solly Genstil, head of the Company, was 
formerly with Tuttle-Genstil Company of 
Everett. 

Some of the old established firms of 
Lynn are getting a larger business in 
boots than they expected. 

Murphy, Gorman & Waterhouse, suc- 
cessors to James Phelan & Sons, are 
finishing up the largest annual volume of 
business in their career of 60 years. 

The Grey Wood Heel Company has de- 
vised a new method of applying orna- 
ments to wood heels, either in the factory 
or the retail stores. Ornaments, of silver or 
gold, are supplied to factories or stores 
and are attached to heels with special 
screws. 

J.J.Grover’s Sons are making good ship- 
ments of boots from stock. “Chinese 
styles,”’ showing flat treads, and Chinese 
like arrangements of straps are mentioned 
















Where to Buy 


Men’s and Women’s Slippers 























Imported Satin. Brocadesand Metal Cah. 
$2.10 per pair and up 




















326 W. Monroe St. 





Chicago 
'M. S UMNER SMITH CO. 











Felt Satin and Leather 
Soft Sole Slippers 
For the entire family 
No. 7300 Satin in these 
Copen Blue, Old Ross, 
Lavender, B. Blue 
Black, Taupe and Pink. 
Send for Price List 


NEW ENGLAND SLIPPER CO. 
140G reen St., Worcester, Mass. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
1-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Embossed 
Leather, Tinsel and Brocade. 
Prices from $23.00 per doz. up 




















Folding Traveling Sisppers 
Very Fine Soft Leather 
Black and Brown 9 


$18.00 per doz. pairs 
Vege 28% 10, Net 30 days 


New York City 














Where to Buy | 


Boys’ Shoes 























AShoe for Boys 
That Wears 


_ Marston & Tapley Co. 
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| Where to Buy 


Children’s Shoes 























Factory DR.A.POSNER SHOES, INC. 
BROOKIVN.NY. '40 W. BROADWAY NEW YORK 

















Soft Soles and Moccasins 


Ask your Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











Where to Buy 


Shoe Illustrations 









































INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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by designers. But no samples of them have 
ye: been made up. 

Some Lynn pattern firms are seeking 
legal advice, to learn if they make copy- 
right patterns, as well as to learn how far 


Decemter 8, 192? 


they may go in adapting patterns that 
others may copyrigh:. 

“Warmer shoes for women to wear in 
winter.” That is the suggestion of one 
Lynn welt shoe firm. 





HAVERHILL 


Producing McKays and Turns 


Several Manufacturing Concerns Make McKay’s, and One 
Firm Plans to Make Both Types 


AVERHILL, which has built a 

world wide reputation on a founda- 
tion of women’s dainty footwear, contin- 
ues to be recognized as a center for pro- 
duction of this class of goods in the me- 
dium as well as the higher grades. No de- 
velopments elsewhere can detract from 
Haverhill’s prestige in this regard. Its rep- 
utation is secure. However, in the opin- 
ion of numerous members of the local 
trade, Haverhill also has an important 
future as a center for production of wo- 
men’s McKay footwear. In this class of 
goods many improvements have been 
made in processes of construction, until 
today the McKay shoe, especially the 
higher grade article, represents a very 
desirable type of merchandise. 

Several Haverhill concerns are success- 
fully producing McKay footwear. At least 
one house which soon is to begin operations, 
will start on the plan of producing both 
turns and McKays. Cost of production in 
McKays is less of a factor at present than 
in the past and will be, in the opinion of 
the trade here, still less in the future. 
Novelty, which is the keynote of Haver- 
hill’s turn production, will be true of 
Haverhill-made McKays. 


Business Conditions Favorable 


Manufacturers refuse to be stampeded 
by pessimists who predict poor business 
conditions during the coming year. Looking 
over the field of general business they find 
people generally employed and skilled 
workers having little difficulty in obtain- 
ing positions at good wages. Savings banks 
accounts show tremendous increases. 

One savings bank here reports an in- 
crease inits deposits during the past year of 
more than $900,000. Current trade re- 
ports show freight car loadings to be more 
than 18 per cent greater than at the same 
time last year. The largest increase is in 
forest production, indicating a great and 
continued use of timber for construction 
purposes. Building permits in the United 
States for September the present year were 
$11,000,000 greater than the correspond- 
ing month of 1922. Then come such facts 
as the largest production in pig iron; 
largest cotton consumption; largest auto- 
mobile and truck production; largest crude 
oil and locomotive production; largest 
volume of mail order and retail sales, and 





largest volume of railroad car loadings. 
There is every reason for optimism re- 
garding prospects for the 1924 production 
of Haverhill-made shoes, with the United 
States the most prosperous country on the 
face of the earth. 


Manufacturer on Novelties 


“When it comes to a question of what to 
buy in women’s novelty footwear,” said a 
Haverhill manufacturer, “the merchant 
has no need to wait the decision of any 
style authorities. He can sell pretty shoes 
in a great variety of styles. Just now a 
glance at the windows of shoe stores where 
new styles are constantly being shown, con- 
firms the idea of novelty variety. There 
are plain straps and front straps, cut-out 
front effects, high tongues and ornament 
accessories. Oxfords are included in these 
window displays. At a recent social gather- 
ing which I attended there were a dozen 
young women present. Each one wore an 
attractive novelty shoe and there were 
scarcely any two alike. The merchant can 
use his own judgment in his novelty 
purchases and then sell what he buys re- 
gardless of what he may hear in reference 
to forthcoming style changes. In this con- 
nection, a plan of buying close to needs 
is advantageous and one to be commended 
from the standpoint of the maker as well 
as the merchant.” 


New Wage Pact Negotiations 


A five-year program of factory opera- 
tion in shoe factories is being considered 
by representatives of the shoe manufactur- 
ers association and the local labor union. 
These include a five and a half day week 
for nine months in the year; abolition of 
permit system for factory employees; and 
an arbitration board of seven members, one 
of whom to be neutral and permanently 
appointed. [f this plan is consummated it 
will put Haverhill in a position to make 
added progress in securing business for the 
coming year and for several years to come. 
One manufacturer puts it: “There is no 
place equal to Haverhill as a center for the 
production of women’s turns as well as 
McKays. All we need is a right spirit on 
the part of employees and right prices in 
the various factory departments to en- 
able us to lead the world in style, quality 
and volume of production.” 
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ROCHESTER 


Signs Point to Good Season 


Early Buying of Holiday Merchandise in Retail Shoe Stores— 
Good Demand for Hosiery and Slippers 


ETAIL shoe merchants anticipate a 

thriving holiday business and early 
indications point to a good response. 
Already women and men are coming into 
the stores asking for felt slippers and 
hosiery for Christmas presents. With the 
stocks completed and the stores taking on 
the Christmas atmosphere, the local mer- 
chants are making a drive for early holi- 
day trade. 


Anniversary Sale 


Shields Boot Shop celebrated its 
seventh anniversary last week by featur- 
ing odd size shoes for men and women at 
special prices. Oxfords for men and women 
were advertised at $3.95. 


The Edwards Shoe Department is 
showing gored and strap pumps at $3.95. 
“Fifteen Styles at $7” was the headline of 
one of Eastwood's advertisements. McKay 
slippers of black ooze, black satin and 
patent leather with some in brown were 
offered at $7.00. 


I. Goldman is Manager 


I. Goldman has been made manager of 
the John Davis Shoe Store on East Main 
Street. Thisstore is the former Esser Store 
and more recently was known as the Col- 
lins Shoe Store. Since it was taken over 
by the John Davis Shoe Co.,a new window 
arrangement has been affected and the 
shoes are effectively displayed. 





BUFFALO 


Rain Stimulates Rubber Sales 


Heavier Shoes Also Sell Freely as Result of Wet Spell—Need of 
Colder Weather 


UPITER PLUVIUS, that old gent 
J who presides at the watering trough, 
rewarded the patience of Buffalo’s retail 
shoe merchants by turning loose a copious 
flow of moisture during the last week of 
November which found the weak spots in 
last summer’s shoes and sent the wearer 
thereof clamouring for rubber footwear, or 
better still, a heavier-soled pair of shoes. 

But there’s still plenty of room for 
improvement in the local shoe business. 
True, stocks of rubbers have been some- 
what depleted by the wet spell, but the 
movement of this line, like that of fall 
and winter footwear is quite belated 
and does not begin to compensate for the 
weeks of mild, dry weather which put a 
severe crimp in the early fall trade in 
seasonable merchandise. What is really 
needed is snow and cold. A few frosty 
days buoyed up the hopes of the shoe 
merchants but they were shortlived. 
Snow has fallen in almost every town with- 
in a radius of 50 miles of Buffalo in 
recent weeks but Buffalo has been passed 
by. 

The retail shoe merchants are banking 
heavily on a repetition of the severe 
winter of a year ago when a record in 
overshoes was established. If their ex- 
pectations are not realized it will prove a 
severe disappointment to the trade at 
large. It is the stores away from the princi- 
pal shopping district, who cannot afford 
to advertise extensively, who are feeling 
the pinch of overdue wintry weather. 








Children Will Write Ads 
for Watters 


K. W. Watters, who recently 
opened a new store in the Genesee 
building, has adopted a_ novel 
method of attracting attention to 
the children’s footwear department, 
which had not hitherto been part 
of this business. In order to obtain 
Buffalo youngsters’ ideas on Wat- 
ters’ footwear, 20 prizes, equally 
divided between girls and boys, are 
offered for the best advertisement 
designed. All copies must be in by 
December 20th and the winning ad 
will appear in the local newspapers. 
Copies of the rules of the contest 
are obtainable in the children’s 
department and it is not necessary 
to purchase shoes to enter. The age 
limit is sixteen years. 

















Two Pairs at Least 


Speaking before a Jamestown audience 
recently on the subject of ‘““Better Health,” 
Dr. F. A. Husk, foot specialist, expressed 
the opinion that every body should have 
two pairs of shoes, at least, and that while 
one pair is being worn the other pair 
should be aired and sunned to kill bacteria. 

Referring to hosiery, the doctor advo- 
cated the wearing of white or flesh colored 
hose under black stockings, since the dye 











Where to Buy 


Standard Shoe Materials 

















COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Feot Welting 
Sheet Rubber Seling 


B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 





Colored 
Chrome 
Sides 
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ROBERT E. MLLER, Ine. 
11 Broadway, New York 











T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 











Kid Suppass LEATHER © 











The One 
Waterproof 
Leather That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport 95 South St., Boston, Mass. 





ELDITE 
ILLER 


THOMPSON-FIELD COMPANY. | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
N 




















Where to Buy 


Shoe Ornaments 























Price $5.40 per box 


“a| KAHN & BUICK, INC. 
291 Adams St. 
Brooklyn N.Y. 














D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 

















Latest Creations in Shoe Ornaments 


We make them in all colors. 





VANITY 


THE 
NOVELTY WORKS 
1261 Atlantic Avenue 
Brooklyn, N.Y. 











Where to Buy 


Write for samples. Write to 
Engraving and Printing 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street Boston, Mass. 
Telephone Beach 4960-4961 
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Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the 


ask Write and tell us what you 
woul like to know. 
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in the latter has a harmfulfeffect upon 
tender feet. Hosiery should be long 
enough to afford the foot ample room, he 
said. Jamestown’s shoe merchants were 
well represented at the lecture. 


Marsh’s New Store 


Preparatory to moving into a new store 
in the Central Market building on Main 
Street, between Chippewa and Tupper 
Streets, C. B. Marsh, one of Buffalo’s 
oldest established shoe merchants in the 
downtown district, is conducting until the 
first of the year a reduced priced sale, on 
his entire line of shoes, rubbers and hosiery 
for men and women, at his present loca- 
tion at 475 Main Street. The new store 














will be stocked with entirely new mer- 
chandise. 


To Nominate Officers 


Officers to be elected at the annual 
meeting in January will be nominated at 
the December meeting of the Buffalo 
Retail Shoe Dealers association, of which 
Oliver F. LaReau is president. At the last 
meeting, held at the New Statler hotel, 
plans for attending the national conven- 
tion in Chicago in February, were dis- 
cussed. From present indications a score 
of local merchants will make the trip 
and arrangements are to be made to 
charter a special car for the trip. 





ATLANTA 
Blacks in Suedes and Satins 


These Are Most Popular in Women’s Footwear Lines—Men’s 
High Shoes Increase in Sales 


ETAIL business in the Atlanta shoe 

stores has been on a satisfactory 
basis with November volume somewhat 
better than last season, and showing also 
quite an improvement over October. 
Most popular lines in ladies’ departments 
are black suedes and black satins, with 
any pretty effect in straps generally finding 
quite a ready market. 

In men’s departments, a marked in- 
crease in high shoe sales has been noted 
with the advent of colder weather, and 
because of good business throughout the 
district a tendency to pay somewhat 
higher prices than usual. 

In the smaller and rural communities 
November trade experienced a marked 
increase over last year, according to in- 
formation from the Atlanta shoe whole- 
salers, who state this is due to the big 
increase lately in the purchasing power of 
southern farmers, as occasioned by the 
steady increases in cotton prices. 

At the southern spot markets the price 
has now reached approximately 35 cents 
per pound, and a little less than half this 
year’s crop is being sold at this price, the 
rest having been marketed when prices 
were around 30 cents. This represents an 
increase of several million dollars over the 
value of the crop some two months ago, 
and makes the buying power of southern 
farmers the highest it has been in years. 

The Christmas outlook is good, and 
the trade is carrying much larger holiday 
stocks than usual, wholesale merchants 
advise. 


Department Stores Merge 


Three of the largest department stores 
of the South have merged their interests 
as a single organization under the name of 
the City Stores Company. The stores in- 
cluded are B. Lowenstein & Brothers, Inc., 


Memphis, Tenn.; Loveman, Joseph & 
Loeb, Birmingham, Ala.; and Maison 
Blanche of New Orleans. 


Jacob Reiss is Dead 


Jacob Reiss, prominent merchant of 
Mobile, Ala., for many years as president 
of the Reiss Mercantile Company, one of 
the larger department stores of the South, 
died recently at Mobile. He had been in 
the mercantile business in that city for 
many years. 


Opens Shoe Department 


R. Y. Denton & Son, operating a gen- 
eral store at Trezevant, Tenn., opened a 
new shoe department the latter part of 
November, purchasing most of the open- 
ing stock from the J. W. Carter Shoe Com- 
pany of Nashville, Tenn. 


Secretary Hohenstein 
Resigns 


C. V. Hohenstein of Atlanta, who has 
been executive secretary of the South- 
eastern Shoe Retailers’ Association for the 
past three years, has tendered his resig- 
nation to President M. A. Condon of 
Charleston, S. C. Mr. Hohenstein, who is 
also secretary of the Atlanta Retail Mer- 
chants’ Association, will continue in the 
latter capacity but give up the shoe asso- 
ciation work. The association is now in 
the best financial shape it has ever been, 
and merchants in the Southeast are show- 
ing more interest in its activities. 


New Shoe Store 
The Salvage Company, Zanesville, O. 
Lawn’s Clothing Shop, (206 South 
Center Street) boots and shoes, etc., 
Pottsville, Penn. 
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Shoe Business Only Fair 


Early Interest In Holiday Shopping Expected to Result 
Favorably to All Retail Lines 


HERE was little change in the 

weather during the week ending 
December 1 and as a result the retail shoe 
trade, which has lacked a steady tone for 
many weeks, showed no marked improve- 
ment. Buying was spotty in both men’s 
and women’s footwear in the larger stores, 
but more interest in holiday merchandise 
was displayed. The initiative of the mer- 
chants in urging early buying of Christ- 
mas brought a good response in many 
stores. Neatly printed cards, suggesting 
the selection of slippers, hosiery, buckles 
and other articles as appropriate are 
prominently placed in parts of many 
stores as a measure to stimulate interest in 
holiday buying. 

Black and brown suede strap patterns 
sold well and from some sources it was 
reported that interest in black suede gores, 
the goring being concealed beneath a 
black rosette, was manifested. Black satin 
is still favored by women while evening 
footwear in a variety of materials, jnclud- 
ing velvet, sold freely. 


Dull Tone to Men’s Business 


Men’s buying still lacks a consistent 
complexion. Merchants in some stores 
feel that a cold, wet spell is the necessary 
stimulus to instill some zest in the men’s 
trade. Oxfords and high shoes are almost 
an even thing as far as the buying goes. 


Two New Regal Stores 


The fourth Regal store in this city was 
recently opened at Tremont and Stuart 
Streets. Only a few weeks ago the concern 
opened its third store at Washington and 
Elm Street. Besides the stores mentioned 
above there are Regal stores at 129 Sum- 
mer Street and 322 Washington Street. 
The two new stores sell men’s shoes ex- 
clusively. 

J. A. Armstrong is manager of the store 
at Tremont Street and J. J. Harkins is in 
charge of the store at Washington and 
Elm Streets. 


Boot and Shoe Club Ladies’ 
Night 


-The-Boston Boot and Shoe Club will 
observe its annual Ladies’ Night at the 
Copley-Plaza Hotel, this city, on Wed- 
nesday, December 12. The program will 
include ‘the usual reception, banquet, 
high-grade concert and speaking, followed 
by two hours of dancing, President John 
A. Gardner will be toastmaster. 

All of the surviving charter members of 
the club, together with the past presi- 





dents, will be special guests of honor on 
this occasion. 

The after-dinner speaker will be Dr. 
Tehyi Hsieh, managing director of the 
Chinese Trade and Labor Bureau of Bos- 
ton, and his subject will be “China and 
Her Relations with the United States.” 
Dr. Hsieh is a brilliant speaker, and is 
known as the Roosevelt of China. 

The musical program will include Flora 
MacDonald, soprano; Celia Goldman, 
violinist; Edith Thompson, pianist, with 
Susan Williams as accompanist. There will 
also be instrumental music by one of Bos- 
ton’s best orchestras. The reception will 
take place at 6 o'clock. 


Dr. Reed Co. In New Home 


The Dr. A. Reed Cushion Shoe Com- 
pany recently moved from 39 West Street 
to 54 Bromfield Street. The store at West 
Street will soon be occupied by T. E. 
Mosely Company, 160 Tremont Street. 
The Mosely Company is holding a closing- 
out sale in preparation for moving. Arthur 
Wallace will move into the Tremont Street 
location subsequent to the Mosely Com- 
pany departure. 


Retail Salesmen Meet 


The Boston Retail Shoe Salesmen’s 
Association, Inc., held its December 
meeting at Louis’ last Monday evening. 
President E. Roy Smith in the chair. The 
meeting was preceded by the usual dinner. 
One of the pleasing features of the pro- 
gram was the presentation of a gold chain 
and I.0.0.F. emblem to Sec'ry Robert W. 
Daly as a token of affection from the mem- 
bers and as a mark of their appreciation 
for his untiring work in their behalf during 
the eight years of the Association’s exist- 
ence. The gift came as a complete surprise 
right up to the very moment when C. W. 
Pollock, who was one of “‘the conspirators” 
in a staged argument started by Chair- 
man Thayer of the Program Committee, 
with counter argument from Herbert 
Currier, “showed his hand.”” Mr. Daly was 
much overcome by this tribute; he re- 
plied in a manner which showed that his 
best efforts always had been and always 
would be at the service of association. 

Capitalize Leisure Time 

Frank Palmer Speare, President of the 
Northeastern College, proved that he was 
a good salesman for his college. His talk 
was inspirational. He stressed the point 
that no man, unless he were 85 or over, 
was too old to learn and he urged all to 
capitalize their leisure time. He deplored 
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the tendency of many of the American 
people toward extravagance and advised 
the boys to first save 10 per cent of their 
earnings and then live on the remainder. 
He recommended Co-operative banks 
shares as an excellent means of saving. 

Helen M. Haney, one of the Associate 
Editors of the Recorder, and the shoe and 
leather industries good-will delegate to 
France, gave a talk on “France and French 
Shops.” 

Among the guests were T. A. Delany, 
Secretary of the National Shoe Travelers’ 
Association and I. B. Howe, of A. H. 
Howe & Sons. Mr. Howe’s message was 
one of congratulation on the accomplish- 
ments of the association during its eight 
years of existence; he also referred to the 
splendid co-operation which the associa- 
tion had given to the merchants. 

William Saunders, one of the buyers of 
Timothy Smith & Co., and one of the 
headliners of Keith’s Circuit, entertained. 
An orchestra kept things lively during the 
dinner. 
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The Best Buy 


sem & of the Season 
‘The Dress Shoe for the Boy), 
That Makes Him Feel Like | ‘ If you should sample this shoe we know 
a Man.” | you'd buy it. Examine the workmanship 
—the materials, and youll agree that 
IN STOCK | such values don't just “happen.” 





The “know-how” of 30 years’ experience 
is kehind it. 


So we say that if you'll but sample it, that 
you Il buy it. 





No. K 703 “BOBS” 


In mahogany and gun metal, full grain Fred 
Rueping's calf leather. Rock Oak outsole. Heavy 
Oak Shoulder‘channel wedge insole, and rubber heel 


Be Dee, oc 0c 60 cece 00 ce secece cccccse eee 
Se) SETI eT ee 
ee ee a eT 
In Case Lots. Terms 5% 10 Days. Net 30 Days 


A SPECIAL SHOE 


from a specialty factory 


“BOBS” have exceptional value 
because they are made in a fac- 
tory where nothing else is made. 
They are the result of the entire 


time and effort of our specialists in 
canadian In Stock 
Stock No. 102—Genuine Goodyear Welt Patent Leather 


Our Shoulder Channel Process 
shade Top, with Patent 


The Shoulder Channel Process | Cait The latest punch of pe Lasciow shes ase. weed’ on 
places the inner and outer soles | a 

together without the use of a cork | See ea ee ee oe 
filler. This preserves the shape of Sizes 844-11 Spring a seseeesseeeseeeseeBTB 
the shoe and gives longer wear. "Vie Rubber heel.” eter eeses ee 
Terms: 5 per cent—15 days. 


‘“‘BOBS” are really unusual shoes. 


Write for further information. 


Orders shipped in the same rotation as received. 


KANNALLY.WICK Ml Ls Je KIELY & CO. 


CORPORATION ) 266 Broad Street, LYNN 


Manufacturers “Shoes That Sell’’ 
HIGHLAND, ILLINOIS 
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SHOK TRAVELER ® 


This Department is concucted by Helen M. Haney, Ass ciate Editor 


California Wants 1925 National Convention 


Nat Berkowitz Brings Greetings from Los Angeles to Boston—Southwestern 


: AT BERKOWITZ, traveling shoe 
| \ salesman from Los’ Angeles, 
visited Boston last week. “‘Nat’”’ 
travels the Pacific Coast. His specialty is 
men’s shoes, on which he has rolled up big 
sa'es records. “‘Nat”’ is a brother of “Sam” 
Perkowitz of the Shoe Emporium, Los 
Angeles, who is interested in seven retail 
shoe stores on the Coast. He came to 
Boston to get Eastern ideas in exchange 
for Western ones. 

He is an enthusiast on his city, which he 
says has now 900,000 population, and in its 
378 square miles has plenty of room to 
house many more people. Said Mr. Berko- 
witz: “With our wonderful climate, Los 
Angeles is becoming a popular residential 
city; time passes there very rapidly and 
pleasantly. Los Angeles is now the four- 
teenth city in manufacturing in the 
United States, and the third in building, 
exceeded only by New York and Chicago.” 

“Nat” is an enthusiastic member of 
the N. S. T. A. and has extended an in- 


vitation to the National body to hold its ~ 


next annual convention on the Pacific 
Coast. 


Greetings from Pacific Coast 


He brought greetings to the East from 
W. R. Rehkugel, who travels for Thomp- 
son Bros. Shoe Company of Campello, 
Mass., with headquarters at the Hayward 
Hotel, and Fred Yeaton, Secretary of the 
Los Angeles Shoe Travelers Association, 
who sells the line of T. D. Barry Com- 
pany on the Pacific Coast. 


“‘Business Good” Says ** Nat” 


“Nat” likes the new and snappy pat- 
terns; he states that just the minute 
“something different’? comes out, the 
trade in his section wants to buy it. He 
believes that business is just as good as 
the salesmen wish to make it; that nowa- 
days, the seller must produce confidence 
in his buyer by his own cheerful attitude 
and that all must adjust themselves to 
present buying and selling methods. 


Boys Hold Interesting Meet 


Texas Merchants Ask Co-operation 


The Southwestern Shoe Travelers As- 
sociation held a very large and enthusiastic 
meeting in Dallas on Saturday, November 
10. W. T. Mitchell, President, was in the 
chair. ““Dick”’ Minett acted as Secretary. 
A dinner preceded the meeting. There 
were many visiting shoe men, both 
travelers and retail shoe merchants. L. E. 
Langston, President of the Texas Shoe Re- 
tailers’ Association was present and asked 





“DAVE” DAVIS 
National Treasurer and Chairman of the Em- 
ployment Committee of the Chicago Shoe Travel- 
ers’ Association 





the co-operation of the boys in making the 
next convention of the merchants from 
the Lone Star State a real success. He an- 
nounced that the dates of the convention 
would be March 3, 4, and 5. Mr. Langston 
assured the Southwestern boys that he 
wanted them to feel that they bad a most 
important part in the convention and 
wanted to do everything possible to make 
it pleasant and successful for all the shoe 
men attending. He also assured them that 


he was a true friend to the traveling men at 
all times. 


Thomas Says Two Trips Annually 


Chris Thomas of Hanan & Son, gave a 
very interesting and instructive talk on 
general conditions in the trade and offered 
some very fine solutions of problems now 
confronting traveling men. He presented 
some forceful arguments against the hard- 
ships and expense now being put upon the 
salesmen because of the necessity of mak- 
ing from four to six trips annually. He 
showed where so many trips lessened 
materially the income of the shoe traveler 
and stated that he felt two trips annually 
would be adequate. 


Chicago Boys Nominate 
Officers 


The Chicago Shoe Travelers Asso- 
ciation held its regular meeting at the 
Palmer House Saturday afternoon last. 
Meeting was called to order at 1:30 by 
George Harrison, president. The Secretary 
read the minutes and called attention to 
several items of immediate business, all of 
which were satisfactorily disposed of. 

The president thea took the floor and 
read the section of the By-Laws which 
called for the first meeting in December of 
each year to be devoted to the moninacion 
of officers for the following year. 


Dave Davis Does Fine Work 

The first nomination for president was 
Dave Davis, National Treasurer. Mr. 
Davis, however, took the floor immediately 
and after thanking those present for their 
fervor in wishing to bestow the honor upon 
him, made a short talk relating to his pres- 
ent activities as Chairman of the Em- 
ployment Committee of the Chicago Shoe 
Travelers’ Association and as Treasurer of 
the National Shoe Travelers’ Association. 
He made plain the fact that his services 
in his present offices were infinitely more 
valuable to the two Asscciations than 
would they be if he were elected president 
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TWO PRETTY PATTERNS D O D G K IN A VARIETY OF MATERIALS 








for all Occasions 


READY TO SHIP 


at the 
DODGE BOSTON OFFICE 


for your 





HOLIDAY SELLING 



































REGENT CHARLOTTE 
42 Last—Half Dollar Toe—10-8 Block Heel 41 Last—Quarter Toe—14-8 Spanish Heel 
No. 108 C—Code Ruth, Patent Chrome. ..... $5.40 No. 118 C—Code Bertha, Black Suede, Black Kid Trim..... .. . $6.00 
No. 110 C—Code Esther, Black Suede 5.85 No. 119 C—Code Virginia, Black Satin, Black Suede Trim...... 5.75 
No. 112 C—Code Irene, Black Satin.. : - 5.40 No. 120 C—Code Harriet, Dark Brown Satin, Brown Suede Trim. 5.85 
No. 114 C—Code Alice, Dark Brown Suede..... 6.00 No. 121 C—Code Gertrude, Silver Brocade, Silver Kid Trim.... 7.50 
No. 116 C —Code Clara, Silver Brocade ....... 6.75 No. 122 C—Code Laura, Gold Brocade, Gold Kid Trim........ 7.75 
No. 125 C —Code Anne, Dull Calf.... atves 5.35 No. 123 C—Code Catherine, Imported Bronze Kid............ 6.00 
No. 126 C—Code Gladys, Patent Chrome.................-.. 5.75 
Sold in 24 and 36-pair cases only. 
Sold in 24 and 36-pair cases only. 
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DISTRIBUTED BY R. A. GILLETT - - 179 LINCOLN STREET, BOSTON, MASS. 
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“LE AMCO” KLASIC SHOE ORNAMENTS 


are at all times successful 


They are designed and created by specialists who work only in connection with the shoe industry. 
For this reason, they are always abreast of the trend in style. And “Style,” today, is the Keynote to 
success. 


No. 8121—A neat combination of beads 


and silk braid for gorings or pumps. 


at A ee $12.00 


No. 8110—A beaded ornament convert- 


ing one-straps into the up to date styles. 


Per GOO. Sock ove vee sie. $12.00 





ABE MANHEIMER & COMPANY 


14th and Locust Sts. St. Louis, Mo. 
We Issue a Catalogue for Your Convenience. Did You Get One ? 


—  ——— Oo eee eee ree mem mm 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MILTON RUBEL 
Nominee for president of the Chicago Shoe Travel- 


ers’ Association 





of the Chicago Shoe Travelers Association 
Mr. Davis has been able to place men 
during the past year in positions the total 
salaries of which amouat to $30,000, not to 
mention commissions received or those who 
accepted positions on a commission basis. 
In view of Mr. Davis’s remarks and ob- 
jections his nomination was withdrawn. 


List of Nominees 


The following men were nominated for 
offices, as indicated, for the year 1924: 


For president: Milton Rubel, Frank 
Kramer. 

For vice-president: Jacob Weurmser 
Leo Porges. 


For Secretary and Treasurer: J. D. 
Hanrahan, Chas. L. Heilbron. 

For Board of Governors: J. C. Murray, 
Ira Mack, B. J. Coens, F. L. Barnes, S. G. 
Sullivan, D. W. Christian. 

The election is to be held at the last 
regular meeting of this month. 


“Ted” Legler Co Covering His 
s Territory 


“Ted” Legler is now traveling the 
states of South Dakota, Kansas, and 
Nebraska, carrying the complete line of 
Krippendorf-Dittman’s latest footwear 
for spring. Mr. Legler is traveling this 
territory during the illness of his father, 
George Legler, who is well known through- 
out the above territory. Ted Legler is 
being received splendidly by his father’s 
numerous friends. 


The barker is the only Ananias adver- 
tiser who gets away with it regularly be- 
cause he appeals to people who went there 
to be lured.—Portland Evening Express. 


BOOT AND SHOE RECORDER 





WILL A. CAMPS 
Who represents the R. E. McDonald- i 


4. Louis, with headquarters ai Room 


Co., of 
609 Iberville St., 


New Orleans 





Camps with R. E. McDonald- 
Katzman Co. 


After being off the road for the past year 
and a half, Will. A. Camps, better known 
as “Billy” Camps by every shoe buyer 
from Richmond, Va., to the tail end of 
Florida, Key West, will soon be calling on 
his old customers. “Billy” Camps for 
eight years traveled the South for the R. E. 
McDonald Company, shoe jobbers on 
Lincoln Street, Boston. The big fire which 
last January destroyed this jobbing house 
left Billy without a position until recently 
when he made arrangements to represent 
the R. E. McDonald-Katzman Company 
of St. Louis, dealing in women’s novelties. 
Camps will have his headquarters in the 
Wainer Building, Room 206, 609 Iberville 
Street, New Orleans, La., where he has 
fitted up a modern sample room showing 
his firm’s novelties. 

Will Travel the South 

The location selected by Camps is right 
in the heart of the wholesale shoe district. 
He will travel all the big cities in Louis- 
iana, Mississippi, Alabama, Arkansas, 
Tennessee, Georiga and Florida. The re- 
tail trade through this territory needs no 
introduction to Mr. Camps who has 
covered all of that territory for eight years 
and has a large clientele of friends and 
customers. 


In °84 a Retail Merchant 

“Billy’’ Camps has been in the shoe 
business all his life. It was in August 1884 
that his shoe career began with the late 
George Wagner, one of the pioneer shoe 
merchants and biggest shoe buyers in 
New Orleans. It was at Wagner’s shoe 
store that Camps became acquainted 
with a good many contemporary ‘shoe 
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W. A. HEIM 
Who covers Ohio for the F. M. Hoyt Shoe Co. 





travelers who-are still selling shoes on the 
road, among them being Ernest Hertzog, 
S. Preston Moses, W. Harry Dean, Frank 
Copeland, J. W. Johnston, “Billy” 
Haynes, A. E. Rankin. 

Camps made himself very popular while 
he was the New Orleans correspondent for 
the Recorder. Although leading a busy 
life, he always found time to help and 
give information to the traveling shoemen. 
Whenever a new salesman made his first 
trip South, he looked up “‘Billy’”” Camps, 
of New Orleans. And the aid which “Billy” 
gave usually landed the first order. 


On the Road in 1913 

It was in 1913 that Camps took the 
road after leaving the shoe department of 
D. H. Holmes Company, Ltd., “‘Billy’’ 
met with success from the start, for being 
with the traveling men a good deal when 
they visited New Orleans, he was not a 
novice when he started, and many a good 
turn was done for Camps by many of the 
boys who had not forgotten “‘Billy’s”’ 
kindness to them while he was in the re- 
tail game. 

“Billy” can tell many a good story 
about the days of the “Vonderbank”’ on 
Common Street, the old St. Charles Hotel 
and Madame Champlain’s on Royal Street, 
(afterwards the Cosmopolitan Hotel,) all 
at that time favorite stopping places for 
“the old guard of shoe ambassadors.” 

“Billy” Camps is now in the prime of 
life and is ‘“‘a glutton” for work, for if they 
fail to come to the sample room, Billy 
goes after them with his grips fullof samples 
and most of the time leaves a duplicate 
behind. 


The lead pencil is an erratic animal 
which can be trained to figure up big 
profits only by writing ads with it first. 









BOOT AND SHOE RECORDER 














Stetson Shoes 


Style 30 
Black Calf Bal, 
L’Etoile Last 


INTER, with its cold rains 
and driving snow, will bring 


increased demand for high shoes. 


Remember how some retailers were 
caught with broken stocks by the 
sudden demand for High Shoes 


last year? 


Don’t let it happen again. 


Dept. 5 with its 12 styles of high 
shoes for both Men and Women, is 


prepared to assist you. 


All of Dept. 5’s in stock styles are 
illustrated in Stock Book 33. If 
you haven’t a copy write for one. 


Keep your stocks up by sizing in 
every week from Dept. 5. It’s good 


business. 


Dept. 5 


The Stetson Shoe Co. 


Incorporated 


South Weymouth, Mass. 


BOSTON 


NEW YORK 


CHICAGO 
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Quick Sales 
Quick Profits 


Dealers who stock Acrobats soon discover 
their undoubted superiority over ordinary 
Children’s Shoes. 


cROBA> 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 







are better because they are made with the 
famous “Double Welt” (patented) Con- 
struction which shoe men say will some day 
be the standard for all good shoes. “ACRO- 
BATS,” being triple-stitched, are rip-proof 
and practically water-tight. They are 
comfortable because they are made on 
Nature lasts—have flexible oak soles with- 
out filling—and no tacks or nails to hurt 
tender little feet. There are a dozen good 
“talking points” in favor of “ACROBATS” 


to one for ordinary shoes. 
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Tan Elk Lace, Patent Trim, Made Special Only. 4-8 BCD 
Buck Chrome Sole, 844-11 BCD Oak Sole, 1144-2 ABCD Oak 
Sole. 


Send for our Catalog “‘23F’’ for latest styles, and see for 
yourself the advantages of “‘Double-Welt’’Construction. 


Shaft-Pierce Shoe Co. 


225 3rd St. Faribault, Minn. 


Specialists in Children’s Good Shoes Since 1892. 
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BUFORD H. JONES 
Sales manager for Thomson-Crooker Shoe Co. 





Thomson-Crooker Heads on 
Hand-Shaking Trip 


Charles R. Thomson, President of the 
Thomson-Crooker Shoe Company, and 
Buford H. Jones, Vice-President and 
Sales Manager are away on their annual 
hand-shaking tours. 

Mr. Thomson is visiting the Southern 
states and in company with the salesmen 
in the various territories is calling on the 
trade throughout the South. 

Mr. Jones is visiting his old “stamping 
ground,” the Pacific Coast, where he will 
extend the glad hand of good fellowship to 
his large acquaintance of steadfast friends 
in the shoe game. 

Mr. Thomson and Mr. Jones will return 
to the factory about January 1, ready to 
offer to the trade all that is new and 
worth-while in the way of spring styles 
and immediately-wanted footwear. 


MacLaughlin Says 60 PerCent 
Colors 


Charles MacLaughlin, of MacLaughlin, 
Conway Company, home from a sales 
trip, says that the demand in his trade, is 
for 60 per cent colors, meaning the bright 
colors, and that selections of colors are in 
the following order: First, grays; second, 
field mouse; third, ivory; fourth, blue, with 
reds and greens running close to blue. Mr. 
MacLaughlin also says—“The coming 
season promises to bring a large demand 
for white kid shoes.” 

White, gray, ivory and blue will be used 
for dress shoes chiefly. Red and green will 
be used ior sandal style shoes, only. Colors 
will be solid, with a few exceptions. 

Satin is good again, especially satin with 
suede trimmings. Patent also is good again. 
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J. E. CREAGER 


Whe travels Eastern Pennsylvania for Hannah- 
sons. Mr. Creager is now in his territory 





Straps the Best Sellers 


Of the four best selling patterns, in Mr. 
MacLaughlin’s line, three are strap styles, 
and one is a gore style, with a buckle over 
the gore. “I went out with a number of 
samples of Colonial shoes,”’ says Mr. Mac- 
Laughlin, “but the straps sold better, with 
the exception of our buckle and gore pat- 
tern, which we call the “Step-in.”’ It has, 
you see, a small buckle.” 

Two of the strap styles, of these four 
best selling numbers, have front, as well as 
instep, straps. The third has an ingenious 
lattice arrangement, of straight straps 
crossed by curving straps. 


Low Heels, 60 Per Cent 


Orders, so far booked by the firm, in- 
dicate a 40 per cent demand for high heels, 
15-8 and 16-8 high, and a 60 per cent de- 
mand for low heels, 11-8 or 12-8 high. The 
larger demand for low heels is accounted 
for by the popularity of sandals. 

“Light and dainty types of footwear 
will prevail beyond any question,” said 
Mr. MacLaugbhlin. “I believe that the pro- 
duction of wood heel shoes, of light and 
dainty types, which reached a peak this 
year, will be larger next year.” 


“Billy” Noll Says Walking 
Shoes Popular 


“Billy” Noll, the efficient and popu- 
lar secretary of the Boston Shoe Travelers, 
who sells the line rubber heels for the 
Foster Rubber Company, notes that there 
has been a marked increase during the 
past few weeks in the sale of heavier weight 
shoes for women, in oxfords mostly, and in 
welts aod McKays. 

He notes that there is a big demand 
among men for high shoes. One high grade 
factory, it is reported, states that 90 per 
cent of the shoes sent out from its stock 
department are high shoes. 


Roses have thorns, but thorns also have 
roses. 











C. N. OBERFIELD | 


Who travels New Jersey for the F. M. Hoyt Shoe 
Company 





“Billy” St. Louis Again “On 
the Job” 


“Billy” St. Louis, is “on the job” again. 
Yes, “Billy” fooled both the doctor and the 
undertaker, and after seven weeks spent at 
the Homeopathic Hospital, Boston, has 
come back again to the shoe world, feeling 
better, he says, than ever. “Billy” under- 
went a serious operation and for quite a 
few weeks his friends were very much 
“on the anxious seat’’ about him, but his 
splendid constitution valiantly withstood 
the shock, and here he is again doing 
business, amid the congratulations of all. 
“Billy” deeply appreciates the kind re- 
membrances and thoughts of so many of 
the members of the trade, which he said 
“cheered him on to victory.” His head- 
quarters during January will be at the 
Essex Hotel, where he will be pleased to 
meet visiting buyers. 


Lewis Johnson with Lowell 
Line 

Lewis Johnson, son of “Tony” who 
formerly traveled for Williams, Kneeland 
Company and who later carried the line of 
V. K. & A. H. Jones & Thomas Co., in the 
big cities from Chicago West, recently 
took on the women’s turn line of Wm. P. 
Lowell Company of Newburyport, Mass. 
That Lewis Johnson some time ago chose 
bis father’s profession as his own is inter- 
esting. He is a young maa, full of “pep” 
aad it is safe to predict thax he will follow 
in his dad’s footsteps as to success in shoe 
selling. 


Advertising has made so many fortunes 
it would be a pity not to give it a chance to 
help you to a front seat in the banker’s 
esteem.—Portland Evening Ezpress. 
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Size in on our Satins, Suedes and Patents 


GENUINE HAND TURNS OF EXCELLENT FITTING AND WEARING QUALITY 
| Immediate Shipments from Stock 


“ESTELLE” 


B-810—All Gun Metal, 14-8 Span. heel. . .$4.75 
B-820—Patent with Gun etal trim., 

og eS errr ee 4.75 
B-825—All Black Suede, 12-8 Cuban heel 5.10 
B-830—Black Satin with Black Suede trim., 
SEy CI: SNE 6-6 06.00 6-6 ¥b4s haven oun’s 4.75 














Style 815 Natty Low-Heel Sandal 





Patent with Gun Metal trim., 8-8 Mil. 


**ESTELLE” covered heel (Pattern illustrated) 4.85 No. 815 






All In-Stock Styles, A 4-8; B 344-8; C 3-8. Terms 5% 10 Days 


Send for new illustrated folder showing other snappy patterns to be made on order 


COLLINS & STAPLES, Haverhill, Mass. 


Boston Office, 183 Essex St., Room 306 Gene Ricker in Charge gra 
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-™“-= disappointed if sf ae se én 
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; omg oe / bought separately for $2.00 per dozen. ~ 
ShowCards did THEN - 
Send not more than Note that Cinderella Silver Slipper Cleaner is - 
today for pay for the en- leasing more ny) de its leadership ail 
Free Sample tire vears service use il does what it claims aa 

Cards and y to do—thorou clean and 
interesting for each and every replate i and worn — 
information one of the hund~ silver cloth slippers. — 
— reds of merchants Why not use these Cinderella ™ 
using it Good Will Builders to increase is | 
§ . your customers’ satisfaction? 
Show Card Service Suc Produond by 

Standard Bldg. —— Rogers Park EVERETT & BARRON CO. Vv 
Chicago, Illinois Providence, R. I. pe 
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Gillespie Home from Trip 

Donald J. Gillespie, one of the “‘live- 
wires” of the Watson Shoe Company’s 
selling force, recently returned to Boston 
after a four weeks trip, covering the large 
cities of Pennsylvania. When at the Hotel 
Henry, Pittsburgh, he met a number of 
representative Boston shoe men, who like 
himself always make this hotel their head- 
quarters while in that city. Mr. Gillespie 
predicts that January, 1924, business will 
be particularly good. 


“Tim” Murphy Reports Good 
Business 

T. E. Murphy, better known as “Tim” 
Murphy came home on Wednesday of this 
week to eat Thanksgiving turkey with his 
family in. Newton Center, Mass. Mr. 
Murphy represents the Clement & Ball 
Shoe Mfg, Co. of Baltimore, Md. He re- 
ports business as very good. 


Meade with Peck 


Thomas Meade, Jr., for several years 
past traveling for Williams, Kneeland 
Company, is now to cover the tenitory of 
Ohio and Pennsylvania for Frederick S. 
Peck, makers of men’s medium and high- 
grade goods. Mr. Meade is most enthusi- 
astic over his new connection and looks 
forward to “cleaning ’em up.”’ He will be 
in his territory about January 1. 


August H. Grube Dead 


August H. Grube, 66, one of the most 
widely known travelings alesmen in Wis- 
consin and a true veteran of the shoe in- 
dustry, died suddenly, recently, at his 
home 1825 North Seventh Street, She- 
boygan. Mr. Grube had represented the 
Beals & Torrey Co., of Milwaukee for the 
past 25 years in its Eastern Wisconsin 
territory, and had just returned from a 
trip through his district. Heart failure was 
the cause of his death. He is survived by a 
wife and six children. 


W. H. Kidd Is Convalescing 


W. H. Kidd, who for thirty years 
traveled the South, representing Hoge- 
Montgomery Company of Frankfort, Ky., 
and who was taken seriously ill at Little 
Rock, Ark., on November 5, 1922, is 
convalescing. He has had a long hard 
fight, and his many friends among the 
traveling men, as well as old customers, 
are rejoicing that he is steadily regaining 
his health at his home in Frankfort. 


Richardson Locates in 
St. Louis 

W. C. Richardson, well known through- 
out the shoe industry has located in St. 
Louis at 1421 Olive Street. He will have a 
line of manufacturers’ supplies. He repre- 
sented for 11 years Krippendorf-Kalcula- 
tor Company. 
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‘‘Cancellations Feed Bargain Stores”’ 


AID recently the head of a shoe 

manufacturing house selling to the 
wholesale trade—“‘If some one couldevolve 
a method to keep wholesalers aad retail 
merchants from cancellations, it would 
prove the salvation of the shoe business. 
‘Cancelitis’ has always existed, it is true, 
but the evil has grown with alarming 
rapidity of late and it is forcing manu- 
facturers to operate their own stores in 
order to protect themselves. The perni- 
cious practise of returned goods is seen in 
the mark-down sales, with which the bar- 
gain basements are flooded. 


Live Up to Contracts 


“The wholesaler who returns goods is 
hurting the merchant to whom he sells, 
as well as himself, because when these 
goods are eventually resold by the manu- 
facturer, he has to resell them at some- 
times as much as $2.00 to $3.00 a pair 
under the price they cost him to make. 
These shoes are then eagerly grabbed by 
buyers of the -very big stores, or chain 
stores, and the little merchant sees a big 
store in his vicinity selling goods similar to 
his at prices far below what he had paid 
for them. No wonder he oft-times feels 
discouraged. When a wholesaler, or a re- 
tail merchant, returns goods, he is but 
forcing bargain sales shoes on the market, 
and many times at the beginning of a 
season when fair prices could be otherwise 
easily obtained, and everyone would make 
a good profit. 

“If I had the time to go around and 
preach, I would take as my text, ‘Live up 
to your contracts.’ The breaking of con- 
tracts hurts everybody, especially the 
small business man, who is absolutely 
needed.”’ 


Hinman at Room 217, 139 
Lincoln St., Boston. 


Charles H. Hinman, who represents the 
Adelphia Shoe Company of Scranton, Pa., 
makers of women’s novelty welt shoes, is 
now located at Room 217, 139 Lincoln 
Street, Boston. Here, he is showing a 
snappy line of straps and oxfords. Among 
his lines for spring is a white kid oxford 
with red toe cap, red lace stay and cut- 
outs in red on blue kid, 10-8 rubber heel 
with rubber toplift; another new number is 
a log cabin calf Gotham oxford, with 
trimmings in darker shade of kid, sun- 
burst pattern on either side of lace stay, 
10-8 heel with rubber toplift. 


“Ed” Rafter on Trip 


E. J. Rafter, who sells the Carroll- 
Jellerson Shoe Company’s line to the 
wholesale trade, left Boston on Decem- 
ber 2, Sunday, for a trip through the 
country with a brand new line of women’s 
McKays for immediate and future de- 
livery. Among “Ed’s’’ new numbers is a 
Colonial with rounded toe and 8-8 heel. 
He reports that the wheels of his factory 
are turning merrily and he feels most op- 
timistic about January, February and 
March business. ‘‘Ed’’ announced that he 
would come home in time to eat Christ- 
mas dinner. 


“Zene’ Mattinson a Benedict 


“‘Zene” Mattinson, who sells the large 
trade of the country for Wall, Doyle & 
Daly, has joined the ranks of the bene- 
dicts. The new Mrs. Mattinson was form- 
erly Marian L. Stevens, who was em- 
ployed in the Wall, Doyle & Daly Brock- 
ton office. 


Fitzgerald Says Business 
Good 


L. I. Fitzgerald, one of the “live wires” 
selling Panco soles, has returned to the 
factory after a seven weeks’ trip through 
the Middle West. Mr. Fitzgerald called on 
the factories and reported that consider- 
ing conditions he found business excep- 
tionally good. Mr. Fitzgerald is very 
optimistic about the outlook for 1924. 


Ralph Mears Has Good Trip 


Ralph Mears, who sells the line of the 
Cincinnati Shoe Company and the Nor- 
way Shoe Company to the wholesale trade, 
returned to Boston recently after a very 
successful trip of six weeks, covering the 
big cities. Mr. Mears, on account of his 
fine personality and real knowledge of the 
shoe game, is a great favorite with all in 
the trade. He is now “at home” at 139 
Lincoln Street, Boston, where he is being 
kept busy shaking hands with his “‘neigh- 
bors”’ and visiting buyers. 


Sam Locke with Gray & 
Dudley 
“Sam” Locke is a recent addition to the 


sales forces in the Southeast of Gray & 
Dudley, shoe wholesalers, at Nashville. 
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7 IN STOCK 
Brown Russia Calf 
and Dull Black 
Calf Oxfords 


No. B 450 — $4.75 No. B 460 — $4.75 
































Dull Black Calf Oxford, 256 Last, ™ r P hile Brown Russia Calf Oxford, 256 
9/8 Walking Heel with Rubber we your order Seay WEES ust: 9/8 Welking Heal with Rub- 
Top Lift. Welt. Stocks are Complete ber Top Lift. Welt. 











SIZES AND WIDTHS 


AAA...........4% to 8 eee 
Ses ee 
Busacedéciesece 3%to8 ee 


Terms: Net 30 Days 

















C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 
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“CLIFTON” buck 


Fine Calf Leathers 














Manufacturers of 

Preferred Because Most Perfect Velvetta Calf— 
Used with our wet process it produces a Tuscan Calf— 
perfect innersole, as it is easily formed Russia Calf— 





in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 


when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
are recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 


65 Brookside Ave., Jamaica Plain 


BOSTON, MASS. 
Brockton, Mass. 


BEE BSB SSE SBSSBE RBBB RBRBRBRER ES 
NN ER 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 

















APPROVED BY 
MEDICAL MEN 









As a sturdy support for the ankles of 
yvrewing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well known 
surgeons recommend its use. 
Make your stock of 
children'sshoes 
WENTILATIONS- I by ding 
PATENTED 





our order today. 
hone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
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What Do These Tests Mean To You? 








In 48 hours water did not penetrate Korxole. It passed entirely through leather. 








EFORE the Armstrong Cork Company recom- 

B mended Korxole as the ideal innersole for good 

shoes, it subjected Korxole to two important 
tests. 

An equal amount of water was allowed, for 48 
hours, to stand on a piece of leather innersole and 
Korxole innersole. At the end of that time the water 
had passed completely through the leather, but had 
failed to penetrate the Korxole. 

Thus, Korxole is water repellent, it will not per- 
mit water from the outside to soak into the shoe to 
play havoc with the stitching and leather uppers. 
Korxole protects the shoe at the vital points. 

In the second test a piece of three-iron Korxole, 
about six inches long and one inch wide at the center, 
was tested to determine its tensile strength, i.e., its 
ability to endure the strain of actual wearing condi- 


ARMSTRONG CORK COMPANY 











Shoe Products Division 





tions. It was found that this small piece of Korxole 
would support a hanging weight of 260 pounds. No 
innersole receives so great a strain, either in the 
laboratory or on the foot. 


Test No. 2 proves that Korxole has the strength 
to really be the foundation of a shoe, and this, as 
you know, is the purpose of the innersole. 


Korxole is impervious to water, is strong, tough, 
and durable. It will retain its resiliency and hold the 
shape of the shoe. 


Send. for a sample of Korxole, and find out for 
yourself why it is the best innersoling for shoes of 
whatever kind or grade. Or better still, specify Korx- 
ole innersoling on your next order of shoes and let 
your customers test its fine qualities, to their entire 
satisfaction. 


LANCASTER, PA. 





“THE FLEXIBLE CORK INNERSOLE” 
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No. 637R—Black Kid Seamless, 7 inch, Polish, 
9-8 Rubber Heel. In Stock, B, C, D, E, EE. 
$3.35 
No. 370R—Same style, next grade, 6-inch sop. 
9-8 Rubber Heel. In Stock, C, D, E, EE. $2. 





No. 73R—High Grade Black Kid Oxford, 12-8 
Wingfoot Heel. In Stock, Auburn, B wrE; 
St. is, B to E $2.85 
No. 74R—Same style in Blucher. In stock, 
Auburn, B to E; St. Louis, BtoE....... $2.85 





No. 47R—Black Kid Two Strap Sandal, 12-8 
Rubber Heel. In stock, Auburn, AA to St. 
Louis, A to E 
No. 83R—Similar style in next Tose 
ornament. In Stock, Auburn, 

Louis, E 
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Advertised To 
Nearly 10 Million Women 


The first advertisements, now appearing, of a big 
National advertising campaign reaching nearly 10,- 
000,000 magazine readers, are telling the welcome story 
of “America’s Best Comfort Shoe’”—of the amazing 
foot comfort in a shoe of surprising style, fashioned of 
quality materials at an economical price— 


CONSTANT COMFORT 


Shoes for Women 





are being advertised in full pages, half and quarter 
pages in the Ladies’ Home Journal, Good Housekeeping, 
Modern Priscilla, Extension Magazine, Christian Herald, 
Normal Instructor, The Trained Nurse and the American 
Journal of Nursing. Boudoir Slipper No. 100 is being 


featured’as a_Christmas gift. This big advertising cam- 


paign ‘will stimulate sales enormously—get your share 
by stocking the full line. St. Louis Branch carries com- 
plete stocks—24 hours delivery. 


Complete Lines of Oxfords, 


Strap Sandals, Boots and 
Juliets always In Stock 





No. 100R—Black Kid Boudoir Sli 
Black Pompon, Old Rose ea rand Quilted 
Sock Lining. In stock, B, 


AULT-WILLIAMSON SHOE CO. Menufacturers 


Western and Southern Sales Branch 
414 NORTH 12th STREET, ST. LOUIS, MO. 


Eastern Sales Office and Factories 
AUBURN, MAINE 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War Peak December, noes Today 
.35 $1.40@$1.50 $0.65 $0.60 .65 
30 1.40@ 1.50 45 0 40 45 
[28 1.30@ 1.40 43 45 ee 40 
‘22 -75@ 1.00 126 :30 28 '30 
.20 65@ .90 24 126 26 128 
50 1.40@ 1.60 65 80 60 ‘70 
‘30 90@ 1.00 35 ‘40 35 46 
126 65@ .70 24 26 (28 ‘32 
30 ‘42 
40 1.40@ 1.65 80 90 85 1.00 
‘30 1.35@ 1.60 70 80 70 85 
30 1.35@ 1.50 60 70 65 15 
124 70@ 1.10 ‘35 ‘55 135 60 
122 60@ 1.00 "30 ‘50 35 ‘50 
112 20@ .36 a 118 te 20 
30 85@ 1.05 45 ‘50 40 46 
a 1.40@ 1.60 70 ‘80 65 15 
Sole Leather (Price Per Pound) 
Green hide sole (sides)............++- $0.32 @$0.33 $0.56 @$0.58 $0.34 Ae $0.24 @$0.31 
ipa crs i ..@ .36 :90 ; 46 @$0.50 44 148 
» I ete ees 38@ 39 ‘92 95 ‘55 58 40 50 
No. 1 oak bends, shoe — pt use...... 46 A7 1.05 60 65 .50 60 
No. 1 oak bends, finders’ use.......... ..@ 48 1is@ 12s ‘70 ‘80 70 80 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
Native steers, as used in sole leather, it. 1, 1922 Toda 
Dei cccs. Spnaicdesews <2 $0. 1834 $0. 52 $0.55 _ @$0.20% ..  @90.13% 
Heavy Sevanchenny, Sa ceesanines... ar ; 50 ox 18% eu Al 
Light @ native cows, for side aon Se etd - -62 ee 19 ee -10 
Branded cows, for light sole sed Lacie 17 - 16 a 07% 
No. 1 buffs for heavy upper and side lea . 45 50 $0.13% 13% $0.07 .08 
No. 1 Chicago City calfskins for fine 
iors cie<acsiekeduces ..@ 17 80@ 1.02% 15 21% 12 17 
Kips for upper leather..............- 1@ .16 65@ .80 ‘15 ‘20 11%@ 115% 
tides ter colo benther........... ‘30 ‘A2@ 26 16%@ 17% <a 119 








Little Change in Leather Values 


HE present lull in activity in the 

leather trade is not to be wondered at 

when it is realized that many shoe 
manufacturers are marking time, taking in- 
ventories and awaiting for sufficient orders 
to accumulate to warrant cutting. There 
are, however, factories making heavy 
sboes for men and boys and, also, children’s 
shoe factories which are operating at fair 
capacity, some practically at normal, and 
these firms are using in the aggregate a 
considerable quantity of leather. 

Many reasons contribute to the rather 
abnormal dullness but there is every 
reason to anticipate a bigger season ahead. 
In the meantime there is little or no 
change in values. Prige is not an obstacle 
and few are disposed to sacrifice supplies of 
leather merely because shoe manufactur- 
ing has been experiencing a dull speil. 

There has been some active trading in 
hides and skins, tanners taking advantage 
of the decidedly low prices. Prices of 
leather are now as low as could be con- 
sistent with healthy conditions, and sole 
leather values are too low commensurate 
with cost of material, tanaing and general 
overhead. 


Sole Leather Situation 


There is little change in the sole leather 
situation from our last report. Sole cutters 
are operating on a conservative basis and 
shoe manufacturers are purchasing close 
to their needs. Prices are at rock bottom 


and tanners are not disposed to make any 
further reductions. Packer steer uaion 
backs are quoted at 40c to 46c; cow backs 
at 35, to 40c. Oak sole is moving on a 
steady basis with some sales at private 
terms. Oak packer steer backs are gener- 
ally quoted at 40c to 47c; cow backs at 
38c to 44c. 
Calf Leathers 


The upper leather market continues on 
the basis of small sales close to the needs of 
manufacturers, particularly for the lighter 
grades of novelty footwear. The demand 
for heavier leathers depends upon the 
locality and the nature of the shoe pro- 
duct. Prices of calf leather remain rather 
quiet both on smooth finish and suede 
leathers. The best selections of colors are 
offered at 42c to 45c for full grain stock 
plump weights; medium selections are 
quoted at 38c to 42c, according to quality 
and finish. Cheaper grades of calf leather 
are quoted down to 20c to 30c, according 
to lot and quality. Tanners of suede calf 
skins are but moderately busy, although 
there is a better demand for black suede. 
A good call for the fancy finished is antici- 
pated after the first of the year. The best 
selections of suede range from 50c to 65c; 
medium selections from 42c to 48c. 


Side Upper Leathers 
The side upper leather market is in 
ralatively the same position as during the 
past few weeks. Novelty leathers are 


dragging while the heavier side leathers 
are more active in the aggregate as the 
makers of shoes for working men are 
busier. Smooth finishes of side upper 
leather range from 25c to 30c and 32c per 
foot for the top selections and medium 
grades from 20c to 25c. The better grades 
of veal, kip and elk bring’above 30c aad 
the best selections of buck in white and 
colors are quoted at 38c to 45c per foot. 
Boarded side leathers are in fair demand, 
prices ranging from 23c to 28c. Job lots 
and snuffed leathers are quoted below 20¢ 
according to quality and lot. 


Patent Kip and Side 


Trading has not been especially active 
in patent leathers. The call contiaues the 
best for the medium grades with prices still 
maintained on the top grades. Patent kips 
are still quoted at 32c to 45c; medium 
grades 35c to 40c. Patent sides are selling 
at 40c to 45c, according to selection. 
Medium grades of patent are quoted at 
30c to 32c and the lower selections from 
20c to 28c. Patent kid is in but fair demand 
with the top selections quoted at 65c to 
75c. Patent colt is showing improved 
demand at prices ranging from 55c to 65c 
per foot for the top grades. 


Glazed Kid 


Glazed kid is in mach the same position 
as the other upper leathers with the 
(Continued on page 103) 
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ynited States Rubber Company Where Strain is Greatest United States Rubber Company 
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To help you sell 
“U.S.” Rubber Footwear 


Eight layers at the toe—eleven back of the heel— 
seven at the ankle—eight over the instep! Here are the 
facts about “U. S.” Boots graphically featured in an 
unusual store display. 


This large three panelled cut-out is a direct tie-up 
with our national advertising now appearing in the 
thirty-three most important farm papers. 


Display this sign in your windows or store. It will 
identify your store as the headquarters for the “U. S.” 
Line. It will help increase your sales. 


If you have not received your set of display material 
write to our Branch from which you order your “U. S. 
Rubber Footwear. 


United States Rubber Company 


“U.S.” Boots 
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Interesting Facts Pertaining 


N article. printed in the December 1 
issue of the India Rubber World 
covered thoroughly the origin, 
manufacture, properties, uses and methods 
of attachment of the crepe rubber sole. 

The article in part follows: 

‘Rarely has an innovation in rubber or 
footwear been accorded such spontaneous 
and immediate success as that which has 
attended the introduction of natural planta- 
tion-finished crepe rubber as a shoe soling 
material. While the use of unvulcanized 
rubber footwear dates back to the early 
days of the rubber industry before the dis- 
covery of vulcanization, the use of crepe 
rubber as a soling material is of recent ori- 
gin in Ceylon. 

“The material had been somewhat used 
there for the soling of bush boots, ordinary 
footwear, etc., and owing to the shortage 
of vulcanized rubber during the war rub- 
ber plantersin Ceylon began to utilize it asa 
soling medium for use on their hard tennis 
courts. Climatic conditions imposed a 
severe test, but crepe rubber proved so 
eminently satisfactory that both Euro- 
peans and natives permanently adopted it, 
to the exclusion of other types of soles. Its 
possibilities as a soling medium were 
quickly realized, and the rubber planters, 
after considerable experiment, succeeded 
in producing a special type of crepe rubber 
possessing the essential qualities of re- 
silience and durability to a marked degree. 


Popular for Sports and Outdoors 


“Thus crepe rubber soles have in about 
two years achieved great popularity for 
sport and outing wear entirely on their 
merits, and now are rightly extending their 
application to everyday footwear. They 
possess the three principal requirements, 
comfort, durability and cheapness, and 
footwear soled with them may be recom- 
mended from the standpoint of economy as 
well as of hygiene. 

“The very qualities which render them 
unrivaled for sport shoes make them equally 
desirable for ordinary wear, and the de- 
mand for them will be enormous as the 
public becomes more familiar with their 
numerous advantages. Their economy 
makes a strong appeal, likewise their hy- 
gienic characteristics and suitability for 
winter and wet weather wear. All persons 
much on their feet are benefited by them, 
and so the army, navy, police and other 
government and municipal services are try- 
ing them out. Postmen, railway workers 
and artisans, nurses, agricultural laborers, 
hunters, and school children are a few of 
the many classes of persons among whom 
crepe rubber soles promise to become in- 
creasingly popular. Success also seems to 
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Rubber Sole 


await a cheap crepe rubber sandal suitable 
for native wear among the teeming popu- 
lations of the East. 


How Crepe Sole Rubber Is Made 


“The rubber is obtained by tapping the 
rubber tree in the usual manner. The latex 
thus obtained is coagulated or curdled into 
a mass like a junket. This mass is rolled 
out into very thin sheets 1-64 to 1-32 of an 
inch in thickness between grooved rollers 
under great pressure. During the rolling 
process water plays on the rubber and all 








Timely Display of 
Rubber Heels 


A shoe store, in a red hot foot- 
ball town, made a window dis- 
play of rubber heels like this: 
On the floor of its window, it 
outlined a football field, using 
shoe laces for the lines. For goal 
posts, it used pencils, setting 
them upright in leather top 
lifts. On this field, it arranged 
22 rubber heels, tans on one side 
and black on the other, each 
heel representing a player in 
position for the opening play. 
On each heel was a pennant 
giving the name and position 
of each player in the home 
team and its rival eleven. 

















impurities are washed away. The rubber at 
this stage is pure white in color. 

“The sheets are then subjected to a dry- 
ing process, which yellows them slightly, 
and are afterward remilled together and 
built up to the required thickness, fol- 
lowing which they are cut to shipping 
sizes. The rubber undergoes no further 
manufacturing processes and is therefore 
cheap. Milling or building up immediately 
after the drying process insures the re- 
quisite texture and cohesion, the durability 
and resiliency peculiar to plantation 
finished crepe sole rubber. 

“It will be gathered from the foregoing 
that any error in rolling the thin sheets to 
exact and even thickness will be reflected in 
an uneven thickness of the finished sheets. 
Crepe sole rubber is supplied in the fol- 
lowing thicknesses: 1-16, 1-8, 1-4 and 3-8 
inch. The remilled sheets are trimmed into 
shipping sizes, the size most generally 
adopted being 36 by 13 inches. They are 
carefully inspected one by one and_ then 
packed in cases in such a manner as to pre- 
vent sticking together. 

“Crepe sole rubber is mace in a variety 
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to the Crepe 


of corrugations. For tennis, bowls, bad- 
minton, etc., the surface can be practically 
smooth and still maintain, without the 
slightest damage to the finest turf, a grip 
which is given by no other soling medium. 
The coarser corrugations are suitable for 
golf shoes, everyday and heavy wear. 

“Crepe sole rubber gives an unequaled 
grip under all conditions, and for sport 
shoe soles its grip on the turf prevents 
damage to greens by slipping. Its grip also 
renders it eminently suitable as a soling 
for winter footwear. Add to this the fact. 
that crepe sole rubber is waterproof and it 
may be literally described as an armor 
against accident and illness. 


Methods of Attachment 


“Practice varies, but two principal 
methods are in use. The more common is 
to solution and stitch on athinsoleof crepe 
rubber, and then solution a thicker one to 
it. This is known as the two-piece sole. It is 
a moot question whether this preliminary 
stitching is necessary. 

“The second and less common method 
consists of direct fixing of a single-piece 
sole with rubber solution. Firms of long 
experience in the use of rubber and rubber 
solutions in the manufacture of sport shoes 
have had no trouble with crepe soles so 
fixed becoming detached. Stitching through 
a single-piece sole so that the stitches come 
into contact with the ground is not to be 
considered, as the stitches quickly wear 
through and dissatisfaction results. 





Little Changein LeatherValues 
(Continued from page 101) 


strongest demand for the medium grades. 
The top selections of the first grade kids in 
colors are still firm in price with no change 
irom quotations of the past few weeks. 
The top selections are quoted at all the 
way from 65c to 80c, and very choice 
skins are held at from 85c to $1.00. 


Samuel Shapiro Sails for Paris 


New York—Samuel Shapiro, American 
Sales Representative for Grison Kid, 
sailed Saturday, December 8th, on the 
Aquitania for a month’s absence in Eng- 
land and France. 

He will spend a large portion of his stay 
abroad at the Grison headquarters in 
Paris, and expects to obtain while there 
some very interesting information as to 
color and shoe style tendencies. Before 
leaving, Mr. Shapiro made a flying trip to 
Boston for a parting interview with the 
Hygrade Tanning Company, the sale of 
whose leathers he controls for the United 
States. 
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Coming Events 
Cast their Shadows 


The enormous popularity of 
crepe soles in 1923 means still 
bigger sales in 1924. To make 
the most of this demand, be 
sure your shoes are soled with 
Armor-tred crepe. It gives your 


Y Vj = : A li customers better service. 
| at 
J) | | Ask your manufacturers’ sales- 


men to show you Armor-tred- 
soled samples. 


Manufacturers—Write to us 
_for samples of Armor-tred 
Crepe Soles (they are extra 
tough). 






Wear Better 
Sell Best 


ated 


OY) oT Yo) (= 


made by Quabaug Rubber Company, North Brookfield, Mass. 
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No. B 663 No. R 622 


Godings Are Made Right— 
In Chicago 


I you're getting all the men’s business you can take 
care of— 
If you're entirely satisfied with your present men’s 
lines— 


* 


If you're willing to pay transportation charges from far 
distant points— 


Then you don’t need Goding Shoes. 


, No. R 622 
No. B 663 But if you want more men’s profitable business, then you _p. & v. Mecea Calf Oxford 
P. & V. Mecca Calf Oxford so % : . , , mi Three double rows stitching 
with Seth Geta Aone. OFC We 00 yourself to thoroughly investigate the very un cetnenhaien Gane 
Semi soft toe. Plumpout- ysual Goding Merchandising Plan. Calf Quarter lining. 9-iron 
sole. Frat last. sole. Duke last. 
Price, $5.20 Price, $5.20 


A postal will bring samples or 
salesman without obligation. 


THE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave. CHICAGO 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Special Hub Counter 
For Louis Heeled Styles 


Louis wood heeled shoes need much more attention to the 
counter lines than any others. 


You cannot expect counters intended for military or sport 
heeled shoes to give satisfaction in Louis heeled types. 


To obtain that sweeping grace of line from top lift to counter— 
that smart, rakish downward tilt from back part to toe—a 
special counter is absolutely necessary. 


Here it is of prime, live HUB PIGSKIN and the pictures tell 
you, partially, how it solves a problem that perhaps is troub- 


ling you. 

HUB PIGSKIN Counters in your Louis heeled models will 
make all the difference in their smartness—therefore, also in 
their sales. 

And don't forget that HUB Counters are leather—the most 


elastic, yet firmly retentive of the lines to which they are 
shaped, which your manufacturer can secure. 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 


Branches: 


New York Philadelphia Chicago : St. Louis 
Rochester ~« Cincinnati 





Decen 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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skeletonized view above, also 
the perfect uninterruped sweep 
of line from top of counter to 
base of heel. 


Note the smart pitch of the join 
HUB Counter as shown in the i, 


Then observe the bottom and 
top views showing the narrowed 
base to accord with the narrow 
shank and heel seat required for 
Louis wood heeled models. Also 
the roomy but closely conform- 
ing back part. 





























eff 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ens ar eee = 


EVANGELINE 


(REG. U. S, PAT. OFF.) 


OXFORDS 


FOR WOMEN 










No. 5634 





AQOO4n w= 





Brown Boarded Lotus Calf 
Blucher Oxford 7 ene 
Cord Crease 
100 Last 9-8 Heel 9-8 — Heel 
Price $4.25 Price $3.75 








STRAPS 


FOR WOMEN 









No. 5644 No. 5658 






Black Suede 1 Strap Black Kid 1 Strap 


AQOOHMn w= 




















ee Black Calf Collar 
14-8 Junior Louis Heel 13-8 Wingfoot Heel 
Price $4.85 Price $4.25 
MADE BY 
A. H. Berry Shoe Company 





186 Lincoln Street, Boston Portland, Maine 


ees ©), ° Ss SS E c 
; Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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: ONE OF THE TEN STYLES IN STOCK 

: ‘Stock No. 240. ‘Frat Last, Ton 

“3 Oatord.: Wingfoot Heck, Once 
qeinht rie 4 » Sole. es AA, 7a 
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Quality Our Watchword for 1924 
Groco Felt Slippers 


Salesmen now in their territory with samples and prices. Several new 
and attractive styles added this season. Ask to see our style No. 318 
with absolutely new trimming, never used before on felt slippers. 


Style 704 Style 400 Be. 


C. A. GROSVENOR SHOE CO. 
WORCESTER - - - - MASSACHUSETTS - - - - OXFORD | 














‘““COLONIALS ARE Lizard and Alligator 
BEING WORN GOAT and CALF 


Also the wonderful new Chameleon grain. 


A G Al N ~— Glazed Horse in Red, Blue, Green, Brown, Tan, 
Gray and Black Kid. 
HERE IS A BEAUTIFUL BUCKLE Tanners 
TO GO WITH THEM! SCHWARZ BROS. CO. 


1100 Harrison Avenue Harrison, N. J., U.S. A. 
d Sole Selling Agents 
Moore Leather Co. , 95 South St., Boston, Mass. 








No. 
Pl 740 . 
sx X GRE ELEY 





BOUDOIRS 


in especially attractive 
colors, will attract trade. 


Original size of buckle—2 V4 in. wide by 2 in. deep 


Buckle is nickel plated with patent leather tongue. Also obtainable 
with all leathers, including satin. 





We make in addition to the buckle illustrated, a wide variety bf i. > 

other handsome designs—all sizes. In buying my boudoirs 

With the strong demand today for colonials, this artistic ornament : . . 

will enable you to make your models of this type more attractive, you are dealing with a 

as well as give keen satisfaction to your customers. Write now for long established house 

$a sle pairs hile the colonial seaso & go strong ° . 

amy pairs w nial season 18 going whioh is abreast of the 
WE DO NOT 'SSUE ANY CATALOGS In Black or Colored times with the boudoirs 

only that sell. 
THE VANITY NOVELTY WORKS If your Jobber Cannot Supply You, Write Us. 











1261 Atlantic Ave., Brooklyn, N. Y. <4 ,% Ww. GREELEY, Haverhill, Mass-5x@ 








leale’ ‘nfluence is secured thru advertising in the Boot and Shoe Recorder. 
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HA Word with a World of 

Meaning lo Buyers of 

“Womens Smart Shoes. 
Walk Groft 


_SMART SHOES FOR WOMEN ARE MADE BY 


7 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON’ 
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We make anything in the shape 
of CREPE RUBBER SOLING 
(welting included) either vulcan- 
ized or unvulcanized. 


For example—we make RAJAH soles in three 
different varieties of grain—rough, medium and 
fine—to suit any individual preference. 


To those who demand English crepe, we can pro- 
vide it in any form desired. 





In short there is no form of rubber soling or 
heeling which we are not prepared to supply 
our customers. 













But we will not apply the RAJAH 


trade mark to any but our original 








genuine product. 





RAJAH as the pioneer crepe 
rubber sole, stands for certain 
important and fundamental 
betterments in shoe soling. 


ALFRED HALE RUBBER CO. 


. Atlantic, Mass. 
Established 1837 


RAAB 





REG.U.S PAT. OFF 


of SOLES | 
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In Stock 
#769 


One of us mre simp | oe | 


refined st styl es that are 
and- butter sis uae \ 


oer - His “A ineral num \ 
in Patent Colt ty/o- stra / 

batton welt Sand al yo-ptrep = | 
over our #7/80 leat and 

carr ng 8 a % mils tary half J \ 
rubber ‘heel With ee Eine 7 s . ea 
tip and simple perf foration F 


on tap, throat, and straps. ae 


Stocked in widthe AAA to 
D_ sizes 2/2 to9. 


». , PriceD42 3, net 30 days 


OORE- AIAFER 
‘AIOE ‘MFG *CO° 


~~ BROCKPORT. NY. UA. 


NEW YORK OFFICE 545- ~~ ‘sa Bg gH BL06. BWAY AT 34ST 
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“Smooth Inside ~As 










eA Miller's Wing” 


Outgrown Before Outworn 


Somewhere there is a shoe merchant looking 





x ($00— 2 ~ 434 ...$1.20 for a QUALITY line of Children’s Shoes—a 
Jang lemd sore ent eo line better than he has ever seen for the 
Choc. }  |503—11%4- 2 1.85 price. Are you that merchant? 
\810— 2%4- 8 2.15 

_ , dase Because Miller’s Stitchdowns are the line 
Patent { 522—,8¥4-I1.. 1.85 you seek. 

$23—1134- 2...:.. 2.05 , 

815— 214- 7... 2.35 They are made without staples or tacks, by 

(ss1— $- 8... $1.70 the modern process; of best materials; and 
White , 552— 844-11. . 1.95 are a revelation in style, comfort and wear- 
Nubuck } 553—11%- 2.. 2.15 : li . 

\816— 2%- 8.. 2.50 ing qualities. 

Your Request Brings a Catalog Let your curiosity loose today on a postcard to us. 


A few choice territories remain open for real salesmen 


THE MILLER SHOE COMPANY 
SALEM, MASS. 

























ITO TUTTLE? LULLLLLLLLLL 4 


4 


HOMO 








COMME 







Trade Mark 
Welt Sturdiness—Turn Lightness 

We never put in the works an In-Stock 

shoe unless marked approval has been 

shown the style by a widespread num- 

ber of merchants who 


have ordered it. We are 1006 
$4.00 SURE the style is good. $325 
4. wRAntEs “Frances” comes in patent onlyon the wo 4996. Tan célf walking Oxford. 


No. 1604. On a remarkable new Low i red in five On a good fitting last. Three-quarter 
Heel Last. All Patent Leather, 8/8 !0W by abuse A aT diag wo ny 
combinations on a ; TC. 

Leather heel, Rubber Top-lift. : ok | er eee Te $3.25 
C-34% to 8; D-3 to7..........--°4.00 These shoes are carried In Stock, and 


No. 1005. Same pattern as above, with 2 hom 
14/8 Spanish covered heel, all ‘patent you are welcome to sample them. 





CHM OVO OOOO 


ew PORTE . $4.35 — 5S oi-15 Days 
ROBERTS SHOE COMPANY 
270 BROAD ST. ‘‘Much Better Shoes’’ LYNN, MASS. 





a 


SHMUEL 


Mee SMe UMS LLL LLL LLL ® LALLA LLL LL La il r 
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Y Some the New Styles in 


THE 


RCH RRESERVER 


HE shoe that changed the ideas of a nation is made in styles suit- 

able for all occasions. Dealers are finding the smart styles obtain- 
able in the Arch Preserver Shoes is building a business comparable to 
no other shoe in the history of the industry. 





A stock department of 16 styles in widths AAA to E is maintained, for 
the convenience of Arch Preserver Dealers. 


THE SELBY SHOE COMPANY, 


Portsmouth, Ohio. 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MEN’S SLIPPERS 


In Stock for Immediate Delivery 
Wire Your Orders TODAY at OUR Expense 
Men’s Turn — 









No. 171 








180 Tan Kid Jumbo Everett . $2.25 
170 Tan Kid Romeo 2.00 
171 Tan Kid Everett 2.00 
174 Tan Kid Brighton 2.00 
172 Black Kid Romeo 2.00 
173 Black Kid Everett . . ‘ 2.00 
196 Tan Kid Romeo Opera Toe . 2.35 
197 Tan Kid Everett Opera Toe . 2.35 
198 Tan Kid Opera Opera Toe 2.35 
Full Kid Lined | 
190 Tan Kid Romeo Opera Toe . ..-... . « $2.65 
191 Tan Kid Everett Opera Toe . . ...... # «2.65 
192 Tan Kid Opera Opera Toe ‘ oc eo ae 








Special 7% -- 15 Days 











Ab 
Mistwold Comfort Shoe Co., Raymond, New Hampshire Ox 
MENTION THIS AD WHEN ORDERING a 













SIX STRONG SELLERS 


They'll sell quickly. Just the shoes you need. 
They'll bringgoodprofits. Best leathers. 
They'll satisfy customers. Best workmanship. 


Stock No. 400—Men’s Black Imp. 
Calf... ne 5 5 
Stock No. 450—Men’ 8 ) Auteme Beowe ‘e 


a Pri. rere 







At Once Shipments 


Stock No. 300—Men’s Black Eric Stock No. 1000—Women’s Black Calf 
Calf. ......... 5 35 Stock No. 1050—Women’s Tan Wil- 4. 90 
Stock No. 350—Men’ 8 436 Col. Calf e SPE, | bso cee’ (Woah dee evacuees 


P. B. KEITH SHOE CO. sf BROCKTON, MASS. 


MEN’S AND WOMEN'S FINE SHOES 





j 
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A smart all year round Oxford on the 

Aberdeen Last. Made in Tan or Black 

Russia Calf with 12 iron sole. This 

Oxford has the famous Nettleton Com- 

posite Back Stay. 

In Tan No. 053 In Black No. 055 
AA, A,7-12 B,6-12 C,D, 5-12 





Today, Nettleton Shoes, backed by national magazine 
advertising, dealer co-operation of the most intimate 
sort and an In-Stock Department containing 30 styles, 
offer to dealers the finest men’s FINE shoe proposition. 


Write us for our new catalogue showing not only the Stock Department 
styles but many other smart shoes to be made up on order — and ask 
for a copy of “‘The Nettleton Idea’. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE ° ° e NEW YORK 


SHOES O F worRtTH 














MEN LIKE TO SAY THEY WEAR THEM 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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RENCHSHRINER & URNER 


MENS SHOES 
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THE YALE with its swagger smartness and 
rugged durability is ideal for street, sport or 
general wear. Its ability to withstand even the 
most severe abuse, makes it one of our most 
popular models. 


Carried in Pigskin, also in the 
new light tan Scotch Grain. Heavy 
double sole. 


One of the many distinctive models 
of French, Shriner & Urner Shoes 


FRENCH, SHRINER & URNER 


Factory and Salesroom: 63 Melcher St., Boston, Mass. 





& 











Not Rubbed On 


Dealer Influence ts secured thru advertising in the Boot and Shoe Recorder. 


G upertority fyuilt in, 

































December 8, 1923 


Fancy Shoes the Vogue in 
France 
Washington—French shoe factories re- 
port that the demand of the feminine 
clientele clearly manifests itself for very 
fancy shoes. Reports received by the 
Boot and Shoe Division, Department of 
Commerce, from the Consul General at 
Paris show that shoes with perforated 
uppers, in various colors, with buckles and 
straps combined in various ways, so as to 
expose the arch and instep of a foot as 
much as possible, will be much in favor 
this winter. Many of the fancy shoe 
creations for next season and for spring are 

still in preparation. 

French shoe merchants wait as long as 
possible before making purchases of this 
sort. Colored kid skin is the principal 
choise in leathers; patent leather and 
deer skin come next in the order named. 
The oxford for women is not in great favor 
now, but there is reason to believe that it 
will be in good demand this winter. In 
regard to high shoes, they are still in dis- 
favor, particularly on account of the 
higher price. 

For men, the oxford, principally in box 
calf and with a pointed toe, is mostly in 
demand. Button shoes appear to have 
been abondoned, and shoes with elastics 
seem to have a tendency to reappear. 

The consul general reports: “The 
appreciable reduction of stocks in stores 
and in factories, and the general revival 
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There’s nothing mercenary about the appearance of the interior of the Cinderella Boot Shop of 
Birmingham, Ala. An air of refinement and comfort reflects from the chairs, mirrors and other 
fiztures. It is exclusively a women's store. 





observed in business would be sufficient 
cause of optimism in the shoe industry, if 
it were not for the question of price which 
causes considerable difficulty, as cus- 
tomers are not willing to pay more than 


the present prices. It is pointed out that 
purchases of raw materials for the manu- 
facture of shoes and leather articles for 
important army and state contracts will 
contribute to a firmness in prices. 





























United States Exports of Leather Boots and Shoes 
WOMEN’S 
| 
| . Nine Months Ended 
September September 30 
| | | | 
1922 1923 | 1922 | ° 1923 
Pairs Pairs | Pairs Pairs 
| 
i oe 2552 cg | 2,614 1,871 | 41,360 | 23,832 
| RP er i ee on eee oe 2,715 | 1,931 | 10,512 | 16,888 
FER Ra Sr yer ee. ee eee 500 | a2 a 12,215 | 1,742 
pg rere res eee oe: eee 25,997 | 24,285 | 165,897 169,498 
ON" SR: SPS eee yo, ee 22,528 | 13,931 | 249,324 248,382 
WSS Sa ee ee eee... 2,320 | 5,224 | 39,910 | 48,684 
Se Eee Ce a ae eee 4,855 | 7,837 48,717 | 55,308 
Wg aos ns hed ae Sake ete Soy Bicol 12,172 13,318 | 139,268 142,185 
Newfoundland and Labrador....................... 7,643 14,739 | 62,588 105,500 
BRR Penis ies es rs Cr et 10,242 | 8,384 | 100,655 | 68,286 
Cea Seas a ee ES so eee 49,342 57,840 514,383 590,631 
Dominions Malia. os. ocicc cna de cee. .-....- 8,102 | 22,073 | 76,701 | 86,566 
el Pe Oe oe 8,123 | 7,473 | 77,200 | 49,807 
ee 3,419 4,057 15,666 | 32,402 
ee CO es hin en ols eee Cate gl 5,364 | 11,810 | 84,735 105,793 
ER RT Se ee er ee aps 165,936 1,639,131 1,745,504 
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READY TO SHIP 


There is a big difference in shoes 
and the “Dalton” shoe proves it. 


Send for In Stock Style Catalogue 


[ a 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


NEW YORK CHICAGO 


| Stock No. 412. Johnnie 

Walker Last.Imp.Black 
Seer Sole Bal. Heav 

Sole. Wingfoot t Heel. 

_— C & D 5-11, Price $6. 
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Shoe Ornaments for 


the Holiday Trade 


New and Popular Designs in 
The Dalke2 -Line 


NOW READY FOR DELIVERY 


You can profit by featuring “Dalco” assort- 
ments (put up in velvet lined cases) for Gifts. 
The Rhinestone set illustrated is just one of our 
many Holiday specials, priced at $4.50 to 
$18.00 per dozen pair. 


COLONIALS ARE SELLING 
We have the beaded tongue ornaments which set off 
Colonials to best advantage. 


Illustrated folder giving further information sent on 
request, 


Dalrymple-Dudley Co.  —wo.sm 
Haverhili, Mass. Price nsioding velvet wey $18.0 aaa ae 


( ————— ) (———] 








7° 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


December 8, 


JOHNNIE WALKER LAST $6.00 


The Dalton Company, Inc. 


BOSTON R 
183 Essex Street 651 Marbridge Bidg. 209 South State Street 
1618 Republic Bldg. 
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2000 Kiddies Need Shoes 


BOOT AND SHOE RECORDER 


If You Want to Be Santa Claus, Send as Many Pairs as 
Possible to Volunteers of America, Boston 


By HELEN M. HANEY 


for the children. At this glad 

season of the year, when everybody 
should be happy, most of all the little 
folks, no real shoeman wishes to see the 
kiddies unhappy because they have no 
footwear. And yet this may be the case, 
if the Volunteers of America are not 
successful in their appeal for 2,000 pairs of 
shoes and stockings. 


& HRISTMAS is essentially a festival 


Make Shipments Prompily 


The Volunteers of America have head- 
quarters at 39 Howard street, Boston. 
Some two years ago, they inaugurated for 
the Hub the free distribution of footwear 
as Christmas gifts. Colonel Walter Duncan 
and his wife are not novices in charitable 
endeavor. They came to Boston in 1920 
from Los Angeles, where they had been 
leaders in the altruistic work of the Vol- 
unteers. Here in Boston, all the year 
around, they are laboring among the poor 
and unfortunate, regardless of race, color 
or creed; they see to it that those who are 
hungry are fed; those who are in need of 
clothing have their wants supplied. 
Recently, as a form of publicity for the 
work which they are constantly doing for 
the elderly people, a “quilting bee’”’ was 
held at one of the leading hotels. 

In the getting together of shoes for 
children from babyhocd to fifteen years— 
the shoe trade can help. Distribution 
commences December 22. Shipments 
should be made immediately. This move- 
ment has the indorsement of the leading 


men of the country. We will start a series 
of these indorsements with that of James 
M. Curley, Mayor of Boston: 


To the Shoe Trade of Boston: 

The kindly days, the Season of 
the Little Child, Chrstmas, is at hand, 
when the hearts of men are stirred to 
good deeds, and to thoughts of their 
neighbors with whom fate has dealt 
less kindly. 

The coming of the winter season 
always means a slowing-up of outdoor 
employment and this entails suffer- 
ing and deprivation, which falls 
heaviest on the home, the mother 
and the child. The Volunteers of 
America have a full knowledge of 
these conditions and through the 
leader, Mrs. Duncan, they appeal to 
Boston, that never turned a deaf ear 
to human misfortune, to help them to 
meet a situation always pathetic, but 
harder and more appealing in the 
winter season. 

In the name of the Little Child of 
Bethlehem, I ask a generous response 
to the appeal of the Volunteers for 
the mothers and children of Boston 
living in the shadow. An urgent need 
is shoes for children and I make a 
special plea to the shoe trade of Bos- 
ton, always generous, ever-ready to 
lend a hand, never a laggard in hu- 
mane duty, to help in their particular 
line; and in making this plea I am con- 
fident it will be heard and answered. 

Sincerely yours, 


a 


Mayor. 





Influence of Weather 


A Lynn sales manager found in the 
morning mail two letters from merchants 
in different sections of the country. One 
read, ‘‘Our sales of shoes are not what we 
expected because a long spell of weather 
injured the crops.”’ The other read, “Our 
sales of shoes are not what we expected 
because a long spell of dry weather in- 
jured the crops.” 

All of which proves, beyond a reason- 
able doubt, that the weather has some- 
thing to do with the sales of footwear. 


New Shoe Stores 


E. C. Bray, 23144 Tejohn Street, Colo- 
rado Springs, Colorado. 

Jack’s Shoe Store, Main Street, Gard- 
ner, Mass. 

Winer’s Boot Shop, Harry Winer, 69 
Main Street, Nashua, N. H. 

Savoy Shoe Shop, 453 Columbus Ave- 
nue, Boston, Mass. 

Simmons Shoe Store, 717 Dudley Street, 
Boston, Mass. 

Brockton City Shoe Store, Lawrence, 
Mass. 









Forgetful Clerks 


“Can anybody tell me how to 
make extra clerks remember the 
location of stock over a week?’ 
asks a small city merchant. 

“TI have several clerks come in 
Saturday afternoons and evenings 
to help me out in the rush. And to 
save their souls they cannot re- 
member the location of the stock, 
but often have to come to me to 
ask me where to get the sizes or 
styles they desire. 

“T know my stock so well that I 
can shut my eyes and pick any 
desired pair of shoes off the shelves. 
But those extra clerks simply can- 
not remember the location of shoes 
from one week’s end to the other. 
Worse still, they blame me, and 
declare that I shifted over the stock 
during the week. 

“What would you do about it? 
Hire a new set of clerks? Or give 
my present extra clerks a course of 
memory training?”’ 











Indications Promise Better 
Business in Canada 


Montreal, Nov. 29— That a definite 
turn has been taken by the Canadian 
boot and shoe industry during the past 
few months, and that from now on the 
business will probably show substantial 
improvement, is the statement made by 
a large local manufacturer, who is a close 
student of conditions within and sur- 
rounding the industry. He states that at 
the moment weather is not favorable to 
the business, but the advent of snow will 
certainly result in improved demand. 

Reasons for the improvement now fac- 
ing the industry, according to this manu- 
facturer, are chiefly the fewer number of 
firms competing for retail business and a 
somewhat freer movement of money, 
especially in the country district. During 
the past couple of years and more es- 
pecially during 1923, several prominent 
manufacturers have gone out of business, 
thus bringing production more into line 
with the requirements of the country. 

At the present time’ boot and shoe 
prices are slightly below those of a year 
ago, the decline averaging about five per 
cent, and this fact, taken into considera- 
tion with the increased proportional de- 
mand manufacturer, makes the outlook 
promising for a steady increase in distri- 
bution during the coming months. 

‘People are walking less and less,”’ he 
said, ‘‘and this fact is having a direct 
influence upon the boot and shoe manu- 
facturer making the outlook considerably, 
more reassuring for a steady increase in 
distribution during the coming months.”’ 
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For speedy, positive action-- 


the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 


MOMMA TOU OOO OU OOO OO 












Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 
Each stretcher is packed 


in an individual carton. 
Corn and bunion plates 
come with each stretcher. 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street . 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 





Mele MMM MMM T= MM « MMe MI © MMM Nr» MIN © MMe Me Oe Te Oe TCT 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


















1923 
my 





—— 





December 8, 1923 

















BOOT AND SHOE-RECORDER 


Starensier Shoe Ornaments 


IN VOGUE Colonial Tongues and Buckles 





RHINESTONE SLIDES 
Our rhinestone slides are rapid sellers, effective 
designs—3 different sets, 12 designs in each set. A 
high-grade ornament at a lot price, 12 designs in 
each set. 


PRICES $4.80, $6.00, $7.20 per set. 


Ornaments of All Kinds :: In Stock :: 


Growing demand throughout the country—We 
feature our No. 23725. A high-grade nickel polish 
Brass Buckle attached to Patent Leather or 
Satin tongue—easily adjusted to the shoe. 


Complete, for $6.00 per dozen Pairs. 


Order a dozen or more pairs at once, and get an 
early start on this coming big business. 


GENUINE CUT STEEL BUCKLES (special) 
Real French Cut Steel Buckles — Positively the 
best values offered to the trade—artistic designs— 
an excellent opportunity for the retailer to make 
a quick turnover with a very liberal profit.—Order 
a few pairs, reorder as you sell. 

SPECIALLY PRICED at $3.00 per Pair. 


Other grades—Cut Steel and Rhinestone Buckles— 
from $1.00 to $25.00 Pair. 


Delivered the Day Order Is Received 


S. STARENSIER - - - HAVERHILL, MASS. 

















ASK YOURSELF 
THESE QUESTIONS! 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
by the Audit Bureauof Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “‘Boot and 
Shoe Recorder’ is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 





The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 


TIMES SQUARE 
43d St. West of Broadway 
NEW YORK CITY 
1000 Rooms and 1000 Baths 
panna a ig) Ay Bay 
men in New York City. Quiet re 
finement holds sway. ‘Atmos- 


. indeed. Yet atmosphrre 
is not used to buoy up the rates. 


$12 to $18 $2 to $3 
Weekly Daily 


-=e: Absolutely Fireproof »= 











2,000 Kiddies Need Shoes 


2,000 children—from babyhood to 
fifteen years—are writing to Santa 
Claus for shoes. If you wish to help 
Santa Claus, the Volunteers of 
America will deeply appreciate your 
co-operation. Shoes may be sent— 
the more the merrier—to Colonel 
Walter Duncan, Volunteers of Am- 
erica, 39 Howard Street, Boston. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the Shoe and 


Leather Trade 








BUSINESS; REVERSES 


Tuscaloosa, Ala.—C. J. Lindsey, general merchan- 
dise, reported petitioned or.petitioner in bank- 
ruptcy. 

England, Ark.—W. J. Somers, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Fresno, Cal.—Joseph Fryer (The Family Shoe 
Shop) boots and shoes. etc., reported assigned. 

Hawthorne, Cal.—John C. Bradley, boots and 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Los Angeles, Cal.—V. Shabo (1783 W. Adams St.,) 
boots and shoes, etc.. reported assigned. 


Sacramento, Cai.—Lewis & Simon, boots and shoes, 
reported meeting of creditors called. 

Denver, Col.—Montoya & Montoya os 
Shoe Store) (1549 ——— street) boots and s 
reported offering compromise at 50 per cent. 

For. Coltins, ( Col S Fort Collins Shoe Store, boots 
and shoes, reported petitioned or petitioner in 
bankruptcy. 

Hartford, Conn.—Alfred L. Brewster, (186 Pearl 
See wholesale leather ry findings, reported 
offering to compromise at 20 per cent. 

Waterbury, Conn.—M. Yanowsky & Son, boots 
and shoes, reported peitioned or petitioner in 


Goods Company, boots 
and shoes, etc., reported receiver appointed. 
Chipley, Ga. —Reuben F. Anderson, general mer- 
chandise, reported petitioned or petitioner in 
benhruptey. 
Glenville, Ga-—Mose Nathan, boots and shoes, etc., 
repor' ering to compromise at 25 per cent. 
Macon, Ga.—Kessler Department a reported 
petitioned or petitioner in bankru 
a Circle, Ga.—G. O. Hatcher, boots ‘and shoes, 
ted petitioned or | or petiiioner in bankruptcy. 
Sybeanten, Louis Levy, general merchandise, 
reported petitioned or petitioner in bankruptcy. 
bye mma Ga.—J. H. Powell & Co., boots and 


Chi Iu.—H ( 
ner E. Holm gren, proprietor) (6633 North Clark 
Street) myn) reported petitioned 
titioner in bankru icy 

arry Farber, (339 Kedzie Avenue) gen- 

eral merchandise, reported petitioned or peti- 
tioner in bankrup pier. 

Ben Solomon (3143 Logan Boulevard) general 

merchandise, reported petitioned or petitioner in 


ptcy. 
William Ablin (176 North Halsted Street) 
boots and shoes, etc., reported petitioned or 
Dy pel - in  benhragtey. 

Joliet, 1.— ts and shoes, etc., re- 

ported petitioned or petitioner in bankruptcy. 

Moredosia, 1l.—Uni Mercantile Company, gen- 
eral merchandise, reported petitioned os peti- 
tioner in bankruptcy. 

Bourbon, Ind. ~“Stoffer & Co., general merchandise, 
reported petitioned or petitioner in bankruptcy 
and receiver a nted. 

Wabash, Ind.—L. E. Carter, boots and shoes, re- 
ported receiver ‘appointed. 

Cherokee, lowa—A. T. Montgomery, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Woodward, lowa—Charles Barrick, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Louisville, Ry. —Outlet Stores Company (329 W. 
Jefferson Street) department store, reported 
offering to compromise at 3344 cent. 

Biddeford, Me.—The Bon Marche (Abe George, 
proprietor) boots and shoes, etc., reported 
assigned. 

Attleboro, Mass.—Abraham Levine, boots and 
shoes, reported assigned. 

Boston, Mass.—Globe Leather Company, Inc., 
(258 Purchase Street) manufacturers and j 
bers of leather heeis and soles, ~¢ ow assigned. 

Standard Leather & Findings Co., Inc. (306 
Hanover Street) wholesale leather and findings 
reported assigned. 

A. J. Considine (71 South Street) leather, re- 
ported petitioned or petitioner in bankruptcy. 

Brooktine, Mass.—John A. Walker (44 Waverly 
Street) genera! merchandise, reported petitioned 
or petitioner in bankruptcy. 

Everett, Mass.—Boston Shoe Company, Inc. (210 
roadway) shoe manufacturers, reported offering 
to compromise at 25 per cent. 

Fail River, Mass.—Fall tiiver Shoe Market, boots 

and s .es wholesa‘e and retai!, reported petitioned 

or petitioner in bankruptcy. 


Gloucester, Mass.—James P. Patience, boots and 
shoes, reported offering to compromise at 20 
per cent. 

Holyoke, Mass.—Max Smith, (281 Main Street) 
boots and shoes, reported offering to compromise 
at 20 per cent. 

New Bedford, Mass. = pe! Gregorie, boots and 
shoes, reported is of 
called. 

Lake Odessa, Mich.—Merritt R. Wade, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Coleraine, Minn.—Samuel Singer (The Fair Store) 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

St. Paul, Minn.—Joseph Skorish (Third and ten 
Streets) general merchandise, repor 

Mi inn.—G. A. Semon, al merchandise, 
reported ‘petiilencd or petitioner in bankruptcy 

East Grand Forks, Minn.—Arenson Mercantile 
ba general merchandise, reported as- 





Hib ing, Minn. —Gellowey & Co., general mer- 

— reported petitioned or petitioner in 
u 

Lostsbare, iss.—P. M. Ross & Son, general mer- 
chandise, aaa or petitioner in 
benkrert7 

St. Louis —Morris Rosenblatt (Kingdell® 
Boot Shop) (4959 ae Street) boots and shoes, 
etc., reported petitioned or petitioner in bank- 
ruptcy. 

Kansas City, Mo.—Walt Miller (4730 Troost 
Avenue) boots and shoes, etc., reported peti- 
tioned or petitioner in bankru ptcy. 

Glendive, Mont.—The Tosgery. Inc., boots and 
shoes, etc s 

Harlowtown, ont.—Marshall’s Busy Store, 
general merchandise, reported petitioned or pe- 


Pp 

, Neb.—Tracy ‘rost, merchandise, 
titioned or petitioner in bankruptcy. 

Passaic, J.—Boston Family Market 
po ee I. Kovin, Inc.) (306 yo re- 
or petitioner i tey. 
sere, ed Rig —Abraham Bratspis, (95 Wilson 
Street) boots and shoes, reported offering to 


ey mts (12 rons Avenue) boots 
er venue 
—— ped petitioned 


sing City, N M. ~~ 2m G. Koebler, general 
~ reported petitioned or petitioner in 


bankruptc 
Beoskiya N V—B. 6. P. Ghee Gomanas. Inc., 
manufacturers of turns, reported petitioned or 
petitioner in banrkuptcy 
aan } an 9 Marey Avenue) (116 Park 
venue ts shoes, etc., reported meeting 
of creditors called. 
Craft Shoe Company, -. (1613 E. New York 
Avena) manufacturers of turns, reported peti- 
titioner in bankruptcy. 
Jacob | aufman (99 New — Tans ag boots 
and shoes, reported menting of tors called. 
Jessie Pincus (1582 Pitkin ye qa4i 
Liberty Avenue) reported asking general’ ex- 
New "York City—Harry Mill goods 
ew or ity—Harry iller, bene 
(3410 Broadway) re; sporeed assigned 
Harry Singer (1422 Madison Avenue) general 
merchandise, ted se or petitioner in 
bankruptcy and receiver a 
Stich & Anderson (150 42nd Street) manu- 
facturers of turn — reported offering to com- 
promise at 20 per ce 
Irving Cohen, (300 W. 25th Street) boots and 
shoes, reported meeting of creditors called. 
Louison Shoe Company (147 W. Broadway) 
wholesale boots and oN reported offering to 
compromise at 50 c= 
Irving Stern (1163 _—- Road) boots and 
» Feported petitioned or petitioner in bank- 
ruptey and receiver appointed. 
- Braverman (Imperial Luggage Shop) 
reported petitioned or petitioner in bankruptcy 
H. Goldstein & Son (3493 3rd Avenue) 
and shoes, reported meetinz of crelitors called. 
Asheville, N. C.—Economy Store, Inc., department 
store, reported petitioned or petitioner in bank- 
ruptcy. 
Winston-Salem, N. C.—J. C. Templeton, general 
merchandise, reported assigned. 
Cleveland, O.—James H. Ramsey, boots and shoes, 
reported petitioned or petitioner:in bankruptcy. 





Akron, O.—L. Friedland, (192 So. Main Street) 
boots and shoes, etc., reported petitioned or 
petitioner in bankruptcy and receiver appointed. 

Lock Two, _O.—Garmhausen Bros. Co., general 

receiver appointed 


reported itioned titioner in bankrup' 
peti or b 
Mountain Park, Okla. ~siountain Park Mercantile 
ney, Gena general merchandise, reported peti- 
“Okla Out in bankruptcy. 
Quinlan’ 0 inlan eae Company, 
ise, ss petitioned or peti- 


y Inc., boots and shoes, 


cinateypigy —David Riebman (The Stanley) 
merchandise receiver appointed. 

ay, Penn.—Samuel J. Levenson, general mer- 
andise, reported itioned or petitioner in 


bankru and receiver appoin 
Farrell, he —Adoiph Harskowitz, boots and 
shoes, etc., repor petitioned or petitioner in 
nkru 
New Castle, 


Penn.—Jacob B. Burger, (Burger's 

—~ Store) boots and veg reported petitioned 
titioner in bankrupt 

New ensington, onia Store Co., boots 

and shoes, — reported petitioned or petitioner 


in bankrup.c: 
Philadelphia, ‘o—2: Breier Shoe Mfg., Se. Inc. 
(119 No. ‘Sth Street) manufacturers of shoes, 
itioned or petitioner in bankruptcy. 
& oA (1226 oa pets Street) 
leather, potiens! < or 


iti picy Bse'N 
Providence, R. 1.— Harr oe 4 Gis 316 N. 
Main Street) boots shoes, repor 
cumppunies'en U0 par me cult ana E Sano 
in notes. 
Woonsocket, R. I.—Isadore Lazarus (Economy 
Store) (48 Main er boots and shoes, ctc., 
peti or petitioner in bankruptcy. 
Morgan, Texas—T. B. Ford, general merchandise, 
reported itioned or petitioner in b in — itcy. 
Bremond, Texas—Philip Gerson, boots 
—— reported peta or patina in bank- 
ptcy. " 
Minsole a Varner hand 
or petitioner in ew, 


Mount Fiavent, Texas—Robinson Bros., general 
—— reported petitioned or petitioner 


Ph gy A. Efron, general mer- 
—, reported petitioned or petitioner in 


Greenville, _ Dry Goods Company, 
boots and shoes, etc., reported meeting of 





creditors called. 
Munday, = Wee Maniied Goods Company 
(LA. Silverber; S, proprietor) boots and shoes, etc 


reported ted offering to com: 
Clayville, Va.— illiam 
chandise, reported petitioned or petitioner in 


Merton, Wis =~ od i =, 
reported pe' Ty ae in bankruptcy. 

Monticello, PWis. eel Ammon, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy 

Portage, Wis. io -Dubruski Bros. general merchandise 
reported petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 


Carbon Hill, Ala.—O. L. McLaughlin, boots and 
shoes, etc., reported sold out to James C. Haugh- 


ton. 

— Ala.—Smith, Stevens & 5 oe. gen- 
eral merchandise, J. R. Smith re 

Arkana, Ark.—Robertson Store, ro merchan- 


y menced business. 

Armona, Cal. — J. D. Gevrekian (Quality Sine 
Store) boots and shoes, reported sold out to A 
Leo Anacies, Cal.—Karg & Marz (1641 Highland 

ngeles, —Karg arz 
Avenue) boots and shces, reported succeeded by 


P. Petro. 
ln® les, Cal. —niee os > ay Loss Sout 
ill Street shod 7" to garma 
Jennie =i ‘ord (8508 oo, Dugaaweg) boots 


eral merchandise, 


(Continued on page 127) 
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issue: 
Space 1 time 7 times 
| $4.00 $3.50 


2 in........ 10.00 8.00 7.00 
3 in........ 15.00 12.00 10.50 
4 in........20.00 16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


except when regular advertisers, as amounts are too small to open accounts 


replies ‘iF direct to their address, ea 
must be counted in the advertisement and bald for accordingly. Answers 
to ads must be sent under letter postage. 


word for each insertion. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN WANTED—Popular priced chil- 

dren’s welt shoes made in Vermont. Line 
consists of 36 live numbers, including line of 
patented child’s welt, sizes 2 to 5. Fast growing 
trade. Liberal commissions paid monthly. The 
following territories are now open: Massachusetts, 
Connecticut, Ohio, Michigan, Missouri, Kansas, 
Indiana, Illinois, No. Dakota, So. Dakota. Give 
particulars and territory wanted, first letter. Ad- 
dress Box E-456, 623 Powers Bldg., Rochester, 





WANTED— Three live salesmen for Illinois, 
Indiana, and lowa, capable of taking hold of a 
real quality, middle western made line of men’s 
$5.00 RETAIL Welts. The best selling and repeat- 
ing line of real values in the field today. A regular 
line for a regular ““Go-Getter” producer. Do not 
apply unless you have the connections and the 
following to put over a volume of business. Six per 
cent straight commission paid weekly. Address 
E-457, care Boot and Shoe Recorder,»207 South 
St., Boston, Mass. 


ALESMEN WANTED who have experience in 

soliciting the general store and exclusive shoe 
store trade, in Eastern Pennsylvania, Delaware, 
and New Jersey. Applications confidential. Carroll, 
Adams & Co., Baltimore, Md. Direct connections 
with one of the largest group of shoe factories. 








ANTED—Resident salesmen to represent a 

large children’s shoe specialty house. Maine, 
New Hampshire, Vermont, Michigan, Illinois, Indi- 
ana, New Jersey, Pennsylvania, and Ohio. Full 
details required in first letter. Address E-458, care 
— and Shoe Recorder, 207 South St., Boston, 
Mass. n 





ALESMEN for a real snappy condensed specialty 

line branded ladies’ silk hosiery. Sold with a 
guarantee to the dry goods, shoes and specialty 
shops throughout the country. Easily carried. 
State territory covering and line now handling. 
Address K-579, care Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 





E have territory open for January first in the 

following states: Idaho, Illinois, Indiana, 
Kansas, aska, Nevada, Ohio, Texas, Utah. 
Permanent position. We are not interested in side 
line salesmen. Address Lacrosse Rubber Mills Com- 
pany, Lacrosse, Wis. 


ORTHOPEDIC 
SHOE SALESMAN 
WANTED 


The Ground Gripper Shoe 
Company Have Southern 
Territory Open 





Good drawing aecount will 
be paid a man who has sold 
or is now selling orthopedic 
shoes successfully. Address 


Ground Gripper Shoe Co. 


84 Linden Park Street 
Boston, Mass. 











Experienced salesmen with established trade in the West and 
Middle West wanted by manufacturer of Women’s, Misses’ and 
Children’s medium priced Welts and McKays. 25 or 30 numbers 


in stock at all times. Address E-451, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Massachusetts. 


GALESMAN wanted to sell highest grade bench 
made ballet slippers covering Pacific Coast, 
New England and Middle West. Write A. L. 
Stollak, care Morris Lapidus, 26 Bleecker St., 
New York City. 





ALESMEN—Resident sal for large cities 
and surrounding territory for middle Western 
and Southern States to carry ladies’ silk and novelty 
hosiery for the dry goods, department, specialty 
and shoe stores. All year round proposition. Com- 








ROOKLYN shoe manufacturer with estab- 

lished trade in women’s novelty turns and 
welts, now going into high class McKays, has 
vacancy for live wire salesman for New York City 
and for Jersey, Connecticut and New York State. 
Must have actual selling experience with large 
volume buyers in this territory. Call or write full 
particulars. Strictly confidential. Lloyd Shoe Co., 
273 State St., Brooklyn, N. Y 





EXCEPTIONAL opportunity for salesman to 
handle a money- -making and nationally known 
line of ladies’ turn comforts, sandal, oxford and 
ony boot, boudoirs in colors (leather soles and 

Is) ballet slippers, both soft and hard toes, 
gymnasium s!ippers. In stock, and profitable mail 
order repeating proposition. Can handled a 
side line. Address E-459, care Boot and Shoe Re- 
corder, 207 Sout’ St., Boston, Mass. 





WANTED salesmen who can handle a fine line of 
infants’ and children’s turns, a full line of 
women's comfort turns and a line of men’s, women’s 
and boys’ hand-sewed moccasin shoes and boots, 
for certain sections of New York State and Penn- 
sylvania. Stock position and shipment direct 
from old established factories. Must have best of 
~ 1 and be able to produce. Strictly com- 

mission basis. Section tag and lines handlin, 

if any requested. Addr , care Boot an 

Shoe Recorder, 207 South S St., “Boston, Mass. 





HIGH-GRADE 
SALES EXECUTIVE 
WANTED | 


Manufacturer of women’s better-grade 
novelty foot wear is desirous of securing 
the services of a high-class salesman 
who has a following among the big 
retail buyers of the country and is ac- 
pee | to selling shoes on a volume 
basis. We have neither the time nor 
the patience to experiment. We will 
consider only such salesmen as can 
prove a of ful sales. Ad- 
dress E-462, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








is. Full credit on repeat and mail orders. 
Preference given those who have a following with 
above trade. Platt’s, 308 S. Market St., Chicago. 


A MANUFACTURER making a general line of 
guaranteed not to rip children’s play and school 
shoes and women’s novelty sandals, etc., want a 
salesman who works his territory close to represent 
them in the state of Virginia, Kentucky, Texas and 
New York State. First letter give present connec- 
tion, of ts, etc. E. J. Ramsey Co., 
347 Rider Ave., Bronx, N. Y. 


OULD like to communicate with several high- 

grade shee-salesmen now selling to the better 
shoe retailers in Indiana, Illinois, Ohio and Pennsyl- 
vania who could handle short line of 











ecorder, 207 South St., Boston, Mass. 
[owA. Minnesota, Wisconsin and Kansas ter- 
ritories open January 1. Strong line of men’s dress 
welts retailing at $5.00 to $7.50. ———_ satis- 
pane in stock service. Full details mail. Cor- 
respondence in confidence. Address ll, care 
Boot ond, c oe Recorder, 189 W. Madison 
Chicago, Ill 
WANTED Good ; —— = cent lines) 14 
t ie to carry (wi or t lines 
Wire te carry, Gi hel, ree in stock. 
Commission basis only. 
month. State , =~ wert a cover = what 
now. Address E-278, 


—— care Boot and Shoe Shoe yr 189 W. Madison St. 


SALESMEN 
WANTED 


to sell an in-stock popular priced line 
of women’s novelty low shoes in the 
following states: 











Illinois Tennessee 
Indiana Pennsylvania 
Kentucky West Virginia 
Iowa 
UNITED STATES SHOE COMPANY. 
Stock Dept. 
Court & Broadway 

Cincinnati, Ohio 








*‘Eastern manufacturer m: Growing 
Girls’, Misses’, and Children’s Welts with 
large ‘and efficient hes to 


Dept. 
place line in Indiana, Illinois, lowa, Mise. 
ouri, and Mic! . with men carrying a 
ame line of ‘urns, or other non-cop- 
ing ie. 

Give full particulars of aiies 
experience in first letter.”” daress E-46 
care Boot and Shoe Recorder, 207 South 
Street, Bos 


ton, Mass. 

















MILWAUKEE DRESS SHOES. Excel- 
lent opportunity for salesmen with 
establis! trade to get volume busi- 
ness with our dress welts to retail at 
$5, $6 and $7. No objection to non- 
conflicting lines. Address E-379, care 
Boot and Shoe Recorder, 207 South St., 
ton, Mass. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 








SAL .ESMAN WANTED—To carry side line of 
baby soft sole shoes. Address E-444, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





WANTED First-class salesman to represent 
factory line of men’s high-class dress welts 6 
per = straight commission. Must have at least 6 
xperience. Age limit between 33 and 45. 

One | that ca can furnish list of accounts sold in the 
st two years. Must be able to finance himself. 
= of references required, none other need apply. 

Shoe C y, Milwaukee, Wis. 








POSITION WANTED 


JSITION as manager or buyer. Thirteen years’ 
experience making and retaiing. Five years as 
manager. Ladies’ and children's footwear. Ma 
35 years old. At liberty after January 1. Will Ko 
anywhere. Address K-580, care a and Shoe 
Recorder, 127 Duane St., New York City. 








BUYER and manager open for position. Ten 
years as concen buyer for large stores. 
Thoroughly fami.iar with department store meth- 
ods of merchandising. Expert window trimmer. 
Thirty-seven years old and married. Would invest 
capital with successful firm. + ae go 
from past — 3 Address, C ardin, 52 


Walton St., St. Louis, Mo. 





ISITION WANTED—Young man, 35 years 

old, married; with 20 years’ experience in all 
branches of the retail shoe business wants position 
as buyer or manager or both for department store 
or chain concern. fnitial salary not so much object 
as opportunity to prove abi.ity to earn big money. 
Address, E-468, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








making women’s shoes. 


Because of reasons for which he is in no way responsible, a man just 


under 40 years of age has given up a position as Manager of a large factory 


The possibility of securing this man’s services at once is a genuine 
opportunity for some manufacturer—particularly one making women’s 
Welts or McKays—although he is fully capable of managing a factory 


making any kind of women’s footwear. 


Eighteen years ago this man graduated from college and entered the 
shoe business. He has gradually advanced from the bottom to the top— 
winning the way by honest, hard work and a natural ability which has 
always brought him the full respect and co-operation of his associates, 
Actual accomplishment—not theory— is his record, and one open to the 


most thorough inspection by anyone interested. 


He knows every detail of processes, materials, costs and the many 


problems of relations with customers—as well as those of administration, 


If you need a man to assume complete direction of your business—this 
man can do it. But he is more interested in lining up with a firm which 
can show him a future—regardless of the particular work he may start on, 
He will go anywhere—opportunity being the first consideration. An im- 
mediate interview can be arranged by addressing E-464, 
Recorder, 207 South St., Boston, Mass. 


care Boot and Shoe 














Mr. Manufacturer ! 


ARE YOU LOOKING -FOR AN 
EXPERIENCED CREDIT MAN? 


I have had eighteen years’ experience 
as Credit Manager, 13 years in the shoe 
business and five years in a bank. For- 
merly connected with two of the largest 
shoe manufacturing concerns in New 
England. Am open for a position as 
financial manager or credit man. High- 
est references furnished. For further 
particulars Address E-469, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


























BUSINESS 
OPPORTUNITIES 


Experienced shoe men with executive 
ability and capital are offered an ex- 
ceptional opportunity to open Branch 
Stores or Departments for retailing the 
well-known “Barriemore’’ registered 
short vamp novelty shoes of the better 
grade for women. Our successful na- 
tion-wide chain store organization will 
finance and merchandise the proper 
men. Reply in confidence. Barriemore 
Shoes, Inc., Dept. 51. Executive Offices: 
110-114 West 42nd St., New York City. 








HELP WANTED 


WaANTED—Foreman of fitting room by manu- 
facturer making about 1000 of men’s 
t and Shoe 





shoes daily. Address E-434, care 
Recorder, 207 South St., Boston, Fn 





FOR SALE 


“OR SALE—Shoe stock, fixtures and building for 








FOR SALE 


Beautifully equipped shoe store in 
hustling Maryland city of 40,000. Will 
sell stock, fixtures ol lease, or lease 
and fixtures, moderate rent, best loca- 
tion on Main Street of city. Modern 
front. Owner retiring from shoe busi- 
ness. Will sell cheap to quick buyer. 
Address Box 127, Cumberland, Md. 








LINE WANTED 


OUNG man of 27 wishes to be connected with a 

manufacturer of a good medium line of 
novelties for ladies’ and misses’ welts, turns or 
McKays, to represent in the state of California. 
No objection for general line. Eight years of retail 
experience, owns auto, oo Spanish and Italian 
also, ready January 1. Address E-465, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








WE want the best lines of women's low priced, 

stylish shoes on the market to sell our trade 
on a commission basis, from January 1, 1924. We 

sell wholesale trade exclusively, and invite depend- 
able live wire manufacturers, to submit samples or 
write for appointment now. Call or address, P. 
0. & Co., 113 Lincoln St., Boston, Mass. 





Wrrcdic with SHOE JOBBER, good rating and 
Pret." with well organized sales-force and now 
doing a successful business, is interested to obtain a 
al line of well known BRAN DED SHOES, on 
large scale. Address E-454, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 

















FOR RENT 


A specialty house catering to the best 
retail trade in New England is in the 
position to handle a ladies’ line on 
strictly commission basis. Address E- 
467, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











I sale in central Illinois town of 47, 
established 38 years. John Heger & Son, 764 E. 
Eldorado St., Decatur, Illinois. 





OR SALE—The only exclusive Shoe Store in 
Ocala Florida, Stock about $4,000.00. Must be 
sold soon. M. M. Little, Proprietor. 





UNUSUAL OPPORTUNITY! Poor health 
compels immediate sale of Lease, Stock, 
and Fixtures of exclusive Ladies’ Shoe and 
Hosiery Parlor. Clean stock, modern fix- 
tures. Medium to high-grade merchandise. 
Massachusetts city of 70,000 population. 
A rare chance to buy a fast growing busi- 
ness at minimum outlay. Quick action 
necessary. Address E-463, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 




















EPARTMENT FOR RENT—Space for shoe 
department ladies’ specialty store. One hun- 


. dred per cent location. Build new display show case. 


Flat rental. Responsible people Stewart's, New- 
burgh, N. Y. 





LINE WANTED 


PEN for New England, New York and Penn- 

sylvania. I have had eight years’ experience 
selling women’s and children’s shoes in above 
territory. Have good following with best merchants. 
Am open for a good line for coming season. Best of 
references furnished. Address E-466, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or s us stocks of 


or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 
Vhone Canal 0679 
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BUSINESS CHANGES 


Avila, Cal.—L. E. McCool, general merchandise, 
reported salting or sold out. 

Bridgeport, Conn.—Meigs & ‘Co., Inc., shoes, dry- 
goods, etc., incorporated $205, 000. 

Hartford, Conn.— raveler’ 's Boot & Shoe Repair 
Co., Inc., shoe repairing, incorporated $35,000. 

Dover, Del.—William D. Smith, tanners, in- 
corporated $50,000. 

Chicago,® Ill. —Barnet & Siegel (3003 Lincoln 
Avenue) boots and shoes, partnership dissolved, 
each continue alone. 

K. Bruchas, shoes, drygoods and clothing, 
onmna selling or sold out. 

Joy, Ii.— E. H. Crapnel, \ ome merchandise re- 
ported selling or oul am 

St. Charles, fil.—I. _ A (Boston Store) 
boots and shoes, etc., reported selling or so!d out. 


Weldon, Lil.—W yatt Halcom, general merchandise, 
reported succeeded b: y C. H. Kelly. 
Madison, Ii.—Tri- ncity Mfg., Company (419 


Madison Avenue) manufacturers of boots and 
shoes, incorporated $5000. 

indianapolis, Ind.—Baker & Aldrich (3800 So. 
Meriaian Street) general merchandise, recently 
commenced business. 

Hugoton, Kan.—J. L. Bell, boots and shoes, etc., 
recent:y commenced business. 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N 
Phone—Spring ry 


WILL SLOW SELLER FOR 
BUY { SURPLUS STOCKs {CASH 


Bargains in shoes always on hand for special 
sales and bargain basements 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your sur- 
plus or slow sellers. Quantities no object. Retail 
or wholesale. Short term leases taken off your 
hands. hd ae! hone -. \ ene con- 
fidential Established 


MAX SC UBERG 
52 Lispenard Street, New York City 
We also purchase ane hats, furnish- 
ing goods. etc. Phone Canal 9633 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160 5161- sied 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will pay 

value for your entire or surplus stock of shves. 

Leases having a short term to run taken over. 
Established 25 years. 


I. OLENICK 


650 Broadway. New York Tel. 0095 Spring 














MISCELLANEOUS 














SHOE STORE 
CHAIRS 
SETTEES 










WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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ANTED TO PURCHASE 








We buy and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our ity. 

Bank and mercantile saierence 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














MISCELLANEOUS 
| ie | 


Hotel 5 
Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 


Convenient location 

For motorists in the heart of the 
usement seccion. 

Garage near by. § Moderate prices 


ewe o Tver eee ee re) 


Milbradt Rolling 
Step Ladders 


are made in a great 
many styles to suit all 
kinds of stores and 
Soc. They will en- 
=e to get along 
less help, save the 
eon and tear on your 
——— and help the 
rance of your store 
Shipped subject to ap- 
proval and satisfaction 
guaranteed. 
Write for our latest 
catalog showing 18 
styles of ladders as well 
as other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Quabaug Rubber Co., No. Brookfield, Mass. 104 
Rueping, Fred, Leather Co., Fond du Lac, 


Woes veeds:s Jdabetentiacee, ss OCebseeess 15 
Scherer, Oscar & Bro., Inc., New York City 10 
Shapiro, Samuel, New York City.......... 62 
Skinner, Wm., & Sons, Philadelphia. ...... 80 
Surpass Leather Co., Boston............. 87 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston............... 12 
Dunbar Pattern Co., Brockton, Mass. ..... 89 
Everett & Barron Co., Providence, R.I.... %6 
Thompson-Field Co. Inc., Brockton, Mass.. 87 


Tubular Rivet & Stud Co., Boston........ 130 
Steele-Lobell Co., Baltimore, Md.......... 73 
United Fast Color Eyelet Co., Boston... .. 24 


United Shoe Machinery Corp., Boston. .30, 122 
Waterproofing, Inc., Indianapolis, Ind.... 26 


MISCELLANEOUS 
Atlantic Printing Co., Boston............ 88 
Brooklyn Purchasing Syndicate......... 127 
Calderwood & Preg, Inc., Boston........ 86 
Glauberg, Max., New York City........ 127 
Hotel Claman, New York City............ 123 
Hotel Empire, New York City............ 72 
Hotel Hollanden, Cleveland, O........... 70 
Hotel Richmond, New York City ....... -..127 
Kalter Cerf. Co., Max, New York City.... 127 


Kirch-Blacher Co., Inc., New York City.. 126 
Newton Falls Paper Co................. 34 
New York Export Purchasing Corp., New 


PE 4s oh nb 0 4ds 00 Gees bbegusene dhe 127 
National Shoe Retailers’ Association, 

ince 660s cbestiisincoiecsiécevoese 14 
Penny, J. C., Co., St. Louis, Mo........... 31 
Tolman Print, Brockton, Mass........... 88 
University Electrotype Foundry......... 88 


Waskow Co., Inc., Chicago.............. 
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Quality in Winter Felts 


You will, of course, sell a lot of felt foot- 
wear during the winter months. You 
must decide for yourself whether you’re 
going to get the highest returns from 
your winter trade. 














Your profits rest, not only on the sea- 
son, but also on the satisfaction of your 
customers. You can sell them the best 
in materials, workmanship, and design. 
The famous Dolgeville line, made by 
expert craftsmen, offers a wide range 
of numbers, styles, and shades. You 
can carry a complete line. of felt foot- 
wear with Dolgeville, and enjoy the 
profits of winter business. 












DOLGEVILLE FELT SHOE COMPANY 
Dolgeville,* New York 
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comfort and convenience which they impart to the shoes you sell 
brings the “first time” customer back into your store to buy again. 


Make immediate profits and future sales by 
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You can profit by selling the ““AdorA” 
shoe. This turn shoe typifies a standard 
of construction as desirable as it is 
different. In -your own mind a turn 
shoe may be a turn shoe. We assure 
you that our process of production is 
varied from the ordinary, so that the 


“AdorA” shoe is rightfully looked 
upon as being above the general 
run of turn footwear. In seeking more 
business and making yourself strong 
with it, depend on “AdorA” “The 
Shoe to Adore.” 


Ss 


>— - 


SSH 
Qy 


<I 
po : 


S. 
; 
‘< 


Our Caprice pattern is illustrated. This “AdorA” 
brown suede on a semi-French last, and carrying a 16-8 
heel, emphasizes our stylé standards. The overlays are 
of brown kid. Can be made up of other leathers without 
loss of this pattern’s charm. 








F. E. Adams Shoe Compan 


eieiak N. 1 
New York Chicago 
Marbridge Bidg., Room 433 Chicago Bidg., Roem 810 
Address all corr ‘p dence to the factory 


Boston 
215 Essex Street 








’ eT — + 5 . . ~ . * = di 
Fe mS RRS RIS PAIRS PRS PII IRIS OOS TRAPS f; 





Vol. 84 No. 13. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., B ton, Mass. E: od as d class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 a year. Printed in U. S. A. 








2 BOOT AND SHOE RECORDER December 15, 1923 





Warm Facts 
Boiled Down 


The WRilest Whites 
Made and Sold in 10 years 


OVER. 
50,000,000 feet of leather— 
20,000,000 pairs of shoes. 


Viz: — One pair for one woman and 
girl of every three in the United States. 








The thing that made this possible, your good will, 
we intend to continue to deserve and hold for 


LEVOR GRAIN KID LEVOR GRAIN GOAT 
Cabretta Cheorettes 


Stier Be 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 


Distributing Force 


ARTHUR S. PATTEN LEATHER CO., St. Louis GEO. W. NEW MARE EATHER CO., Cincinnati 
McGAW & ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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A. Shoewise 


Says ~— 
“Santa’s Got Nothing On Me!” 


“I play the role of St. Nicholas all year ’round. Making my 
customers happy by covering their stockings with FISHER 
Comforts. I’ve supported their arches. I’ve given comfort to 
many a sole. I’ve dressed up homely feet and made life’s 
walk worth while. 


“Forget the men?—Not me. I sell them FISHER’S Slippers. 
Radios combined with Romeos keep them home at night 
much to wifie’s delight. 

‘Judging from the way my own wife is shopping, my family 
is going to take a lot of enjoyment out of my bank. Do I 
mind it—not in the least, for FISHER Comforts have built up 
my business and my balance. 


‘Merry Christmas, Everybody!”’ 








BOSTON OFFICE SHER 82 ON CHICAGO OFFICE 
216 Lincoln Street 189 W..Madison Street 





LYNN, MASSACHUSETTS 


CATALOGUE OR SAMPLES ON REQUEST 





















Dedler Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER December 15, 1923 









































—_* 








4 
———————— Z Beckwith = ——— 
\ j| 
y 4 
N A 
I 
\ ji 
Ve 
Pr f| 
j| 
A 
, A 
S i 
f. 
jl 
iS 4! 
' | 
A. 
f| 
N 4. 
f| 
3 : 
N i 
i ‘ ni ae thy 
Bern. 
1 AA | 
\ ye ] 1" Wit lpr , ) 
| We 7 he 
: Simo if 
t \ be ~ em 3 
S 
NJ 
N 
\ 
iN 
N 
N) 
's 





fA 





VULCO UNITBOX TOES 


“SELECTED FOR SERVICE” 


7 








\ 
Strong, durable, water proof and perspiration proof VULCO-UNIT BOX TOES 

. furnish a dependable toe structure for heavy service shoes. Add to the life and com- 

fort of your shoes by insisting they be made up with VULCO-UNIT BOX TOES 
WN THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY ; 

W BRCKWITH MEG. CO 
] + e 
‘ argest Manuvifacturers of Box Toes in the World 

\ il! SUMMER STREET. BOSTON. 






Chicago G.W. KIBBY & CO. 





FMD) GEO.A.SPRINGMEIER CO. Cincinnati 
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THIS TRADE MARK IS 


Your -Assurance of Quality 


YAR ODO REY 


—y 
en THE GENUINE “ALWAYS | 

















BEARS THE FULL NAME 





Identity 


IT IS YOUR PRIVILEGE TO ELECT 
WHETHER THE NAME “C. B. SLATER” 
SHALL APPEAR ON THE SHOE YOU 
BUY FROM US. 


eee HMMM eMMenMieniiiiioieliiiiiieniiiiiieliiiiiiiieliiiiiiiiteliitiiiiitell 


pe MMMM Memes times ete 








: 

= IT IS OUR POLICY, HOWEVER, THAT 

z EACH SHOE SHALL BE MADE TO AN 

= UNCOMPROMISING STANDARD [OF 

= QUALITY, WHETHER OR NOT IDEN- 

. TIFIED. 

: 

Z Boston C. B. SLATER COMPANY a 

= Park Sq. Builders of Shoes for Men, Women & Children Aomion 

Oo Building Building 

Z a tenn SOUTH BRAINTREE, MASS. 33 W. 42nd 

H Avenue Street 

fe Send for Catalog “B”’ of In-Stock Styles 

: 

iil Meliniiemiiiieniiuielennunilentimuuel lune niuuinenluiinel ume niiunieliiniieni ius iid 
ealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


Shoes at right, shown 
by courtesy of 


Bresnahan Shoe Co. 
65 Beverly St. 
Boston, Mass. 

Made of 
“Vode Kid 
Color 39 
Midnight Blue 


Quarter Lining 


Color 51 Fawn 
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Shoes at left, shown 
by courtesy of 
S. Weil & Co. 
385 De Kalb Ave. 
Brooklyn, N.Y. 
Made of 
“Vode Kid 
Color 9 
Gray 
Quarter Lining 


of Color 70 Gray 


Color 2 
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From styles advices originating in Paris, ~ This idea is coming into vogue in America, 
we learn that the discriminating Pari- as witnessed by the advertisements of 
sienne is thoroughly committed to the certain foremost shoe retailing establish- 
idea of shoes for the occasion. ments. 
For effectively carrying out this tendency 
She is, however, avoiding a variety of the broad range of VODE colors, to- 
patterns for different occasions, and select- gether with their well appreciated har- 
ing one model which she has made in monizing quality affords American shoe 
many different combinations of colored artists a safe and sure road to profit and 
leathers. customer pleasure. 
~ Of course—also there is a numerous class of more conservative, 


though always correctly gowned women to whom the Kid shoe in 
solid color appeals—sometimes relieved by trimmings of harmonizing 
kid colors, patent and suede calf. 


We feel a strong demand for such shoes through our sales of Gray, 
Camel and Brown Shades of “Vode Kid 


We recommend for spring: 


Color 50 WHITE Color 70 JACK RABBIT 
Color 19 CAMEL Color 51 FAWN Color 170 ORIENTAL PEARL 
Color B GOLDEN BROWN Color 11 TAN Color6 CHINESE YELLOW 
Color 4 HAVANA BROWN Color9 GRAY Color 38 BLUE 

Color 222 AUTUMN BROWN Color 39 MIDNIGHT BLUE 


A decided finishing touch to the Shoe—Quarter Linings of GRAY, CAMEL BROWN 
and FAWN shades of “YouKid 


The Standard Kid Co. 


Headquarters 


Color 17 AIREDALE Color 140 LIGHT BLUE 


Color 46 RED 

Color 246 LACQUER 
Color 61 YUCHI 

Color 62 APPLE GREEN 





Boston, Mass. 


NEW YORK CINCINNATI 


ST. LOUIS 






CHICAGO 





PHILADELPHIA 
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POLAR KLOTH 


OTHING has been left un- 
done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 








Distinguished for its Fine Face and 
Even Weave, which give it an 
individual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


179 South Street 
Boston, Mass., U.S. A. 
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ELIMINATE ALL CHANCE 


These styles have proven continuous sellers and money 
makers for a number of dealers. 





B 419P $4.85 


B 1447G $4.35 
Net 30 Days 


Net 30 Days 
Women’s patent quarter and vamp, black suede 
sandal, Grasmere last, Mc ay, 1% inch Cuban straps, two-strap Coma sandal, Savery last, McKay 
heel with rubber top lift. sole, 134 inch patent covered Cuban heel. 


AAS to8 AAS w8 
A4%to8 


8 
B4 tw8 
C34 108 IN STOCK oo 
44 to 7} C3%w8s 


Women’s star brown kid quarter and vamp, Nigger 
brown suede collar and straps, two-strap Marion 











Orders shipped same 
day as received 








BO987E $4.35 
Net 30 Days 


Women’s Colonial brown Delhi calf one-strap Oak- 
mont sandal, Russia calf collar, strap and tip, welt 
sole, Berkeley last, 134 inch Military , with 
rubber top lift. 


eet ee 
C4 wT IN STOCK D3iws 


UTZ & DUNN CO. 


ROCHESTER ~« NEW YOK 


B 496) $5.00 
Net 30 Days 


Women’s black satin quarter and vamp, black kid 
trim, one-strap Oakmont sandal. McKay s sole, 
Trump last, 144 inch wood covered C 














DENVER 7 o NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charlies Bldg. Bush Terminal Sales 709 Forrester Build 
TIGER & ianure - 190132 We West 42nd St. Room 1421 ‘ 
Representatives 8. A. McOMBER, Representative G. C. McA Representative 
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The adjustment may be 
liberal but there is an “‘af- 
ter feeling’ no adjustment 
can remedy. When the 
counter breaks down, con- 
fidence also breaks down 
and never thereafter can 
the shoe wearer feel quite 
the same toward the 
storekeeper’s wares. 


Branch Offices 


78 Fifth Ave. 
NEW YORK CITY 


1024 Filbert St. 
PHILADELPHIA 
Sales Representatives 


cian ieinan — pair of shoes coming back to the 


factory is evidence of an unsatisfactory 





Cincinnati 
Sensi transaction. Cheap counters may go out 
LaATEER CO. all right and perhaps only a few come 


back, but those few are an influence far 
out of proportion to their numbers. 


What the cheap counter saves on the 
cost is lost many times over in sales. 


| Mousam 


the backbone of the shoe _ 


FRED A. HOLLIS 
Milwaukee 


FORTH & CO. 














"ROGERS 
FIBRE @ 
121 Beach St. ( 


BOSTON 
MASS 
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Hug-Tite Ankle 





No. R442 
IN STOCK 





No. R442—Tan Eric Calf Lace Oxford, PerforatedsVamp 
and Tip, Pinked Tip and Vamp, A-Grade, Full Grain 
Counter, 10 Iron A-Grade Oak Outsole, 44 Wingfoot Heel, 
Radio Last, B, C and D, 5% to 11.........eeeeees $4.60 





No. R441—Black Boarded Calf Blucher Oxford, Plaza Tip, 
Scotch Grain Saddle, A-Grade Full Grain Counter, i0 Iron 
A-Grade Oak Outsole, 44 Wingfoot Heel, Radio Last, 
i ee Ie OP Bbc ne 00 ce cccocesavssssosalinee $4.60 





Hug-Tite Ankle 


No. R368—Patent Blucher Oxford, One Piece Vamp and 
Tongue, Black Boarded Calf Saddle, Trouser Crease, 
Flexible Box Toe, Goodrich Rubber Heel, Radio Last, 
es ME Mv tisncneseccéstensdsndsceaes $4.00 











Insure the Future 


Sell ‘B-P’’ Shoes 


It’s Better to Satisfy Old Customers 


Than to Keep Meeting New Ones, but 


still Better to Do both. 


That’s just what Beals-Pratt is doing, 
satisfying old customers and making 
new satisfied customers with Shoes that 
are unqualifiedly correct in Style, Work- 
manship and Quality. It’s what Mer- 
chants are doing who stock the Beals- 
Pratt Line of Best at the Price shoes to 
retail at $5.00, $6.00, $7.00 and $8.00. 


Beals-Pratt 
Shoe Mfg. Co. 


Wisconsin 


Milwaukee 


Hug-Tite Ankle 





IN STOCK 


No. R436—Black Boarded Calf Saddle Oxford, One-piece 
Vamp and Tongue, Trouser Crease, Flexible Box Toe, 4 
Wingfoot Heel, ‘A-Grade Oak Outsole, A-Grade Full 
Grain Counter, Radio Last, B, C and D, 5% to 11. . .$4.60 


No. R262—Black Side, Saddle Oxford, One-piece Vamp 
and Tongue, Trouser Crease, Flexible Box Toe ,4%4 = 


rich Heel, Radio Last, Cand D, 54% toll.......... $3.50 
No. R261—Mahogany Side, Saddle Oxford, Same as No. 
SOEs eevevcains 2 6eccdhnecber. sstatiededus Fal $3.50 
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OGDEN 


SHOES “/r MEN 


Here's a shoe built over our “Pickwick” Last--- 
a semi-brogue effect in a one-width combination. 
A shoe that fits and appeals to both young and old. 


OGDEN SHOE COMPANY 


Milwaukee Wisconsin 









No. 4072—Cherry Red “Mello” {Calf Shoe; 
9-Iron Full Grain Single Sole; 534-Iron Full 
Grain Innersole; Full Leather Lifts, ‘44 Rubber 
Heel. In Stock, 6 to 11 in C and D Widths. 
$4.25 


Terms 2% 30 Days, Net 45 Days. 


























So Fhe shoe with /o00 Miles Sawiee 


| 
{ 
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New Ones for December 


These latest patterns with the cut outs are advance 
styles for spring 1924. That’s why we have them 


ready for shipment now. 





No. 174. 
Price $5.00 


Black Suede One Strep Doty, Cut Out Quarter 
and Saddle, Single Sole, Full Spanish Louis 
Heel, Euclid Last. AA toC. 

No. 173. Same Style in Patent. Price $4.65 





Black Suede Cut Out Two Strap, Dull Kid Straps, 
Single Sole, Military Wood Covered Heel, 
Newport Last. AA to C. 

No. 129. Same in Autumn Brown Suede. Price $4.85 





Black Suede Cut Out Two Strap, Dull Kid Straps, 
Single Sole, 8/8 Rubber Heel, Belmont Last. 


AA to C, : 
No. 104. Same Style in Patent. Price $4.15 





Patent One Strap Dolly, Cut Out rter and 
Saddle, Single Sole, Military Wood Covered 
Heel, Newport Last. AA to C. 


No. 135. Same Style in Black Suede. Price $4.85 





Patent Cut Out Two Strap, Black Suede Straps, 
Single Sole, Military Wood Covered Heel, 
Newport Last. AA to C. 







No. 98. 
Price $4.65 
Patent One Strap Dolly, Cut Out rter and 
Saddle, Single Sole, Full Spanish Louis 
Heel, Paris Last. AA to C. 
No. 99. Same Style in Black Suede. Price $5.00 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


ee ee eo —wee ¢ —were © <n ¢ oe 8 Oe ae ee ee le 
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will be even larger. 


Below is shown a typical pair 
of winter boots by a promi- 
nent manufacturer of fine 
footwear for men. The lacing 
hooks are evident proof of the 
all ’round comfort and con- 
venience of the shoe—one 
reason why this shoe received 
such decisive approval from 
the public. 
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000,000 


Last year one concern alone manufactured and sold forty-five million 
more lacing hooks than in the previous year. This year the increase 


That means a lot to you. It PROVES 
that there is a demand for lacing 
hooks—a demand that is growing by 
leaps and bounds—a natural growth 
that multiplies itself every time a 
pair of shoes with lacing hooks is sold. 
For when you sell a man a pair of 
good shoes with lacing hooks you are 
selling more than that one pair— 
you are selling assurance of con- 
venience and comfort that will bring 
him back into your store many times 
to buy again. One sale now—means 
probably a dozen later on. 


Leading manufacturers of fine foot- 
wear have realized this and have 
taken advantage of it by equipping a 
large percentage of the shoes they 
make with lacing hooks. 


They are not missing any oppor- 
tunities. 


If you are not featuring shoes with 
lacing hooks you are not making all 
the sales that you can make. Begin 
now to feature, talk and sell shoes 
with lacing hooks—it pays! 


December 15, 1923 
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LACING HOOKS | - 
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STITCHDOWNS and McKAYS ;: 


for 


~ Comfort — Wear 





IN STOCK 


5-8 814-11 1144-2 24-8 
414 Mahogany Pol- "s 4 % 
is igh Cut, 






30 and 31 





wedge besseeuee $1.45 $1.75 
404 Mahogany Pol- 
ish, High Cut, 
Rubber heel, wide 
Wicvsccncccescees 1.75 2.00 
1404 Mahogany = 
ish High 
Eng! isht toe, _~ 
OOF Bsc cece ccdudenqecs 2.00 2.25 
McKAY GOODYEAR 
M 408 Nut Brown Pol- 30—Brown Kid Romeo, double sole 
ish, High Cut, Seer arr 
Rubber heel, wide 31—Black Kid Romeo, double sole 2.00 
ies. cativastiadece 2.00 2.30 2.65 
M1408 Nut Brown Pol- 
ish, High Cut, 
English toe, Rub- 
Bi Gh d.cenccccscnie<es 2.30 2.65 
8-11 114-8 
L2021 Patent esi Black 7a 
\. Wide toe....... $2.00 $2.35 
L1021 Patent ua, "Black Top, 
English toe. R 2.35 
L2023 Patent Polish, Field 1 Mouse 
Top, wide toe.......... 2.15 2.50 
L1023 Patent Polish, Field Mouse 
Top, English toe......... 2.50 


PROMPT SHIPMENT 
Samples Gladly 


° ; 33—Brown Kid Everett, double sole 
Submitted 611 $2.00 


eee eRe E EOC OCOCOCOCS ES 


’ HAGERSTOWN SHOE & LEGGING CoO., Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 
—————————————— 











y 
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MR. ARTHUR C. HEALD 


Treasurer 


STETSON SHOE COMPANY, Inc. 
SOUTH WEYMOUTH, MASS. 





‘‘JUDGE IT BY ITS USERS’’ 


a a LS OOO =, SS = 
—S = 
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All 
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To A. C. HEALD 


December 15, 1923 




















Dear Mr. Heald: 


We would like to prescribe a visit to the Stetson Shoe factory as a 
tonic for those people who are still blind to the fact that the demand 
for quality shoes ahead of price is increasing. 


We suspect you could soon open their*eyes by what your policy of 
**More by the pair —less by the year’’ has accomplished in solidi- 


fying your customers to Stetson Shoes. 


Realizing that you stand uncompromisingly for the best, it is ob- 
vious, as well as very gratifying to us, that you have become so 
steady and so large a user of New Castle HAVANA BROWN Kid, 


because it satisfies Stetson requirements. 


‘ Very truly yours, 


NEW CASTLE LEATHER CoO., INC. 


oer 


President 
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Nothing takes the place of Leather 


Honest (ZOOD sole leather is largely 
Leather up to the personal honor of 
your shoe manufacturer. 





You won’t see the 


greases in HONEST If you insist on pretty bottoms, he must give them 
sole leather. to you. 

Their invisible pres- But he will probably warn you that pretty, even 
ence in Ashland running bottoms may mean acid bleaching, which 
Oak protects the eats out a lot of wear. 

feet from wet pave- A 

ments and cold 


adding much in Y Ni ASHLAND LEATHER CO. 


comfort and wear. A ES BOSTON + CHICAGO +: ST.LOUIS 


IN| 












quZstna 
IKE WALTON” 


puis four layers of leather 
between your feot and ground 


The fine workmanship = exireme light weight 
&staunchness appeal io oui-oi-door folks 
of the mosi discriminating taste. 


The Scout Special 


Made to measure out of imported Has exira looks 
waterproofed veals Gives exira service 


SEND FOR CATALOG AND DEALERS DISCOUNTS 


The N.C. RUSSELL MOCCASIN CO. 
925 Capron Si., Berlin, Wis. 
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Dependability 


IFE preservers and linoleum are two of the many 

products of the Armstrong Cork Company. Armstrong’s 

Life Preservers, of course, must be absolutely depend- 
able to stand the test of emergency. 

Armstrong’s Linoleum, too, must be dependable to stand 
the test of constant traffic of severe wear. 

Underwriters know the dependability of the Armstrong 
Cork Company’s life preservers. Architects and the public at 
large are familiar with the dependability of Armstrong’s 
Linoleum. 

You, too, can depend on the quality of the Armstrong Cir- 
cle A Heels and the service they will give your customers. 
They bear the famous “Circle A,” the mark of dependability. 

Try a pair of these heels. Draw a rough diagram of the 
heel of your shoe and mail it to us. A pair your size will be 
sent you, without charge. Convince yourself on this point of 
dependability as well as on the other points of style, beauty, 
and comfort—all important in the heels you specify on the 
shoes you sell. 


ARMSTRONG CORK COMPANY 
Shoe Products Diovi'sion 
LANCASTER PENNSYLVANIA 


Armstrong 
Circle @) Hi eC els 
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Service from the 
UNITED LAST 
COMPANY at MILWAUKEE 


HE size and importance of the Milwaukee shoe manufacturing 
industry merit this great modern factory of KRENTLER 
BROS. LAST CO., our branch in Milwaukee. 


Nothing that the accumulated experience of many years can 
suggest has been omitted in making this a model last plant. 


Milwaukee manufacturers find here that sound style advice, that 
sincere interest in their satisfaction, and that prompt delivery of 
their orders which characterize United Last Company service 


everywhere. 


UNITED LAST COMPANY 


Headquarters—BOSTON, MASS. 


TEN FACTORIES ‘ SEVEN SHOW ROOMS 


SY y 
DN ‘4 BOSTON 
BROCKTON ROCHESTER WORS Age . 212 Essex St. 


NEWARK HAVERHILL TRS i Le NEW YORK 
LYNN AUBURN Rea V Oy /, mats ~~ fines 
CHICAGO ST. LOUIS WY ft 803 Syracuse St. 
NEW YORK MILWAUKEE sc if: ST. LOUIS 
RAY 2 Adv. Bidg., Rm. 303 
Affiliated Company .s Peoples Lie Ba Room 301 


United Last Company, Ltd. ' PHILADELPHIA 
31 Arch St. 


remy MILWAUKEE 
with Branch Office at Toronto 10 Metropolitan Bldg. 
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W HEN the spirit of 
~~, Christmas takes pos- 
| session of men’s souls, 
the sun shines bright- 
-er, the birds sing 
| sweeter and all the 
world’s merrier. 


May you be not immune 
from its contagion. 





In the present Yuletide we 
hope you’ll experience that 
‘Peace on Earth, Good Will 
Toward Men” which con- 
tributes to one’s happiness 
and prosperity through every 
new year. 


WHITTEMORE BROS. 


Manufacturers of Superior Shoe Polishes 


Cambridge, Mass. 
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From Every Corner of the Country 
Deztlers-Kesponded jo this 













PLEASE RETURN AT ONCE 





SPORT SHOES 
As compared with 1923 the demand for the Spring of 1924 will in my opinion be 


(Mark with an X your estimate) 




















WOMEN’S MEN'S 
Greater Less Greater ess 
= ae 5 10% sulieiiied 
mm |e | | | om | | 
| 30% Lead 
iad bead ew 
om = oe ee 
wm | | | 8 wae 
Oe Ne 
~e 3 biackiadl 
100% 100% 
































List in space below the colors, in order of their popularity, which in 
your opinion will be called for. 





Color Name 





S.-7-| This Questionnaire 
feige |: was sent by the Fred 
Rreww | ,| Rueping Leather Co. to 
white |. representative shoe deal- 

















ers in all localities 


nd 


The Demand for Sport Shoes in the Spring 


of 1924 as compared with that of 1923 


‘will be big, in the opinion of 
most of the merchants who 
replied. 








Returns from 543 dealers in 
widespread localities were:— 








1923 


Y 
? 


» 


|Sporr 
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ith a Big Sport Shoe Season 
ahead it is well to give attention 


to Sport Shoe Leather 


FCC SS?) 


The Five 
Most Popular Colors 


In 
Kin Kin 
Sport Shoe Leather 


as selected by these 
dealers are: 


GREY 
SMOKED 
BEIGE 
BROWN 
WHITE 


We are the first tanners 
to have in sport shoe 
leather all ten of the 
shades agreed upon by 
the Joint Style Com- 
mittee of the Shoe & 
Leather Industries for 
shoes and fabrics for 


the Spring of 1924. 
These are 


Airedale—A Sand Tan. 

Bombay—A Brilliant Tan. 

Racquet—A Dark Sand 
Tan. 


Tanbark—A delicate Red- 
dish Brown; also a light 
shade. 

Piccadilly—A Deep Red. 

ish Brown. 

Oriental Pearl—Practi- 
cally all of the popular 
greys have been of a bluish 
shade—this color has a 
slight cast of chrome yel- 
low added to it. 

Jack Rabbit—An intense 
Grey. 

Log Cabin—A popular dark 
Brown-Gray. 

Mandalay—A pleasin z 
Reddish Brown. 

Otter—Also forty other 
colors. 





wiet is commonly called “elk” 
leather for sport shoes comes as 
a development of the process used in 
making the coarser elk leather used in 
work shoes. Few tanners have yet 
mastered the elk tannage sufficiently 
to produce the fine, elastic, silky, 
close grained, evenly colored leather 


RUEPINGS KIN KIN 
SPORT SHOE LEATHER 


required for good sport shoes. The 
makers of Kin Kinsport shoe leather 
pioneered in this. With them it is not 
merely an aim but a positive attain- 
ment; therefore, Mr. Dealer, you 
have much to gain by specifying 
ee Kin Kin Sport Shoe 
er. 


Write today for sample and color card 


You're’ welcome to a Kin Kin 
book for each of your sales people. 
It takes them along with the skin 
from pasture to shoe factory, 


30,000 copies now in use. 


or) 4, . 
"2 
ay 
a, bh . 
wea ax ne 
en 


FOU DULAC wis, 


enabl- 
ing them to talk leather intelligently 
and sell more Kin Kin shoes. Over 












=~ ~ a RED RuepiInc LEATHER CoMPANY 


Fond du Lac, Wisconsin 


{ Bowron CINCINNATI 
BRANCHES: | CHICAGO SAN FRANCISCO 


MILWAUKEE 8T. LOUIS 
MONTREAL 





NEWSYORK 
NORTHAMPTON, ENGLAND 


SHOE LEATHER 
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—but the real test comes 
after it is on the shoe 





A heel may feel right and look right but it also 
has to wear right. After all that is the supreme 
test of a rubber heel. | 


Manufacturers and dealers have found that 
they can stake their reputation on “U. S.” 
Spring-Steps because of the satisfactory wear 
and comfort this good heel gives to wearers 
of their shoes. 








ie Ney 








United States Rubber Company 


1790 Broadway New York 








Sole and heel stocks in our following branches: 


Os TS TS ON 


BOSTON CHICAGO CINCINNATI NEW ORLEANS NEW YORK ST. LOUIS 
PITTSBURGH PORTLAND, ORE. LOS ANGELES SAN FRANCISCO 
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CAPITOL McKAYS 


The insistent demand — the real 
necessity for popular, stylish shoes, 
is the basic reason for the nation 
wide approval of Capitol McKays. 


Every woman appreciates good 
style, fit and appearance. It is a 
universal demand. With a repre- 
sentative line of our Capitol 
McKays, you can supply this 
demand. 


If not on our Mailing List, write us. 
Or, our salesman will call on request. 


Capilol Shoemakers, Inc. 


Manufacturers of High Grade Novelty Mc Kays for Women 
Eighteenth Street at Wash. - - - - 








Our “Puritan” Colonial {Pump. 
Fashioned in Patent Leather, 
Black Satin, Mat Calf or Ooze 
Leathers. One inch heel, over 
our Marathon last. 
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yace Counts— 


American 
Interlockin 


hoe Store Chairs 















































Seat Seven People Where 
Others Would Seat Six 
















American Interlocking Shoe Store Chairs conserve 
floor space. The interlocking feature eliminates the 
unused space between chairs, without detracting in any way from the comfort of 
the customers or appearance of the store. Seven American Interlocking Shoe Store 
Chairs set comfortably into a spacewhich would accommodate but six of other types. 


American Interlocking Shoe Store Chairs are of sturdiest construction throughout 
and architecturally correct in design. 


American Seating Company 


General Offices: 1016 Lytton Building 


CHICAGO 


Room 302, 62 Canal Street Room 601, 119 W. 40th Street 
BOSTON NEW YORK 
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THE RIGH! 
ust WR SHOE 
Make ; your leading line 


We have good reason to believe that 
the steady and consistent growth of 
our accounts is a clear reflection of 
the experience which our dealers 
enjoy in handling these shoes. 


ONE OF THE TEN STYLES IN STOCK 


Stock No. 301. Frat Last, Black Storm Calf 

Seamless Blucher Oxford. Overweight Single 

Sole, Full Leather Heel. Sizes AA, 7-11; A. 
6-11; B, 6-11; C, D, 5-11. 





Price $6.65 


E. T. WRIGHT & COMPANY, Inc., Rockland, Mass. 


Makers of the Well Known “Arch Preserver’’ Shoes for Men 
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(FD 
C.H.ALDEN Ca 
Na 





An Alden Style 
that can be 
delivered promptly 
Made in 
Gallun’s No. 4, 


also Black, 
Ato D 


























ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 








ooo9o9 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 










oo9o00€Um8680U8 










We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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DONKEY COLT 








ALLIGATOR 
in 
BLACK and two tone 
effects of 


BROWN and BLACK 
and 


GRAY AND BLACK 


LIZARD 
in 


Two Tone effects 


BLACK and IVORY 
BLACK and YELLOW 
BLACK and GRAY 
BLACK and GREEN 
BLACK and RED 
BLACK and BROWN 
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in ALLIGATOR 


and 


LIZARD 


grains 


AVE a lively sparkle and 
brilliance that only a good 
patent leather can impart—Plus 
delicate colorings in two tones 
that appeal at once to the cus- 


tomer’s eye. 


TOLMAN, Dow & Co.. INC. 


174 LINCOLN ST. :-: BOSTON, MASS. 
Rochester, N. Y. Greater New York 
Mr. Charles L. Kirk New Castle Leather Co. 
22 Andrew St. 100 Gold St. 
St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters Sales Co. 
1602 Locust St. 202 E. 7th St. 


General Representatives for Continental Europe 
New Castle Leather Co.—Headquarters: Paris, France 





t 
| 


FRC whi! 


tat Asrit 


AS FEATURED 


BY 


SOMMER 


AND 
KAUFMANN 
SAN FRANCISCO 




















White Kid Will Never Fade 





rom the Summer Picture 


OQ matter what other spring 

shoes she buys, every woman 
knows that her summer wardrobe 
is incomplete. without a new pair of 
dainty white kid shoes. 


The store that does not prepare early 
to serve these women with their fav- 
‘orite white leather—F. B. & C. White 
Glazed Kid—will surely be handi- 
capped in loss of sales, not to men- 
tion style prestige. 


This is no idle prediction—it happened last 
summer—it will happen again next summer to 
those who do not heed this friendly warning. 


We are already filling advance orders for F. 
B. & C. White Glazed Kid—in larger quanti- 
ties than ever at this time. 


Plan mow—not when the demand descends up- 
on you. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St., Philadelphia, Penn. 


Factories: Wilmington, Del. 


F. B. & C. White Glazed Kid 
is the only dependable high 
quality white glazed kid 
tanned in this country. 


It has actually changed the 
whole aspect of white shoe 
merchandising. 


No fabric can approach its 
elegance of surface, nor even 
approximate its glove-like 
softness and perfect conform- 
ity to the foot. 


No clayey dressing is required 
to keep it clean, in fact, dirt 
can’t cling to its highly glazed 
finish. 


The Glaze that Stays 


F. B. & C. White Kid shoes are 
comparable in popularity to fine 
white kid gloves with women of 
fashion. 


Both are indispensable in any 
season—staple always, and always 
most styleful. 





NEW-YORK 2 0 
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Tan of 
Color 1 


No, 110. Scanlon Lace 
Bleached 


joe 2% 30; net 60 
days 


Just What We 
Expected 


Everybody wonders how we 
can do it to give such remark- 
able values in Calf shoes to 
retail at $6 and $7. 


All solid with Genuine Oak 
Soles. 


We have some to sell at $5.00. 


UNION MADE BY 


Milwaukee Chairs are manufactured master- 
a of the chair makers art. 

ere are store chairs that emphasize the individ- 
uality of the merchant’s choice. 
They are not quickly made—nor of anything but 
the highest grade materials—for good chairs can- 
not so be made. 
The finest woods, the work of master chair builders who 
enjoy their craft and designers who pride themselves on 
the best, make Milwaukee Chairs the right seating for the 
discriminating dealer. 


December 15, 1923 


S 3028 F.D. Adams Type 53171 F. Twentieth Cen- 
tury F 


Height of back from seat 
21 in.—Width outside meas- 
urements 20 in.—Made in 
Birch—Mahogany or Wal- 
nut Finish—Solid Mahog- 
any or Walnut. 


ting Stool 


Length moni 25 in.— 
Height 154% in. —Corrugat- 
ed Rubber Foot Rest— 
Made in Birch—Mahogany 
or Walnut Finish—Quar- 
tered Oak — Solid Mahog- 
any or Walnut. 


Weber Bros. Shoe Co. 
NORTH ADAMS, MASS. 
New York Office, H. Harris, 1328 Broadway, 
Marbridge Building 


The Milwaukee Chair Company 


624 South Michigan Ave., Chicago, Ill. 
For Over Half A Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturers of Office Chairs in the World 
Milwaukee Chicago © New York Portland Minneapolis 











Dece 





December 15, 1923 


BOOT AND SHOE RECORDER 





TOP NOTCH 
REDFORE 
A Four Buckle 
Arctic Built for 
Extra Service. 





TOP 


NDURANCE —that is what your cus- 
tomers always demand in all their 
rubber footwear. 


All Top Notch Rubber Footwear, rubber 
boots, rubbers and arctics are made by 
hand as carefully as fine leather custom- 
made shoes. You can be sure of them every 
time. In wear, appearance and fit they are 
bound to please your customer. There is a 
style to meet every need of men, women 
and children. 








for unconquerable durability 


Top Notch Rubber Footwear offers 
you a line of quickly moving merchandize 
that carries with it large volume and sure 
profits. The wide advertising of the Top 
Notch line has produced a definite demand 
that cannot be overlooked by the progres- 
sive merchant. 


If you are not a Top Notch dealer it will 
pay you to write at once to our nearest 
branch for particulars. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 


Branches at 


BOSTON 
241 Congress Street 


KANSAS CITY 
926 Broadway 


NEW YORK 
106 Duane Street 


MINNEAPOLIS 
426.432 2nd Ave. No. 


‘TOP NOTCH 


A GUARANTEE on OF MILEAGE 


CHICAGO 
208-12 So. Jefferson St. 


SAN FRANCISCO 
530 Howard Street 
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A beautiful stocking for a dollar! 


ITH the lustre of pure silk, this style—made 

of artificial silk and pure Japan silk mixture— 
called “Minnehaha,” is certain to meet with the ap- 
proval of your customers. Just $1.00 a pair! Women 
order “Minnehaha” with bargain-sale eagerness. 
It’s one of thet most popular numbers in the Arrow- 
head line. 





















5 eI RS 


our 


Remember, this style—like all Arrow- 
head numbers—has the famous ankle- 
clinging feature that has done so much 
in popularizing Arrowhead Hosiery. 





National advertising is 
keeping the beauty and 
moderate price of the Ar- 
rowhead line ever in the 
minds of the buying public. 
Feature the whole line, con- 
sisting of pure silk, artificial 
silk, mercerized, worsted 
and cotton stockings for 
men, women, and children. 
All numbers are live and 
popular. 



















oar + 2 


t 4 










A ; 
Your orders will be filled Pe, ARTHUR wittitrnn! BRow shame 
oro | ° ™ , MI 
promptly upon receipt V/ 


“Minnehaha.” Fxtra fine gauge, 240-needle, heavy weight, artificial silk and 
pure Japan silk mixture, 20-inch boot, elastic, mercerized top, double sole and 

high-spliced heel. Black, White, Cordovan, Log Cabin, Coating, Conge, and 
Beige. Sizes 814 to 10. Three pairs to a box. Recognized as the best value 
in a $1.00 ladies’ hose on the market. 


Ricumonp Hosiery Mui ts, Inc. 
: {Established 1896 
CHATTANOOGA TENNESSEE 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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the Bernice 
One of the new wel and 


simpler sty es that we are 
making is this one-button strap 
cut-out Sandal made in Grey 
Ooze calf R with Grey Glf strap 
and trim ming. . fi close - \ we 


e de we lt d Fawn ove r oar 


polar medium round toe Li 
mean #/47 and carrying, a \ 


covered Cuban eel. 





\ GI 
Ny 1 


Notin stock beatcan be 
made within five deake 


time. 





Price #6.85, 5 %o 30 days. 





MOORE- AIAFER’ 
‘WHIOE "MFG *CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34 UST. 
JACK E.JESTER, MGR. 


Lilian O. Titus ee a 
| aan eRRROES 
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No. 5179—High grade turn in black 


suede. Goring under tongue, with 
nickel buckle. Flapper last. 8-8 covered 
heel. Widths B to D. Price... $5.00 


No. 5178—As above in all | patent. 
Widths B to D. Price. .... $4.85 


——— eee ee a 
OoOoOCOOOOOIOIoc te ee 











The shoe merchant showing 
them first in his locality will 
be the one to get the business. 
end your order in at 
nce and be assured of 
mediate shipment. 


Widths B to C. Price........... $5. 
157 Duane Street No. 933—Same as above in black 
suede. Widths B to C. Price..... $5.25 
New York No. 936—Same as above in grey suede. 
Widths B to C. Price........... $5.50 


COLONIALS, THE STYLE OF THE MOMENT 
READY TO SHIP 


The popularity of the colonial 
shoe is spreading like wild- 
fire from coast to coast. 


No. 935—Fine Brooklyn made McKay. 
All patent. Goring under tongue, with 
Medium toe 12-8 


nickel buckle. 


Military covered heel. Widths B to C. 


M. J. Saks Shoe Corp. Bicy oust te Ne $5.00 


lo. 934—Same as above in gun metal. 
00 
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IN STOCK 


together with 






Forty Salable Styles 





No. 206 






KID OXFORD, 12-8 Rubber Heel, 
C, D and E 


Price $2.50 
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In an interview with Mr. Gardiner, he said: “Staples 
are moneymakers,. and my experience prompts me to 
state emphatically that they will continue to be. 


“Our old customers are ordering their usual amount of 
comforts, and they are selling just as many as they ever 
did. Give Comforts a serious thought.—They bring full, 
clean profits, because they never reach the bargain 
table.” 


For Clean Profits Sell Gardiner’s 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 


Boston Sample Room 134 Lincoln Street 


Te titty 


OL PLU LLLP Ed 


Smermmannesti 
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A Nation’s Best Judgment 
In Shoe Styles 


RAWFORD Shoes are designed to 
satisfy the nation’s style preference. 



















Crawford Shoes are styled by 
foremost experts after close con- 
sultation with leading retailers of 
fine shoes from all parts of the 
country. In this way the style 
choice of America’s well-dressed 
men is charted. 


There’s a correctly styled Crawford Shoe 
for every requirement of the particular 
man—from the light dance oxford to the 
heavy outdoor boot. 


Write to-day for details of The Crawford 
Agency proposition and the four-season 
production plan—it will point the way to 
smaller inventories, increased turnover and 
greater profits. : 





Here’s an instance where a few words— 
“Send me details of your Crawford plan” 
— may open the door to the proverbial one 
great opportunity. 


Write us to-day—a postal card will do! 


he rawford Shoe 


? 





CHARLES A EATON(())SHOE INDUSTRIES 
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Shoes with a Purpose— 


means footwear thae*Se//s with.a mifimum 
effort. Oxfords for walking, business, or shop- 
ping; pumps for afternoon or the ball, in fact 
shoes for any occasion are products of 
Rice & Hutchins, Inc., makers of shoes for 
every member of the family. Therefore, make 
yourself known as a dealer of shoes with a 
purpose. For the present demand for outdoor 
oxfords for women we offer the following: 
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No. 2621. Gun Metal Blucher Ox- 
ford, Plain Toe, Creased Vamp, A, 


B, C 
$3.75 


AA Ss NO 







7/7 V7 
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x No. 2684. Russia Calf Square of 
> Throat Oxford, Folded Tip, C, D. m 
: $3.50 di 
: th 
= je in 
: sk 
; fii 
. | m 
; : of 
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; 5 to 
> : 19 
> No. 2628. Gun Metal Square SI 
5 Throat Oxford, Fancy Tip, B to D. ‘ 
: Also No. 2630 in Russia Calf. 5 w 
& id 
- 85 : 
= $3 S st 
; é tin 
- > wl 
: 7 
7 RicE & HUTCHINS 5] 
- INCORPORATED e . 
- ~ So 
3 13 High Street BOSTON, U. S. A. : ye 
: Distributing Branches: : 
id Rice & Hutchins Atlanta Co. Rice & Hutchins Cleveland Co. . tor 
- Rice & Hutchins Baltimore Co. Rice & Hutchins New York Co. | 
= Rice & Hutchins Chicago Co. Rice & Hutchins St. Louis Shoe Co. | th 
~ Atlas Shoe Co., Boston, Mass. Jos. 1. Meany & Co., Inc., Phila., Pa. zl . 
= Write Today for Catalog a| ho 
- | 
" PORES EW rere YW Wee Ye eres Vs Wd Yr dW rrr rrr ddr Wr Yl sds Vd WW Wr Wr Yr WY | are 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 




































BOOT AND SHOE 


RECORDER 


CYhe Great -pomeman peaaay 


ESTABLISHED APRIL! 
1882 





SS 
































It Is Up to Our Trade Associations to See 
That Real Progress Is Made 


VERY poor store in my city hurts my store.” 

That is the best explanation that has ever been 

put across of the value of the various merchants’ 
associations all over the country. One of the outstanding 
reasons for the low average of turnover of profits and 
of the equally low average of standing in the com- 
munity is that through lack of association work in- 
dividuals have not been brought together properly for 
the benefit of all. 

It is up to the leading merchants in every city to take 
into their confidence smaller merchants in the out- 
skirts and suburban towns, giving them their full con- 
fidence, explaining about prices and profits, about 
merchandise and merchandising methods, with the idea 
of making better merchants of them and helping them 
to sell shoes at better prices and better profits. 

This is the broad-minded view to take in the year 
1924, when the Association idea comes up for its testing. 

There must be a marked advance through association 
work as a whole and leading men must distribute their 
ideas and tell frankly how to sell shoes at a profit. The 
store whose business in uneconomic and which con- 
tinues to cut prices is a leak in the dyke, a leak out of 
which the profits of every merchant in town will run. 

A strong local association is a wonderful germ of 
progress and prosperity. If every local association of 
shoe merchants reached out and interested merchants 
within the State and then still further into the Nation, 
the results would be most beneficial, for oftentimes the 
solution of very difficult problems comes from a simple 
understanding of its first principles. 

In 1924, just as taxation is going to be reduced—so 
too must the association endeavor to point out ways for 
the prevention of loss and waste. The costs of distribu- 
tion must be studied to bring this about. 

Precisely these points, pertinent for the merchant, 
are equally applicable to the manufacturer, the tanner 





or any of the men in allied trades. The associations rep- 
resenting each have within them the possibilities . of 
great strength. So many of them simply mark time be- 
cause they have not come to a realization that or 
ganized co-operation can be made valuable to each 
and every individual participating. Some of the big 
things in the trade have been “‘flubbed”’ because the 
resolution when written became the obituary. Facts are 
stubborn things and are not killed by sweet sounding 
resolutions. Action is the only test of the value of an 
association. 

Credit has been entirely too cheap. A case is known 
of a “fly-by-night”’ manufacturer quoting a price 77 
cents under the market for “‘a base’”’ shoe and then the 
buyer, eager to get in his extras, changed the leather to 
a better grade, the French binding to silk, the lining to 
kid, and in each case the change was given the O.K. 
Then when the buyer asked for three rows of stitching at 
a slight labor cost, he‘was turned down. 

“] have got to pay cash for that on Saturday night. 
but I get the goods on credit,” said the manufacturer. 

Such a business is headed towards bankruptcy. An 
association understanding of such competition would do 
much to prevent the competition of the economically 
unfit. 

There is a general hope that associations will eslab- 
lish some standards of practice that can be interpreted 
into codes of ethics. We give in this issue those adopted 
by the merchants of California. They are mostly for 
public perusal. There is a place for the creation of 
sentiment for ethical practices in business within the 
industry—one code of ethics might well do the trick for 
every branch of the trade from the hide to the finished 
shoe. It need not necessarily be phrased in high-sound- 
ing words, but its basic adherence to the Golden Rule 
might, if repeated time and time again, become thor- 
oughly understood and held up as an ideal in business. 
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There is noquestion but that associations have a great 
obligation to members in 1924. It is one of leadership 
within the craft represented. Just because an organiza- 
tion has a President and Secretary does not mean that it 
should be perpetuated simply to give them office. If it 
functions in the service of its members, keep it alive. If 
it doesn’t, destroy it and begin over again. Fortunately, 
the shoe industry is alert to its possibilities and opens up 
the New Year with a very energetic platform. Secre- 
taries of the national associations tell of their plans and 
accomplishments in this issue—be sure to read them. 

Various national bodies are now loosely tied to- 
gether. In other industries there is a co-ordination of 
information and effort. The direction is pointed out and 
all work along that line. For example, the music trades 
all work in the one direction of increasing public ap- 
preciation of music. The maker and seller of saxophones, 
radios, victrolas and pianos are all tied up in common 
interests, for they know that a public conscious of 
music makes trade for them all. A similar tie-up in 
shoes to bring about a better shoe consciousness on the 
part of the public should be the binding factor in some 
sort of a general program for the industry. In unity 
there is strength. 


All Set on Sandals 


GENERAL concensus of opinion among big buy- 

ers who really anticipate their requirements is 
that the sandal type of footwear will be the biggest bet 
for spring wear. These far-sighted buyers find that it is 
profitable for them to make commitments covering the 
use of factory machinery during the dull weeks of the 
year. Because business is dull, the manufacturer, to 
keep his organization together, gives the buyer every 
advantage. The study of these advance purchases in- 
dicates the faith of the majority of buyers in sandals 
for spring. Colored kids with suede trimmings are the 
high lights of their style selections. These buyers figure 
that so many black shoes have been bought that women 
will naturally turn to the softer colors when spring 
arrives. 








Planting the Seed 


HE little boy who planted a seed and who each 

and every day dug it up in anger at not seeing a 
full grown tree appear laden with apples, is in about 
the same position as the merchant who said advertising 
was not any good because it did not bring forth fruit 
twenty-fold the day after its insertion. Many a mer- 
chant suffering from dull business rushes into print and 
sits back, awaiting the stream of customers the fol- 
lowing morning. He says advertising does not pay be- 
cause it does not deliver immediately. It takes a cer- 
tain amount of time to attract attention. Every single 
subscriber to a newspaper isn’t in duty bound to read 
every advertisement and to act accordingly. He or she 
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may not have bought the paper or read it carefully. It 
may take one, two or a great many times to bring home 
the fact in the public’s mind that you are in business. 
The process of building confidence comes through ac- 
quaintance. Love at first sight only comes in story- 
books. It takes the presence of your face, your name or 
your store to make a dent in the public brain. What 
you are doing is making a first and favorable introduc- 
tion and shortening the time between that meeting and 
an actual examination of your goods. The more time 
and attention that you put into the process of making 
acquaintance with a customer—the greater the con- 
viction and the confidence. You will often find that ad- 
vertising has done its greatest work before results are 
actually measured in volume of business. Now is the 
time to plant seed in the confidence of your community, 
but be sure to remember that it is the seed that has to 
be watered and cared for and will produce in its season. 
The “Jack and the Beanstalk” of the fairy tale has no 
counterpart in business. 


Credit Is Too Cheap 


REDIT is so cheap that it is making competition 

more intense through inevitable failure. There are 
men with no shoe experience, a glib tongue and a lean 
purse who see every line shown them, buy as much as 
they can, sell at any price and hang on as long as 
creditors will allow before the smash up. These “‘fly by- 
night rings’’ are on the increase. Too many firms take a 
chance on credits in the belief that 98% of the people 
are honest. 

There have been many examples of collusive con- 
spiracies of late among bankrupts with the aid of un- 
scrupulous lawyers. The whole plan is laid out in ad- 
vance. The master minds aid the bankrupts in victimiz- 
ing creditors. Exorbitant fees are paid to receivers; 
fraud is winked at; financial statements are falsely 
sworn to and the easy pickings through bankruptcy has 
made profitable these schemes. 

Some of the bankruptcy proceedings of late have done 
much to sap business morality: encouraged dishonesty 
among merchants and undermine respect for the 
Courts. 





Business Expansion 


New York—Due to expansion of business, B. Fried- 
man, one of New York’s oldest and most successful 
wholesale shoe houses, has been compelled to take over 
new and larger quarters. After December 15, this house 
will be located at 109 Reade Street, in a five-story build- 
ing, the whole of which will be at the disposal of Fried- 
man. A prominent feature of the new store will be one 
of the most complete and up-to-date showrooms in the 
market, where buyers may see on display the latest 
novelties and staples in women’s and men’s shoes. 
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ETTING More Shoes Sold Right: not only “more” but “right’’; sold 
(> for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail mer- 
chants. The chief purpose of the Boot and Shoe Recorder is to help solve it; 
for this is the basic problem upon which depends the progress of the entire 
allied industries relating to shoes and leather ; their production and distribution. 






















This Week’s Leading Features 






OWHERE in the entire history of mankind is written a record of 
single-handed achievement. Somewhere in the line of progress from 
the inception of the idea to the finished product there entered the 

factor of co-operation. Nothing great has ever been achieved without it. 
It is fitting, therefore, as our thoughts turn to 1924 and its problems, to 
emphasize the value to every branch of the shoe and leather industry of 
associations formed for mutual benefit and carried on in a spirit of fairness 
and broad-mindedness. Read page 43, therefore, on which is published the 
code of ethics of the California retail merchants and on pages 44, 45, 46 and 
and 47, what the head spokesmen of the various national associations have 
to say about their plans for the coming year. 













Not the least of the trade’s problems will be those of advertising. So on 
pages 51 to 53 you will find 






The Three R’s in Advertising for 1924 


THER interesting features are “A Workable Plan for Keeping Your 

Slow Stock Moving” on page 56; two pages of Spring Styles beginning 

on page 48; and the story of a hosiery buyer who trebled his sales of child- 
ren’s hosiery on page 58. 







Next week—The National Outlook for the Year 1924 
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“‘Getting More Shoes Sold Right” 





Women Wear More Shoes 

Lynn, Dec. 13—Manufac- 

turers here challenge the state- 
ment, going the rounds of the 
,public press, that people are 
wearing out fewer shoes be- 
¢ause they do less labor. 
,| They point out that the pro- 
duction of women’s shoes in- 
creased from 80,000,000 to 
| 104,000,000 pair for the census 
period ‘of latest report. This 
gain, amounting to 24,000,000 
pairs, shows beyond a reason- 
able déubt that women are 
wearing more shoes. 

Also, more than 10,000,000 
‘women are new employed in 
gainful occupations, and this 
a oaiiee is increasing day by 
ay. More women are working 
han ever. And they require 
more By..working, and 
arning} their own money, they 
re freq to exercise their own 
wood taste in the selection of 
hoes, pnd they are buying, 
ot only more shoes, but shoes 
of finer'styles 4 oe 






‘| Gigantic Slipper Booth 

]| Detppit, Dec. IM—R. H. 
hiF yfe & Co. is meeting with a 
Splendid response with its 
{gigantic slipper booth. Other 
merchandise, suitable for holi- 
‘day gifts, is selling well. 


Geod Slipper Trade 


Buffalo, Dec. 12 — Retail 
shoe merchants are concen- 


‘trating on selling slippers, ho- 
siery, spats and other shoe ac- 
cessories as gifts. A long period 
of mild weather has had a dis- 
couraging effect on business. A 
good demand for men’s and 
women's slippers is noted in 
many of the stores. 

Calls for Evening Footwear 

Cincinnati, Dec. 13—Even- 
ing slippers and afternoon 
umps are going fairly well. 

i 'Shoempa anticipate the holi- 

{iday trade this year will at 

‘lleast equal and probably excel 

?ithe volume of any other year. 

‘| H —_——— 

'' Sold Shoes to Revue Models 

7 ansport, Ind., Dec. 14— 

‘lane eaton Bootery, a new 

‘|shoe jstore. here, ‘featuring 

: women’s high’ styles shoes, 
jmade jan auspicidus “opening 
}when jt provided smart shoes 

'} to the|models who took a part 

f\in the; Blackstone Press Style 

} Revue) Where many, ,shoe 
stores 
Po 


lels to 










ity to advertise their 
ndise by allowing mod- 


would jump at the. vp- 






wear them at a revue, 


in This Issue—and Other News 


capital of the chance and sold 
the shoes to the models. 


White Shoes for Winter 

Lynn, Dec. 14—V. K. & A. 
H. Jones & Thomas are mak- 
ing white shoes in oxford and 
sandal styles, for the winter 
resort trade. Some have color 
trimmings. 


He Perfumed His Shoe 
Samples 

Boston, Dec. 13—It is re- 
ported that a maker of novelty 
shoes for women went on the 
road, and did not get enough 
orders on his new sample line of 
novelties to pay his expenses. 
One evening, after he came 
home, he lamented his luck at 
the club. “Why not perfume 
your shoes?”’ asked a chemist. 
“Tl try anything once,”’ re- 
plied the shoeman. “Tell me 
how.”” Whereupon the chemist 
wrote him out a formula. This 
he had filled, and with it 
treated his samples, and they 
became delicately perfumed. 
With the old samples, newly 
scented, the shoeman went on 
the road again and met with 
good results. 


featured ‘‘Footwear from cra- 
dle to high school.’’ The com- 
pany reported that there are 
eight changes in the contour of 
the foot from babyhood to the 
time when adult styles are 
worn. The store stressed this 
fact in urging more care 
exercised in fitting children’s 
shoes and stated it was quali- 
fied to properly fit the chil- 
dren because it studied this 
subject. 


Planning Annual Event 

New York, Dec. 13—The 
annual dinner of the Allied 
Shoe and Leather Industries 
of greater New York will be 
held on February 26, it was 
announced here by S. A. Mc- 
Omber, New York represen- 
tative of Utz & Dunn, Roches- 
ter manufacturers. 

The annual dinner is a get- 
together affair for all branches 
of the local shoe and leather 
trades, started a few years ago. 
Attendance at the dinner has 
increased each year. Plans are 
being made for a bigger and 
better dinner than any that 
have yet been held. The vari- 
ous associations that partici- 








Velvet Oxford Laces on Side 


New York, Dec. 14—Novelties in women’s footwear 
continue to crop up with extreme rapidity on New York’s 
East Side. Third Avenue is hotter on the style trail than 
Fifth Avenue. One of ‘the newest styles to strike this sec- 
tion of town is the velvet side lace oxford. They are con- 
sidered quite the proper thing among the East Side flap- 
pers who frequent the many dance halls in that locality. 








Many Slipper Styles 
Philadelphia, Dec. 13—Ecou 
Brothers Company sent cards 
to the trade announcing that 
it has 153 styles in leather, felt 
and satin slippers ready for 
shipment for the holiday trade. 


Advertising Grain Leathers 


Philadelphia, Dec. 14— 
“Tough as a pig’s nose and 
soft as a kitten’s ear’’ is the 
phrase used by the Walk-Over 
stores here in advertising the 
leathers used in men’s tan 





‘norse grain shoes with calf 


quarter linings. 





Eight Changes in Contour 


of Foot 


Children’s Shoe Week was 
observed here recently and the 
C. & H. Shoe Company in ad- 


Marion, Ind., >“Dec. 14— ' 


vertising in_the daily papers green is used generously in the 


pate in the affair [are being 
notified and special committees 
will be organized to handle the 
many details. As usual Mr. 
McOmber is taking a big share 
of the work connec with 
getting up such an affair. 





Business Centers Dress Up 
for Holidays 

Lynn and Salem, two ad- 

joining communities in Massa- 

chusetts, both concerned in 


the shoe and leather industry, *-: 


set a good example to other 
cities and. towns by their -in- 
spiring holiday decorative 
schemes. Both places dre “‘all 
dressed up.’’ Not only the store 
fronts and interiors reflect the 
Christmas a fe, -. byt 
lamp posts and other fixtures 
in the business districts are 
part of the celor plan. Ever- 


~ ee eee 


office wear. _ t 


Miniature, Yet Big Enough to Keep You Informed on What Is Presented 


‘ 


decorations and the result is 
that the person. visiting the 
business district immediatel\ 
notices the pronounced spirit 
of the holiday season and is 
inspired to do his holiday buy- 
ing early and with more pet- 
sonal satisfaction. All retail 
houses co-operated in putting 
this constructive | measure 
across. } 


Strap Patterns Lead 

Indianapolis, Dec. 14— More 
seasonable weather prevailed 
this week and holiday shop- 
ping assumed a more active 
tone, the result being a good 
business in the shoe stores. 
Strap patterns in black and 
brown suede are the leadets 
while lizard leathers made an 
appearance. 

Shoe Stores Busier 

Boston, Dec. 13—There was 
more activity in the shoe stores 
commenced early this week 
after a long period of dullness. 
A period of colder weather 
served to stimulate trade. 
Holiday trims in windows and 
store interiors presented a 
Christmas atmosphere. 
Weather Retards Business 

Milwaukee, Dec. 14—Mild 
weather prevailed here during 
the early part of the week and 
retarded shoe buying in vol- 
ume. The new shoe styles. 
however, are moving actively. 
Brouwers opened the 21st 
anniversary celebration and on 
the first day sold 3000 pairs of 
shoes. 





Holiday Decorations 

Philadelphia, Dec. 13—Shoe 
stores are decorated with holi- . 
day trims. Some have the con- 
ventional red sprays in the 
windows, while : a used 
spruce twigs, colo r 
dovesttienn wel lighted C riot 
mas trees and cotton to re- 
semble snow. Colored lights 
add a holiday atmosphere in 
many stores. 





Featuring X-Ray Machine 

Philadelphia, December 14— 
“See Your Feet Through Your 
Shoes On Our X-Ray Machine” 
ist.an offer being featured by 
the A. H. Geuting Company in 


an advertisement. 


™ - 
Des Moines, December 13— 

Women here have ; exp 

some interest in the 

vamp in oxfords for street ai 
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What Every Retail Merchant Needs 


By GEORCE M. SPANGLER 


Manager of the National Shoe Retailers’ Association 


HE outstanding benefit which the N. S. R. A. 
spells daily to every shoe retailer in the United 
States is the fact that there is in existence an 
active-and efficient organization. 
P Voluntary workers in every avenue in industry have 
done wonders on specific missions, but continuity of 
effort and being always ready at the right moment are 
only possible through organization. 

The Annual Convention of the 
N. S. R. A. is a tangible benefit to 
every retailer, and, in fact, to every 
one in any way, directly or indirectly, 
interested in the shoe and leather in- 
dustry, Now, this Convention is only 
possible because of organization. 

The quarterly Style reports which 
are published by the N. S. R. A. 
which voice the retail shoe sentiment 
in a nation-wide way could not be 
done by individuals. Semi-annual 
Color Cards which represent co- 
ordinated effort with all branches of 
the shoe and leather industry benefit 
every shoe retailer. 

Council of Arbitration which an- 
nually settles in an amicable way 
many differences for retailers with 
manufacturers and wholesalers again 
represents the value of organization. The work for the 
past five years with the Harvard Bureau of Business 
Research and which is recognized by every one as be- 
ing of inestimable value could not be done individually. 

Co-operative contact with other retail associations 
could not be handled by individuals or groups. 

Inexpensive and effective insurance protection. 

N.S. R. A. headquarters and N. S. R. A. committees 
furnish in an advisory capacity valuable and timely 
help to hundreds of retailers annually. 

The retail shoe industry is harassed almost continu- 
ously through an inimical legislation both state and na- 
tional in its character in a way which only organization 
can meet and defeat. The value of an active Field 
Secretary is beyond computation. This service can only 
be maintained through organization. 

The public must be continually educated—proper 


GEORGE M. 





public opinion must be created else shoe retailers will 
suffer from the pernicious and erroneous beliefs created 
from time to time by the press through the taking up 
of erroneous or malicious mis-statements. N.S. R. A. 
headquarters watches constantly for abuses of this type 
and provides the instant correction, thereby saving 
shoe retailers very great and permanent harm. 

These are a few of the reasons why 
shoe retailers should join the N. S. 
R. A. and maintain their fullness 
therewith, and these are a few of the 
benefits which accrue to every shoe 
retailer because there is a national 
shoe retailers’ association always at 
work in their interest. 


Alfred D. Emery Dead 


New York, December 10—Alfred 
D. Emery, 61 years old, one of the 
best known men in the hosiery in- 
dustry, died early Sunday morning, 
December 9, at.his residence in New 
York City, after a severe illness. Mr. 
Emery, was born in Dover, N. H., 
received his- education in Ports- 
mouth, N. H., came to this city and 
began his business career more than 43 years ago as 
stock clerk with Lord & Taylor. Years later Mr. 
Emery became a director of Emery & Beers Co., Inc., 
that absorbed the wholesale business of Lord & Taylor. 
During the present year the Emery & Beers Co., Inc. 
combined with their mills under the name of “Onyx” 
Hosiery Inc. At the time of his death he was an officer 
and manager of the “Onyx” Hosiery Inc. 

Mr. Emery was always considered a gentleman of 
the highest integrity and most genial presence by his 
business associates. He was a member of the Union 
League Club, Knollwood Country Club, 7th Regt. 
Veteran Association, New York Athletic Club, National 
Republican Club, and a 32nd Degree Mason, Lebanon 
Masonic Lodge No. 191, F. & A. M., and Mecca Shrine. 

Mr. Emery is survived by his wife, Florence Elizabeth 
and two brothers, Edwin W. and Joseph H. Emery. 
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Twenty-one Reasons for Co-operation 


By J. DUDLEY SMITH 


Secrelary of the National Boot and Shoe Manufacturers’ Association 


HE year 1924 looms up as the biggest year in the 

history of the National Boot and Shoe Manu- 

facturers’ Association. There are problems before 
the manufacturers which can only be solved by united 
effort. Inasmuch as this Association represents over 90 
per cent of the footwear manufactured in the United 
States, it has the strength and membership to bring 
about the desired accomplishments. It will be alert and 
aggressive in all matters pertaining 
to political and industrial problems. 
It has heartily endorsed Secretary 
Mellon’s taxation plan in order to aid 
the commercial and industrial pros- 
perity as much as possible and it has 
also gone on record urging Congress 
to permit the present transportation 
act which has been on the statute 
books for only a short period of time 
and is working more satisfactorily 
than any other railroad legislation 
heretofore enacted, to remain with- 
out amendment as the prosperity of 
the country depends largely upon the 
success of the common carriers to 
properly perform their functions with- 
out being handicapped by unreason- 
able laws. 

The National Boot andShoe Manu- 
facturers’ Association has been happy 
in its leadership. It functions day in and day out not 
only through its headquarters in New York but through 
the intimate and personal contact of member with 
member on problems which come up in manufacturing 
and distribution. The following are some of the services 
offered : 

Interchanges ledger credit information with its mem- 
bers selling to both retail and wholesale trades; 

Aids in the adjustment of tax matters; 

Corrects trade abuses; 

Serves as mediator in both domestic and international 
transaction between buyer and seller in adjusting dis- 
putes that can be mutually settled by the contending 
parties; 
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Aids in preventing laws and regulations that would 
be harmful and unjust to the industry and the public 
at large; 

Protects its members against unjust discriminations; 

Secures import and export statistics and other statis- 
tical information, and disseminates same to its members. 

Publishes periodical bulletins which keep the menr® 
bers informed as to matters of interest to the industry; 

Provides free service corresponding 
with a bureau of information the use 
of which is available to all of its 
members; 

Provides its members with Color 
Cards announcing in advance the 
colors which will be adopted for each 
approaching season; 

Publishes and supplies to its mem- 
bers a quarterly Styles Program, thus 
keeping them constantly informed of 
the predominating styles; 

Offers its services in securing execu- 
tives to fill vacancies where necessary ; 

Arranges an exchange or sale of 
members’ surplus machinery and 
other equipment; 

Secures an exchange of information 
from interested members concerning 
their experience in different manu- 
facturing operations for the mutual 
advantage of others concerned; 

Secures passenger accommodations onocean steamers; 

Provides letters of introduction to members going 
abroad ; 

Secures interpreters for all languages; 

Facilities for coding and decoding of cable messages; 

Offers its services in protecting trademarks in foreign 
countries ; 

Affiliated with the United States Chamber of Com- 
merce, the International Chamber of Commerce and 
the National Industrial Conference Board, and co- 
operates with all the shoe and leather allied trade asso- 
ciations, including the Textile Color Card Association 
of the United States. (Continued on page 50) 
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What the Travelers Aim To Do 


By FRANK J. WEBER 


President of the National Shoe Travelers’ 


1HE National Shoe Travelers’ Association, In- 

corporated, is thirteen years old. It starts out-on 

its fourteenth year of constructive work on Janu- 
ary 10, next. This association was formed: to foster the 
interests of its members; to ascertain, defend, and pro- 
tect their rights in the pursuit of their occupation; to 
bring about a closer relationship among all traveling 
shoe salesmen; to unite into one association all existing 
shoe travelers’ associations, and to en- 
courage and assist in the formation of 
local organizations in all shoe trade 
centers; to co-operate with kindred 
organizations in promoting the wel- 
fare of commercial travelers; to ele- 
vate and improve the moral and com- 
mercial standard of traveling shoe 
salesmen, and to discredit the unjust 
and dishonorable member. 

With the slogan of “Progress 
Through Co-operation,” the National 
started out bravely toward the ac- 
complishment of its aims, and as each 
succeeding year brought with it new 
problems, it has undertaken their 
solution. All through the past thir- 
teen years, National officersand mem- 
bers have worked with united effort— 
“All for one and one for all.’ * Are 
you a member of the N.S. T. A.2”’ is 
their rally for increased membership. Starting with four 
local associations, Boston, New York, Rochester, and 
Chicago, with a membership of 100, the National roll 
call has increased to 4,000 and through its recent 
affiliations, notably the International Federation of 
Commercial Travelers’ Associations, “the grand army” 
now numbers 700,000. 

In 1910, a rather chaotic state of affairs existed shoe 
traveling-wise. It was necessary that many reforms 
should be instituted—such as proper recognition from 
employers; a uniform basis of compensation—in the old 
days, many of the salesmen work on as small a com- 
mission as 2 per cent or 3 per cent; the value of the 
salesmen’s time was brought to the attention of the 
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Association 


retail shoe merchant—he was asked to consider the im- 
portance of keeping appointments, also of bona fide 
orders. There were many annoyances through travel, 
on railroads, and ‘n hotels, that needed attention. 

It was deemed necessary to work closer with the re- 
tail shoe merchant—to act as his merchandising coun- 
sellor; to bring about a closer relationship between the 
various branches of the industry—the shoe manufac- 
turer, the wholesaler, the retail shoe 
merchants, the retail shoe salesmen, 
the shoe travelers, all to form one 
firmly welded chain. A bureau of op- 
portunity was established—that the 
right man for the 1ight house might 
be secured. The dissemination of in- 
formation from the National office 
was undertaken that reports on busi- 
ness conditions from the National’s 
members might be broadcasted for 
the benefit of the industry as a whole. 

The National Association has con- 
sistently and persistently fought the 
evils of cancellations, of price stamp- 
ing, the “Pure Shoe Bill,’ Pullman 
Surcharge, and other obnoxious legis- 
lation. 

It has worked successfully for the 
perfecting of interchangeable mileage 
the detai's of which bill will soon be 
“threshed out” before the Supreme Court. 

In a nutshell, through its seven committees on Pub- 
licity, Railroad, Style, Transfer and Baggage, Legisla- 
lation, Hotel, and Membership, it is daily demonstrat- 
ing to the shoe and leather world that the older its 
association grows, the more are its members conver- 
sant with the new problems of industry, and the greater 
does it function in helpfulness to its members, and to 
the entire industry. For truly, ‘t can be said that at no 
time in the history of the trade has there been more 
harmony existing throughout its various branches. To 
the National Shoe Traveleis’ Association, Incorporated, 
is due, in large part, the accomplishment of this fine 
“esprit de corps.” 
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Wholesalers’ 

a Association 

s - . 
‘To Help Lower Distribution Costs 

By LOUIS M. TAYLOR RA 
Secretary of the National Shoe Wholesalers’ Association = & 


HE year 1924 is to be the great year of building 
. | up in the.wholesale field as well as in its associa- 
‘ tion, so that the retail merchant will get a greater 
realization of the function of the wholesaler in distribu- 
tion. It is the 25th. anniversary year of the National 
Shoe Wholesalers’ Association.,At the convention in 
Boston, January 14 and 15, a*significant change in 
organization will take place. From being a federation of 
regional associations. it will be made a powerful body 
with direct membership built up of representative shoe 
wholesalers in each section of the country. 

The wholesaler is setting up standards of business 
based on the best methods of distribution at the lowest 
costs in as wide a field of usefulness as possible. The 
National Association is creating a sentiment for ,a 
national code of ethics applicable to all branches of the 
shoe industry, so as to bring about a better definition of 
trade customs and practices. 

The national body has change its by-laws for the 
purpose of greater flexibility so that future meetings 
can be held in many convention cities to encourage 
greater participation in each. 

Some of the accomplishments of the past year indicate 
also opportunities for the new year. An analysis has 
been made of the cost of distribution. In legislative 
matters the Association has been real active, partici- 
pating in the killing of pure shoe bills in illinois, Wis- 
consin and New York. A tax survey had been made 
that will result in the saving of thousands of dollars to 
members. The buckle tax was made an intelligent 
subject largely by the work of this organization in 
showing the Internal Revenue Department how ridi- 
culous its ruling was, which would have included the 
buckles on gaiters as well as the utilitarian buckle on 
colonials. The National Shoe Wholesalers’ Association 
did its part to co-operate on measures advocated by the 
salesmen relative to sur-charges on pullmans and on 
interchangeable mileage books. The Association has 
explained laws affecting business in the business man’s 
own language, definitely telling him what he could and 
could not do. It has also suggested amendments to the 
Bankruptcy Act which have been accepted by the 
National Association of Credit Men, and is now in the 
form of a bill before Congress. "5 


x 


In 1924 this National Shoe Wholesalers’ Association 
is looking to greater confidence in business and the 
worthiness of the wholesaler’s efforts in distribution. 
It is going to work for still.clgser contact with other 
sections of the industry: It will werk for better contain- 
ers for shoes to prevent pilferage. It will take more 
interest in foreign trade: It will get more shoes sold 
right, and will-sell footwear, not credit. It is working 
for credit interchange, which should be of interest to 
the good retailer, as well as to the established whole- 
saler. It is going to make a complete survey of the 
country, so that a map will show the wholesalers and 
their field of activity. 

It firmly stands for clearly defined contracts carried 
out in good faith by all parties and believes that signed 
orders providing for arbitration would be a step for- 
ward in the shoe business. It is strongly for trade 
arbitration instead of litigation in settling disputes and 
believes that a code of ethics with a declaration of 
trade customs would materially improve the conduct 
of the business. 





G. Herbert Cushman Is Dead *” 


Haverhill, Mass.—G. Herbert Cushman, former 
shoe manufacturer of this city, died at histhome in this 
city on December 12, at the age of 69. Until June, 1922, 
Mr. Cushman was a member of the shoe manufacturing 
firm of Cushman & Hebert. Mr. Cushman was active 
in social affairs. He was a former member of the Oxford 
Club of Lynn, a member of the Pentucket Club, and 
the Boston Athletic Association. He is survived by his 
widow, a daughter and a son, Walter C. Cushman of 
Belmont, Mass. ; 





Endicott-Johnson Declares Regular 
Dividend 


The Board of Directors of the Endicott-Johnson 
Corporation have declared the regular quarterly divi- 
dends of $1.75 per share upon the preferred stock and 
$1:25 per share upon the common stock, payable 
January 2, 1924, to stockholders of record at the close 
of business December 14, 1923. 
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Gray suede cross straps. 
14-8 Covered heel. Straps 
are pulled down in fitting 
and then back again to 
insure a proper fit. /. 
Grossman Shoe Co., Chi- 
cago. 


Black satin, with narrow 
straps of black suede as 
trimmings. Covered heel. 
Johansen Bros. Shoe Co., 
St. Louis. 
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Tan sandal generously 
featured with cut-outs 
Strap goes across ball of 
foot, being sewed to the 
shank. Primo Shoe Mfg. 
Co. Inc., Brooklyn. 


Patent strap turn with 
cut-outs. 16-8 heel. Clark 
& Parsons, Chicago. 


And ‘ach Season 
in. ils selling order 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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One of the new brown 
suede gore pattern, the 
goring being cleverly con- 
cealed beneath the two 
buckles. Brown trimmings 
on sides. /. Miller & Sons 
Inc., Brooklyn. 


Patent cut-out with 16-8 
leather heel. Saval Shoe 
Mfg. Co, Chicago. 
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SPRING 
STYLES 


And ‘Gach Season 
in. ils selling order 










Black suede strap pattern; 
fastening strap going 
through loops in five other 
straps. Heel is triangle in 
shape and is covered. 
Seymour Troy & Co., 
Brooklyn. 


Black patent, black trim- 
mings, lacing at side. Cor- 
nell Shoe Co., Brooklyn. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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New Developments in 


Suede Finish Leathers 


to Take Care of Increasing Demand 


FEW weeks ago we received a letter from a 

Western retail shoe merchant, asking us to de- 

fine the difference, if there was any, between 
suede and ooze calf. This is not an unusual inquiry, for 
this type of leather, as well as the buck leathers, are 
perhaps not so well understood by the retail shoe trade 
in general as they might be. The suede finish is not an 
experiment, or a novelty any more. This type of finish 
is really one of the most staple finishes today of the 
best upper leathers for high-grade footwear for women. 
It also has a large use in other fields for leather novel- 
ties and such uses. 

Suede and ooze refer to the same kind of finish. The 
term “‘ooze”’ is a trade name. The first upper leather 
successfully made with this velvety finish was called 
ooze calf. As the finish was further developed, and used 
in other lines, principally on calf, but also on goat and 
sheep, the general term “suede” was applied to this 
leather and finish. The word “ooze” was registered, and 
can only be used by one firm. 


Suede Calf Finished on Flesh Side 


This leather for many years was alone in the field, 
and relatively few concerns manufactured it. The suede 
calf was finished on the flesh side by the leading tanners. 
The leather is usually made from the skin of a young 
calf, finished on the flesh side by holding said side 


against an abrasive wheel to raise a fine and velvety 


nap. This is made into the shoe with this flesh side out. 
The leather is chrome tanned, and very soft to the feel. 


** Nubuck” Finished on Grain Side 


A similar leather was then sought which would cut 
more economically or cheaper, and the demand was 
very wide among tanners to produce such a leather. 
This finally resulted in the origination of buck side 
leather. The leading leather of this kind was given the 
trade name of “nubuck,” which was also registered and 
protected. This is a light cowhide, finished to resemble 
buckskin. The grain in this case has been held against 
the abrasive wheel, afid partly buffed off, leaving a 
slight nap. It is distinguished from the suede calf in 
that the finish is on the grain side instead of the flesh. 
The cost is less than suede calf, calf-ranging in price at 
the present time from 60c to 70¢ per foot for the top 
selections. Medium grades from 45c to 55c per foot. 
The buck leathers range from 20c to 44c, 46c and 48c for 
the top selections of the best finishes. Buck is évidently 
very satisfactory for the service to which it is put 
although different from suede calf. 


Now Comes Suede Kip 


More recently there has been a demand for a leather 
which would have a softer or more velyety nap than the 


buck leather. The new leather referred to now, which is 
being placed on the market, is a suede kip. Tanners 
have been striving for a suitable finish on the kipskin 
for some years. As will be readily understood, the kip- 
skin is the skin of an animal some months older than the 
young calf from which the finer grades of calfskin are 
made. The suede finish on, the*kipskin is soft and :vel- 
vety. It makes a beautiful finish. We are informed that 
it is the only suede finish applied to a chrome tannéd 
kipskin. The finish is of the same appearance over the 
whole surface of the skin, leaving pra¢tically no waste 
in cutting, which means a tonsiderable saving to the 
shoe manufacturer. The price is also another factor 
which will figure, as the best finishes of this skin will 
run about 40 cents per foot on the top selection. 


Suede Good in Style Shoes 


During the past year, especially early in the year, the 
demand for suede leathers, particularly suede calf, was 
much larger than the leading tanners could fill. This 
demand naturally dropped off during the recent slump 
in the shoe business, but even of late weeks tanners 
have been busy in filling old orders, and taking care of 
new business, and with colored suede one of the fore- 
most features of next season’s style shoes, the shoe 
trade will be pleased to learn of a new leather which 
occupies a unique position between suede calf and the 
buck finished sides heretofore available. Tanners are 
continually working on new and more attractive finishes 
of upper leather, which are essential to further shoe 
style development. 





Twenty-One Reasons fer Co-Operation 
(Continued from page 45) 


Member of the Council of Arbitration composed of 
the four National Shoe and Leather Associations. 

Vexatious problems pertaining to the interdependence 
of other associations with the National Boot and Shoe 
Manufacturers’ Association are going to be placed on a 
better basis during the coming year. Much of the waste 
in industry that now exists will be eliminated by co- 
operation and understanding between retailer, whole- 
saler, manufacturer, and tanner. 

On deliveries and returns, and especially on arbitra- 
tion, the functioning of the Associations has been re- 
markably consistent and progressive and points to stiil 
further benefits in 1924. 

At times when presidential platforms are the order of 


‘ the day, the manufacturers’ Association feels that a 


better platform of business will come in 1924 by having 
controversial points settled with definite recommenda- 


tions om each. i cet 
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RECORDS 





; RESULTS 











Records to make the New Year unusual, and 

Results following logically a well-ordered plan. 

Every shoe merchant knows shoes. That is some- 

thing that may be taken for granted. It’s the merchant 

who knows folks whose business grows profitably all 
things being equal. 


RB Brecon as a regular New Year’s practice— 


Playing the Game of “Profit” 


There’s a difference between a shoe store and a store 
that deals in dependability in all the elements that make 
for customer satisfaction. 

One figures the profit on the shelf side of the counter, 
the other gets out on the customer-side of the counter to 
find out what profit is made of. Every transaction to be 
really profitable must yield a profit on both sides of the 
counter. 

That is where the three R’s in advertising count—in 
knowing folks. 

They make a game out of business rather than a 
duty, and a game brings more 
resources into play than duty 
ever will. They make of each 
ad a milepost rather than 
just space to be filled. They |Date 
keep enthusiasm and ideas |, 
from playing pranks with the 
cash register. They make a 
prize worker out of what 
might be a side issue. 

Knowing folks leads one 
merchant to offer a chest of 
silver to the one who could 
produce the greatest number 
of checks on purchases of a certain 
amount in a stated interval with 
signal success. Another merchant a¢ 
produces a big volume of business 
with a display of styles of yesteryear. 


Kind 


/t/a¢° 


Things a Merchant Should Know 


Customers may be placed in 
classes. The type of shoes bought, 
whether the buyer is married or sin- 
gle; whether residence is in town or 
out of town all have a definite bearing on the methods 
that will prove successful in selling anyone a second 
time. 

The location of the greatest number of customers is 
important. When to follow up old customers is equally 


hoes 
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Fig. A—Customer’s Card (Front) 


Cost |Seld} Remarks 





Customer's Card (Back) 








so. There are any numbers of qualifications that will 
suggest themselves to the merchant who resolves to 
keep records and proceed with an advertising expendi- 
ture on some solid plan. 


The Customer’s Card 


In laying out a system the one thing to be watched 
carefully is that the system does not become top-heavy. 
An intricate system spells its own ruin in its cost of 
maintenance. 

The card shown in Fig. A for customers is as simple 
as possible. It provides space for all the information 
needed to classify a customer. It shows the price the 
customer paid for the shoes and this might be a guide 
to the price class in which this customer should be 
placed. 

On the back of the card is the record of all advertising 
sent, the date, the number of the mai ing piece and the 
cost. The column marked “Sold” is to be filled in with 
the date of purchase and the cost of the direct advertis- 
ing totalled. This will com- 
plete the record of advertis- 
ing cost. From such a record 
an average of the direct ad- 
vertising cost may be had at 
any time. 

Once a purchase is made 
the card may be filed under 
the month in which it is 
deemed advisable to remind 
the purchaser of new shoes. 


- 


Children — 


Sizes 


Keeping Track of All Shoe 
Advertising 


Just as the big-city department 
stores employ professional shoppers 
any merchant may kéep posted on 
the irend in his town, to see what 
folks are interested in. 

A book as shown in illustration 
captioned “Scrap Book’ Fig. B, 
may be procured at a nominal sum. 
Its leaves are inch-wide strips of 
gummed paper. ready to receive 
clippings. 

It presents a gold mine of information when one e looks 
back through a year. The whole merchandising thought 
in the town for the year is in its clippings. The seasons 
are well-defined. The coming year’s program is built to 
a great extent in any store on the showings of the pre- 
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ceding year as tabulated in the ad- 
vertising thus clipped. 

A second book for the store’s ad- 
vertising for the planning of the 
next year’s work. With such a 
record the weakness and strength 
of a year’s work may be reviewed, 
and the shaping of a new policy is 
made easier. 

The successful sale of one’s com- 
petitor is sure to be duplicated in 
the new year, and with the proper 
information beforehand the greater interest in buying 
may be turned to account for oneself. 

A third book for the prize ads, for prize ads bear re- 
peating in principle and get-up. They ought to be treas- 
ured for what they represent in proved ideas. 














Newspaper Advertising Schedules 


Week by week the newspaper advertising ought to be 
laid out. The number of lines a day and the total for the 
week against the paper in which it is to be run. All ads 
should be laid out in advance according to this schedule. 
Here in Fig. C is a record for the week that may be re- 
ferred to again and again in the course of time. It will 
repay the time spent in making it when the year has 
passed. Comparison with sales for the year week by week 
will suggest changes that would not be made otherwise. 


Distribution of Weekly Cost 


In Fig. D is a departmentalized record for name of 
paper, department and sales for that department. 

Here the sales may be seen alongside of advertising 
expense. The necessity of delving into books is done 
away with and the precise information is always at 
hand for reference. 

This can be made any size desired. They may be 
ruled by hand to save expense, or mimeographed. 


Weekof 





: Newspaper 


Gr 


Fig. C—A Record You'll Value Next Year 


The total expenditure for the week appears at the 
top. On the back, notations as to the weather for the 
week and any other thing that might affect sales one 
way or the other should be placed. 

There is no great labor entailed in the keeping of such 
a record, and the value can be seen by the merchant 


Fig. B—Scrapbook 


who is done with rule-of-thumb 
methods in advertising. 


Special Checking Records 


The merchant who studies de- 
mand will keep a record of his pub- 
lic’s reaction to advertising on cer- 
tain shoes at certain times. 

Fig. E is a card to be kept with all 
the information bearing on the plac- 
ing of the advertising; the weather, 
size ad, any particulars about the 
shoes, the price and the argument used for selling. Tests 
must be made frequently in the matter of returns so 
that changes can be made as the necessity arises. Proper 
record-keeping prevents advertising effort from falling 
into a rut. A real effort put into such checking will dem- 
onstrate more nearly how advertising affects sales. In 
retail advertising it is almost impossible to get figures, 





Distributionof ee 


PAPER SMOES SHOE HOSIERY |} SALES 


Fig. D—Shows Relation Between Sales and Adverlising 


except of a very general nature, but on special items in 
selected papers, on coupons worth a certain amount on 
a purchase when presented at the store, etc., results 
that allow of tabulation for record are possible to get. 


A Mail Order Policy 

The mail order business in the retail field is fast be- 
coming more than a sideline. Many merchants are sys- 
tematizing this branch of their business with great care. 

And this is a branch of advertising on which actual 
returns in orders and dollars and cents can be counted. 

The actual problem of buying on the part of the cus- 
tomer is a ticklish proposition. In the order blank lies 
the whole mail order plan of the merchant. Every point 
is fully covered, size, style, leather, shipping methods, 
exchanges, etc. The mail order coupon is at the crest of 
a prospect’s wave of desire, and it must help the pros- 
pect over easily and surefootedly. There are many 
chances for slip-ups. Too much time cannot be spent on 
the wording and arrangement. 

“Try Them On at Our Expense,” with dotted line 
and scissors starting to cut coupon in Fig. F is an 
arrangement that is used successfully. In the body of 
the copy attention is given to the details of the treat- 
ment accorded a mail order, the fact that the firm 
stands all risk of changing, parcel post charges, etc. 
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“An Easy Way to Shop,” 


Record of Sales on Advertised Article 


Each piece of advertising 





is another idea for an order 


Date 


Weather 


contains the best of ideas 





blank in which the measure- 


Medium 


Space Cost* 


picked from the best pro- 





ments of the foot are given 
in order to expedite fitting. 
On such a blank very few 
will go wrong, and ‘additional 
orders should be forthcoming 
in view of the fact that the 
greatest obstacle is handled 
for the prospect. 4 


Article 


Basis 
Price Sales copy 


Sales 


ducers and the quality of 
appeal is pyramided from 
month to month with greater 
effectiveness each time. 

The effectiveness of this 
record will lead to the adop- 





Deduct 
Cost of Ad 


tion of a closer tab on mail 

















order business. Inquiries will 








Some particular feature of 
shopping by mail ought to be 
enlarged upon. A service some- 
thing like the professional shopper 
to whom the out-of-towners may 
send their orders will establish¥a 
good point of contact. A reliable 
person to handle mail order work 
would be the one featured in the 
advertising. 

Some concerns send a bill along 
with the shoes, others send the 
shoes C. O. D. That is a matter of 
policy that should be given every 
consideration because the “Send 
No Money” appeal is a strong one 
in that it removes every obstacle 
from the way of the buyer. It is 
easy to send for a pair of shoes 
when there is no money to scrape 
up, nothing to do but just mark 
size and send name with the full 
guarantee that the shoes will come 
to one’s door in jig time—and if 
they don’t fit they'll be exchanged 
as often as necessary to get a 
proper fit. The dotted line and 
money-back guarantee figure 
largely in the get-up of coupons. 


The Direct Advertising Records 


There are so many elements en- 
tering into the production of direct 
advertising that a tabulated list is 
not only necessary in showing 
costs but as a guide in getting up 
new material. 

A very suitable record sheet 
can be made up or bought from 
concerns who publish such records. 
There are many kinds, all valuable 
in preserving advertising data. 


Every bit of information from cost to productiveness 


Fig. E—For Specific Results Use This 














TRY THEM AT OUR EXPENSES | 



































If in doubt Measure Your 
Poot as Shown in Diagram 


Top Instep ---.-- 
Se ~ eee 
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Fig. F—The Mail Order Policy 


would appear on this sheet. The cost per inquiry and 


per order is tabulated. The entire history of each mail- 
ing piece is on record and the winning appeals may be 
taken from the winning pieces of advertising to be in- 


corporated into new advertising. 


receive better attention be- 
cause the game will be to 
keep down the inquiries and keep 
the orders up. 


With Analysis Develops Policy 


Record-keeping necessitates 
analysis of problems that would 
otherwise go into the general ac- 
count of things to be done. Record- 
keeping gradually makes adver- 
tising a greater instrument for 
sales. With its new importance 
comes the idea and feeling of want- 
ing it to develop strength. 

As the customers come and go 
they come to be known by their 
cards. 

Those cards assume a_ per- 
sonality; they are true representa- 
tives of one’s customers and with 
them at hand just as in the case of 
the customer’s own presence it is 
hard to say anything that doesn’t 
ring true. It is hard to indulge in 
generalities. It is hard to become 
eloquent. One looks at the cards 
and then puts down as “copy” 
real, human, newsy information 
about the goods for sale. As the 
various kinds of copy are checked 
up for their effectiveness the bom- 
bastic and trite are weeded out. 

The customer is sought for opin- 
ions. The customer-side of the 
counter is used more and on this 
common ground better business is 
built. 

The spirit of the game becomes 
strong as the score is kept and 
next year at this time there'll be a 
solid foundation on which to build 


a bigger and better advertising structure. 





The merchant who muffles his offerings in silence so 
that they will be a happy surprise to people who 
come into his store, usually has an unhappy surprise 


when they don’t come into his store at all. 
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Photo by Charles J. Belden, Z.T. Ranch, Pitchfork, Wyoming 
The Western Cow Pony at Work. When it comes to cutting out cattle from a big herd, the intelligence of a trained cow 
horse is truly remarkable. 


AN 


OUTLINE OF LEATHER 


ELEVENTH OF A SERIES 
Ry FRANK R. SPALDING 


HE skins are now piled on wooden horses to 
Terai and are then set out by a machine, that is, 
~~ the skin is run through two pairs of metal rollers 
which press out all the surplus moisture. This can be 
done by hand on a smooth table. 

They are then shaved to make them an even thick- 
ness. This used to be done by hand, but there has been 
invented, an up-to-date shaving machine on the princi- 
ple of a lawn mower-—a rapidly moving cylinder armed 
with sharp helical knives which are adjusted with great 
delicacy. This machine isa triumph of mechanical precis- 
ion and saves a great amount of the waste that formerly 
occurred with the old hand method. 


Sorling Is Very Important 


We can now tell to what finish the different skins are 
best adapted. Right here is where a highly trained man 
is needed for it is on his judgment that the tanner relies 
to select the skins best suited for the different finishes. 


Fal Liquoring 


The object of fat liquoring is to strengthening the 
fibres and render the skins soft and pliable. The process 
consists in treating the leather in a drum with a hot 
emulsion of soap, oil, and other ingredients which is en- 
tirely absorbed by the leather. No matter how well 
tanned the hide or skin may be, if they are not properly 


fat-liquored they will dry out stiff and will lack that 
full, well-nourished f2el that is so essential. 

The fat liquoring of chrome tanned leather can be 
done before coloring or blacking or immediately after- 
wards. The preferred method is to fat liquor leather 
before it is colored, and black leather after it is dyed. 


Dying and Coloring 


Dyeing is done inmany ways, indrums, vats and even 
dipping. The dyestuffs used constitute a study in them- 
selves, sumac and gambier are frequently used in this 
process as coloring agents, and also to give a supple- 
mentary tannage. 

They are now dried by hanging in a dry loft sus- 
pended by the butts. Chrome tanned skins will stand 
considerable heat while vegetable tanned skins should 
dry slowly. 

After the leather has been dried out, it is again damp- 
ened back or sammied. Two methods are used; either 
dipping the skins in warm water and packing them 
down in piles over night or placing them in’‘piles with 
damp sawdust between each skin. , 

When the skin is properly sammied, it is ready for 
staking, an operation similar to setting out. This is done 
on a machine, the object being to smoothen the sur- 
face, remove any foreign matter and make the skin soft 
and pliable. (Continued on page 60) 
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Volume Business to Be Done on Straps, 
Says St. Louis Manufacturer 





Howard Stephens Predicts That These Will Be Most Popular Patterns; 
Future of Colonials Discussed 


son, Stephens and Shinkle Shoe Company, St. 

Louis, outlined to the St. Louis Shoe Retailers’ 
Association at their monthly meeting held December 
5, the style situation for January and February and 
March. Stephens said that the facts were as seen by his 
company and stressed the point that pretty shoes will 
sell if they come within the general style tendency. The 
address was as follows: 

“Shoes for January, February and March will show 
to a large extent the Chinese influence 
which is to be portrayed in women’s 
clothes this spring. 

“The big volume of business 
will be done on straps. Light, airy 
one-strap, two-straps and three- 
straps should all be popular sell- 
ers. There is a tendency today 
toward high heel being 
made plain without trimmings, 
whereas on low heel shoes the 
tendency seems to be toward 
tips, collars and fancy foxings. 

“Strap effects trimmed in imita- 
tion lizard skins to harmonize with 
the background of the shoe should 
be very popular. These straps should 
be small and very light. Colonials 
will sell only moderately well. The 
only volume shoes in Colonials will 
be a big tongued Colonial made on a 
broad toe in a 9-8, 10-8 or 11-8 heel. 
This Colonial carries a big, square 
buckle and is known as the Betty 
Ross or the Puritan pump. In extremely high-grade 
shoes a few Colonials will also sell. This effect is obtained 
in many cases by taking a stripped pump and putting 
on the pump a fancy cut steel or rhinestone ornament. 


OWARD STEPHENS, president of the John- 


shoes 


Gored Shoes a Good Bet 


“Gore shoes—both front and side—will also sell. 
These gore shoes, however, must be somewhat different, 
with an attempt being made to conceal the gore, where- 
ever that is possible. The ordinary step-in pump is 

‘passe, but a combination of step-in pump, or let’s say a 
high-throat pump and a goring effect, should be a big 
seller. Sandals should go over very big, but shoes of this 
kind should not be bought until after January 1. The 
better grade of shoes in these sandal effects will; no 
doubt, carry heels somewhat higher than they did last 





HOWARD STEPHENS 


President of the Johnson, Stephens and 
Shinkle Shoe Company, St. Louis 





season. In other words, the sandal effect with 11-8 and 
13-8 heels should be very popular. The lower grade 
shoes will be made with 8-8 and 7-8 heels. 


Round Toes on Sandal Types 


“On the question of Lasts, it would seem that French 
toes are slipping with the exception of the big cities in 
the South and on the Coast. There is a tendency toward 
slightly narrower toes than the French toe, which has 
been so popular, and lasts of this kind should carry 
vamps of approximately 344 inch. 
Round toe lasts will be used princi- 
pally on sandal effects. 

“Tan shades of suede should be 
very good, and as the spring season 
progresses should be better sellers 
than gray. Gray, however, will be a 
good seller. One must be very careful 
in selecting the shade of the many 
colors called Airedale in tans and the 
many shades of gray called Jack Rab- 
bit. (The principal shades and the 
principal leathers which Mr. Stephens 
thought the most desirable were 
shown.) Satin will also be very good, 
trimmed with patent leather, black 
suede, mat kid and especially black 
lizard calf. Patent leather is slipping. 
White kid will be very good, and 
ivory kid or champagne giving the 
suggestion of the Chinese yellow 
should, as the season progresses, be- 
come very popular. 


White Kid to Be Very Good 

“Colored kids—outside of ivory, champagne and 
mouse, may or may not sell. Such colors as red, blue and 
green are, at the present time, good colors not to buy 
until later in the season, and until the demand, if any, 
may become more definite. White kid will be very good. 

“Some time back when Colonials were in vogue, the 
flapper type of American girl was disappearing—bobbed 
hair was not so popular, skirts were longer and conse- 
quently high heeled shoes and colonials were the nat- 
ural trend to the style situation. Today, we see the re- 
appearance of this flapper type. We see the shortening 
of skirts, the return of the bobbed’ hair, and more re- 
cently the girl who has her hair shitgled. Therefore, 
unquestionably we will see the reappearance in a strong 
way- of lower heels and a slackening off to some extent 
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Here’s a Workable Plan for Keeping Your 
Shoe Stock Constantly Moving 


Successful Merchant Doesn’t Wait Until Big Price Slash Is Necessary — 
Every Day Is Clearance Day for Him 
By HARRY R. TERHUNE 


pairs of a line and slow moving lines—these are 
where the profits are tied up. Some time ago the 
Recorder broadcasted this idea. 

Of a line of 100 pairs of shoes, you must sell 60 pairs 
to pay the manufacturer, 30 to cover the overhead, 
while the last ten pairs represent the net profit. In these 
days of buying style shoes in small quantities, the ac- 
cumulation of odds and ends is exceedingly rapid and 
the result, a pile of shoes on hand, but no good fitting 
sizes. 

Also, if the last ten pair lots, using the hundred 
pairs as a basis, lie on the shelves waiting for Dollar 
Day to move them, Bingo goes the profit! 


() ri and ends, small lots of from three to ten 


A Large Accumulation of Unsalable Shoes 


It is really surprising to note the large number of 
small lots of salable shoes but unsalable sizes, as well 
as the large lots of unsalable out-of-date shoes that have 
been allowed to accumulate in the average store. Here 
are a few real examples, taken at random, from various 
parts of the Middle West. (Other parts of the country 
are fully as bad.) 

Town of 15,000; store has 300 pairs of gray kid, 
French-heel boots, carried in stock at $5.50. 

Town of 4,000 shows 200 pairs of patent turn boots, 
one-third of which are button and are inventoried at 
$4.00. 

Town of 10,000 has 30 pairs of men’s black calf, high- 


~~ 99 


toe button oxfords that are being “closed out at $5.95. 


At $5.95 when Ten Cents would be Plenty 


This latter storekeeper insists that he cannot afford 
to sell them any cheaper than $5.95 as the lot originally 
cost him $5.50. He doesn’t have time to read trade 
papers, neither does he fool away any of his time or 
money on shoe associations. It is hard for some of these 
men to realize that shoes similar to these are being sold 
in stores at ten cents per shoe. 

One could go through 75 per cent of the shoe stores 
of this country, taking away a good 50 per cent of the 
stock therein, and it would never be missed as a selling 
factor. This condition is not only a case of poor buying, 
but of poor selling as well. 

Keep the short lines (slow sellers) moving. 

The phrase “good merchandising methods,”’ to many 
shoemen is unfortunately a high-brow phrase or a lux- 
ury that only the big stores with a large office force can 


afford, whereas good merchandising methods in truth 
are nothing more than buying intelligently for the needs 
of your particular community and selling what you buy 
at a profit. 


How One Man Solved the Problem 


Tune in on this. 

After several good stiff sessions with himself on the 
subject of turning shelf warmers into profit makers, this 
idea came to a hill-town merchant one morning while 
shaving: Why not have a concentrated, continuous 
drive on all the goods that it is advisable to clean out, 
said drive lasting 12 months a year, instead of the usual 
semi-annual sale, making the selling attractive to the 
sales force through special inducements; to the cus- 
tomer, by slightly lower prices if necessary; and to the 
merchant by keeping his stock clean? So that he might 
be able to visualize his dangerous stock at all times, he 
devised the chart shown on the opposite page. 

The first thing he or one of the boys does on Monday 
morning is to count the number of pairs of odd lots on 
hand, entering them on the sheets. When that is done, 
a powwow is held—subject being, ““Who sold the largest 
number of pairs and how he did it.”’ You will note on the 
chart when the selling price was changed. This helps in 
case a sales-slip is not returned in exchanges or refunds, 
this merchant believing it good policy to exchange any 
shoe sold, provided they are returned in good condition 
inside of ten days. 


All Short Lines in One Section 


These short lines are all sized together in one section 
at the front of the store. All at regular price, and with a 
50 per cent P.M. on them. 

Once in a while, if a line is not moving fast enough, 
it is deemed necessary to cut the price a dollar or so, but 
no great slashing. You can just bet that all the boys 
know that section by heart, but nothing is sold for the 
sake of just making a P.M. The chart is a perpetual re- 
minder to Mr. Merchant of the exact condition of his 
undesirable stock. 

It would be a revelation to a lot of you merchants to 
see how clean this store is of fag ends. Wouldn’t you 
like to sell the last ten pairs out at a profit? Now that 
you know how, go to it. Don’t wait a couple of years 
after a style is dead and expect to accomplish the same 
results, however. 

Get ’em out while the getting is good. 








Dee 


—— 





Sh 
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Making the Slow Sellers Fast Movers 
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scored figures on the table. 


Showing how one merchant keeps track of his slow moving sizes. He knows just when to cut prices. Note the under- 
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He Trebled His Sales of Children’s Hosiery 
in Three Years 


Based on an interview with Henry H. Dahl, buyer of Children’s 
Shoes and Hosiery for the firm of Thayer, Mc Neil Co. of Boston 


By HELEN M. HANEY 


N November 1, the 

children’s hosiery de- 

partment ofthe Thayer 
McNeil Company, Boston, 
increased its dimensions. This 
expansion was made neces- 
sary by its rapidly growing 
business. 

In April, 1917, when Henry 
H. Dahl, became buyer and 
manager, he found that only 
one or two lines of hosiery 
were carried. This, however, 
was an enlargement from the 
earlier days of the store, 
when men’s, women’s and 
children’s stcckings were 
“housed” in a little case on 
the first floor, near the cash- 
ier’s desk. With the suc- 
ceeding years and the big 
growth in the store’s hosiery 
business, the little folks were 
not forgotten. When Thayer 
McNeil inaugurated a children’s department, kiddies’ 
hosiery moved up three flights and the sales thereof 
have been “going up” ever since, until today more 
children’s hosiery is transferred from shelves to little 
feet than was women’s hosiery some five years ago. 


Siz Foot Display Case 


Today, when callers at the third floor emerge from 
the elevator, they are at once “greeted” by the chil- 
dren’s hosiery department, which stands in a most in- 
viting mood directly in front of them, in the shape of a 
six-foot show case and display drawers, surmounted 
with another display case, divided into two sections. 
There are about three feet of space between the top of 
the highest case and ceiling, affording ample oppor- 
tunity for decoration. In the hosiery cabinet are 48 
drawers, with glass fronts, holding 175 dozens. There 
are eight drawers in each of the six rows and 12 drawers 
underneath for stock. Each drawer is divided into com- 
partments; those for the heavier stock contain six 
compartments; those for the lighter weight and smaller 
sizes contain eight compartments; each drawer is three 
feet deep. 

At the right of the big six foot display case, as you 





Where children’s hosiery is displayed and sold at the Thayer, 
Mc Neil Store in Boston 


enter the department, is a 
case which is always trim- 
med with shoes and hosiery 
to best suit the time of the 
year. 

Mr. Dahl states that the 
secret of his ever increas- 
ing children’s hosiery bus- 
iness is an extensive line 
of goods, and a complete 
range of sizes and kinds in 
these extensive lines. His 
theory is that a merchant 
cannot sell goods which 
he has not on his shelves, 
and as one can get at 
least a six times yearly 
turnover on hosiery, it is 
only necessary to buy wise- 
ly, but not too conserva- 
tively, as one can sell 
with the aid of good adver- 
tising, everything which 
he has judiciously con- 
sidered a good number, if he has it in the right 
sizes. He adds that there is three times the turn- 
over to children’s hosiery which it is possible to 
obtain on children’s shoes. A good pair of shoes 
will last the average healthy child about three 
months; whereas, the child will surely wear out 
three pairs of stockings to every pair of shoes he 
consumes. 


Business Trebles in Three Years 


Mr. Dahl has trebled the Thayer McNeil children’s 
hosiery business in the past three years. He believes 
thoroughly in his proposition “Every time I have 
plunged,” he says, “I have done so to the accompani- 
ment of more dollars for the cash box. Children’s 
stockings in a children’s shoe department are positively 
good money makers. 

Nowadays, camel hair shades, especially to ac- 
company the washable leather shoes ,are much in vogue. 
According to Miss E. M. Bachelder, in charge of the 
hosiery department. it is difficult to draw the line where 
staples end and novelties begin. As in shoes, the novel- 
ties of today are the staples of tomorrow. The brushed 
wool golf effects, with cuff top, are big sellers, both in 
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these were practically 





pure white and wool mixtures 
unheard of two years ago. 


Plain Wool, Camels Hair Popular 


Plain wool, camels hair, is the biggest number; pos- 
sibly the next popular would be fawn and tan mixtures 
in wool, both long and short stockings. Wool has been 
selling so far this season in the proportion of about two 
pairs to one of lisle and that ratio will increase as the 
cold weather comes; the ratio then, according to Mr. 
Dahl and Miss Bachelder, will be about four to one. 
Sales for the month of October show that twice as many 
wool stockings as lisle were sold. Silks for misses and 
children have not been very big sellers—ten pairs of 
lisles to one of silk have been sold, as silk hosiery for 
children is used for dress purposes, only. In the golf 
hose, the sock has sold two to one compared with the 
long stocking, and twice as many golf hose as plain 
wool hose. Tan is good in lisles, which as Mr. Dahl 
explained, was the long staple Egyptian cotton of the 
mercerized type. 


A 33 1-3 to 40 Per Cent Mark- Up 


There is a good mark-up 
on children’s hosiery. The 
merchant should be able 
to figure a regular mark- 
up from 33 1-3 to 40 per 
cent on all of his lines. 
And the profit for a year 
will show a bigger ratio 
than on shoes, for that 
very reason. 

Children can wear out at 
least three pairs of shoes to a 
man or woman’s one pair of 
shoes. Therefore, with the 
proper suggestions, more 
children’s hosiery can be sold 
than women’s. “Suggestion is 
the big thing in hosiery sell- 
ing,” both Mr. Dahl and 
Miss  Bachelder agreed. 
When the hosiery children’s 
department was first estab- 
lished, it required more sell- 
ing suggestion than at the 
present time. Now folks come 
to the children’s Thayer 
McNeil Company’s children’s 
department to buy hosiery 
just as readily as they do 
shoes, but even at the pres- 
ent time, hosiery is always 
suggested when a new pair of 
shoes is bought. “Don’t you 
want some stockings to 






We have recently added to 
our Children's Department a 
most complete line of honery 
—the umpler grades and the 
hnest woolen sport stockings 
The prices are $8.49 to $2.75 
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match, or harmonize, with 
those new shoes?”’ is asked. 





BOOT AND SHOE RECORDER 





A merrier 
Christmas-- 


Secxs and Srocxincs 
of fine texture, including many 
woolly «golf stockings’’ 

Spectat Storm Moccasins 

Oversnoes and Russer Boots 


Comey Suppers ai 


Sxates—finest grade skates 










THE CHILDREN’S SHOP 
Tuirp Foor. 47 Temrre Pi 
Cum_oren’s Snoes Urrown. 414 Boytston St 


NEIL 


COMPANY 


A typical children’s hosiery advetrisement from the Thayer, 
Me Neil Store. Note the emphasis placed on the wide range 
of prices. 







It is not difficult to keep hosiery stock, but one must 
pay attention to the details: And it is Mr. Dahl’s 
opinion that it is much easier to keep a run of sizes on 
hosiery than sizes on shoes, as they may be obtained 
quicker from the manufacturer. 
Sizing-in Methods 

Miss Bachelder described the sizing in methods, as 
follows the upper, or smaller drawers, are kept filled 
all the time, with anywhere from six to eight pairs on a 
size; when she wants to take sizes, which she does 
every other day, she looks into the sample drawers and 
orders from the sample drawers, which she keeps 
stocked to a certain number of pairs ona size. As the 
stock comes in, it is put into the sample drawers. 


Shoe Club Hears About China 


Boston, December 12—‘‘China and Her Relations 
with the United States” was the subject presented to 
the members of the Boston Boot and Shoe Club at its 
thirty-fifth annual Ladies’ Night. Dr. Tehyi Hsieh, 
managing director of the Chinese Trade and Labor 
Bureau, was the speaker. Dr. 
Hsieh said that China is 
economically, phycically and 
morally sound; that his 
country needs machinery 
and railroads very much and 
that with the introduction of 
both, the American shoe 
business can be extended. 


Ovation to Charter Members 


W. L. Terhune, who was 
introduced by President 
John A. Gardner as the 
founder of the Boot and Shoe 
Recorder, and the man who 
gave the idea for the Boston 
Boot and Shoe Club, as well 
as one of the charter mem- 
bers, was given an ovation: 
as were also charter mem- 
bers A. S. Foster, formerly 
of Lamkin & Foster, now 
Boston Sales Manager of the 
Tyer Rubber Co.; Edwin B. 
Holmes of Parker, Holmes 
& Co.; and J. Rush Green. 
Past presidents who were 
guests were also especially 
recognized, among whom, 
E. W. Cobb, of Beggs & 
Cobb, was mentioned as the 
President during whose ad- 
ministration the biggest in- 
crease in membership was 
attained. 
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An Outline of Leather 
(Continued from page 54) 


To conserve the measurement and produce as smooth 
a piece of leather as possible, the skin is next tacked on a 
board and stretched as it is tacked and is then allowed 
to dry. When thoroughly dry, the tacks are taken out. 
This is called stripping. 


Seasoning by Hand or Machine 


When the skins are removed from the boards, they 
are ready for the application of the seasoning solutions 
which is done either by hand or machine. Some skins 
require two applications. The ingredients in the different 
solutions depend upon the kind of finish required, 
whether black or color. 

For a semi-bright finish, the skin is put under a 
rolling jack. This machine consists of an arm to which 
a steel roll is attached. The roll in playing on the bed 
of the machine, imparts a smooth surface to the leather. 
Patterns are also embossed on the rollers. 

When a high finish is required, a glazing jack is used. 
This machine is somewhat like a rolling jack excepting 
that the arm is provided with a glass cylinder which is 
held stationary and in passing over the leather, creates 
a friction. The heat thus produced imparts a bright 
polish. 

When a dull finish is wanted in chrome leather, the 
skin is oiled off and then ironed with a hot flat iron. 
This same result may be obtained by embossing. 


Embossing Provides Artificial Grains 
When an artificial grain is required, the leather is 
placed between the plates of an embossing machine. 


These machines are capable of great pressure and can be 
used for smooth plating or with figured plates for em- 


bossing. 
When a figure is required for soft leather, it is cus- 
tomary to work the rolled or glazed surface on the 


table with an arm board on the flesh side. By this fold- 
ing action, the grain is raised and different effects are 
thus obtained. Here the skins are trimmed around the 
edges with a sharp knife or scissors to make them look 
more presentable and remove any irregularities. 

All upper and light leather is sold by the square foot 
so the skins must be measured. This is done now almost 
wholly by machine, a number of which have been 
perfected. 

Sizing and Assorling 


The skins are now ready to be sized and assorted into 
their different grades, ready for sale. They are gener- 
ally assorted into piles containing in calf skins, the 
small, medium and large sizes and then each size se- 
lected carefully for clearness of grain, firmness or 
mellowness of feeling and regular or irregular shape of 
the skins. 

After they are classified, they are again separated 
into their different weights—light, light medium, me- 
dium, heavy or extra heavy. They are then counted off 


into bundles of a dozen each, great care being taken to 
have the butts in line. 


Cutting the Upper Leather for Shoes 


Shoe upper leather is received at the shoe factory if 
side or calf, in one dozen bundles, or if goat skins, in 
two dozen bundles. The bundles are opened and the 
skins delivered to the shoe cutters, a job at a time, con- 
taining enough square feet to cut a case of shoes. 

The cutter places on a skin of leather, a pattern made 
of card-board bound with tin. With a sharp knife, he 
cuts the skins round the pattern into the shape desired, 
placing the pattern on the skin here and there to cut it 
up to the best possible advantage. A variety of patterns, 
large and small, are dovetailed into each other on the 
skin, avoiding any imperfection. 

The center cutting of skin along the back bone and 
especially at the butt end, is the best part. The flanks 
and neck run coarser in appearance and the flanks are 
looser in texture. These are cut into the parts of the 
shoe that do not show so much, and do not have such 
hard wear like the tongues and back stays. 

Linings of cloth are cut the same shape as the leather 
for the upper parts of the shoe and are sewed to the 
leather. Then the different parts of the upper are sewed 
together and attached to the sole. 


Measuring Began in 1858 


Until about 1858 leathers of all kinds were sold by the 
dozen, but in 1858 William Powers of Salem began 
measuring sheep skins with a hand frame. The frame 
was made of strips of strong wood one-half an inch in 
diameter reinforced at the corners. They were four foot 
lengths. Holes are bored in the wood at intervals of one- 
quarter of a foot and string is run through these holes 
dividing the surface into one quarter foot sections. The 
frame is very light and easy to handle. 

The skin to be measured is placed on a table and the 
frame placed over it. The measurement is very readily 
calculated in feet and quarters of feet. They have never 
measured leather in fractions smaller than quarters, but 
in running through a pack of skins, the measurer gives 
and takes. That is, if one skin measures six feet and 
five-eighths he will mark it six and one-half feet and ifthe 
next one measured the same he would mark it six and 
three-quarters which would even it up. 

You would be surprised to see how accurate these 
measurers become. They can go over the same lot mea- 
suring from the grain side without seeing what the skins 
are marked with the same result. 

After about 17 years, Wm. Powers was sueceeded by 
his son John Powers. There were also the Bradgons, 
Melvin and George, who measured day in and day out, 
year in and year out. Sometimes alone and sometimes 
with one or two helpers who were also very expert as is 
Billy Sanders, the only measurer in the Boston market 
using a hand frame today. 

Later a double frame was made by joining two hand 
frames by hinges, giving a surface of 32 square feet. 
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United States Exports of Children’s Shoes 











yp ee Nine Months Ended 
———" September 30 
Exported to 

1922 1923 1922 1923 

Pairs Pairs Pairs Pairs 
cc ce Gad sued cn ainnie cds anes ale 5,119 5,980 16,177 21,535 
Ry Fe eee Th ee a oe ee 629 532 21,174 20,479 
REE EE ee Cm eee REET PSY mee 2,532 3,525 29,032 29,125 
a a a a A 1,187 2,999 19,613 34,032 
Newfoundland and Labrador...................... 7,136 10,937 33,303 42,659 
a i ai ee i aie ae 3,441 1,981 30,586 25,967 
i jen k seed nehecetéeanns ULthab beanie an 73,044 78,559 653,183 1,174,061 
ED 5.5. ad dc cnsodbesenlceveeeemas 3,572 9,647 33,550 50,605 
I. ¢ 3.04.2 .406060000s000b0860 080068006 10,225 6,017 65,759 64,055 
a. 3 4k cd Sm ee eae ne ae 106.885 120,177 902,377 1,462,518 
































when open. This frame is used mostly for side leathers. 
In measuring the old Indian sheep that used to be 
firmly finished and that laid out flat, a measurer with 
two assistants, one to feed the skin and the other to 
mark and count, could often measure 500 dozen skins 
a day. 

It is said that Wm. Powers in a wager measured 1000 
in one long day and that John Powers also on a wager 
measured 1100 sides in one day with a double hand 
frame. 


Measuring Prices Advanced 


The price for years for measuring India skins or firm 
bark sheep skins was five cents a dozen but during and 
since the war, the price has advanced to seven cents a 
dozen. An average day’s work for one man is from 250 
to 300 dozen a day, so you can readily see that there is 
good money in this department. They are charging 
50 cents a dozen now for measuring side leather. 

With all the measuring machines there are on the 
market and in use (every leather manufacturer has one 
or two and most of the larger shoe manufacturers also 
have them) yet there is always work for the hand frame. 

Measurers now are all sworn and every machine is 
tested and often when there is a question of the ac- 
curacy of the measurement of any lot of leather, the 
hand measurer is called to test the skins. When leather 
is measured just after it is finished and before it is folded, 
it is liable to measure a little more than will show by a 
later test. 

Gun metal sides or any chrome tanned sides or skins 
that have been embossed under heat and heavy pres- 
sure, will shrink the first month in the vicinity of a 
quarter of a foot to the side. 

An expert hand measurer can measure faster than a 
machine and very accurate and as there are always con- 
cerns who have at times more skins coming through 





than their measuring machines can take care of and also 
special lots that must be measured in a hurry, there 
seems to be plenty of work for a hand measurer. 





Volume Business to Be Done on Straps, 
Says St. Louis Manufacturer 


(Continued from page 55) 


of the high Louis heels. Box heels—13-8, 11-8 and 9-8 , 
in height—should be very popular. 14-8 box heels are 
too high, but a 14-8 Junior Spanish heel should also be 
very good. These low heels will not sell to the exclusion 
of the 16-8 Louis heels, which will also be good, and 
which will always be popular, but the tendency today 
is toward a lower heel and toward a lower box heel, 
rather than a high Louis heel. 


Suggested Rules for Buying 


“Buying should be done as often as possible, and not 
too far ahead in order to keep one’s stock in the proper 
condition, so that one might take advantage of any new 
style as it makes its appearance. 


“Optimism should prevail today both 
from a manufacturer’s point of view and 
from the retail shoe merchants’ point of 
view. A man should be thoroughly sold 
upon the particular style which he buys 
before he buys it. If he is thoroughly sold, 
unconsciously he will transmit to his 
help and to his clerks this same feeling, so 
that the particular shoe must unques- 
tionably turn out to be a good seller. You 
can sell what you believe in, but you must 
absolutely believe in it before you buy it, 
and then without doubt you will sell it in 
a big way.” 
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Where Retailer and Manufacturer 
meet for Better Business 


HOR twelve years this gathering of Shoe Re- 
| tailers from all over the United States has 
Tye been held annually for the purpose of get- 


trae 
ue ting, at first hand, information that would 


help Retailers to do a better business. 





The 1924 Convention will be larger than ever before. 
The N.S. R. A. will continue to meet in Open Forum 
and a greater measure of active co-operation has been 
manifested. 


Convention, Exposition 
and 


Footwear Style Revue 


Coliseum, Chicago 
February 11-12-13-14-15, 1924 


100 models, selected and trained by Mr. Edward Beck, 
the well-known producer, will exhibit twice daily on 
a 700-foeot runway, the latest styles in footwear for 
every occasion. 











Hosiery will be comprehensively exhibited. 

Harvard Bureau with a corps of fifteen will be there to 
tell of their findings and to help Retailers with their 
problems. 

There will be ample hotel accommodations at no ad- 
vance in the regular rates. 

Railroads have granted Retailers reduced fares. 

Plan now to come to Chicago in February. You will 


be well entertained, and by mixing with the live wires 
of the industry your business will be bigger and better 


than befcre. 


NATIONAL SHOE RETAILERS’ 
AS S$ QC 1A T. 1-O-N 


224 SOUTH MICHIGAN AVENUE 
CHICAGO :: :: :: ILLINOIS 





December 15 1932 


Bigger and Better than ever 





I 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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New, Holiday Numbers! 


Every number shown on this page is a worthy repre- 
sentative of Hannahson’s line and will be a quick seller 
during the holiday season. These fashionable novelties 


are in style, in demand and IN STOCK! 


The Colonial pump has 


come back strong and 
promises to be the leader 
in sales for many months. 
Just stock them and 
talk them. Let us all get 
behind the new Colonials 
and sell them. 





No. B299 $4.50 


B299—Genuine Silver Brocade One Strap— 
Front Strap, imitation turn, 15/8 Full wt 


heel, B to D, code “‘Newport” 












Genuine Silver 
Brocade 


HAVERHILL 


The December issue of the News is now 
being mailed. We think you will agree 
that it is the most interesting number 
that has been issued this year. If you 
are not on our mailing list, send us your 
name. It will be to your advantage to 
receive the advance style information 
that we send out—and which you can- 
not receive any other way! 





ANN AHSON 


SHOE CO. 


No. B719 $3.00 


B719—Black Satin Colonial Tongue and 


= Buckle, imitation turn, 9/8 aon, B to D, code 
$3.00 


“Plymouth”... 


B717 —As above, except 14/8 Louis heel, code 
$3.00 


a ere 
B718- As above, except 12/8 Cuban heel, code 
“Winnie” $3.00 





No. B221 $3.50 


B221—Patent Leather One Strap, 
suede trimmed, open-work front 
strap, imitation turn, 15/8 full 
Spanish heel, B to D, code ‘ ‘Bueno,” 

$3.50 


B222—As above, Syees with 12s 
Cuban heel, code “Ruth” .$3.50 


B868—As above, except Black 
Satin, 15/8 full Spanish eel, code 
___eeeitttiaetmeginnermrs $3.25 


B869—As above, ban My with ah oa 
Cuban heel, code “Nina” . $3.25. ; 


‘No. B814 $3.25 


B814-4White Satin Brocade One Strap and 
Front Strap, imitation turn, 12/8 Cuban heel, 
he =F ee ee $3.25 


B813—As above, except with pas pute Louis 
heel, B to D, code ““Maud” . $3.25 


MASSACHUSETTS 


Dealer Influence is secured thru advertising im the Boot and Shoe Recorder. 
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A SHOE LACE THAT 

BY MONTHS ORDINARY LACES 

STAYS TIED AND NEVER LOoKs) 

SHA 


Manufacturers have been quick to realize 
its superiority and more and more are sup- 
plying shoes, “Cordo-Hyde” equipped. 


Dealers’ interests deserve protection. Ask 


This SHOE LACE" """""" ernie 


We supply merchants with “‘Cordo-Hyde”’ 


C AN BECOME laces for retailing, in all lengths. If you 


haven't ““Cordo-Hyde” laces in your find- 


A S TR ON G ings case, why not ask us for samples ? 
FEATURE OF 
YOUR SHOES 


0. A. MILLER TREEING MACHINE CO. 


LACE DIVISION 
BROCKTON -: «+ ###MASS. 














Fs Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Diamond Brand (visible) Fast Color Eyelets are fea- 
tures of timely fashion that assure footwear convenience and 
comfort throughout the life of the shoe, creating customer 


satisfaction that stimulates “repeat sales.” 


rae 
sae Ys 


Festa 


Diamond Brand (vis- 
ible) Fast Color Eye- 
lets have celluloid 
tops, which always 
look new and never 
wear brassy. They 
promote easy lacing, 
retain their original 
finish indefinitely and 
actually outwear the 
shoe. 











DIAMOND BRAND 


| (VISIBLE) 


| FAST COLOR EYELETS 


ALWAYS LOOK NEW NEVER WEAR BRASSY 





Manufactured under Patents 


LOOK FOR THE DIAMOND 


@m> 


TRADE MARK 
Registered in U. S. Patent Office 


None But Tue Genuine Fast Cotor Evetets Have Tuts DiaAmMonp BraAnpb 


Supplied with regular Nickeled Barrels or with Special Stainless Barrels in 
lengths, sizes, and finishes, and all Standard Colors. 


SPECIAL STAINLESS BARRELS 


o-. ae AO O00000 


me - 


STYLE 15 


etar - “0 ° rs ° 


3 FLAT 


090%. 60% 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 
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TRADE MARK 





Which is Preferable--- 





a “Style” business, with 
success hinging upon your 
ability to correctly antici- 
pate the consumer’s ever 


changing whims—or— IN STOCK 


a business developed upon $6.00 
“Superior Fitting Service,” 
dependent only upon your 
abjlity to provide sound, 
reasonably priced, pleasing- 


IN STOCK ly, yet not extremely, styled 
Genuine Black Ooze Calf footwear, fitted right? 


W. B. Coon Co. shoes are 
priced right, look right and 
wear right. They are com- 
fortable to a superlative 
degree when fitted prop- 
erly. 








The size range is so exten- 
sive, there is no necessity 


B931—Genuine black ooze calf 


; ROCHESTER, N. Y. 


Chicago Office: 506 Security Bldg., 189 West Madison Street 


Sizes 8% and 9 are 35c. extra; 9}4 and 10, 50c extra; 104 and 11, 75c extra. There 
is a single pair packing charge of 25c per pair on orders of less than 3 pairs. 








SHU Ms MM SMS LULU LOSS MSSM SM Se 





cross strap. Imitation tip, welted for fitting feet improperly. 
sole, rubber Cuban heel, built-in B902—Black kid, outsize top, 
steel arch supporting shank, 300 regular tip, combination last rub- 
Combination last. Price...... $5.50 ber Cuban heel, built-in steel arch 
Available in widths sagEeeeng Sa 
AAAA to EEE Available in widths 
Sizes 24% to 12 AAAA to EEE 
(1 to 12 widths A to E) Sizes 2% to 12 





SS MS MMS MUS MUL SU SMM SM SMM SMM SMS ss 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 












































70 BOOT AND SHOE RECORDER December 15, 1923 Dee 






































ETE TELE IETS IE TEDL ILE LIE LILI DLL III IIL IIL IVI ILL DEDBS: NW) i s Lz 
», 
>) 
2) 
>) 
2) 
= FREEMAN SHOE MFG. CO. 
: BELOIT, WISC. N 
: CASH PROFITS S 
Zh NTRS ANSRERERIT! (oe u 
>) ' we 
> ARE YOU GETTING YOUR PROFITS IN CASH OR IN AC- se 
> CUMULATED ODDS AND ENDS. FREEMAN’S SHOES da 
2 MAKE FOR PROFITS, NOT GRIEF, SELL CLEAN TO THE a 
S) LAST PAIR AND DELIVER SATISFACTION TO THE Ox 
z WEARER THAT CEMENTS HIM TO YOUR STORE. = 
> THE STYLE ILLUSTRATED IS A STURDY FULL GRAIN a 
K SCOTCH GRAIN OXFORD. IT IS EXTREMELY POPU- - 
> LAR AND HAS WONDERFUL STYLE AND FITTING Co 
2 QUALITIES. ” 
2 IN STOCK 
>) (a g 
kd) paras me 
>) lan 
>) LESS 2% 10 DAYS tak 
>) ” 
x reg 
> mat 
> beit 
2) bus 
> IL 
5) and 
: STYLE NO. 850 and 
> SCOTCH GRAIN AND IVORY KIP maj 
= {WIDTHS AjTO_D not 
=i eS ing. 
D WWATOTAS 7*) 1\ MA WA VA UA UA UL YY TA UA \UA UA UA TNiWNAWNAW 7\ i\' 7 Yt T\'7\' MANOA \UA Ye /\ 4 \ 7 /\ (\ 7e\ A WA Vt (\ Wil 57 plet 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. a 

















Lx) 
ie) 





—eeeeeeeeeeeeeeeeeeeeeeeeeeeeeaeaanaaunanauanuaououQaaaoaaoaoaaaaaaaaaeeeeeeeeeeeeeeeeeeeeeeeeE eee EE A A I EE WE WE OWE WE OWE WE AWA WWE AWE WE WE WWE NWS | 








BOOT AND SHOE RECORDER 























FS BOOT AND SHOE” 


RECORDER J 


ee at National Shoe Ukes 


od BN APRIL |, 1862 


A eae 


CHICAGO 


Women Are Buying Oxfords 


More Activity as Holiday Season Draws Near—Many Pat- 
terns in Demand Including Colonials and Gores 


EVERAL of the retail shoe stores re- 

ported. good business in oxfords 
during the week ending Dec. 8. The 
weather continued mild, but the trade in 
the stores was about even with that of a 
year ago. The approaching of the holi- 
day season served to add more interest. 
Rain fell during the early part of the week 
and increased trade in men’s footwear. 
Oxfords in heavy tan and black leathers 
sold better than three to one over high 
shoes in men’s stores. 

In women’s shoes the call is spread out 
over innumerable styles. Oxfords and 
straps, patent, suedes, satins are all 
popular. Heels are from 818 to 1818. 
Colonials still continue in favor in higher 
grades as well as front gored pumps. 


Wilson Avenue District 


Sales volume has not been up to ex- 
pectations in the Wilson Aveune district, 
although there has been a_ noticeable 
increase in sales of oxfords to women and 
high shoes to men. W. B. Helms, for- 
merly manager of a Regal Store at Cleve- 
land, has been transferred to Chicago to 
take charge of the Regal Store at 4718 
Sheridan Road. 

In discussing trade conditions in the 
Wilson Avenue district it is interesting 
to note some of Mr. Helms observations 
regarding his particular store. He esti- 
mates that 75 per cent of his business is 
being done of women’s shoes, although 
he carries a large stock of men’s shoes 
also, and that 50 per cent of his total 
business is done in the evenings. 

Ladies are buying patent leather, satin 
and sueded in the light novelty patterns 
and some walking oxfords. The big 
majority of his hosiery sales are made, 
not only by suggestion, but also by show- 
ing. When a salesman has about com- 
pleted a sale he will bring a pair of hose 
back to the customer which matches the 


pair of shoes just bought. In that way 
90 per cent of the hosiery sales are made. 
O’Connor & Goldberg are doing a nice 
business in gold, silver and brocade eve- 
ning slippers, as are Wolock & Bauer, 
in their Sheridan road stores. 


Shoe Trades Association 
Banquet and Election 


The annual election and banquet of 
the Chicago Shoe Trades Association 
will be held Monday evening, Dec. 17, 
at Hotel Sherman. An entertaining pro- 
gram has been arranged by the Arrange- 
ments Committee and the meeting pro- 
mises to be one of the best ever, with 
plenty of “surprises.” 

Two slatesof officershave been arranged 
by the nominating committee. The 
slates are arranged with R. A. Reynolds 
of Sears Roebuck & Co., running for presi- 
dent in the red division and Harold 
Wilder of Wilder & Co., competing for 
the same office in the Blue division. 

Other candidates in the red division 
include: E. N. Chase, Kistler Lesh & Co., 
first vice-president; George M. Tread- 
well, United Shoe Machinery Co., second 
vice-president; Wm. F. Schuman, Jr., 
C. W. Stafford & Co., secretary; L. H. 
Partridge, Eagle Ottawa Leather Co., 
treasurer; W. B. Eisendrath, Monarch 
Leather Co. ; ; Arnold Horween, Horween 
Leather Co.; Fred Stresau, Stresau 
Becker Leather Co.; Martin Phelan, 
Goding Shoe Co.; Charles G. Kries, 
J. C. Andresen & Co.; John Ewert, 
Belding Bros. & Co., directors. 

Candidates for offices on the blue slate 
follow: J. E. Hallowell, Fargo Hallowell 
Shoe Co., first vice-president; Frank 


Sheldon, Greiss Pfleger Tanning Co., 
second vice-president; William Greiner, 
Wm. Greiner Co.; Robert Eisendrath, J. 
N. Eisendrath Co.; Dwight Ellis, Armour 
Leather Co.; Oliver Levie, Levie Shoe 











Getting More Shoes Sold Right 
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Evening Slippers in 
Middle Sizes Only 


L. H. Kohn, manager of the Wol- 
ock & Bauer store at 4636 Sheridan 
road, deserves credit, for decorating 
a beautiful show window featuring 
evening slippers. The window is 
rather an island show case located 
attheentrance. The trim consists of 
about 38 pairs of stunning patterns 
in gold, silver, brocade and satin, 
which are carried in the middle 
sizes only. Gold and Silver metal 
cloth is used, draped over artistic 
display stands, finished in blue 
enamel. Rhinestone buckles are 
used in some instances to add a 
touch of richness to a certain pat- 
tern. At night a yellow flood light 
is used and the effect obtained is 
dazzling. 











Co.; W. C. Smith, W. D. Smith & Co. 
and W. C. Bowman, Dean & Sherk Corp., 
directors. 


Christmas Sales Behind 


A decrease in sales volume has been 
marked on Roosevelt road during the past 
few weeks. In this section of the city a 
large business is usually done at this time 
of the year, but sales so far have been 
far below those of the pre-Christmas 
season of 1922. 

It is strange to note that while in the 
Loop district and Sheridan road patent 
leather seems to hold a leadership over 
satin in the medium grades, on Roose- 
velt road satin leads of patent by four 
to one. Mr. Swick of King & Swick, at 
3323 W. Roosevelt road, remarks on the 
absolute disregard the weather seems to 
have for the retail shoeman’s trade. 
Along with the greater majority of other 
shoemen, Mr. Swick, attributes the dull 
season to the weather conditions. 

The Bauer Shoe Company, at 3425 
Roosevelt road, stimulated a rather good 
business last week by putting on a sale 
of men’s and women’s sbees. Regular 
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$9 and $10 values were offered at $6.50 
and $7.50. 


“ 


Wholesale Trade Fair 


The wholesale merchants along Mon- 
roe street report merchants are still 
buying short and only for immediate 
delivery. Extreme care is being taken in 
the choosing of spring merchandise. 


Along Milwaukee Avenue 


L. E. Edelstein, manager of the Meyer 
& Levinson Store at 1269 Milwaukee 
avenue, reports good business on novelty 
footwear and hosiery. Tacked on the 
wall of the cashier’s cage in this store is 
a sign which reads, “Are you wrapping 
mates? Fifty-cent fine for wrapping mis- 
mates.” “This little sign,” says Mr. 
Edelstein, “‘adds wonderfully to the 
store’s prestige with the customer, and 
it reduces to a minimum the mixing of 
pairs and the trouble usually resulting 
from such carelessness. 

S. M. Polkey, former manager of Mal- 
ing Brothers Shoe Store at 1352 Mil- 
waukee Ave., is now conducting a retail 
business of his own at 1341 Milwaukee 
avenue. Mr. Polkey’s business has al- 
ready shown a surprising growth. At 
present two-thirds of his ladies’ business 
is being done on satins in strap and gore 
patterns. In patent leather the lower 
heels seem to be most popular. 
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L. S. Brown, manager and buyer of the 
shoe departments of the two Wieboldt 
stores says that in the Milwaukee avenue 
store patent leather is leading everything 
in sales to women. Men are buying high 
shoes mostly vici kid, in black and tan. 
Medium and broad toes are best. Black 
oxfords are selling five to one over tan. 


Two Managers Resign 


H. R. Rogers, originator and manager 
for the past four years of the shoe de- 
partment of Chas. A. Stevens & Brothers, 
has resigned and it is reported will en- 
gage in shoe manufacturing. Mr. Parrott 
is temporarlily in charge of the depart- 
ment. 

J. Jefferies, manager of Mandel Bro- 
thers’ basement shoe department has 
resigned, leaving December 31st. 

Carl Winneguth, buyer for Rothchild 
& Co., will succeed Mr. Jeffries. A. H. 
Buehler sailed Wednesday for Europe 
and J. J. Cohon is in charge of the fifth 
floor sales. Credit should be given Mr. 
Cohon for the splendid arrangement and 
inviting appearance of both the ladies’ 
and children’s departments. 


Black and Tan Oxfords 


R. D. Graffis, manager of the Walk 
Over-store, casts a ray of sunshine into 
the retail situation by stating that the 
largest volume of the store’s sales is on 
black and tan walking oxfords. 





MILWAUKEE 


Men Are Buying Freely 


Strap Patterns, Oxfords and Evening Pumps Selling Well to 
Women—Satin a Favorite Material 


AINTENANCE of a steady volume 
' of business comparable with that 
of last year in every respect is reported by 
the leading shoe merchants of this city. 
Only a few stores claim to be doing busi- 
ness ef greater volume than last year at 
the samé period. Lack of real cold winter 
weather prevented realization of the heavy 
buying spell which most merchants be- 
lieve to be coming soon. All manner of 
strap effects are wanted at this time by 
women shoppers. Oxfords are in strong 
demand, and fancy party pumps are good 
sellers. These three types of footwear, 
together with an unusually strong demand 
for overshoes are giving Milwaukee shoe 
merchants their seasonal volume at this 
time. The same favorites in material, 
suede, patent, and calf reign, and are 
wanted in about the order named. Higher 
class stores mention a strong demand for 
satin pumps as a tendency of present 
retailing. 
Men shoppers have at least swung into 
their stride with respect to buying of 


footwear, and sales to men are better than 
25 per cent ahead of last year’s totals. 
Rugged footwear, including many blucher 
type oxfords, seem to have the call with the 
younger style element, while the calfskin 
shoes and oxfords make the greatest appeal 
to the older business men. Tan and browns 
are leading blacks by a wide margin in the 
former class while the latter divide atten- 
tion about fifty-fifty between brown shades 
and black. 


Co-eds Care for Feet 


“Fidelis Pedelis” might well be the 
motto of the co-eds at Marquette Univer- 
sity in Milwaukee according to investi- 
gators who have made an analysis of 
co-ed sentiment on the foot question and 
its attendant problem of footwear. All of 
them are faithful to their feet, or as some 
put it, faithful to the last. “Health,” said 
one co-ed, “‘comes first, and then beauty.” 
It is the consensus of opinion at the univer- 
sity that common sense dictates that foot- 
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wear be sensible and healthful rather than 
extreme. Feet, among Marquette co-eds, 
are inclined to be big, verifying the recent 
college census which shows that the 
average co-ed wears a size 54 to 6 shoe. 


Manufacturers Busy 


Milwaukee shoe manufacturers con- 
tinue to operate plants at near-capacity 
under stress of producing footwear for 
spring shipment. Few Milwaukee factories, 
including those making cheaper footwear 
are idle in any departments at the present 
time and most of the manufacturers have 
as much work as they can handle. 


Ripple Named Director 


Ray Ripple, prominent Milwaukee shoe 
merchant, has been named a director 
of the Upton Milwaukee Association, an 
organization of business men united for 
the purpose of improving trade in their 
section of the city. The organization draws 
its membership from the neighborhood of 
Vliet, Walnut and 12th streets. Mr. 
Ripple has been one of the most consistent 
workers in the organization. 

Raps Improper Foot-Fitting 

“More than 90 per cent of all foot ail- 
ments can be traced directly to improper 
shoeing,” Dr. C. C. Schneider, orthopedic 
surgeon declared in a lecture before the 
Wisconsin Chiropodist society in Mil- 
waukee. The lecture was second of a series 
conducted as part of the educational 
program of the organization. 


Ad Men Hear Women 


Business men of Shebogan Wis., and — 


members of the Advertising Club of that 
city were present at a big banquet at the 
Association of Commerce, at which the 
principal speaker was Miss G. A. Kelly, 
head of the training department of the Ed. 
Schuster & Co. department stores of Mil- 
waukee. Miss Kelly spoke on work that 
stores and business men can do to keep 
their employees satisfied and efficient and 
also teuched upon the theory and psy- 
chology of salesmanship. 


Name New Committee 


Officers and directors of the Grand 
avenue Business association of Milwaukee 
have taken a progressive step in the way of 
better business feeling through authoriza- 
tion of a Cordial Relations committee to 
settle differences that may arise on Mil- 
waukee’s principal shopping street. S. J. 
Brouwer, head of the S. J. Brouwer shoe 
store is chairman of the committee of three 
which includes Herman Reel, head of 
Herman Reel Co., women’s wear organiza- 
tion, and Vinton M. Pace, assistant gener- 
al manager of Gimbel Brothers’ Milwau- 
kee store. 
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Shoe Store Moves 


The Economy Shoe Store of Antigo, 
Wis., has moved to new quarters in the 
former Cleary building in that city, and 
has opened for business. The store is 
owned and operated by Charles N. Cody, 
who is responsible for the unusual mer- 
chandising methods employed in the store. 
All footwear is arranged on racks so that 
the customer may select his type and style 
without the necessity of the clerk taking 
down from two to a dozen boxes, and re- 
placing them. The public has taken kindly 
to the idea, according to Mr. Cody, and 
the business has emjoyed a rapid growth 
since its organization in 1920. 


Tannery Foremen Meet 


Fifty foremen of the Fred Rueping 
Leather Co., of Fond du Lac, Wis., met at 
the Hotel Retlaw in that city for the pur- 
pose of discussing safety methods in plant 
operation. Al Kroes, director of the safety 

. educational department of the Employ- 
er’s Mutual Liability Insurance Co., 
of Wausau, Wis., was the principal 
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speaker, while A. L. Martin, safety engin- 
eer, also discussed some points of Rueping 
factory operation from a safety angle. 


Appoint New Manager 


William Blotz of Milwaukee has been 
named new manager of the J. M. Boswick 
& Sons organization of Janesville, Wis. 
Mr. Blotz will act as merchandising man- 
ager. Before coming to Janesville, Mr. 
Blotz was with Ed. Schuster & Co., of 
Milwaukee and also with T. A. Chapman 
Co. of Milwaukee and Mandel Brothers of 


Chicago. 


Sale Attracts Crowd 


One of the most successful sales ever 
held at Whitewater, Wis., was recently 
promoted by the Association of Commerce 
of that city. The big feature of the sale, 
and the point of attraction for the thous- 
sands who attended, was the giving away 
of a Buick car by lot. More than 276,000 
tickets entitling holders to one chance on 
the car were distributed by merchants 
prior to the drawing. 





CINCINNATI 


More Activity in All Lines 


Interest in Holiday Shopping Has Good Effect on Shoe Busi- 
ness—Black Shoes Favored by Women - 


ETAIL shoe merchants are begin- 
ning to feel the effects of the pre- 
holiday trade. All retail lines are showing 
more activity as the holiday season ap- 
proaches. However, the lack of real 
winter weather has retarded an increased 
movement of seasonable merchandise 
and trade in general is not regarded as 
much better than fair. But the week end- 
ind Dec. 8 showed a substantial improve- 
ment in sales and it is thought that with- 
in a few days conditions will be about 
normal. At least there is no denying the 
fact that the shoe merchants of Cincin- 
nati have enjoyed a much better business 
during the last week than they have had 
at any time since the fall season first 
began. All departments have been ex- 
tremely busy and the next two weeks will 
bring large totals of sales unless all 
present signs are wrong. 


In women’s shoes there is ample evi- 
dence to prove that black still remains the 
leader despite the efforts of the mer- 
chants to emphasize color in dealing with 
their patrons. Black suede is popular 
and is in considerable demand in the 
stores of this city. Black satin retains its 
numerous followers who believe that there 
is no shoe made that for dress wear looks 
as stunning as a black satin shoe on a 
pretty foot. Black patent also has its 
coterie of admirers and sales of black 


patent have remained well in the fore- 
ground during the last few weeks. 


Black Patents for Boys 


Heavy Scotch grain oxfords or regular 
tan shoes are the sales leaders in boys’ 
footwear. These have the fancy stitch- 
ing and many of them the plain toe. 
There are more black patents in dress 
shoes being sold to boys than ever before. 
Apparently the idea of shoes for the occa- 
sion is taking hold. These black patents 
are selling both in oxfords and in high 
shoes. 

House slippers have been advertised 
extensively and already there is a profit- 
able business being done. In the women’s 
slippers, felt in various colors, such as 
ecru, delft blue, lavender, and rose, with 
trimmings, are popular. Satin boudoir 
slippers are also having splendid sales. 


Fair Call for Colors 


Colored footwear is moving in fair 
quantities. Brown suede is still a leader. 
Evening shoes in a variety of colors 
makes a fine appeal to the feminine eye 
and since the season of social functions is 
now in full swing and the holiday society 
season is near at hand, many evening 
shoes are being purchased. These often 
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run to the very highest quality footwear 
that brings the top prices. 

Straps of course are the main sellers, 
but there is a good demand for oxfords 
for walking shoes. The sale of staple high 
shoes has been even less this year than 
last, because the weather has been so 
warm that there have been only several 
occasions on which high shoes were really 
needed. 

In children’s footwear, novelty shoes 
with colored tops are the best sellers. 
All-suede shoes have been going well. 
Patents with gray tops or other tops have 
been having many calls also. There have 
been many high shoes sold in children’s 
and misses’ shoes, the most popular be- 
ing the joekey lace boots with the cuff 
top. 


Increase in Sales 


The Potter Shoe Company reports that 
it is having large sales of pink satin toe 
dancing slippers. The increase in sales on 
these slippers within the past year or two 
has been remarkable, according to Mr. 
Gordon. Probably the main reason for 
the increase is the fact that there are a 
greater number of classical dancing 
classes being held in Cincinnati than ever 
before. 


Hosiery Trade Improves 


Hoseiry sales have taken a big upward 
trend. Cincinnati women are each day 
buying more of their hosiery in the shoe 
stores where the sales of hosiery should 
logically be made. Many attractive 
Christmas packages of hosiery have 
been made up for the holiday trade in the 
shoe stores. 


F. E. Myers Is Dead 


F. E. Myers, president of the F. E. 
Myers & Brothers Company, Ashland, 
Ohio, died recently at his home in Ash- 
land. His concern, which is 50 years old, 
is the largest agricultural implement plant 
in the world. The Myers Company also 
manufactures the Myers Cushion Tire 
Store ladders which are used extensively 
in shoe stores. F. E. Myers is survived by 
two daughters and one son, John C. 
Myers who is advertising manager of the 
firm. He is also survived by three brothers, 
Phillip A.; A. N.; and G. D., all con- 
nected with F. E. Myers & Brothers Co. 
Mrs. Peter Countryman, and Mrs. Ezra 
J. Spreng are the two sisters who survive. 


F. L. Barber Manager of 
French Bootire 


Hollywood, Cal.—F [L. Barber has as- 
sumed the management of The French 
Bootire, specialists in custom service,’ at 
6916 Hollywood Boulevard. M. E. Leigh- 
ton and E. S. Hanna have severed their 
connections with this house. 
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SEATTLE 


Encouraging Business Outlook 


Plenty of Money in Circulation and All Retail Lines Enjoying 
Good Trade 


USINESS conditions throughout the 

Northwest are good. Logging camps 
are running full shift supplying lumber of 
all kinds for Japanese reconstruction 
work. Building is active and retail trade 
is heavier than for months. The outlook 
for holiday business is very ecnouraging 
and department stores show big increases 
since Thanksgiving. While there is a lot 
of “looking” being done, buying shows a 
considerable increase. Wholesale merchants 
in all lines of merchandise have had a good 
season and are already filling re-orders. 
There is more money in circulation than 
at any time since the days of ship-building 
super-prosperity. 


To Open New Store 


Baxter & Baxter will open a new high 
class shoe shop at 1406 Second Avenue, a 
block from the present shop, on February 
15, according to B. H. Baxter. 


Evening Slippers Are Good 


Black satin is one of the big items in 
sales at this time. For afternoon street and 
evening wear, they are selling in quantities 
mostly with one or more straps. Metallic 
brocades are very popular for evening 
wear and plain gold and silver kid have 
been important at Shaurt’s. Jeweled 
heels and paisley metallic brocades are 
prominently displayed by this shop. 
Velvets, and silver and gold brocades are 
meeting with favor for evening wear. The 
formal season which is well under way has 
done a great deal to boost business in 
fancy footwear. 


Lizard Leather Shoes 


Turrells are showing Paisley brocades 
and lizard shoes. Metallics of all kinds are 
selling well in evening styles in narrow 
strap effects. Black suede and black satin 
strap models are leading the sales in 
afternoon sales at this store. Heels are 
either French or block and in the opinion 
of C. F. Deming of Turrells store the 
French heel is chosen by 60 per cent of the 
trade. 

Eggert’s report particularly good busi- 
ness in Christmas stocks of house slippers 
and boudoir novelties as well as black 
satin and metallics. Oxfords in black suede 
and tan calf are selling well there. 


Men’s Oxfords Are Popular 


In men’s shoes the black and brown ox- 
fords are leading by a wide margin and are 
selling best in heavy types with double 
soles. The best styles and those in favor 


with the exclusive trade have little stitch- 
ing and perforations. In dress shoes, both 
patent and dull leathers are selling. High 
shoe sales are increasing since the weather 
is colder but there has not been enough 
inclement days to make the high shoe a 
necessity. Grained leathers are popular. 


Demand for Chiffon Hosiery 


Chiffon hosiery is going good in all 
hosiery departments. Black, cinnamon, 
peach, beige, rose and all the light colors 
are good. Turrells are showing something 
new in a French voile hose with French 
clocks. They are expected to go well for 
evening wear. In the majority of in- 
stances, the hosiery is chosen to contrast 
with the shoe. 

Wool hose have shown little activity so 
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far exceptin the very light weights. Hosiery 
departments say that the fall business has 
been streaked and of a freak nature which 
makes it difficult to anticipate with any 
degree of reliability, just what is going to 
happen. Heavy woolen hose, it is thought 
however, will go well as winter advances. 


Neebling’s New Store 


Al Neebling, formerly with the Flor- 
sheim Shoe Company here, has opened a 
new shop in the Seaboard building and 
sells men’s shoes exclusively. Only three 
prices of shoes are handled, $6.50, $8 and 
$10. The shop is finished in black enameled 
spruce with carved panels. 


Boston Shop at New Home 


The Boston Shoe Shop has moved from 
the second floor of the Eitel Building to 
larger quarters in the smart retail section 
on upper Second Avenue, 1515. The new 
shop is attractively finished in black and 
gray. The concern added a department for 
children’s shoes. 





DETROIT 


Dullness Characterizes Business 


Long Period of Mild Weather Retards Buying of Men’s and 
Women’s Footwear 


ETAIL shoe merchants are com- 

plaining about business, which has 
not come up to expectations. While a few 
of the stores are beating last year’s re- 
cords, it should be remembered the 
records were not very strong. 

General employment conditions are 
good in Detroit, and from all sources 
nothing but encouraging reports of con- 
ditions are to be had but the shoe busi- 
ness is not materializing. Extremely mild 
weather which has prevailed is blamed to 
some extent, although some shoe men are 
beginning to wonder whether the absence 
of a high and low season has not something 
to do with it. 

One merchant said: “‘Until we get away 
from trying to do business on a millinery 
basis there will be no more seasons in the 
shoe trade. We are in the unfortunate 
position where we have to carry a large 
number of pairs to have a range of sizes 
while the milliner needs only one, or at 
most two of a kind. With a return of the 
two-season business we would know what 
to expect, and with the experience we have 
had in the style game I do not doubt that 
we could keep sales up to the present 
standard.” 


Some Merchants Forcing Business 
The tendency to force business is notic- 
able. Special sales of one kind and 
another are being held. Merchants await 
the frost king with galosh advertisements 


ready to advise the public of their pre- 
paredness. One merchant, who purchased 
large quantities of galoshes is quietly un- 
loading in wholesale quantities to mer- 
chants who cannot get the stock at once. 





You Can Sell Your Odds 
and Ends 


In men’s stores business has im- 
proved, owing to recent rainfall. 
Inthe E & R. store, 124 Michigan 
Avenue a “Window Sale” of odds 
and ends is being conducted with 
considerable success. A large card 
draws attention to the sale with the 
words, “Have you the lucky feet?” 
the letters being about eight inches 
high. Below this, on the card a 
chart shows the number of pairs in 
the sale in each size and width. A 
unit display of some of the more at- 
tractive pairs in the sale are shown 
and a smaller card reads: “‘$4.95. 
This is the accumulation of broken 
sizes and lines, values up to $10.” 
This is proving a successful way to 
get rid of these odd sizes without 
interfering with the regular business 
and is really proving an aid to sell- 
ing regular lines, which are some- 
times selected by men who are un- 
able to secure a fit in the sale lot. 
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Style Subject Unchanged 


There is practically no change in the 
style trend or the selling situation. All 
styles are selling, that is, all the styles the 
larger merchants thought would sell, 
but the lack of “‘pep”’ in the business is the 
worrying factor. Some of the largest buy- 
ers are beginning to ask, “‘What is to be 
the thing for spring?’’ Having covered to 
some extent their advance requirements 
they are now wondering if they have been 
wise to do so, whether something entirely 
different will appear to make their pur- 
chases unfortunate if not catastrophic. 


Hinged Front on Hosiery 
Boxes 
The stock boxes in the hosiery de- 
partment of the I. Miller shoe department 
at Russek’s have a hinged front so that the 
front of the box may be folded inside. 
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Every morning the boxes are opened and 
at night they are closed. Each pair of silk 
hose placed in the selling stock is first 
enclosed in a transparent envelope which 
prevents soiling of the more delicate 
colors and other damage. It makes the 
stock more sanitary and proves a good 
point in selling. 





Arrange Christmas Booth 


The Queen Quality Boot Shop 
has installed a Christmas booth for 
the sale of slippers and hosiery. The 
booth is 15 feet by six in size. The 
superstructure is elaborately deco- 
rated with Christmas decorations, 
and the counters covered with 
green felt. The booth is near the 
entrance of the store. 














DES MOINES 


Weather Unfavorable to Buying 


All Lines of Retail Trade Slow—Cold Spell Needed to Stimu- 
late Shoe Business 


HOE merchants report that business 
at this time a year ago was better 
than during the present time. Other retail 
lines are characterized by a dull tone, too. 
However, as one of the managers of the 
shoe department in one of the largest de- 
partment stores puts it: “The fact that we 
have had such warm weather has allowed 
us to dispose of a great many light turns 
and lighter oxfords that would have been 
impossible had we had our usual cold 
weather. Further, we will get that cold 
weather as it is bound to come and when 
we do get it, our heavier merchandise as 
galoshes, heavy shoes and arctics will have 
their inning.” 


Sound Market Here 


H. L. Barlass, manager and buyer of the 
Younker Brothers shoe department said: 
“This country is economically sound and 
we all have just as much money as we had 
a couple of years ago. People must have 
shoes and they are buying them. This store 


believes in the future of Des Moines and 
the ability and willingness of our local 
people to buy quality shoes at a fair price.” 
Younker Brothers Department Store re- 
cently took a long time lease on the entire 
quarter block to the west of their present 
location and are now remodelling their 
store. 


Wearing Creased Vamps 


Women have taken a fancy to the 
creased vamp models for street and office 
wear. Black is the favorite color. Tan does 
not seem to be as popular in this style. 


Jacobson Has Good Trade 


“The men’s business during the past 
month has been up to standard,” said 
Harry Jacobson who sells men’s shoes ex- 
clusively. “The lighter colors are popular 
though black is getting 40 per cent of the 
business. 





CLEVELAND 


Merchant’s Outlook on 1924 


Charles E. Petot, Head of 12 Stores, Predicts the New Year 
Will Bring Good Business to Alert Shoemen 


harles E. Petot, of this city, head of a 
chain of 12 retail shoe stores, returned 
to Cleveland recently after a tour of in- 
spection of his stores, and stated that 
conditions in the retail shoe business are 





pretty much the same throughout the 


* country. 


He predicted that 1924 would be a 
highly competitive year for retail shoe 
merchants; that it would be a year that 








Sam Davis Addresses 
Merchant’s Meeting 


Retail shoe merchants held a 
meeting Wednesday, December 12, 
at Hotel Winton. Sam Davis, field 
secretary for the National Shoe 
Retailers’ Association, addressed 
the meeting, which was the first 
get-together for many months. 
“Salesmanship and Store Manage- 
ment” was his subject and he 
covered in his characteristic way, 
instilling much enthusiasm to the 
members. A dinner preceded Secre- 
tary Davis’ address. He touched 
many important angles of the shoe 
business. 











would test to the highest extent possible 
the ingenuity and business ability of the 
shoe merchant. Mr. Petot is of the 
opinion, however, that the merchant, 
who is smart enough to sell his old mer- 
chandise and then be able to show a new 
line, will do a good business in the next 
year. 

“The new year will be a_ buyer's 
market,” says Petot. “It is my judg- 
ment that the consumer will not be look- 
ing for special sales with shoes at greatly 
marked down prices. He will, however, 
be after good shoes at the lowest possible 
prices. The merchant, who has the right 
thing at the right time in the shoe busi- 
ness, will do plenty of business.” 

Petot is going on the theory that the 
next season will be a very colorful one. 
Beige, nude, and jade suede will go very 
well in January and February, Gray will 
follow closely in the volume of sales dur- 
ing those months. In March and April 
colored kids will come to the front with a 
rush. Sandals will go over big also, es- 
pecially in colored kids and patent leather. 

Mr. Petot has banked on these pre- 
dictions, and since last October his manu- 
facturer has been preparing for him. 

A total of 130,000 pairs of shoes have 
been purchased for the Petot stores for 
early delivery, and of that number 100,- 
000 are bright colors. There is a tendency 
in the men’s shoe business to break down 
the natural division in the seasons. The 
wearing of low shoes is responsible for 
this, and Mr. Petot says that at the 
present time he is selling about 50 per 
cent high and 50 per cent low shoes to 
his patrons. Men also seem to be trend- 
ing toward a plain shoe without any 
frills. : 


Good Response to Holiday 
Offerings 


The Christmas buying season brought 
out larger crowds this year than last 
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year. There are more people on the streets 
and the stores seem to be more crowded. 
Department stores report that sales are 
running ahead of a year ago. 


BOOT AND SHOE RECORDER 


Shoe merchants report an increase in 
business in early December. Sales of 
hosiery have picked up, considerably. 
The light colors are favored. 





SAN FRANCISCO 


Shoe Buying Retarded by Weather 


Lack of Rain Causes Slow Trend in Most of the Retail Lines— 
New Shoe Stores 


URING the first week in December 
D there was little change in the re- 
tail shoe situation. November closed 
with unseasonable weather prevailing 
and this condition caused a dull tone to 
the shoe trade. 


One of the Largest 


Sommer & Kaufman formally opened 
their Market-Ellis Street store recently. 
This was always one of the largest stores 
on the Pacific Coast, and now it has been 
greatly enlarged. 

Old ivory and robin’s egg blue are the 
prevailing tints. There are 197 chairs, 
with ample room for more. 


Exclusive Women’s Store 


Frank Werner has signed a long lease 
and is preparing to open a new exclusive 


store at 253-255 Geary Street, opposite 
Union Square. This establishment is to be 
opened soon after January 1. 

J. Russell Werner, speaking of the new 
stores, which are to be thrown into one 
establishment, said that Geary Street 
near Union Square, is now one of the lead- 
ing shopping districts of San Francisco. 


Personal Notes 


Harry Gibson, manager of the shoe 
department of the White House, is on a 
buying trip in the east. 

Max E. Sommer and William Kaufman 
of Sommer & Kaufman visited the eastern 
markets. 

J. F. Fox was in San Francisco for nearly 
three months in charge of changes in the 
Queen Quality Boot Shop, 214 Post Street. 
He returned to the Western Retail Di- 
vision at Chicago. 





CANTON-AKRON 


Holiday Spirit in Stores 


Men and Women Reported to Be More Interested in Shoe 
Merchandise Due to Nearness of Holidays 


SLIGHTLY better tone is noted in 

the retail shoe stores. The holiday 
spirit prevails in stores and there is much 
activity where there are special sales being 
conducted on Christmas merchandise. 

In women’s shoes, suedes have been 
leading, followed by satins and patents. 
Black is leading in colors. Suedes also are 
selling in lighter colors. High heels are most 
popular now, especially in footwear for 
social functions. 

In men’s sections, there is a marked im- 
provement, oxfords being 90 per cent of 
the whole business volume. Black shoes 
are leading tans by probably 10 per cent. 
The heavy Scotch grain leather shoe is 
popular. There has been only a fair de- 
mand for galoshes and rubber footwear in 
both cities. 


Encouraging Hosiery Sales 
Hosiery departments report increased 
activity with the approach of the holidays. 
Many of the shops are offering a special 
Christmas box of women’s as well as men’s 
hosiery. Children’s hosiery also has been 
moving well. 


In Business 46 Years 


D. S. Kistler, one of Warren’s veteran 
retail shoe merchants, has sold his large 
stock of shoes and goodwill to James Lucas 
of Detroit. The store is at 17 South Park 
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Avenue. Mr. Kistler retires from the shoe 
business in Warren after having been en- 
gaged in this line for 46 years. 


Schoner’s First Sale 


George F. Schoner, in business in Can- 
ton for more than 20 years, is holding the 
first shoe sale in the history of the store. 
He plans to dispose of as much of his stock 
as possible, for he contemplates some 
changes in the store. 


Wilson Store Opens 


The Wilson Boot Shop, ‘dealing exclu- 
sively in men’s and boys’ footwear, has 
been opened by M. G. Wilson, on North 
Mill Street, Massillon, Ohio. 


Children’s Store 


Harrington’s, a new store selling chil- 
dren’s shoes has been opened in the new 
Piper Arcade, Canton. The store is one of 
the most unique in this section of the State 
and caters exclusively to children. 


Lustig Company’s Anni- 
versary 

The Lustig Shoe Company of Youngs- 
town, Ohio, is celebrating its 25th year in 
business with the formal opening of its re- 
modelled store at 125 W. Federal Street. 
The store was established 25 years ago by 
Joseph and Max Lustig. The two brothers 
continued to operate the business until 
1920 when Max Lustig died and Joseph 
Lustig bought his interests. 





Observes 40th Anniversary 


Itsaca, Texas, December 3.—Burgess & 
Son, the style of a department store here, 
recently observed its 40th anniversary. 
The concern was established in 1883 by 
E. E. Burgess. His son, W. E. Burgess, is 
now a junior member of the firm. The 
company sells men’s shoes and apparel 
also. 





LOS ANGELES 


Splendid Holiday Shoe Business 


Early Response to Appeal for Trade in All Retail Lines—Men 
Buying Oxfords Freely 


OLIDAY buying commenced early 

here and retail shoe merchants re- 
ported their merchandise sold well for so 
early in the Christmas season. An at- 
mosphere suggestive of the holiday season 
prevailed in most of the shoe stores, due to 
attractive decorative schemes. 


Month End Sale 


The C. H. Baker stores recently held a 
month end sale which proved a big suc- 





cess. C. H. Baker has gone to New York 
on a business trip and will return January 
1. This firm recently opened a new store 
in Hollywood at 664 Hollywood Boulevard. 


Men’s Shoes Selling Well . 


Mr. Young, who features men’s shoes 
exclusively in his several Los Angeles 
stores, reports that his business shows a 
large gain over last year. He looks for a 
splendid increase of sales when the rainy 
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season epens. The warm weather has had 
a tendency to keep up the sale of men’s 
oxfords. 


Smoot & Leighton’s 
Store 


Smoot & Leighton, Inc., 2306 West 7th 
Street, operates one of the most attractive 
shoe stores in the west. It was recently 
opened. Black and gold colors with drapes 
of blve and soft gray dominate the in- 
terior. M. E. Leighton, formerly of the 
C. H. Wolfelt Company, New York, and 
J. P. Smoot, formerly with C. H. Wolfelt, 


New 











concern. 
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in Los Angeles, are members of the 





Baby Movie Star at Shoe 
Store 

In one of the tastefully decorated 
rooms of the Wetherby Kayser 
Hollywood shop at 6334 Hollywood 
Boulevard, Baby Peggy, tiny mov- 
ing picture star, will assist Santa 
Claus in receiving all patrons dur- 
ing the holiday season, and will give 
an autographed photograph to every 
child. 














ST. LOUIS 


Improvement in Shoe Stores 


Snow and Cold Spell Stimulate Business—Holiday Shopping 
Lacks a Steady Complexion 


HE retail shoe business for the week 

ending December 8, according to re- 
ports from a number of merchants showed 
improvement over that of the week previ- 
ous. Some snow and then a thawing with 
slush had a favorable reaction on the trade. 
The weather, however, turned warm after 
the cold spell, but this apparently had 
little effect on the business. Friday and 
Saturday were reported as probably the 
best days of the week. Wednesday immedi- 
ately after the snow proved to bring activ- 
ity into the “shoe belt” and the tone of 
business was decidedly improved. 

Strenuous efforts are being made to 
hold up the sales to compare with those of 
a year ago. There is not the life to the 
Christmas buying that was anticipated 
and this is particularly reflected in those 
stores which sell felt slippers. 

No new styles developed recently with 
the exception of the Colonial pump with 
the large buckle and tongue. They are 
carrying an 8-8 heel and were introduced 
in the popular priced stores No report was 
forthcoming as to their popularity, due to 
the shortness of time in which they have 
been on the shelves. Patent appears to be 
the popular material. Some all-over lizard 
skin shoes made their debut in one of the 
exclusive shops. Sales were reported on 
this number which is expected to be popu- 
lar later on. 


Association Meeting 


The St. Louis Shoe Retailers’ Associa- 
tion held its monthly meeting in early 
December. About 40 members were pres- 
ent and heard the address of Howard 
Stephens, president of Johnson, Stephens 
and Shinkle Shoe Company, whose topic 
was “Styles for January and February,” 
Earl C. Logan, former western editor of 
the Boot and Shoe Recorder, was a guest of 
the evening. J. J. Sensenbrenner, president 





of the Senac Shoe Company, also spoke on 
the style situation for early selling in 1924. 
Chas. E. Williams, president of the C. E. 
Williams Shoe Company, outlined the 
business conditions from his viewpoint. 


Fawn and Gray Spats 


Robert Huette of the Huette Shoe Com- 
pany stated that a great many fawn and 
gray spats are being sold to young men. 
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The vogue for gray hats has created the 
desire on the part of young men to have 
spats to match. 


Sheep-Skin Lining in Men’s 
Shoes 


C. E. Williams Shoe Company had an 
unusual demand for sheep-skin lined 
shoes. During the few days of cold weather 
motormen bought these shoes, and in two 
days the stock was completely exhausted. 


Earl C. Logan a Visitor 


Earl C. Logan, former western editor 
of the Boot and Shoe Recorder, was a visitor 
in St. Louis for a few days. Mr. Logan is 
entering the retail shoe business in Cleve- 
land and was here for the purpose of buy- 
ing footwear for his new store. 


Martin Is General Manager 


Central Shoe Company announce the 
resignation of T. P. Moody, general man- 
ager of the company. Mr. Moody came to 
St. Louis about five years ago when Cen- 
tral Shoe Company moved its headquar- 
ters here from Kansas City, Missouri. 
J. J. Martin, sales-manager of the com- 
pany, has been selected to fill the vacancy. 

A gain in shipments for the year has 
been made as compared with 1922. The 
new management has adopted for the 1924 
slogan, “Bigger Sales—Better Service.” 





MINNEAPOLIS 


Blacks Favored by. Women 


Unseasonable Weather Curbs Interest in Shoe Stores—Suedes 
Most Popular Material 


ONTINUED periods of warm 
weather prevailed during the week 
ending December 8 and there was no 
change in the quiet condition of business 
in the retail shoe stores. Merchants in all 
lines prepared early to handle the holiday 
trade, but shoe stores didn’t secure much 
trade of this type as shoemen expected. 
In women’s shoes, the trend is in blacks. 
Fancy straps—those with much work to 
them—are now being found so much in 
the cheaper shoes that the better lasts 
seem to be running to less complicated 
styles. Black is the leading color, although 
putty shades and Mandalay are still run- 
ning fairly well. Suedes, patents and 
satins, in the order named, are leaders. 
Satins, however, continue to hold their 
own in sales. 
The short vamp with slightly rounded 
toe is more and more emphasized, and the 
Spanish heel is extremely popular. 


Shropshire Is Manager 


R. W. Shropshire is manager of the new 
Whitney-McGregor department store shoe 





department. He succeeds L. B. Cohen who 
has gone to Indianapolis. The department 
is located in the basement. 


Good Oxford Sales 


Manager Sirois of the Standard reports 
a good demand for the light brown ox- 
ford being featured in the men’s depart- 
ment. He says, however, that the black 
shoe is growing in popularity with men. 


Salem on Eastern Trip 


H. R. Salem, manager of the Endicott- 
Johnson store, spent two weeks at Endi- 
cott, N. Y., and other points in the East. 
M. E. Winslow was in charge during his 
absence. 


Jordan Is New Manager 


T. L. Jordan is the new manager of the 
G. R. Kinney Company store. Mr. Jordan 
was transferred here from the Manitowoc, 
Mich., store, while A. Nightingale, his 
predecessor, has been placed in charge in 
the Green Bay, Wis., store. 
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He Came from Switzerland and Studied 
American Shoe Store Merchandising 
‘Methods for a Year 


store has convinced Joseph F. 
Vonesch, native of Lucerne, Switzer- 

land, that United States leads the world 
in shoe store merchandising methods, in 
advertising, and in giving values to cus- 
tomers. It has also clearly demonstrated 
to him that Europe is fully 25 years behind 
the United States in shoe merchandising. 
Mr. Vonesch is a nephew of Jacob 
Spieler, head of the Shoe-house Spieler, 
one of the largest shoe stores in Lucerne. 
He was sent to America by his uncle, in 
order that he might become acquainted 
with American merchandising methods 
to better fit him to become head of the 
firm, a position he will eventually occupy. 
Mr. Vonesch served his retail apprentice- 
ship in the retail store of the Bally factory 
in Lausanne. Through the Swiss represen- 
tative of Pfister & Vogel, Milwaukee 
leather manufacturing firm, it was ar- 
ranged that the young man come to 
America to learn the shoe business in the 
most progressive footwear country in the 
world. Pfister & Vogel, after looking over 
the retail field, decided that in the store 
of S. J. Brouwer in Milwaukee, the young 
man would be enabled to learn everything 
about American methods in the right way. 


QO NE year of workin an American shoe 


Four Things He Wanted to Learn 


“There were four things my uncle 
wanted me to learn,”’ said Mr. Vonesch. 
“First of these, was American merchandis- 
ing method and after this foot comfort 
service and knowledge of style manu- 
facturing processes and salability of 
various American-made lines of shoes. In 
these three departments, the average 
European shoe merchant is weak. Finally, 
he wanted me to acquire a working 
knowledge of English. We in European 
merchandising circles are attaching more 
and more commercial importance to 
mastery of the English tongue.” 

Mr. Vonesch has been here one year. In 
that time he has been entirely ‘“‘on his 
own’’ at Brouwers. He was free to come 
and go at will, exempt from punching the 
clock, and given access to every depart- 
ment of the business. He worked during 
the year for experience only, and was not 
on the pay roll of the firm. In spite of this, 
Mr. Vonesch worked as earnestly as the 
highest paid member of the force, and 
made a record for regularity and punc- 
tuality. 

Now that his year of American train- 
ing is up, Mr. Vonesch is ready to return 
to Switzerland. He will go back carrying 


with him a score of ideas that will be 
carried out in the Shoe-house Spieler. 
Innovations, most of them, to the staid 
European merchant working under me- 
thods handed down from father to son. 


Impressed with Salesmanship Methods 


“I am most impressed with the greatly 
superior salesmanship methods in Ameri- 
can stores,” said Mr. Vonesch. “The 
average customer in your store had been 
educated to be much more particular and 
exacting in his demands than is the 





JOSEPH F, VONESCH 


Recently returned to Lucerne, Switzerland, to 
apply American merchandising methods in his 
uncle's shoe store. He studied and worked for a 
year at the S. J. Brouwer shoe store in Milwaukee. 


European shopper. This exactness covers 
all branches of merchandising, style, 
fitting and service. In Europe, most shoes 
are sold short. Customers are not cor- 
rectly fitted. Further, there is no such 
thing as returning shoes after they fail to 
satisfy. It will remain for me to introduce 
that practice to Lucerne, where shoppers 
have been educated to take what they get, 
and keep it. It requires higher intelligence, 
better salesmanship and greater agressive- 
ness to sell footwear over here than on the 
Continent. 

“Another department in which the 
American shoe merchant excels is ad- 
vertising. Your ads are better written, 
better displayed, and better illustrated. 
In spite of advertising being cheaper in 
Europe,, the American merchant ad- 
vertises more. Your advertising is char- 


acteristic of American progressiveness in 
general.” 

Mr. Vonesch is holder of a diploma in 
both the regular and _ post-graduate 
courses in practipedics offered by the 
Scholl Manufacturing Company. His 
store in Lucerne will carry these ap- 
pliances purchased through the London 
office of the Scholl Company. Once each 
six months, Scholl demonstrates at the 
Shoe-house Spieler. 


Says American Methods 25 Years Ahead 


“Most of the ideas gleaned during my 
stay at Brouwers will be put into practice 
when I return,” Mr. Vonesch stated. 
“As assistant general manager of the 
store, my work will consist in introducing 
American methods which are fully 25 
years ahead of ours. Some typical Ameri- 
can methods of selling will be decidedly 
novel. For instance, we hold sales at our 
store only once, or at the most twice 
yearly. A stock cleaning after New Year’s 
and possibly another one in August are all 
the sales promoted. It is necessary to get 
a city permit to conduct a sale. The 
populace has not been educated to sales, 
and probably will not be responsive at 
first. 

About 75 or 80 employeesof the Brouwer 
store were present at a recent monthly 
meeting of Brouwer employees, which on 
this occasion was held in honor of Mr. 
Vonesch. Each of the department heads 
paid tribute to his winning personality, 
eagerness to help and to learn, and his 
gentlemanly conduct and courtesy, at the 
dinner preceding the meeting. John Grigg, 
manager of the basement department, 
presented Mr. Vonesch with a desk set, on 
behalf of employees. S. J. Brouwer, rep- 
resenting the firm, gave the guest of 
honor a beautiful gold watch in apprecia- 
tion of his manly qualities and good 
fellowship. 

Mr. Vonesch is full of enthusiasm for 
American methods of merchandising foot- 
wear, and eager to introduce what he has 
learned in his home city. Lucerne has a 
population of 50,000 and is one of the 
busiest of the industrious Swiss cities. 
Friends of Mr. Vonesch at Brouwers will 
be anxious to hear of his experiences in 
bringing the shoe business of Lucerne up- 
to-date with ideas gleaned during his 
year in America. It is truly a tribute to 
American agressiveness when Europe, with 
centuries of business experience behind her 
comes to our two-hundred-year-old civil- 
ization to learn. 
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JOBBERS, RETAILERS, STORE 


EDUCATION EXPERTS, BUYERS + + + 


The need for distributing information con- 
cerning full fashioned stockings to Ameri- 
can women has been amply demonstrated 
by the hundreds of letters of commenda- 
tion which have been received by the 
Full Fashioned Guild. 

They come from big stores and little 
stores. From buyers and merchandise men. 
From store educational experts. From 
fashion editors of magazines. From job- 
bers. From manufacturers. From schools 
and colleges. From everybody. 

And they all write to praise the work 
that the Guild has undertaken and offer 
assistance and cooperation in the Guild’s 
educational program. 


@ One 
Infallible Test 


all unite to praise work of the GUILD 





For example, the chart showing the one 
infallible test of full fashioned stockings 
printed on this page has already been ac- 
cepted as a kind of identification mark of 
full fashioned stockings and requests are 
coming in constantly from stores and man- 
ufacturers who want to make use of it in 
their own personal advertising. 

This chart offers a simple pictorial ex- 
planation of the essential features of full 
fashioned stockings. Any store who wants 
to make use of it should write the Guild 
for a fine Bewtex store hanger in which 
it is featured. 

Folders illustrating this chart will also 
be sent upon request. 


“Jull Jashioned Guild: Inc. 


OF AMERICAN MANUFACTURERS 


334 FOURTH AVE-NEW YORK CITY 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Bob black, all kinds of russel 
er shoes. 
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WELL before using. Clean te seshegets 
Apply the dye freely gore ~ 
fates with a band or machin brush. © Do: ate 


ver, evaporation 
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For Sale by Shoe Findings Jobbers 





UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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‘Save Her Ankles | 


Increase Your Profits 
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The “ Ankle Saver” 
$4.25 








In Stock In Stock 





No. 151—$4.25 
f 8-inch Black, Glazed Kid, Ankle Saver, Lace 














Low Shoes Make Fat Ankles 


| 
| 
| Orthopedic experts predict that unless corrective measures are 
| taken, the typical shapely American ankle will soon be a thing | 
: of the past. 

| The development of the YE OLD TYME ANKLE SAVER | 
| BOOT, by LUNN & SWEET, Inc., Auburn, Maine, has solved 
r the difficulty. | 
No woman wants thick, unshapely ankles and the ANKLE 

SAVER BOOT worn around the house and at odd moments 
keeps pretty ankles pretty. | 
Here’s your opportunity to make new profits. Write for full 
particulars today. 





| LUNN AND SWEET, Inc. AUBURN, MAINE 
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A {cracks is COI 


a U.S.Boots are Strongest 


Company Where Strain is Greatest United States Rubber Com 


United States Rubber pany 





To help you sell 
“U.S.” Rubber Footwear 


Eight layers at the toe—eleven back of the heel— 
seven at the ankle—eight over the instep! Here are the 
facts about “U. S.” Boots graphically featured in an 
unusual store display. 


This large three panelled cut-out is a direct tie-up | 
with our national advertising now appearing in the 
thirty-three most important farm papers. 


Display this sign in your windows or store. It will 
identify your store as the headquarters for the “U. S.” 
Line. It will help increase your sales. 


If you have not received your set of display material 
write to our Branch from which you order your “U. S. 
Rubber Footwear. 


United States Rubber Company 


“U.S.” Boots 
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Increase Sales Through Gaiter Initialing 
A New Development of Clever Idea Is Pennant Decorated Top 


with College Name and Colors. 


“Initial Your Gaiters and Sell More 

Pairs” was sounded. The more that 
retail shoe merchants thought about the 
idea, the better it “‘listened’’ to them. 
Some immediately adopted the sug- 
gestion and placed in their windows four 
buckled arctics for men, women, or 
children, with initials thereon. Other mer- 
chants were slower to respond, but have 
now “cashed in’’ on the idea to the ac- 
companiment of bigger and earlier sales. 
We have in mind a Boston merchant who 
took orders for over seventy pairs of 
initialed overshoes during September and 
who this week reported that he has kept 
up the good work in increasing proportion 
during the past ten weeks. 


|’ September, last, the slogan of 


From all over the country, during the 


past few months, letters have been re- 
ceived at the Recorder office, asking where 
silk woven labels containing initials could 
be purchased; or where hand embroidered 
initialing might be obtained. 


Schools Like Banner Trimmings 


Recently reports have come to this 
office of the further development of the 
initialing fad in the form of college pen- 
nants. A Recorder representative who re- 
turned to the Boston office this week, 
after a six weeks’ handshaking tour of the 
retail shoe merchants of the Middle West, 
states that college and high school pupils 
have been decorating the tops of their 
overshoes with miniature banners in their 
school colors, on which the name of the 
school was initialed. 


Co-operate with the Boys and Girls 


This very interesting news is worth 
while spreading to every part of the 
country; for whether the town be large or 
small, there is a high school therein, at 
least, the pupils of which have their foot- 
ball and baseball teams; or their basket 
ball or tennis teams, miniature college 
clubs, if you will, the members of whom 
and their associates, have as much pride in 
games won, and as much class spirit and 
enthusiasm as have the students of some 
large university. Now that the boys and 
girls have actually pointed out the way, 
why: not co-operate with them in their 
excellent judgement and sell more over- 
shoes by so doing? 


Silk Woven Labels Attractive 


In our illustration, we are showing a 
large collection of school and college pen- 


By HELEN M. HANEY 


nants, merely to demonstrate that the 
idea is a big one and can be made uni- 
versally popular. The various silk woven 
label companies of the country will be 
glad to co-operate with retail merchants 
in obtaining labels of the required size, 
color and lettering. The merchants can 
talk over this matter with some of the 
bright boys and girls of their town. A list 
of the concerns making silk woven labels 
will be furnished to merchants writing to 
the Recorder office. In addition to the 
pennant decoration, the initials of the boy 
or girl can be placed either on the pen- 
nant, or just inside the flap of the gaiter, 
as shown on the illustration herewith. 


Three Good Selling Months Ahead 


There are still three good gaiter selling 
months ahead for the retail shoe merchant 
who will trim up an attractive window and 
get up newspaper ads telling the folks in 


his community about the initialed over- 
shoe idea. 

The pennant suggestion may also be 
used on overshoes other than the four 
buckled gaiter, with equally good selling 
possibilities. 

Let Us Talk about Initialing 


Why not be the first merchant in your 
town or city to interest the young people 
in the pennant decorated overshoe? After 
you have interested your clientele and 
have sold many “extra pairs’’ as a result, 
kindly let the Recorder know “just how 
you did it’’; for in the presentation of a 
general idea, there are always interesting 
details that must necessarily be peculiar 
to some one or another section, about 
which “the other fellow’ would like to 
know. Perhaps the presentation of the 
solution of his problem will help you solve 
yours, or vice-versa. 
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A further development of the initialed overshoe idea. Boys and girls like th tops of their overshoe 





with school and college colors. 
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Thousands of people who never thought about it 
before now realize— 


Nothing Takes the Place of Leather 


The publicity and discussion of leather and its 
merits mean much to the shoe man. In the 
store, public interest in leather can be capital- 
ized, and the leather qualities in shoes brought 
out and talked about to the advantage of the 
merchant and merchandise. 





Our leading position in supplying the shoe 
manufacturer with sole leather is due to the 
high quality of our special tannages, and the 
service we give our many customers. 


We aim at high standards and our organiza- 
tion sees to it that they are maintained. 





oo GS 
The United States Leather Company 
New York Chicago Cincinnati St. Louis ichmond 
The United States Leather Co. of Mass. 
ston 
SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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Comparative Leather and. Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War December, 1922 Toda: 
Calf, suede, top grade...............-. 32 .35 $1.40@$1.50 $0.65 75 $0.60 .65 
Calf, smooth colored, top grade....... -28 36 140@ 1.50 45 5e 40 45 
Calf, amooth, black, top grade........ -26 28 1.30@ 1.40 43 45 on 4 
Side leathers, colors, top grade........ 18 22 -715@ 1.00 -26 30 -28 30 
Side leather, black, top grade......... 16@ .20 6e@ .90 24 -26 -26 -28 
CENT ccons o50cnncccchge cece 45 50 1.40@ 1.60 65 80 -60 -70 
White buck, top grade (side leather) -28 30 -90@ 1.00 35 40 35 6 
=e 24 -26 65 -70 24 .26 -28 32 
Elk, for sport shoes.............+.++. 30 42 
Elk, colors, best fancy............... 35 40 1.40@ 1.65 80 A 8S 1.00 
Kid, colors, tep grade...............+ 28 30 1.35@ 1.60 .70 80 -70 85 
Kid, black, top pate peoccedsecoceces .28 30 1.35@ 1.50 60 -70 65 -15 
Kid, medium ,colors.............+«+: -20 24 -70@ 1.10 35 55 35 60 
Kid, medium, black...............+. 18 -22 606 1.00 30 50 35 50 
PL c6éedarecesenareeveccens -06 12 -20 36 on 18 a -20 
sowame, patent sides and kip......... 25 30 85@ 1.05 AS 50 40 6 
PE Escctedesscoseecsoeccceesce 40 1.40@ 1.60 -70 80 -65 -75 
Sole Leather — Per ‘wer™ 
Green hide sole (sides). .............. ve ‘ae os $0.24 .31 
Micacdecaserccoccceccecceeseg es 50 oy 48 
BE, BOER PED caccoscgcopececesoce d 58 40 50 
No. 1 oak bends, shoe mfrs.” use... ... 47 65 50 60 
No. 1 oak bends, finders’ use.......... 1.15 23 80 -7@ 80 
Raw Hides and Skins (Price Per eh 
nes (1913 Av.) ‘a 

N stoors, used sole leather, Sept. 1, 1922 ‘oday 

= eee mae rec 18% $0.52 @$0.55 ve 0.204 . .13% 
Heavy Ly for sole leather... .. ° 18 + 50 ee 18 we ll 
Light native cows, for side u leather —.. reteg os -62 - 19 10 
iighitiarasatasis. 6 i 48 BR itnS Hc mttnd 
No. 1 City calfskins for fine = — : , 

GORERER. 62 occ ccccccccesesece ° 8 5! yt - os cr 21K hs a is 

B. A- hides for sole leather. .......... 1:@ 30 426 26 1646 1% 2. @ 119 








Leather Buying Continues on Hand-to- 


UYERS of leather still persist in 
trying to make purchases at prices 
considerably below the market. 

This applies to upper leather as well as 
sole leather. In view of the cost of tanning 
and all financial risks connected there- 
with, low prices for leather are not war- 
ranted. Moreover, in consideration of the 
present state of the shoe market, the 
shoe center which is affected by abnormal 
dullness could greatly increase its volume 
of shoe orders if leather were a few cents 
cheaper. The reason for such slow shoe 
demand on the part of either retail or whol- 
sale merchants can in no way be attributed 
to high price leather. 

If such were the case, shoe manufacturers 
could readily turn to low price tannages of 
calf and side upper leathers to meet what- 
ever demand there was for low-priced 
footwear. There are, also, plenty of shoes 
on the market at sufficiently low prices to 
attract the public demand if it existed. 


Hand to Mouth Buying 


Buying of leather continues close to the 
needs of users and there have been some 
reports of rather large sales at a price, in 
fact, much of the trading in leather today 
is on private terms. The only quotation 
taken as absolutely reliable are the top 
prices which cover the market. The sales 





Mouth Basis 


at below top prices are most usually at 
private terms and there has rarely been a 
time when there were less actual standard 
quotations for the medium and lower 
price leathers. There is virtually no 
change in the situation from the past few 
weeks. No material changes are expected 
as to price or demand before the first of 
the year. 
Sole Leather Situation 

The sole leather market is quiet on new 
sales. Sole cutters are operating on a con- 
servative basis and purchasing only as they 
require new supplies. There is some ship- 
ping to shoe manufacturers on old con- 
tracts but there is little booking ahead of 
large orders. 

Calf Upper 

In the upper leather market purchasing 
is of a hand-to-mouth order, some samp- 
ling is going on all the time and the prin- 
cipal flurry right now is in new finishes 
and novelty leathers. Lizard, alligator and 
other skins, which can be used in novelty 
shoes, are being freely sampled. Some 
tanners have numerous excellent imita- 
tions on calf and side leathers. The call 
for the regular finishes of full grain calf 
in colors is quiet. The top prices on plump 
weights of smooth finish calf, range from 
40c to 45c; medium grades 35c to 40c and 





lower grades 20cto 25c per foot, according 
to quality and selection. While the de- 
mand is slower than it was for suede 
leathers, tanners of same are fairly busy 
in cleaning up old orders and a certain 
amount of new business. 

While the side upper leather markets 
are quiet, there are so many leathers com- 
ing under the heading of side upper that 
the aggregate of business is larger than 
may be supposed. Full grain colored 
chrome sides are quoted at 26c to 30c per 
foot for the top selections; medium and 
lower 20c to 25c. Blacks usually bring 
from 2 to 3c lower per foot. Snuffed 
leathers and job lots are quoted down as 
low as 12c per foot. Buck finishes are in 
rather slow demand at present. 


Patent Leather 


The demand for patent leather is about. 
in keeping with other upper leathers and 
there is virtually no change in price. 
Full grain patent chrome sides of the best. 
tannages are quoted at 45c for the top 
selection; mediam and lower grades bring 
from 25c to 35c per foot. The call for pat- 
ent kid and patent colt shows little change. 
The better grades of patent kid are quoted 
at 65c to 75c and patent colt for the lead- 
ing tannages brings from 55c to 65c. Buy- 
ing is close to the needs of users. 








86 BOOT AND SHOE RECORDER 


December 15, 1923 











EINSTEIN'S 
FABRICS 


THE 
STANDARD for YEARS 





OUR PERMANENT 
LUSTRE SATINS 


MADE TO UPHOLD THIS STANDARD 


Prepared with Care Made to Wear 
Easily Cleaned 


THE LUSTRE IS IN THE SATIN 


THE LUSTRE LASTS AS LONG 
AS THE SATIN 


It is largely because of these qualities that EINSTEIN 
SATINS are meeting manufacturer demand—dealer 
expectation—customer requirement 


J. EINSTEIN, Inc. 


7-11 Spruce Street 
NEW YORK CITY 


Boston St. Louis Cincinnati Milwaukee 
Montreal Buenos Aires Mexico City 
































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NEW YORK 
December Brings Better Response 


Many Shoe Merchants Hold Sales as a Measure to Increase 
Interest—An Appeal Based on Style and Quality 


LTHOUGH retail sales of shoes 

generally are reported below what 
merchants expected for this time of the 
year, considerable improvement took 
place in the first week in December in 
New York and the surrounding territory, 
giving the retail shoe merchants much en- 
couragement for the remainder of the 
season. The delay in public buying, how- 
ever, has brought on a flood of sales in 
which practically all merchants are parti- 
cipating. The 20 per cent flat reduction 
already has made its appearance in one 
shoe store and others are offering spceial 
inducements on two, three or four models 
in order to stir up business. The big de- 
partment stores, particularly Gimbel 
Brothers and John Wanamaker, have put 
on some large sales of low priced shoes that 
attracted considerable patronage. The 
shoes offered in these sales ran into the 
thousands of pairs, and were in most cases 
the surplus stocks of one or two manu- 
facturers. The effect of these saies naturally 
is reflected in regular business and many 
merchants are now decrying the sweep of 
sales. 


Sales on Low and Medium-Prived 


The sales are confined mainly to the 
lower and mediuin-priced goods. As_yet 
there have been few cut-price offerings of 
the higher grade shoes and merchants 
handling the top grades are continuing to 
drive for business through appeal to style 
or high quality. 

Shoecraft has been consistently adver- 
tising women’s shoes in the $20 to $30 
range, not only in evening shoes, but in 
footwear for day and street wear. 


Developing New Finishes on 
Leathers 
More intensive experimentation in de- 


veloping new finishes on leather are being 
conducted than ever before and distinct 





Good Respose to Gift 
Merchandise 


One of the bright spots in the re- 
tail trade at presentis the Christmas 
business that is being done on 
hosiery, buckles, slippers and other 
merchandise that falls into the gift 
class. Most retail shoe merchants 
here report that sales of silk hosiery 
are running far ahead of last year. 
There is some evidence that con- 
sumers are buying more hosiery in 
the shoe stores and less in the de- 
partment stores, comparatively. 











progress along this line is being made, ac- 
cording to officials in New York’s leather 
district, more familiarly known as “The 
Swamp.” A tour of the district shows 
some decided novelties, such as textile 
finish, which gives the leather the ap- 
pearance and feel of woolen cloth. 

Printed leathers are developed in this 
finish and samples are shown running the 
gamut in textile designs. There are hopes 
that leather of this nature will replace the 
silk brocades that have been extensively 
used’ in evening slippers for some time 
past. Such leather also is being shown to 
garment manufacturers and to the mil- 
linery trade. Already sufficient orders 
have been taken, it is reported, to provide 
the public with a generous choice of 
leather jacquettes and hats. Shoes to 
match also will be shown. 

Just how this will affect the shoe trade is 
difficult to determine. Whether the 
leather millinery and garment vogue, if it 
catches hold will carry shoes with it, or 
whether the fancy shoes will stimulate the 
demand for garments and hats of the same 
material is a question that is puzzling the 
brains in the leather and shoe trades. 





BOSTON 


Quiet Tone Characterizes Trade 


Payments of Thousands of Dédllars to Christmas Club Mem- 
bers Expected to Stimulate Shoe Business 


ITH the close of the wéek ending 

December 8, retail shoe merchants 
here reported little change in the tone of 
the business. Buying in almost all of the 
shoe stores is slow and much below the 
standard which shoemen expected for this 
time of the year. Some point to the long 


period of mild, unseasonable weather as 
the big factor in throwing a dull com- 
plexion over the trade. Many of the 
larger of the shoe stores, although they 
prepared early for the holiday trade, re- 
ported this business was also slow to 
commence. 
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Where to Buy 


Women’s Shoes 

















FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new modcrls for Spring = attracting — 


favorable attention. Hand turn we ee 
pumps in the latest designs and finest leathers. 


TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








J.W. BARNARD & SON 


Andover - - - Mass. 
Makers of the 
CELEBRATED BARNARD 
COMFORT SHOE 
for Ladies 


IN STOCK 















Phillips Shoe Co., Inc. 
Makers of 

Women’s Turn 

Slippers 

276 RIVER STREET 
Haverhill, Mass. 
Boston Office 

207 Essex Street 


















Where to Buy 


Ballet Slippers 

















BALLET SLIPPERS 


all styles and 
colors— Black 
Kid Soft Toe 
$1.60 — Box 





FERGUSON BROS. CO. 
2121 Washington St. Boston, Mass. 








BALLET SLIPPERS in Stock 


Endorsed by the World's Prominent Dancers 


Bench Made 
BLACK KID SOFT TUE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








IN-STOCK 
BLACK BALLET SLIPPERS 





BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N 








No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 




















—— 
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Men’s Shoes 





Where to Buy 









































(P) M.A.PACKARDCO., Makers 
BROCKTON 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 








BOOT AND SHOE RECORDER 


Several savings banks made pay- 
ments on Christmas Club accounts dur- 
ing the week commencing December 10, 
and trade in all retail lines was expected to 
benefit directly. Thousands of dollars 
were paid out. 


Light Straps and Oxfords 


There is no change in the women’s 
style situation, the shoemen report. Light 
strap patterns are still selling well on a 
comparative basis with oxfords. The men’s 
trade is about an even thing as far as high 
shoes and oxfords are concerned, but there 
is also the same spotty condition to this 
line. 

With the circulation of thousands of 
dollars issued to the Christmas Club de- 
positors, there is a strong promise that the 
shoe merchants will receive at least their 
share spent in holiday shopping. Several 
stores have arranged striking Christmas 
windows as well as making the store in- 
teriors reflect a cheerful, holiday atmos- 
phere. Pretty buckles and ornaments are 
suggested as appropriate gifts. Red and 
green cards, placed in conspicuous posi- 
tions in the stores, draw attention to many 
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maki 

demand. This evening slipper demand is belie 
the brightest note in the trade at the the | 

present, many merchants reports Prid 


einige the I 
Closing-Out Sale Pe 
a 

A closing-out sale was held at Hagan’s, welt: 

505 Washington Street, near West. The Com 

sale was advertised and $75,000 stock of supy 

men’s and women’s shoes were put on presi 

sale. The concern sold its lease on the of th 

store to a New York candy concern. The doul 

Henry E. Hagan Company store at 1090 style 
Washington Street will continue to 

operate. 

Landmark Store Sold “en 

a 

Hodgkins Shoe Company, a landmark, sprii 

on Market Street, Lynn, has been sold to veni 

Tweedie & Cunningham, shoe merchants, the 

of Cambridge, Mass., who will operate it, H 

in addition to their Cambridge store. mos 

waar” that 

Comes from Ecuador wan 


E. Calero, manager of the Sociedad 
Manufacterer De Calzado, of Guaya- 
quil, Ecuador, stopped at the United T 
States Hotel, last week. 





other articles as proper for giving. pari 
Good Call for Evening Footwear Starts New Shop al 
Evening slippers are selling well at most Brophy Bros. Shoe Company, who re- san 
every store. Several windows devote a cently moved from Lynn to Boston, have vari 
comfortable amount of space for display. started to make shoes in their shop at stra 
Velvets, gold and silver brocades and 69 A Street. They have signed an agree- som 
paisleys are all popular and rhinestone or- ment with the Boot & Shoe Workers and 
naments and buckles also are in steady Union. boo 
: dep 
in fi 
LYNN Q 
» leat 
Looking Into 1924 Seasons = 
Many Colors in Sandal Patterns Promised for Spring—Lizard er 
and Alligator Shoes Ordered and 
YNN manufacturers, in opening the facturers hear of the production of so 7 
way to 1924, find that many colors many sandals that they fear an over- 
will sell again. Standard colors of the color _ production of them. “68 
card, new Chinese and Oriental hues, and © The Chinese note has been sounded in Mr 
the familiar browns and grays all are _ strap styles. If the Chinese influence con- 
asked for by buyers. And it looks as if _tinues to gain, new types of Chinese shoes 
white shoes, of kid, calf and cabretta, will be developed. 
would make a considerable gain. Sport shoes promise to be more popu- I 
Lizard, alligator, snake and like grains lar than ever. For immediate sale, welted &T 
have all been ordered. Frog grain is oxfords are wanted in increasing numbers, sty 
mentioned. It is used in Japan; genuine _ but strap styles are still the most popular Mc 
frog skins, too. Tapir calf, in gray shades, form of footwear. Colonials, with buckles mo 
is another possible leather. The grain is and gores, are gaining. Incidentally, boots 
that of the tapir of South America. Some | are selling better than manufacturers ex- 
grains are colored; for instance, alligator pected. 
grains in red, green and blue. comendemey 
N. 
Leaders Differ on Colors Watson’s Welts : tru 
Buyers vary widely in their selections of At the Watson Shoe Company factory has 
colors, so it is impracticable to make a_ they are preparing to make many welt She 
general statement, setting forth the order shoes for 1924, particularly “Fether- v.. 
in which colors will run. welts,” or shoes that are light and dainty, an 


Sandals styles are wanted in large num- 
bers, so orders show. Indeed, some manu- 


stylish and serviceable, and economical, 
too. The Watson people, who have been 
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making welt shoes for 30 years and more, 
believe that these “Fetherwelts’’ are 
the best shoes yet for women to wear. 
Pride in products is, of course, essential to 
the best shoemaking. 

Stylefully, these “‘Fetherwelts” present 
a welt that is lighter and daintier than 
welts hitherto made by the Watson Shoe 
Company. Lasts, patterns, leathers and 
supplies are selected by Albert N. Blake, 
president of the Company, and member 
of the National Style Company, which is, 
doubtless, sufficient to show that the 
styles are correct. 


Many Leather Colors 


Mr. Gorman of Murphy, Gorman & 
Waterhouse, says that colors are selling for 
spring in more variety than he can con- 
veniently name, and that in addition to 
the familiar patent and white leathers. 

Hereports he is booking “‘orders that are 
most encouraging” to those who believe 
that a host of light and dainty shoes will be 
wanted for next Easter and spring time 


Burdett Sandals 


The Burdett Shoe Company is pre- 
paring to make a large volume of sandals 
for spring and summer, orders for them 
having been booked in November. The 
sandals are of a new type, presenting 
variations on familiar arrangements of 
straps and cut-outs. Also, the firm has 
some orders for oxfords, of the sport type, 
and, incidentally, it is selling a number of 
boots for growing girls, from its stock 
department. The boots are cut lower than 
in former seasons. 

Orders for sandals call chiefly for patent 
leather for early delivery, and, for later 
delivery in March and April, white shoes 
gain steadily, according to the order 
sheets. Besides, many other colors are 
wanted, gray in kid, calf and elk, fawn, 
and several shades of brown and red and 
green, too. 

Some colonials, with large buckles, and 
gores under the buckles, are being made in 
the growing girls’ grades. But the bulk of 
business for winter shoes, is on strap styles. 


Sandals and Sports 


Harry Thomas, of V. K. & A. H. Jones 
& Thomas, has designed some new sandal 
style shoes, to be made in both the welt and 
McKay lines, and, also, some new sport 
models, to be made in the welt lines. 





New School Trustees 


Governor Cox has re-appointed Albert 
N. Blake, of the Watson Shoe Company,a 
trustee of the Lynn Shoe School. Also, he 
has appointed Martin Welch, of the Welch 
Shoe Company, and Harry Thomas, of 
V. K. & A.H. Jones & Thomas, trustees of 
the school. Mr. Welch takes the place of 
Charles E. Wilson, who resigns, having 
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Wear Own Leather 


A singular experiment is being 
tcied in a Peabody tannery, for the 
firm has had shoes made of its own 
leather, and has distributed them 
among its employees. Of course, 
employees pay for them. The ob- 
ject of this experiment is to give 
employees an opportunity to study 
the wear of the leather that they 
make. 











retired from shoe manufacturing. Mr. 
Thomas takes the place of Arthur W. 
Pinkham, shoe manufacturer and banker, 
who was chairman of the board, and who 
asked to be relieved of the responsibilities 
of the position. 


Quality Wins Out 

This story was told on the sidewalk by a 
leather salesman, and it is told again to re- 
emphasize the familiar argument for 
quality. “I’ve just been in Blank’s fac- 
tory,” said the salesman. “They are get- 
ting busy again. Quite an experience they 
have had. They build a standard line of 
shoes of tested quality, you know. Well, it 
seems that a country competitor copied 
their lines, in a cheap.grade, and took 
some orders away from them, so they were 
lacking orders for a while. 

“T told them that there are aine ways of 
skinning a shoe that I know ebout—in 












Where to Buy 


Men’s Shoes 























fOR MEN ON THEIR FEET 
THIS SHOE CAN'T Gf SEAT 


ED & EMERSON, JNC! ' 





Boston Uttice: Room 214 United States Hotel 


FREDERICK 8S. PECK 
Worcester, Mass, 


Men’s and Women’s 
Sport and College Shoes 



















PULLMAN TRAVELING SLI 


oe nd ever in Quality and fit 
i Trade (ark Palma: 


sack and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. 
-DWIIDS New York 














upper leather alone, and that I g 
there are 101 other ways of skinning a shoe 
in other materials. But I know only one 
way of maintaining a grade, and that is to 
use materials of tested value. They re- 
fused to skin their shoes, preferring to ac- 
cept a dull run of business. 

“Well, to make a long story short, their 
customers soon realized the folly of selling 
cheap shoes, for less money, and they sent 
back the cheap shoes to their makers, and 
are re-ordering again on the known quality 
line. That is why Blank is starting up his 
factory again.”’ 


New Leathers 


French green is a new calf from the 
Lorraine tannery of Rousmaniere, Wil- 
liams Company, Peabody. It is an adap- 
tation of a color from Paris. The leather is 
delicately boarded. Suede kip is a new 
leather from the Widea, Lord tannery at 
Danversport. It is snuffed on the grain 
side. Hitherto, tanners of side or cow hide 
leather (a kip is the hide of a young cow) 
have found it impracticable to snuff 
leather on the grain side. But Widen & 
Lord have found a way to snuff kips so as 
to make suede finish on the grain. 

Peabody tanners are finishing up the 
largest production of suede calf leather 
in the history of the trade. 





WHEN Visit Us 
Waen in Your Town We Wiz Visit You 








Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 


Do You Know 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 





























Where to Buy 


Men’s and Women’s Slippers 
































Imported Satin Brocadesand Metal Cloth. 
$2.10 per pair and up 


ext MGUSTING ” wevsemf 





Specidli in Medium and+ 
1GH GRADE 
Pu ck 2 SLIPPERS 
all s/tyla* made of Do ic and 








Of the For the 
Better R Better 
Grade Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 





















est 
allets 
eudoirs 
owling 
326 W. Monroe St. 


Chicago 
M._ SUMNER SMITH CO. 











Felt Satin and Leather 
Soft Sele Slippers 
For the entire family 
No. 7300 Satin tn these 

colers American 


er, B. ue 
Black, Taupe and Pink. 
Send!for Price List 


NEW ENGLAND SLIPPER CO. 
140G reen St., Worcester, Mase. 












PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N.Y. 
HIGH GRADE MULES AND P’ORSA YS 














Where to Buy 


Boys’ Shoes 
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AShoe forBoys 
That Wears 


Marston & Tapley Co. 











BOOT AND SHOE RECORDER 


Griess-Pfleger Company, will soon start 
its new tannery in Peabody for the manu- 
facture of calf leather. 

Pigskin, tanned especially for shoes, is 
being used for sport and street shoes for 
1924. It is in 60 different New England 
lines. It has a natural grain. 

Pigskin is now tanned especially for 
quarter linings of pumps and oxfords. It 
has no grease in it. So it will not soil 
stockings. It wears to a hard, polished sur- 
face, like that of a pigskin saddle. 


Trade Notes 


Merrill, Porter Company have finished 
a record high volume of business on 
Christmas slippers, and booked a large 
volume of orders for their new sandal 
styles for women’s street wear. 

MacLaughlin, Conway Company is 
using wood heels at the rate of 5000 pairs 
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a week. They were among the first of 
Lynn firms to make a specialty of wood 
heel styles. Their department, for at- 
taching wood heels, is classed as a model. 
Shoe experts study its methods. 

Lynn counter manufacturers tell of a 
larger demand for sole leather counters, 
which they consider due to the present 
types of shoes, which should fit snugly 
and smoothly at the heels. 

The Putnam Shoe Company, Salem, is 
making sandal styles, by the Goodyear 
welt process. 

The Miller Shoe Company, Salem, has 
a good volume of orders for stitchdown 
shoes. 

The Little Witch Shoe Company is 
finishing up its best business of fancy 
soft sole shoes, for Christmas. 

A. E. Little & Co. finds that its sales of 
health shoes, with its patented shanks, are 
going to a new peak in 1924. 





PHILADELPHIA 


Orders for 1924 Delivery 


Some Factories Receive Business for Future Months—Velvets 
Moving Along Well 


OME of the large factories here are 

getting some orders for delivery in 
the early part of next year. Others feel 
that there will be fairly good buying after 
the first of the year. Present business, 
however, is very quiet. Suedes in grays, 
tan, and black are as active as anything. 
Velvets are also moving better than the 
rest of the line. One manufacturer finds 
some call for kid in tan oxfords, another 
in a few high shoes, and quite a few in 
trimming. Some white kids are being 
made for spring though the factories are 
not yet going ahead very strong along 
these lines. The demand for gores is 
spotty. 


Improvement Noted by 
Bank 


An improvement in the general tone 
of business during November is com- 
mented upon in the current monthly 
review of business conditions of the 
Federal Reserve Bank of Philadelphia. 
It says the improvement manifests itself 
not so much in orders for future delivery 
as in substantial sales for prompt ship- 
ment and in a feeling of greater confi- 
dence regarding the outlook for the next 
few months. Heavy freight car loadings 
and a well sustained volume of whole- 
sale and retail sales are indicative of a 
continued heavy distribution of goods. 


Lizard and Alligator 


Some upper leather dealers here think 
that demand for lizard and alligator will 
be short-lived while others think they are 


due for a good run, pointing to the fact 
that red, green, and blue sold very well 
last summer though everybody was 
afraid of them. Upper leather merchants 
say that the trade seems to be taking 
these colors seriously for spring. Both 
light and dark browns are expected to be 
active in the spring. Grays and whites are 
expected to enjoy at least the usual 
spring demand. Glazed kid is still used, 
chiefly as trim though some oxfords are 
being asked for. 


Gift Slippers Pushed 


Retail stores here are offering a varied 
line of slippers for gifts. Among the John 
Wanamaker offerings of women’s bed- 
room slippers are Comfy slippers of the 
high-low type with and without heels, 
leather slippers in brown and black with 
heels and pompons, Juliets of quilted 
satin, and Juliets of felt with leather 
soles and heels. Strawbridge and Clothier’s 
is featuring its line of Daniel Green felt 
Comfys at $2.50 and men’s Romeos of 
brown kid, full kid-lined, with hand 
turned soles and low, broad leather heels 
at $5. They have firm silk goring. Among 
the offerings of Snellenburgs are women’s 
felt Juliets, hy-low slippers, moccasins, 
kiddies’ cuff top bootees, infants’ felt 
Juliets, and men’s Romeos, Everett 
house slippers, and felt hy-lows. 


Use Variety of Slogans 


A variety of slogans is being used by 
shoe stores in advertising. The I. 
Miller store stresses ‘‘Beautiful Shoes’’; 
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Geuting’s uses *“*The stores of famous 
shoes’?; Dalsimer’s says **’Tis a Feat to 
Fit Feet’’?; Winkelman’s features ‘‘Style 
in Quality Footwear’’; Hallahan’s uses 
the phrase **Good Shoes’’; the Louis 
Mark stores are displaying ‘‘The Louis 
Mark Shoes of Quality’’; Educator shoes 
urge the public to “‘go barefoot with 
shoes on’’; Christian’s in Frankford uses 
‘Say, you ought to be in Christian’s 
Shoes”?; and Benjamin F. Getz says 
**Always Choose Getz Shoes”’. 


One Price Window 


During a recent sale of men’s shoes at 
the Royal Boot Shop 25 styles were 
featured in one window at $3.65, 50 in 
another at $4.65, 85 in a third at $5.25, 
and a number in a fourth at $6.65. 


Sends out Calendars 


The Pennsylvania Shoe Retailers Asso- 
ciation has sent out calendars urging 
retail shoe merchants to attend the con- 
vention here next month. Between the 
dates on the calendar bits of information 
and urgers to attend are printed in red 
ink. The calendar shows the month of 
December and the month of January up 
to and including the 21st, which is the 
last of the three days on which the con- 
vention will be held. 


Alligator Trim Featured 


Burton B. Turner of Hanan and Son 
reports a good demand for suede shoes 
with alligator trimming. One model is a 
one-button strap brown suede with con- 
cealed side gore with alligator trim and 
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Record Retail Trade 
Predicted 


Bradstreet’s local survey says 
that Christmas buying has become 
so active that business houses are 
predicting that it will establish a 
new high record. Demand set in 
earlier than usual and is embrac- 
ing the more expensive type of 
goods. It says that the hide and 
leather market is dull with leather 
substitutes in increasing demand. 
Shoe wholesalers and jobbers re- 
port demands light with women’s 
novelty footwear predominating. 
Prices hold firm and collections 


are poor. 











alligator heels. It is priced at $22.50. 
Others featured are gray with gray alli- 
gator, and black with black alligator. 
This firm is showing gold and silver bro- 
cades with and without kid trim. It is 
also showing some colored brocades 
though it is keeping away from Paisley 
brocades. It reports quite a strong demand 
for box heels. Black and dark brown suedes 
are selling well. Satins are slipping. 
One model in suede with which this store 
has been very successful comes in dark 
brown, otter brown, and black. It has a 
cut-out cross strap containing a gore and 
a cut-steel buckle over the strap. It sells 
for $16.50. Most of the buckles sold are 
priced around $15, though this store is 
making sales all the way from $3.50 to 
$25. Business this year is running a little 
ahead of the corresponding period last 
year. 





BROCKTON 


Shoe Lasts for 1924 


Some Modifications in Some of the Leaders—Brogue Effects 
Will Be Popular as Well as Other Types 


ROCKTON modelers of men’s lasts 

for the coming season are working 
principally along the line of changes from 
the so-called French type of toe. This, in 
a medium wide effect, has been quite 
popular during the past twoseasons, carry- 
ing a flat tread and low heel. It was first 
shown by makers of men’s high-grade 
shoes and followed later by the medium 
and lower-priced lines. The new shapes are 
working in both directions from the 
French model, that is, on narrower as well 
as on the wider toes. 

The modified “duck bill” and wall-sided 
toe are two extreme models of this type. 
Brogue effects in English fashion also are 
utilized in lasts shown by the local houses. 
A swing last is another type which is re- 
ceiving attention from some concerns. In 
last making, as in shoe manufacturing, the 





buying is no longer a seasonal affair. Shoe 
manufacturers are constantly seeking new 
developments and requesting last makers 
for samples from their designers. The last 
manufacturers in their turn are working in 
harmony with the present buying and 
selling methods. Brockton’s last making 
concerns, which have been in business for 
many years, include: Brockton Last Com- 
pany, Mawhinney Last Company, Wood- 
ard & Wright Last Company, and the 
Sturgis-Jones Last Company. 
Packard Shoe to Be Nationally 
Advertised 


M. A. Packard Company, makers of the 
Packard shoe for men, beginning early the 
coming year, will be represented in na- 
tional advertising. The Phlexopedic shoe, 
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Children’s Shoes 

















“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











SOFT SOLES 


A Wonderful Line for the 
Wholesaler | 
























8 POSNER's 


FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 


ahASTORY NY. 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Gane. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 
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Shoe Illustrations 
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Where to Buy 


Standard Shoe Materials 




















ELDITE 
ILLER 


THOMPSON-FIELD COMPANY, 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO 








COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Feot ween” 




















newspapers. Distributed 
byallre resentative 
job bers. 2 pete cost $18 
sell for $36. Our Counter 
Salesman Helps Sales. 
Detachable ROBERT E. MILLER, Inc. 
Rubber Heels 11 Broadway, New York 














T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








Danses Manufacturers 

in the World of 
- Blach Glazed Kid 
A sKid/ Sunpass LEATHER ©. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


REESE & COOK CO. 
oe 95 South St. Boston, Mass 














There's a 





¢ about the window display of the Cinderella Boot Shop, Birm- 
ingham, 7 or is easily seen from any angle. It is a women’s store. 





a corrective shape specialty with which 
this concern is identified, will be featured 
in national as well as business paper ad- 
vertising. The stock department will be 
enlarged. 

M. A. Packard Company is one of 
Brockton’s oldest established concerns, 
the late Moses A. Packard being its 
founder. Afterward he was associated with 
Robbins B. Grover as Packard & Grover, 
this firm -being succeeded by the present 
concern, of which Oliver M. Fisher of 
Newton, Mass., is president, and John S. 
Kent of Brockton, treasurer. The United 
States and foreign countries are covered by 
M.A. Packard Company in their sales of the 
Packard line. A large force of salesmen is 
employed, many of whom have been as- 
sociated with the concern for a long term of 
years. Merchants handling the M. A. 
Packard line will be interested in the, new 
advertising plans as in the line of prog- 
ress and modern development. 


Time Required in Shoe Pro- 
duction 


A manufacturer of men’s shoes in the 
middle West recently sent to a Brockton 
concern his schedule of factory operation 
on a line of men’s footwear. This schedule 
called for 22 days—carrying the shoe from 
beginning to completion. The western 
manufacturer was desirous of cutting down 
this schedule. The Brockton concern 
mentioned and others in this city allow 
17% days to put the shoes through the 
factories. This schedule, as given by a 
member of the local concern is as follows: 

Stockroom, 1 day; cutting, 3 days; 
stitching, 44 days; lasting, 1 day; making, 
5 days; finishing, 1 day; treeing and dress- 
ing, 1 day; packing, 1 day; total, 17% 
days. 


This allows for shoes being seven days 
on the last, which is considered desirable 
for effectiveness in made-in-Brockton 
footwear. 


Barbour in City Government 


Perley E. Barbour, president of the 
Barbour Welting Company of Brockton, 
was recently re-elected by a handsome 
majority to the city government of 
Quincy, Mass., where he is a resident. Mr. 
Barbour has been for several years active 
in municipal affairs of that city, in addi- 
tion to trade activities as a member of one 
of Brockton’s largest and most successful 
concerns affiliated with the shoe trade. 


Stock Is Doubled 


New Orleans, Dec. 14—The Walk- 
Over Shoe Store recently re-opened with 
one of the most beautiful establishments 
in the South and carries double the 
amount of stock that it has carried in the 
past. The newly-equipped store is at 807 
Canal Street and will offer only women’s 
and childrens’ shoes. The Walk-Over 
establishment at 130 St. Charles Street 
sells men’s shoes. 

Sport, walking oxfords and orthopedic 
shoes will be handled on the second floor 
while the style shoes will be sold on the 
first floor. Walls and stock shelves of in- 
laid walnut have been installed. 

Isadore Jacobs is proprietor of the store. 


Shapely Ankles 


New York—A leading dancing master 
advises dancing for making ankles shapely, 
and limbs, too, for that matter. He says 
that dancing, especially on the toes, 
elevates arches and round ankles, so that 
they are shapely. 
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Women’s Oxfords Selling Freely 


Better Tone to Trade in Shoe Stores—Felt Slippers and Ho- 
siery Enjoying Good Demand 


MARKED improvement was shown 

in the shoe buying during the week 
ending Dec. 8. Women’s departments are 
receiving numerous calls for black and 
brown kid and calf oxfords. Black satin 
pumps are strong sellers. The new Martha 
Washington colonial pump was intro- 
duced to the local trade by McCurdy’s. 
The sale of felt slippers increased the 
total week’s gross receipts considerably. 
Hosiery, both silk and wool, was reported 
as selling freely. 


Discuss Advertising 


Whether it is advisable for a shoe 
merchant to advertise regularly and also 
insert a week-end footwear special ad- 
vertisement was the question discussed 
by two local shoemen, both members of 
the Rochester Retail Shoe Dealers 
Association. One of the merchants did 
not believe in the idea of featuring a 
special shoe at a price for the last two 
days of the week and then boost the 


price the next week. The other shoe mer- 
chant believed it was best to run the 
special priced shoe as a part of the 
regular ad. and to keep the price the same 
the following week. Both agreed to con- 
clude the discussion at the next meeting 
of the Rochester Retail Shoe Dealers 
Association. 


Initials on Overshoes 


Initialed four-buckle overshoes at the 
Olmstead shoe department of McCurdy’s 
sold well. This shoe department also 
featured skating shoes of elkskin to match 
skating costumes. Blue, white, green, 
red, brown, gray and black elk shoes for 
women were displayed. 

Urges Early Shopping 

Advising the public to shop early was 
the text of a small ad. run by the Phelan 
Shoe Store. *‘Broader merchandise as- 
sortments, less crowded stores, leisurely 
selections are all good reasons for shop- 
ping early,’’ the advertisement stated. 





BUFFALO 


Demand for Gift Merchandise 


Good Volume in Shoe Stores During Early December—Satins 
Good in Evening Shoe Numbers 


HRISTMAS shopping has begun in 

earnest and retail shoe merchants 
report a brisk demand for gift footwear, 
such as felt slippers, gaiters, etc. In fact 
the first week of December compares 
favorably in volume with the same 
period last year in spite of the fact that 
the weather is quite unseasonable. Of 
course, this type of business is counted 
on by the shoe merchants under any 
circumstances and therefore does not 
compensate for the fact that leather foot- 
wear has moved very slowly. With No- 
vember overshoe merchants are looking 
back on one of the worst months of the 
year. Had it not been for a solid week of 
rain at the tail end of the month, there 
would have been no redeeming feature. 


Slow Slart for Overshoe Demand 


Contrasted with a year ago, the over- 
shoe business has been negligible. There 
hasn’t been the slightest opportunity to 
feature overshoes, which proved such a 
popular line in 1922-23. There has been 
no semblance of snow although the 
weather prognosticator has been long on 
promises and the temperature hasn’t 





dropped low enough to even require 
coat collars buttoned up. This time a 
year ago there was a fair-sized hole in 
the stock of overshoes and some of the 
more pessimistic dealers are beginning to 
look for an open winter such as we had 
about three years ago. *‘If winter comes”’ 
—with the emphasis on the first word, 
is what the shoe merchant is worrying 
about. 

Evening footwear is moving better 
just now than that for afternoon or 
street wear, the women showing prefer- 
ence for satin end patent novelties in 
medium heels. Suedes, especially the 
lighter colors, are quiet. 

Male customers are pursuing their 
same old policy of buying only when they 
absolutely need new shoes. Then, how- 
ever, many select the higher grades for 
their lasting qualities with heavy soles 
to obviate the necessity of wearing 
rubbers. 


Airey Buys Store 


E. C. Airey, president of the A. & D. 
Shoe Co., 487 Grant Street, has acquired 
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THE VANITY 
| NOVELTY WORKS 
1261 Atlantic Avenue 
Brooklyn, N.Y. 
—_— 
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pale but- 
pins. 
Price $5.40 per box 
KAHN & BUICK, INC. 
291 Adams St. 








Latest Creations in Shoe Ornaments 
We make them in all colors. 
BEADED ROSETTES 

Write for samples. Write to 








D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 


BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 











Where to Buy 


Engraving and Printing 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 











Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the 
Write and tell us what you 
like to know. 
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An inviting entrance dominates the front of the new K. W. Watters Company shoe store in 
Buffalo, N. Y. Well arranged window displays exert a commanding note in attracting attention. 





the store formerly operated by Dean A. 
Wilcox, on Fillmore Avenue, at Leroy 
Avenue, and will operate it as a branch of 
his larger establishment. Mr. Wilcox’s 
retirement was due to ill-health. Mr. 
Airey will continue to feature brands of 
Endicott-Johnson and the P. W. Minor 
Shoe Co., carrying a complete line of 
men’s, women’s and children’s shoes as 
well as men’s and women’s hosiery. 
Mr. Airey has been identified with W. H. 
Walker & Co., wholesale shoe merchants, 
for a number of years. 








A Measure to Help Retail 
Shoe Merchants 


Legitimate shoe merchants, who 
have complained bitterly against 
misleading advertising of some of 
their less scrupulous competitors, 
are promised early relief through 
the Buffalo Better Business com- 
mission. In this new organization, 
supported by the leading retail 
merchants of the city, an agency 
is created for the purpose of purg- 
ing the shoe trade, as well as other 
lines of business, of unethical 
practices. With the support of the 
daily papers, this commission hopes 
through publicity to eradicate this 
evil. If necessary recourse to the 
state advertising law will be taken. 
although this course has been neces- 
sary thus far in but few instances. 


The Buffalo Better Business 
commission finds that one of the 
principal evils is that of compara- 
tive prices and the selling of mer- 
chandise of inferior quality—sec- 
onds in most instances—for first 
grade goods. This commission will 
confer with the Buffalo Retail 
Shoe Dealers Association at an 
early date and submit a list of 
recommendations for adoption by 
every member in the trade. With 
the co-operation of the newspapers, 
advertising, proven to be mislead- 
ing, will not be accepted. 























Shoes for Japanese Earth- 
quake Victims 


To the men who are now busily engaged 
in helping re-build the leveled cities and 
villages of Japan’s devastated regions and 
to the almond-eyed school children of the 
Kingdom of Flowers, the American Red 
Cross has sent 100,000 pairs of American- 
made shoes. 

These shoes were purchased on a com- 
mercial basis from four leading American 
shoe manufacturers, Endicott Johnson 
Corporation, of Endicott, New York, a 
firm which immediately made a gift to the 
American Red Cross of 16,000 pairs of 
shoes; The Joseph M. Herman Shoe Com- 
pany, of Millis, Mass., A. G. Walton & 
Company, Boston; and the R. P. Hazzard 
Company of Gardiner, Maine. Delivery 
was made on or before November Ist, be- 
cause to save a day in expediting Red 
Cross relief supplies to Japan often meant 
to save a hundred or more lives. 


Strong Calf Muscles 


Boston, Mass.—A demonstration in a 
gymnasium here showed that the calf 
muscles are the strongest muscles in the 
body. Any fitting clerk can try the same 
demonstration himself. Let him weigh 
himself, then rise on his toes. His calf 
muscles lift the weight of his body. Thea 
let him get a dumbell of a weight equal to 
the weight of his body. Let him lift that 
with his arms, above his head if he wishes 
a severe test. It will soon become obvious 
that he can lift that dumbell, with his 
arms, but only a few times. But he can 
keep on walking and lifting the weight of 
his body with each of his many steps. The 
test proves the strength of calf muscles 
and the importance of good shoes. 








Its 47th Anniversary 


Des Moines, December 3.—The Utica, 
claiming to be Iowa’s greatest apparel 
store for men, women and children, re- 
cently observed its 47th anniversary. The 
concern held a banquet and an anniversary 
sale. Many changes in the store were 
made allowing a bigger business. 
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Hosiery 

















H°LLYwoo 


Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 


Harrington & Waring 
41 Union Sq. W. New York 











J. R. BEATON CO. 
HOSIERY] tm 
331 Fourth Ave.,New YorkCity 
‘AS You CHICAGO 
LIKE iT” 227 West Jackson Blvd. 
Ae POF... ae 
— BOSTON 








99 Chauncy Street 








Artcraft 
IK HOSIERY MILLS 


Erie Ave. & Amber St., PnlledeS hie 
Manufacturers 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 
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Shoe Patterns 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Fish Skins Useful 


Skins are on the fish of the sea, the 
same as on animals of the land. Fisher- 
men take skins from fish, the same as 
packers take hide from steers. Fishermen 
sell fish skins (cod and haddock) for three 
and a half cents a pound, which is quite 
a bit under the market price of cattle hides. 
That’s $70 a ton for fish skins. 

Years ago, fishermen paid dump boats 
$1 a ton for taking fish’ skins out to deep 
water and dumping them. From a ton of 
fish skins a glue maker gets from five to 
seven gallons of top grade glue; also a 
quantity of chicken feed and rich fertilizer. 
Fish glue will stand a pull of 2100 pounds 
to the square inch. 

It is used in various operations in shoe- 
making, such as sticking on wood heels, 
also for pasting labels and other things. 
It is used in shoe finishes, too. Most every 
store has a bottle of glue handy. However 
the main point is the familiar story that 
nothing goes to waste, not even the skin of 
fish, in these days of economy. 
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In Colors 
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TONY 
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TONY 
BLACK 


. | Rated at “‘Scratch’’ for Golf Shoes 


Golfers want in a Golf Shoe a leather that A leather that sheds water, and still doesn’t 
is soft to their feet but that also gives firm harden or stiffen when the shoes are laid 
support. away in the locker. 


CRESCO Is All This—and MORE 
CRESCO isn’t a greasy leather, but hasa CRESCO may be worn tobusiness, atthe club- 


beautiful surface that takes a perfect shine. house or on the links with perfect propriety. 


CRESCO Is the Only Waterproof Leather | 
That Takes and Retains a Polish 
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Golf Shoe of CRESCO 


With Grain Apron 


Manufactured by 


COMMONWEALTH 
SHOE and LEATHER 
COMPANY 
WHITMAN MASS. 








SALESROOMS 
95 SOUTH ST., BOSTON 


TANNERIES 
DANVERSPORT, MASS. 






P. A. HENRY & CO. SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. NEW YORK CITY 






Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Profit Depends Upon Tuertovers 


Retailers who use our In Stock 
service for Stylish Turn Slippers 
for Growing Girls find quick 
turnovers and better than the 
usual profits. 


Burdett’s Turns and Welts are 
truly built up to a standard. 
Price is commensurate to the 
quality produced. We are serving 





Style 549—Turn 


Style 545—Turn ° : 

—Black Satin, — Suede Trim, 8-8 Of incieasing number of er 549—Patent Leather, 8-8 Leather fee 
Soonel tod AA to C..... $4.70 chants who are building their BA tC. ...5. Mei. .cdseh wad $4.00 
oy Patent Leather as te 8- 8 Leather business and reputation through 

eel. . . 
I cencutssaonintaicedacnm $4.35 the selling of worth-while shoes. 


If you do not know us, we will be glad to arrange for a sales- 
man to call, or send our catalog, or samples. 


BURDETT SHOE JE, COMPANY” 


nwa, Pt A. 
BOSTON SAMPLEROOMS: 183 ag STREET 


Ea HAAS HTT SHAS HUTT SHULL s MULLS HUTT sss ts A ss tH 


SPAT TIME—NOW! 


TRU-FIT SPATS 
are true fitting—well made and ready for instant 
shipment. 


Int a ae 3 
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CLOTH and FELT— 10 Button, under Buckle 
Regular and Fat Ankle Patterns for Women 


FAWN GRAY 
BROWN BLACK 


I og. tntnnenddtaeenabneeenel $16.50 doz. 
es ee Se I e's vnicnsdipecnnesaewaedaween 24.00 doz. 
ee ee 12.00 doz. 
ee ee ee eee 18.00 dez. 


SPECIAL—Cloth Back Only—Regular Pattern 
$10.00 dozen 


Men’s Spats in Cloth and Felt also IN STOCK 


LAING, HARRAR & CHAMBERLIN 


43 N. THIRD STREET : : PHILADELPHIA 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SHOE TRAVELER ® 


This Department is conducted by Helen M. Haney, Associate Fditor 


B. A. T. S. S. Have Strong Organization 


Co-operation Keynote of December Meeting—President Zorn and Secretary McDonald 


HE Buffalo Association of Traveling 
i Shoe Salesmen, popularly known as 

the “BATS,” are firm believers in 
organization. That they practice what 
they preach is demonstrated by their 
membership which shows that every shoe 
traveler in the city of Buffalo, save two, 
has his name entered on the roll call of this 
live wire association. 

The “BATS” held a most enthusiastic 
meeting at the Hotel Statler on Saturday, 
December 1, at which “Co-operation” 
was the keynote. A special invitation to 
attend this meeting was extended to Frank 
J. Weber, president of the N. S. T. A., to 
lend his inspiration to the “get-together.” 


President Weber, however, was working tC 


busily on his territory, and it was impossi- 
ble for him to attend. He, therefore, dele- 
gated Secretary Delany to represent the 
national body. 


A Large Membership 


The meeting was called to order by F. A. 
Zorn, who in his usual able manner, pre- 
sided over the assembly to the satisfaction 
of all. Vice-President Charles W. Martin, 
was present and gave a fine report, as did 
Secretary R. J. McDonald, who read a 
very full account of the year’s activities 
and gave a report on membership, showing 
that the percentage of those eligible was 
98, and that the association was in a flour- 
ishing condition. 


Annual Visits from National Officers 


Many resolutions were formulated for 
presentation to the National Convention, 
to be held in Boston, January 7—9; one of 
which is that at least one member of the 
executive board of the National body 
shall visit each association in an official 
capacity at least once a year. This resolu- 
tion was framed as a result of the selling 
argument put forth by Secretary T. A. 
Delany,—in a 40-minute talk on “What 
the National has Accomplished for All 
Commercial Travelers, Particularly the 
Shoe Traveler.” 


Delegates to National ‘‘Meet”’ 


Secretary Delany Represents National 


Secretary Delany stressed the import- 
ance of co-operation between all branches 
of the allied industries—the manufacturer, 
the shoe traveler, the wholesaler, the retail 
merchant, the retail shoe salesman—all 
forming one complete and strong chain. 
Mr. Delany showed that the N. S. T. A. 
has been a strong factor in bringing about 
a better co-operation among all branches 





F. A. ZORN 


President of the Buffalo Association of Traveling 
Shoe Salesmen. He travels for W. B. Coon 
Company 


of the trade and is today working untir- 
ingly toward still greater accomplishments 
in that regard 

At the close of Mr. Delany’s talk, many 
questions were asked of him, among which 
were: hotel rates and grievances, inter- 
changeable mileage, Pullman surcharge, 
and other items of the National’s legisla- 
tive program; also as to positions secured 
—on all of which Secretary Delany gave a 
very comprehensive report. 

An elaborate luncheon at the Iroquois 





room of the Statler was one of the pleasing 
features of the meeting. 


To Entertain Buffalo Merchanis 


It was voted to invite the Buffalo Retail 
Shoe Dealers’ Association to be the guests 
of the B. A. T. S. S. at a luncheon, to be 
held in the near future, when a discussion 
of local problems of merchandising might 
be discussed. 

President F. A. Zorn and R. J. Me- 
Donald were elected delegates to National 
Convention at Boston. 


Dues Temporarily Increased 


One of the results of the National 
Secretary’s inspiring talk, which it was 
generally conceded stirred up more en- 
thusiasm than has been evident in the 
local organization since its inception, 
was the settlement of the dues question. 
It was voted to increase the dues from 
$5.00 to $7.00, the idea being that this 
would cover all assessments and- elim- 
inate petty charges. When the associa- 
tion has built up a comfortable surplus, 
the dues will be reduced to the old figure, 
it was decided. 


Election of Officers 


Election of officers will take place at 
the annual meeting in January, when 
two tickets will be voted on, nominations 
for same have been made, as follows: 
President: Charles W. Martin, Weyen- 
berg Shoe Co. and James H. Stelley, Rice 
& Hutchins Inc. ; first vice-president, H: J. 
Spelter, W. H. Walker & Co. and T. J. 
Furlong, Lewis A. Crosset, Inc.; second 
vice-president, George S. Hess and Nor- 
man Anderson, W. H. Walker & Co.; 
third vice-president, Edward C. Diffine, 
W. H. Walker & Co. and W. H. Beck; 
fourth vice-president, Victor A. Zorn, 
W. B. Coon Co., and Carl Lindstrom, 
Endicott-Johnson Corp.; secretary and 
treasurer, Charles W. Reis, U. S. Rubber 
Co. and Roland J. McDonald, Krippen- 
dorf-Dittmann Co. 
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A NOTABLE STYLE ACHIEVEMENT 


BARNET’S 
GLASS TAN 


TAN 
BROWN | 


RED - 
BLACK 
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Samples of GLASS TAN, together with names of prom- of 

inent manufacturers using it, gladly sent on request ” 
Made in Lynn 

g 

oO 

J.S. BARNET & SONS, Inc. P 

Tanneries Salesrooms, 75 South St. t 

LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. s 

CABLE ADDRESS - - - “TENRAB’’ 8 
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**‘Maintain a Standard Reputation’’ 
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JOHN F. TRAVERS 


the John F. Travers 
pany 
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“Jack” Travers on Trip 


John F. Travers, treasurer and mana- 
ger of the John F. Travers Shoe Co., 
left Boston this week to call on his trade 
through Western Massachusetts, includ- 
ing Springfield and other cities, and then 
on through to Albany, N. Y. Mr. Travers 
will return to Boston the latter part of 
next week. “Jack” is an enthusiast on 
his business. And he understands the 
retail shoe business thoroughly, too, hav- 
ing for many years, prior to the forma- 
tion of the John F. Travers Shoe Co., 
sold shoes over the fitting stool. He is one 
of the younger generation of live-wire, 
energetic salesmen. 


Business Is Good 


Said Mr. Travers, “We are doing a 
good business all the time on our ‘Whirl 
of the City’ lines in oxfords and strap 
pumps, patent, black and brown kid, 
which are carried in stock. We have also 
taken on a splendid selling shoe called 
“The Travers’ Flex-Eze shoes. These are 
made of fine kid and are top grade con- 
struction in every way. I find that my 
trade is very much pleased with these 
shoes and we expect great things on both 
these lines.”’ 


Business “Moderately Good” 


W. Henry (Harry) Dean, of Leonard, 
Shaw and Dean, who covers the West for 
his house and A. E. Rankin, who covers 
Texas for Reynolds, Drake & Gabell, re- 
turned from their trips some two weeks 
ago. When interviewed, both men were 
“hob-nobbing” in Mr. Dean’s office at 
183 Essex Street, Boston. Each one re- 
ported that business was moderately good. 
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Boston Has Latchstring 
Out for N.S. T. A. Con- 


vention 


Boston has hung out the latch- 
string for the N. S. T. A. Conven- 
tion of January 7—9. ““New England 
hospitality at its best,”’ is the slogan, 
which New England shoe manufac- 
turers, shoe wholesalers and leather 
manufacturers, are sounding. And 
“the boys” are responding in large 
numbers. Headed by “Daddy” 
Earl, that beloved veteran of the 
shoe traveling fraternity, reserva- 
tions for hotel accommodations are 
pouring in from every part of the 
country. 

The following is an invitation to 
the members and delegates of the 
National Shoe Travelers’ Associa- 
tion from Herbert T. Drake, Presi- 
dent of the New England Shoe and 
Leather Association. 

In behalf of the gitied s shoe and leather 
trades of Boston and the New England sec- 
tion, I wish to extend to each and all of you, a 
anticipation, a most cordial welcome to 
world’s leading footwear city on the 12... 
of your, Association’s coming Annual Con- 
vention, January 7 to 9, 1924. 

Let me assure you thal our industry greatly 
taht ie the decision of your Association 

'd its 1924 meeting in our historic city. 
here is no organization of our kindred indus- 

bie whose representatives we would be more 
glad to greet and it will be the endeavor of the 
New England Shoe and Leather Association 
to do everything in its power to make the stay 
of your delegates a pleasant and profitable one. 

New England, which produces half of the 
——: footwear, and in which the shoe in- 
dustry has flourished for nearly three centur- 
ies, an knows how to appraise the value to 
our entire trade of our aggressive traveling 
salesmen. It is our cordial hope that the dele. 
gates will tarry with us long enough to let us 
ames uaint them with some of the important 

nces that have been made in New Eng- 
aoe shoe manufacturing during the recent 


poston’ latchstring will be out to “the 
the shoe 

tion eek, and man 
and tanners alike ‘will delighted to welcome 


them. 
With a wishes for a most successful 
meeting, I a 
—— Sincerely, 
HERBERT T. DRAKE 
166 Essex Street President. 











New York Boys Elect 
Officers 

The Boot and Shoe Travelers’ Asso- 
ciation of New York held its annual 
meeting on November 30, and elected 
officers for 1924, as follows: H. L. Rogers, 
president; F. L. Armstrong, first vice- 
president; John L. Doyle, second vice- 
president; S. A. McOmber, secretary- 
treasurer. L. C. Hart was elected to fill 
the vacancy on the board of governors. 
In order to encourage larger attendance 
it was unanimously voted to eliminate 
the noon hour session and hold meetings 
at 8 o'clock, with no dinner beforehand, 
at a place to be designated later by the 
secretary. 

“A successful man makes his stumbling 
blocks, his stepping stones.”—John D. 
Rockefeller, Jr.. 




















“SYD” CURRY 


Who sells the Ordway § Clark, Inc., line of 
women’s high-grade shoes. His new Boston office 
is 705 Rice Building 





Butts Selling Boots 


One of the energetic salesmen, who dur- 
ing the past year has been making his line 
and himself a welcome visitor in the stores 
of New England is L. E. Butts, who covers 
this section for the Boyd-Welsh Shoe Com- 
pany. 

Mr. Butts succeeded “‘Bill’’ Flood, who 
had been with the St. Louis house for 
many years. Prior to that, Mr. Butts trav- 
eled the South for the Boyd-Welsh folks. 
Mr. Butts makes his home in Brookline, 
Mass., and says that the longer he stays 
in and around the Hub the better he likes 
it—in fact, he regards himself now as a 
professional “‘bean eater.” 

Mr. Butts was interviewed while calling 
at the store of Gillett-Upton, Inc., Boston, 
and explaining the merits of some snappy 
new creations. He explained that the idea 
of the black satin boot which his house has 
recently introduced and which is meeting 
with good favor had come from Italy. Mr. 
Butts states that he is covering New Eng- 
land thoroughly—both big and little 
towns and notes with much satisfaction 
that the small dealer is a good buyer on his 
high-grade novelties. 


Optimist on Fine Welts 


Albert N. Blake of the Watson Shoe 
Company left Lynn recently on a selling 
trip. Before leaving, he expressed the opin- 
ion that prospects are bright for the sale of 
fine welt shoes. 


Sachs Salesmen on Trips 


The salesmen of the Sachs Shoe Manu- 
facturing Company left Cincinnati Decem- 
ber 3 for a three-weeks’ selling trip in their 
respective territories with the new designs 
which the Sachs Company are offering to 
the trade. They are Ben Sachs, A. F. 
Alexander, Carl Mellage, B. Israel, P. K. 
Olson, L. G. Burdin, A. J. DeMinter. 
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BOSTON 
10 High Street 


4 YEE ‘Seaan 


(ARNOLD 
[: GLOVE. 


GRIP 
\ SHOES 





YOUR IMMEDIATE NEEDS OR LATER REQUIRE- 


MENTS 


FOR ARNOLD’S 


‘““GLOVE-GRIP” 


SHOES WILL RECEIVE CAREFUL ATTENTION 


SERVICE IS A MATTER THAT IS REGARDED 


SERIOUSLY BY US 


In addition to our desirable in-stock numbers 
on which our dealers do a large steady business, 
there is a great demand for special “Glove Grip” 
Styles. These special styles are made to order. 
Requirements are anticipated and “Glove Grip” 
dealers can safely.place orders in advance of time 
required, for the public demand is certain and no 
risks are taken in buying “Glove Grip” shoes. 
The exclusive Arnold “Glove Grip” feature 


lifts buyers above competition. Our patented 
process cannot be duplicated, as it is patented. 
Sell your customers “Glove Grip” comfort, and 
they will be steady customers of your store. They 
cannot get “Glove Grip” comfort, in any other 
shoe. Follow our advertising in business papers 
and the Saturday Evening Post. The “Glove Grip” 
shoe enjoys an International reputation for ex- 
cellence, and it will be preserved. 


IN STOCK OR MADE TO ORDER 





In Stock 

Model S-485—The Haig. Genuine Tan Scotch 
Grain Arnold “Glove Grip” Brogue.Soft [oe 
Cap. Half Rubber Heel. Sizes AA-A, 7-11; B, 
él, i) ft. & * ere $7.50 


In Stock 

Model S-486—The Haig. Genuine Black 
Scotch Grain Arnold “Glove- Grip” Brogue. 
Soft Toe Cap. Half Rubber Heel. Sizes AA A, 
7-11; B, 6-11; C & D, 5-11. Price........ 7.50 


Made to Order ° 

Style S-50-—The Haig. Schmidt’s White, Eric 
Grain Sport Oxford, Schmidt’s Black Satin 
Calf Trim. Soft Toe, White Ruf-Grip Sole and 
Heel. An ideal shoe for golf. 


Many styles carried in stock, Write for stock style catalogue S and agency proposition. 


M. N. ARNOLD SHOE COMPANY 


OFFICE 


FACTORY--NORTH ABINGTON, MASS. 


NEW YORK OFFICE 
127 Duane Street} 
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Foster with Tyer Rubber 
. Company 


A. S. Foster, with half a century’s 
knowledge and ability in rubber shoe sell- 
ing, is now the Boston sales agent for the 
T yer Rubber Company of Andover, Mass., 
with office at Room 453, 10 High Street. 

Mr. Foster’s territory is New England, 
where he covers the first-class and the 
high-grade trade. He was recently inter- 
viewed while calling on Buyer F. P. 
Crocker of the shoe department of R. H. 
White Company, to whom he was telling 
the merits of the rubber boot and shoe line 
of the Tyer Rubber folks. 

Messrs. Clark, Piper and Lawrence of 
this company, prior to coming with this 
company, were with other concerns mak- 
ing rubber boots and shoes, and so under- 
stand the rubber footwear game from 
A to Z. 


Wm. J. Ahern Visits Boston 


William J. Ahern, advertising manager 
of the “Coast Shoe Reporter,”’ San Fran- 
cisco, paid a visit to Boston last week. 
Among those whom he visited was T. A. 
Delany, National Secretary. Mr. Ahern 
expressed his appreciation for the good 
work which the N. S. T. A. had accom- 
plished for the boys on the Coast. He said 
that the boys in the Golden Gate City had 
all sent their best wishes to the members of 
the shoe trade of Boston and that he and 
the Coast boys asked for a continuance of 
the splendid co-operation which the Na- 
tional Office had in the past ever extended. 


Drake with Lattemann 


Bert E. Drake is now connected with 
the John J. Lattemann Shoe Mfg. Com- 
pany and will cover New York State, 
Ohio, West Virginia, and part of Penn- 
sylvania for this house, in addition to 
creating new styles and supervising the 
sample making. 


“Mel” Hilton with Webber 


M. W. Hilton, known to everyone in the 
trade as “Mel” Hilton, travels New Eng- 
land for the Webber Shoe Company. 
“‘Mel” has been with the Webber folks for 
the past two months and is most enthusias- 
tic over his new line. He states that with 
the assistance of Sales Manager Stanley 
Wass, he feels sure that he can “‘write ’em 
up” in good shape. “‘Mr. Wass,”’ said he, 
“I believe could even make a dead man 
sell shoes.” 


“Mel” Has Studied Shoes 36 Years 





However, “Mel” does not come in the 
class of the “dead ones”—on the con- 
trary, he is very much alive and talks, as 
he works, with vim and energy. And he 
knows shoes, from an intensive study of 
some 36 years. “‘Mel” started in the shoe 
business way back in 1887, as a stock boy 





A. 8. FOSTER 
Boston sales agent fa the Tyer Rubber 


Company 
with office at Room 453, 10 High Street, Boston. 





with the old firm of Winch Bros. When 
this firm merged with the McElwain and 
Hutchinson interests, he left them, and 
for 11 years covered New England for 
Chipman-Harwood Company. 


Millinery Shoes in Demand 


Mr. Hilton has been covering the trade 
with silver slippers, to which his many 
friends among the merchants are taking 
very kindly, as they anticipate a good sale 
on these for dancing parties during the 
holiday season. He finds that the tendency 
is still strong towards millinery stuff, and 
the prevailing question is still “What have 
you that is new?” After the Style Revue, 
of January 15, 16 and 17, he will be out 
with new numbers. 





Write Your Congressmen 
and Senators 
To Support Senator Moses’ Pullman 
Surcharge Abolition Bill 
Charles W. Morrill, chairman of 
the Legislative Committee of the 
N. 8S. T. A. who travels for the Vic- 
toria Shoe Company, is doing splen- 
did work in connection with the 
elimination of the Pullman surtax. 
Through Mr. Morrill’s urgent solici- 
tation a bill has been recently in- 
troduced in the United States Sen- 
ate by Senator Mosesof New Hamp- 
shire, the purport of which is the 
abolition of the sur-charge on Pull- 
mans. Meanwhile, the National 
office says that it behooves every 
member of the N. S. T. A. to inter- 
est his congressman and senators 
and obtain the assurance of their 
support of Senator Moses’ bill. 
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R. A. T. S. S. Nominate 
Officers 


The Rochester Association of Travel- 
ing Shoe Salesmen has nominated offi- 
cers for 1924: President, A. A. J. McLeod 
on one slate and B. R. F. Schneider on 
another; for Vice-Presidents, N. J. T. 
Clark, E. C. Edson, C. L. Clark and 
Harry J. Beatty on one slate against 
L. B. Carpenter (named in place of D. E. 
Kittredge, who died recently) C. J. Vei- 
gard, R. C. Hultgren and T. H. Mullen. 
Clarke B. Rowley and Jack Castle were 
named on both tickets as Secretary and 
Treasurer, respectively. J. P. Beatty 
was chairman of nominating committee. 
Roy Schneider asked his friends to sup- 
port A. A. J. McLoed for President. 


Delegates to N. S. T. A. Meet 


Delegates to the Boston Convention of 
the N. S. T. A. are, as follows: President 
R. B. Leard, Secretary Clarke C. Rowley, 
J. P. Beatty, J. P. Byrne, Harry S. Car- 
penter, Henry G. Amish, and Charles 
W. Anderson. Additional delegates and 
alternates may be selected by a com- 
mittee composed of A. A. J. McLeod, 
J. P. Beatty, and John M. French. 


Three New Members 


BRAl of this good work was accomplished 
at the opening meeting of the season which 
took part on Tuesday, December 4 at 
Rochester. Another pleasing feature of 
the meeting was the election of three new 
members—F.. Ray Montgomery and W. J. 
Davidson of Utz & Dunn Co., and Earl 
G. Standish of the John Kelly, Inc. 
The day of meeting will hereafter be 
each Tuesday during December, January 
and February. 


Roy Miller with Crooker & 
Morse, Inc. 


Roy L. Miller has made arrangements 
to represent Crooker & Morse, Inc., of 
Bridgewater, Mass., in New York and 
Pennsylvania. Mr. Milleris well acquainted 
with this territory, as this has been his old 
“stamping ground” for several years, five 
of which he covered this territory for 
Whitman & Keith Co. He is universally 
popular throughout this territory. Roy is 
a good association man and is a member of 
the executive board of the Boston Shoe 
Travelers’ Association. He will start out to 
call on his trade about January 1. 


Kruger to Travel for I. Miller 
and Rickard-Claremont 


Jasper B. Kruger is to represent the I. 
Miller & Sons, Inc., and Rickard-Clare- 
mont Shoe Company in the Northwest, 
commencing January 1, 1924. Mr. Kruger 
is a resident of this section and has a 
strong following among the trade. 
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ARCH REST COMFORT LAST 


COMFORT LAST No. 225 WITH 11/8 HEEL IN STOCK 
No. 5863—Brown Kid $5.50; No. 5864—Black Kid $5.00 


They are finely tailored; they are built on combination lasts 
which have proven their fitting qualities—and they are made 
with the best grade of leather throughout. The ARCH REST 
line is built particularly to bring you a repeat-customer business, 
and we do it by giving you a better resale value. 


Your profit is assured when you handle ARCH REST SHOES. 








We carry a full run of sizes and widths in stock at all times. 
Write for complete In-Stock catalogue. 








Trelrving Drew Co 


PORTSMOUTH, OHIO 
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Increased Buying During Past Fortnight 


ALESMEN who cover the wholesale 
trade report that during the past few 
weeks business has been greatly stimu- 
lated. The buyers are coming to the Boston 
market in goodly numbers. Those who are 
placing orders for men’s shoes for the most 
part favor high shoes, for as one whole- 
saler expressed it, ‘“‘Men do not care for 
heavy weight hosiery, and feel that they 
must have protection of the boot for colder 
days.”’ Some of the buyers of men’s shoes 
pick oxfords, but these are for the most 
part for the college trade. There are many 
creased vamped oxfords selling for the 
women’s trade, and low shoes, galore, both 
novelties and staples. 


Much Interest in “Style Review” 


The new styles for spring will be pre- 
sented in a most comprehensive manner at 
the Style Review, when some 80 manu- 
facturers selling the wholesale trade will 
present their ‘“snappiest” patterns. The 
“Style Review” will beheldon January 15- 
17, in Convention Hall, Boston. Stanley 
Wass, salesmanager and vice-president of 
the Webber Shoe Company, who is much 
interested in the success of this event, re- 
ports that all the spaces, with the excep- 
tion of a few, have been taken; that re- 
sponses to the invitation printed herewith 
have been received from all over the 
country. 

The National Shoe Wholesalers Asso- 
ciation has asked its members to be pres- 
ent in Boston during the above-mentioned 
dates. 

To the management of the: Style 
Review, it looks as though it was going to 
be a well worth-while undertaking, and 
one that was very much needed. 


Daniels Returns from Trip 


C. H. Daniels of the Prouty-Daniels 
Company and the C. H. Daniels Sales 
Company, has just returned to Boston 
from a five weeks’ trip. Mr. Daniels trav- 
eled as far south as Atlanta and West as 
far as Omaha; then north to Minneapolis 
and St. Paul. Mr. Daniels reports that he 
booked some very fine business. 


Frank Terhune on Trip 


Frank Terhune of V. K. & A. H. Jones & 
Thomas, Lynn, is on a short trip, with a 
new sample line. 





Moholland Back from Trip 


George J. Moholland, who travels for 
The Outing Shoe Company, returned to 
the Boston office on Saturday, December 
8, after a short trip among his many 
friends in the wholesale trade. Mr. Mohol- 
land covers everything from the Missis- 
sippi River East, in regard to which sec- 
tions, he reports a lively interest in his 
lines of women’s silver cloth and suedes, 
in straps and other patterns, and in heels 
8-8 to 14-8. 

His felt line he says is always a big seller 
and about the last of this month or the 
first of January, he feels quite sure there 
will be renewed interest in the new lines 
for 1924-1925. Mr. Moholland notes the 
growing popularity of the rubber heel. 
which is a part of the equipment of many 
of his felt numbers. 

Said Mr. Moholland, “The many dealer 
helps which the Outing Shoe Company 
gives to those merchantsselling the “Unico” 
felt slipper also helps the wholesaler. He 
noted that many merchants during “An- 
nual” Felt Slipper Week of November 3-10 
had special trims and advertised slippers 
as Christmas gifts. 


Prouty Booking Good Busi- 
ness 


H. F. Prouty of the Prouty-Daniels 
Company and C. H. Daniels Sales Com- 
pany left Boston, Sunday, December 9, 
for a trip through the larger cities of the 
West. Mr. Prouty says tliat he will return 
to Boston in time to eat his Christmas 
dinner and after Christmas will report at 
his office at 183 Essex Street, Boston, to 
be on hand to greet the big influx of buy- 
ers, who are expected in the Hub during 
January. 

Mr. Prouty reported most optimistically 
on business, which he said was coming in 
large quantities—and, in fact, the large 
bunch of red and blue voucher order 
blanks, with which a good sized box on his 
desk was brim full and running over, 
proved this. 

“We have enough spring orders to keep 
our factories running for some time,” said 
Mr. Prouty, “and I look forward to a good 
business for late spring and summer. Here 
is one great big order which has just come 
in now from Chicago.”” Among other lines 
Mr. Prouty sells growing girls on chil- 
dren’s McKays. He reports that it looks to 
him like a big sandal year. 








“Style Review” Invi- 


tation 
Mr eee cceseseeeeeesess 
Bk sc edie bevitossoyisecyi 
Gh 98 ee au ee No. 


You are cordially invited to attend 
the Wholesalers’ Shoe Style Show to be 
held in Convention Hall, St. Botolph 
Street, Boston, Mass., on the evenings 
of Janaury 15, 16 and 17, 1924. An 
advance showing of spring and sum- 
mer models will be made by the lead- 
ing manufacturers who sell the whole- 
sale and volume buyer trade exclu- 
sively. 

This invitation is positively not 
transferable, and identification will 
be demanded ai the door. Please pre- 
sent this invitation on each evening 
that you attend for identification and 
indorsement. 

Identified by 
Tuesday, January 15...........++- 
Wednesday, January 16 .......... 
Thursday, January 17..........+.- 

This invitation is complimentary 

to the party in whose name it is issued 














Gaul Anticipates Big Felt 
ear 


William T. Gaul, who travels for the 
Outing Shoe Company, is now in his terri- 





WILLIAM T. GAUL 


Who covers the wholesale trade East of Denver 
for The Outing Shoe Company 


tory. Mr. Gaul covers all of the United 
States east of Denver. Mr. Gaul will return 
to Boston in time to eat Christmas dinner 
and later greet visiting buyers. Mr. Gaul 
reports, as do all the other Outing salesmen, 
that felts have been moving splendidly as 
an all-the-year-round proposition, and all 
ready, they have received some big orders 
for next year on same. 

Winter's just around the corner—a holi- 
day atmosphere’s abroad—Christmas is 
on the threshold. 
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cA fter Six— 


Is the time for formality and care in apparel as well as in The 
deportment. No more nearly correct footwear for social 
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functions could be presented to your customers than the ‘“Pyprqdise’’ 


*““Paradise"—a charming new creation materialized in 
dark blue metallic figured brocade with rich blue kid 
trimming. 


This same pattern is also strik- 
ingly effective in many other 
combinations of leather, as well 
as in satin and velvet, on any 
last or heel desired. 


Three-Week Delivery 


Primo Shoe Mfg. Co. 
1 Chester St., Brooklyn, N.Y, 



































iginality in Design 
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The Somerset 











The Helene 








and Ebberts Style Footwéar 


Are speeding up sales and increasing profits 
and prestige for hundreds of merchants. 


They are style leaders—quality leaders—value 
leaders. 


Keep your style, size and assortment com- 
plete. 


John Ebberts Shoe Co., Inc. 


Exclusive Manufacturers 


Buffalo - - - New York 
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Back of the | 
Converse Claim 


to Leadership— 


in basketball footwear is the only endorsement that is worth 
anything,—the endorsement of use by the biggest coaches and 
players in the game. Your veteran coach or manager is very 


em 


much “from Missouri” when it comes to buying shoes for his 
team. Vague adverftising copy about “The greatest shoe in the 
world” doesn’t even interest him. He gets right to the point with 
one little three-word question, “Who wears them.” He will judge 
the shoe by the teams that use it. That’s why 


The Converse Basketball Yearbook 


° for 1923 is the most effective sales help ever devised for 
selling basketball footwear. It includes the photographs and 
records of nearly 200 Converse-equipped teams, many of 
whom finished last season at the top of their class. If you 
have not already received one, let us send you a copy before 
the edition is exhausted. 














At the same time, why not let us send you 
a little information about the new 
“HICKORY” crepe sole shoe? It is creating 
a lot of interest and looks like a winner. 
Address your nearest branch. 


“HICKORY”’ 


The new crepe sole basket- 
; ball shoe that is making a 
favorable impression on some 
of the country’s leading 
coaches. Made in brown 


Cnverse Rubber Shoe ©. 


FACTORY AND GENERAL OFFICES, MALDEN, MASS. 






BOSTON BRANCH CHICAGO BRANCH NEW YORK BRANCH PHILADELPHIA OFFICE 
175 PURCHASE STREET 618 W. JACKSON BOULEVARD 142 DUANE STREET 25 NO. FOURTH STREET 
E. B. PEARSON, Manager. M. L. PATERSON, Selling Agent. C. W. NILES, Selling Agent. C. KOCH, Manager. 





IF IT ISNT Converse. IT ISNT THE BEST. 
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BIG PRICE REDUCTION! 


Our new quarters afford us greatly increased facilities for handling business, so that we are now 
in @ position to remodel your shoes for ONE-THIRD less than heretofore. Take advantage of 
these low prices and send today the shoes you want remodeled in order that we may give you 


quick service. 

REVISED PRICE LIST 
Boots converted to Oxfords; 
Before $1.25, Now $ .80 
Boots converted to One- strap; 
Before $1.35, Now $1.00 
Boots converted to Two-strap; 
Before $1.45, Now $1.10 
Pumps converted to One-strap; 
Before $1.00, Now $ .75 
Oxfords soanenad to One- 
strap; Before $1.10, Now $ .75 











BROOKLYN SHOE REMODELING CO., OT, JOHNS PLACE, 


“THE ONLY RELIABLE SHOE REMODELING CONCERN” 











Fine Calf Leathers | % es: 


Velvetta Calf— 
sell all the yeararound. 
Tuscan Calf— They are always in 
- style. We aim for 
Russia Calf— quality and we hit 
Im Black or Colored 
Strictly Fine Full-grain Calf Leather ' a 36" pale ioe me 


HUNT-RANKIN LEATHER CO. If your Jobber Cannot Supply You, Write Us. 
nant ms aE SX A. W. GREELEY, Haverhill, Mase.53f 
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arrrov@ Fx! | GOOD PAPER 
children 


is an aid in obtaining business 


Developer is - a, | 
cornunens seibaronss shel NEWTON FALLS BOND 
Patenreo order leday. 
(eects we | At fertets ies outdo atke & 
sires to have carry a splendid impression—without 
high cost to him. 
Made in From 
WHITE ADIRONDACK SPRUCE 
and ten colors 


By 


BLOODED-STOCK NEWTON FALLS PAPER COMPAN Y 


NEWTON FALLS, N. Y. 





bu bones endl bo: ‘as just a horse you would have to > 
tate for granted he ying a owner w une you wor ne & 
on ihe at 


But if bought a horse of blooded-stock that had a pedigree, you 
rapt tpi aietien 6 The would For Sale by 
AAT hey 4 ‘8 capacity 


— STONE & ANDREW 
west a beees’” and you have to take thelr chroulation ctatemant with a a be - rng 
statement is tho pedigres that allo yeu Providence, R. I.--Springfield, Mass.--New Haven, Conn. 


expect in the way of speed and endurance. 
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@ MPHASIZING 
g DIFFERENCE 
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There’s a difference—every dealer 
knows—between the really fine 
shoe and others. 

This difference is emphasized by 
the Seiberling Rubber Heel. Your 


customer sees it on fine shoes only. 





LING RUBBER COMPANY, AKRON, OHIO 


ie SEIBERLING 
*) RUBBER HEELS 














2000 Kiddies Need Shoes 
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Last Call to Be Santa Claus—Footwear Shipments Should Be 
Rushed to Volunteers of America, 39 Howard Street, Boston 


By HELEN M. HANEY 


HRISTMAS will be here in exactly 

C ten days. And in exactly seven 

days, the Volunteers of America, 

with headquarters at 39 Howard Street, 

Boston, will find themselves surrounded by 

a veritable army of kiddies who need foot- 
wear protection. 

The children have been writing Santa 
Claus, care of the Volunteers, that what- 
ever else he brings, they want shoes and 
stockings. Colonel Walter Duncan and his 
good wife, in charge of the philanthropic 
work of the Volunteers, are most anxious 
to answer favorably every request from 
these unfortunate little ones. Therefore, 
on December 22, and for at least a week 
afterward, they will endeavor to fit the 
tiny citizen band who will come trooping 
by the thousands to Volunteer head- 
quarters. 

Of all ages, from babyhood to fifteen 
years, will they be present, and as we 
must use past experiences as the basis of 
present calculations, we can positively 
state that there will be no discrimination 
as to race, or color, or creed. It is only 
enough for the Volunteers to know that 
they are children who are without shoes 
and stockings because fate has not dealt as 
kindly with them as with other children 
more fortunate. 

Through their 25 years’ experience in 
social work, the Volunteers know full well 
the great need of the work which they 
inaugurated for Boston some two years 
ago. This work has the indorsement, not 
only of local officials, but State and 
National executives. We are publishing 
this week the commendation of Channing 
H. Cox, governor of Massachusetts. 

As Christmas is only a few days away, 
if you wish to be Santa Claus, kindly 
rush shipments of children’s shoes and 
stockings to the Volunteers of America, 
39 Howard Street, Boston. 





WANTED TO PURCHASE 








or eal cedantaete one an 
as A . Quantity no object. 
Bank and mercantile reference 
BROOKLYN PURCHASING SYNDICATE 
FRANK WA Proprietor 


610 Broad 
Phone Stags 1757 


CASH PAID 


for entire shoe stocks or stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 
298 Church St., New York, N. Y. 
Phone Canal 0679 




















Governor Coz’s. Letter 


Mrs. Walter Duncan, care Volunteers of 

America, 39 Howard St., Boston, Mass. 
My dear Mrs. Duncan: 

The work of the Volunteers of America 
in providing shoes for the poor children of 
Boston and vicinity is a work which merits 
the commendation and support of all. It is 
a good and practical way of making a use- 
ful present at Christmas time. 

May you have every success in your 
endeavors. Very truly yours, 

(Signed) Channing H. Cox. 


Elected Director 
A. M. Creighton, of the A, M. Creighton 
shoe manufacturing firm of Lynn was 
recently elected a director of the National 
Shawmut Bank of Boston. Mr. Creighton 
is vice-president of the Central National 
Bank of this city. 








MISCELLANEOUS 








Neatest, stro 





6 bh and most 
convenient fitting a on the market. 





Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manafacturers of 
Milbradt Rolling Step Ladders 














Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 

shelving. 
Send fer cata- 
pt Fat 
and prices. 





* Randolph Be. 








Hotel 
Richmond 


70 West 46th Street 
Between Fifth Ave. and Broadway 
NEW YORK 


Convenient location 

For motorists in the heart of the 
Amusement section. 

Garage near by. | Moderate prices 


ail Gal =) fra fi =) ral (ral fal 
ey ie Mile Se cy) es) fe 


















SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











] Milbradt Rolling 











2416 No, 10th Street 
ST, LOUIS, MO. 








Metal : Shoe Fitting Stools 


Mirrors 





No. 141 
git; THE CHICAGO 
~'r& WIRE CHAIR CO. 


G21 N, Le Sell Strect, Chicago, Il. 
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i insertion. 
_ Recorder rates for space less than one-eighth page per oy Pai pe yl — ae wend , a partion, 
nae Ng Rey Ae Pay Kote po 
Space 1 time 7 times 13 times 26times 52 times nam eeu le 
lin........$5.00 $4.00 $3.50 $3.00 $2.50 y SN he we 2 
2 in........10.00 8.00 7.00 6.00 5.00 allowed in each advertisement hen advertisers desire 
3in........15.00 12.00 1050 9.00 7.50 seplice forwarded direst, to thelr address, cach word of the sddeess 
4 in........20.00 16.00 14.00 12.00 10.00 to ads must be sent under letter 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





EXerhery wih, salesman to cover Brooklyn 
territory with line of women’s novelties for 
jobbing house in New York. Address E-470, care 
tt and Shoe Recorder, 207 South St., Boston. 


ISCONSIN manufacturer of gh-srade ue 
and sport shoes will have che 1 ollowing terri 
tories open Janu 1: Virginia and West Virginia, 
North and South Kentucky, Tennessee, 
Mississippi and Alabama, Ohio, Indiana, Kansas 
and Missouri, southern Wisconsin and sou 
Minnesota, Illinois, and Louisiana. Commissions of 
7 per cent paid each month on ali orders shipped. 
Ae its must have confidence e h in own 
ility to Ln on straigh also 
urnish unquestionable references 
a aa ability and clean record. Address 
E-471, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill 


GALESMEN to carry side line consisting 

sample easily fitted in vest ket that —s be 

tan ates ah Will easil y 
y all expenses if oe a Ls minutes time eac! 





tt commission 








Write lines territory covered. 
day, Wale re Boot L . Shoe Recorder, 189 
w. Matinee Bi. Chicago, Ill. 
a ey 


to carry the well-known 
“Tootsies "Better Babies Shoes” and 
“Tootale fiers ” Can be carried with non-con- 
flicting line. Hi rate of commission. metenenens 

ired. The Mater-Mack Co., Rochester, N. Y 


JV pm mpm =: territory open for several high- 

salesmen to represent a concern carrying 
in-stock a full line of infants. misses’ and children’s 
and growing girls’ shoes in stitch-downs, welts, and 
turns. Full details must 1 ~y! first letter. 
Address E-473, core Boot and S ecorder, 207 
South St., Boston, Mass. 


a WANTED—A real line of McKays 
and turn comforts and short line of novelties 


manufacturer with in-stock proposition. Terri- 
isconsin. i lowa, Minnesota, 
— Michigan, Indiana, Oklahoma, 
exas and Arkansas. S it commission 
bed successful men with uain' 
wea ddress E-474, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








interested in a solid leather men’s and boys’ 
line of work and dress shoes—all in stock—for 





the coming season. Address full details to 


THE PORTAGE SHOE MFG. CO. 


PORTAGE, WISCONSIN. 
MAKERS OF “BISON BRAND” SHOES 





Weounts in tho State of h established shoe ac- 
counts in the State of , bmy-y-4 yy: 
on commission is, our w line of 

made in sizes 2 to 5 with mock 


Do 
y have —y follows 
of es’ shoe acc ounts in Texas. Sonia 
Children’s Shoe Corp., Rochester, N. Y. 


WE: want at once several good salesmen to sell 
line of men’s fine welts to retail at $5 and $6. 





We ‘aes 6 cent discount to the trade; five 
styles in stock. Brockton workmanshi ip. 
Strictly commission basis of 6 per =. M. 
Kelley Shoe C y; 








Ml carry lie Western wholesaler wants men to 
line of men’s dress and service shoes, 
also women’s leather qe ~ a FEN Ee 


gan, Chicago, and ~- hy iddle Western States 
open. Address E-481 veare Dest end Shee Reserder, 
207 South St., Boston, Mass. 


yy real sna condensed specialty 
anded Indies sik silk hosiery. ‘Sold with a 

poh = — 
shops throughout Ce ~ country. agg carried. 


State territory covering and line now handling. 
Address K-579, care Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 


[owA. A, Minnesota, Wisconsin and Kansas ter- 
ritories yo 1. line of men's dress 
welts retailing at $5.00 to $7.50. ba} 
we AD, Full details . Cor- 
page ge confidence. Address ‘11, care 
and Shoe Recorder, 189 W. Madison 


SS = salesmen who can handle a fine line of 
children’s turns, a full line of 

oumerteanndan tapas aad etanel mane, wena 

and boys’ hand-sewed moccasin and 

for certain sections of New York State and Penn- 








basis. i 
if any requested. Address E-460, care Boot 
Shoe Recorder, 207 South St., Boston, —y 





Salesmen Wanted 


To carry side line of ladies’ smart 
looking, corrective shoes. This line 
has been fully handised in 
the New England States, but we are 
now desirous of extending into other 
territories. 

Medium priced and carried in-stock 
in Boston it offers a real opportunity. 
Commission basis. Apply giving full 
particulars as to territory and ex- 
perience. Address E-478, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 











SPECIAL NOTICE 
TO SHOE SALESMEN 


We offer an opportunity to salesmen 
with ability to sell one of = best 
of fret quality, solid leather. Af 
of first quality, so ther. factory 
that is recognized as being foremost in 
shoe construction. 
Immediate attention given to appli- 
cants that can furnish a record of past 
formance that shows they were 
in their tion as sales- 
men. Must be able to finance them- 
selves, and come to the factory for per- 
sonal interview. All correspondence 
— a Address E-477, 
Recorder, 207 
South St., Benton Mass. 





bee GGA wee coummplaston = 
NE of WOMEN'S NOVELTY AND 
EASY SHOES in stock in widths. 
EIGHT PER CENT payable weekly. 
No advances. About 40 samples—no 
pe ag + me to short, non-conflicting 





TERRITORY - OPEN 
Illinois. N. O., Washington 
Oregon, enn, Po i higan, Western : 


and — 4 — _ In- 
diana, t ovate estern Penn- 
om Obie "hon Kentucky, 


ivania, 
Miseiest; ississippi, gy = g Rhode Island, 
Connecticut, 





THE WESTCOTT WHITMORE CO. 
217% W. Water Street 
yracuse, N. Y. 








» Milwaukee, Wisconsin. 





WEYENBERG WANTS SALESMEN! 


We want men who have made records, who can produce, who have real 
ability, good character. If you want to build up for yourself a pa —— and 
lasting business on a quality line of all leather will 

write and give full details 
COMPAN 


concerning yourself. WE YENBERG SHOE 


oes, shoes that 





re seesine! a good salesman who can sell 
stitchdowns to large trade and 
develop into a sales manager. Write or 
wire to A. H. Kreider, care Maryland 
Shoe Mfg. Co., 56 E. Washington St., 
Hagerstown, Md. 
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SALESMEN WANTED 


MANAGER WANTED 


MANAGER WANTED 





A MANUFACTURER making a goaseel line of 
children’s play shoes, women’s fa sandals, 
etc., wish a capable salesman who works his ter- 

ritory close to represent them in the state of West 
Virginia, Kentucky, Virginia and Texas. First 
letter give amount of shipments, territory covered 
in detail, present connection, etc. E. J. Ramsey Co., 
347 Rider Ave., Bronx, N. Y 


GALESMEN WANTED—If you are interested 
in a money making side line, write for our 
proposition on Buckhecht “Buckstrips”—our 
pune’ eubtere shoes for a of all kinds, 

so WwW or sportsmen sportswomen. 
We advertise regularly in & Saturday Evening 
Post and Sportsmen’ ar We receive many in- 
quiries from interest ealers: You just c one 
case of 12 I 
commission. Give — Le area Hock, 
25 First St., San Francisco, Cal. 


| i ee pate opportunity for salesman to 
handle a money-making and nationally known 
line of ladies’ turn comforts, sandal, oxford and 
ish boot, boudoirs in colors (leather seles and 
is), ballet slippers, both soft and hard 
en slippers. In stock, “at — S< 
er repeating proposition. Can hand 
side line. Address E-459, care Boot and Shoe Re- 


corder, 207 South St., Boston, Mass. 


HOE salesman wanted to take a few pair 

remodeled shoes on the road as a le NS 
Chance to make big money. Brooklyn Shoe Re- 
modeling Co., 1507 ‘Se. Johns Pl, Brooklyn, N.Y. 




















ANTED—First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
| ym experience. Age limit between 33 and 45. 
that can furnish list of accounts sold in the 

5 oe ears. rn ee 2 Saas aa 
oat Ss erences required, none other need apply. 
Edmonds Shoe Company, Milwaukee, Wis. 











SALES MANAGER 


Large New England manufacturer of 
Women’s Novelty Line is looking for a Sales 
Manager to direct and co-operate with the 
national selling staff. The line is already 
distributed widely and is extensively adver- 
tised. It sells at popular prices and has great 
possibilities of further development. The 
new Sales Manager must be a live and active 
salesman himself with wide acquaintance 
and high standing in the trade. The man we 
are looking for is probably now connected 
and is considering a change for the reason 
of securing a larger opportunity. Address 
E-479, care Boot and Shoe Recorder, 207 


South St., Boston, Mass. 








SALESMEN WANTED 














WANTED 


Resid shoe sal thorough- 
ly acquainted with the trade in Wis- 
consin, northern Michigan, Minnesota, 
and the eastern part of the Dakotas, 
except Minneapolis, St. Paul and Mil- 
waukee, to take our line of boys’ and 





men’s shoes; big stock proposition, 
backed by sales promotion, on straight 
commission basis. Could carry chil- 
drep’s or women’s non-conflicting line 
also. We want a high-grade man full of 
energy and enthusiasm who can build 
sales volume with one of the best lines 
im the country. Address, E. C. Wil- 
liams, Sales Manager, The Excelsior 


MILWAUKEE i SHOES. Excel- 
lent for salesmen 
wads to get vo 
$5. 86 and $7. Ne objection 
lines. Address 








West on a nationally known men’s 
line of medium and high-grade welts 
made in N England. a 


hoe Recorder, 207 South St., Boston, 


Shoe Manager—Wanted 


Manager for our Retail 
Shoe Department to take 
charge about January Ist. 
Splendid opportunity for 
good man of experience 
and proven ability. Apply 
by letter with references. 


H. WEIL & BROS., 
Goldsboro, N. C. 








SALESMEN WANTED 























Shoe Company, Po: ismouth, Ohio. 





WANTED: EXPERIE. iCED SALESMAN 
WITH ESTABLISHED TRADE TO 
CARRY OUR GENERAL WORK SHOE 
LINE IN NEW ENGLAND STATES. 
ADDRESS E-449, CARE BOOT AND 
SHOE RECORDER, 189 W. MADISON 


ANTED SIDE LINE SALESMEN FOR 


BOOT AND SHOE 189 
W. MADISON ST., CHICAGO ILL 





WANTED 


Resident shoe salesman, 
thoroughly acquainted with the 
trade in Montana, Idaho, west- 
ern Dakotas, to take our line of 
boys’ and men’s shoes, big stock 
proposition, backed by sales 
promotion, on straight com- 
mission basis. Could carry chil- 
dren’s or women’s non-con- 
flicting line also. We want a 
high-grade man, full of energy 
and enthusiasm who can build 
sales volume with one of the 
best lines in the country. Ac- 
dress, E. C. Williams, Sales 
Manager, The Excelsior Shoe 
Co., Portsmouth, Ohio. 


SALESMEN 


‘o place exclusive sales agen for 
vprkck CAT SHOES” for chi 
“The Shoe With Nine Lives’’ in all 
——— Only men with established 


ec! ren and considered. 
THE PHENIX SHOE MFG. CO., 27 Erie 
St., Milwaukee, Wis. 








WANTED—Salesmen to sell our 
popular priced Men’s Dress Welts in 
Nebraska, Illinois, Indiana, Michigan 
and soathern Iowa. Only experienced 
shoe salesmen acquainted with the 
trade need apply. LaCrosse Boot & 
Shoe Mfg. Co., LaCrosse, Wis. 














Milwaukee Work Shoes 


Several Choice Territories 
wo Excellent 
for Salesmen who can 
Preduce. 
STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 
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BUYER WANTED 


BUYER WANTED 























WANTED—Buyer and manager for men’s, women’s and children’s shoes 
in a large Middle West department store catering to popular trade. Ex- 
cellent opportunity for man with experience and initiative. Address, Box 
F. N., care Lewis Adv. Corp., 220 Broadway, N. Y., giving age, experience 
and former connections. 














POSITION WANTED 


FOR SALE 





POSITION | WANTED—Young man, 35 years 
old, married; — 20 FR 4 experience in all 
branches of the retail wants positi 

as buyer or —~ or 7: for department store 
or chain concern itial salary not so much object 
as opportunity to prove abilit ty to earn big money. 
Address, E-468, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








R SALE—A going concern. On account of 
death of proprietor, the shoe and stocking busi- 
ee Sas About $15,- 
000,00 will be r this business. 
Located on most desirable business corner in 
thriving little city of 5000 population. —y bg x 
lease can be on location. Address Mrs. L. 
W. George, Demopolis, Ala. 











BUYER AND MANAGER OF 
SHOE DEPARTMENT 


I have a successful record as buyer 
and manager of shoe departments. 
Have had wide experience in various 
branches of shoe merchandising and 
feel that I can do fullest possible jus- 
tice with a shoe department or store 
doing a business of $200,000 or cver, 
acting as buyer and manager. If you 
have an opening in your store for a 
man of my experience and are desirous 
of making your 1924 shoe business a 
profitable venture, I would be very 

lad to talk this matter over with you. 
fest of references furnished. For fur- 
ther particulars address E-480, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














FoR SALE—The only exclusive Shoe Store in 
aia Florida, Stock about $4,000.00. Must be 
sold soon. M. M. Little, Proprietor. 





ALLIANCE OHIO SHOE STORE 


FOR. SALE 

The Waltz & Kinsey Shoe Store, 
Established in Alliance for past 25 years 
can now be bought very advantageously. 
A 5 year lease on store room or entire 
building can be had at a reasonable 
rental to responsible party. Shoeroom 
has practically new front—is 18ft. wide 
and 100 ft. deep, good light, fixtures and 
shelving, fully equipped for a going 
busi Inventory about $8000.00 








LINE WANTED 


XPERIENCED salesman wants volume ter- 
ritory—This —_ has had wide experience in 
manufacturing and selling both leather and rubber 
footwear. Is now jhe but wants to sell greater 
volume of either leather or rubber shoes or in com- 
bination. Is a LIT and a hustler and can give 
perfect actory references on t lorm- 
ance. Wants commission contract with high-grade 
house—to start first of year. This is a real oppor- 
tunity for some manufacturer who wants big vol- 
ume sales, to the right kind of trade. Address for 
interview. E-475, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMAN, 36 years old, 12 years’ selling ex- 

perience with a large following of well rated 

accounts in New York and New Jersey States, 

wants strong line of boys, and girls’ shoes. Will 

tee volume of business. Ad K-581, care 

¥ .o Shoe Recorder, 127 Duane St., New 
ork. 


ANUFACTURER'S line for New rae desired 

by young man, well pe oy and of oe Aa. 
dress. Can produce results with pro; ne - 
dress K-582, care Boot and Shoe eoed 1 
Duane St., New York. 


WE want ae best lines of women’s low priced, 
stylish shoes on the market to sell our trade 
on a commission basis, from January 1, 1924. We 
sell wholesale trade exclusively, and —-s d 

able live wire manufacturers, to submit les e 
write for appointment now. "Call or address W_P 
O. & Co., 113 Lincoln St., Boston, Mass. 




















TO LET 
TORE to let for shoe di ent in ex- 
clusive feminine apparel shop. it location in 
ew , N. J. Must be y 


ing better class of merchandise. 8S. G. 
pony ee and Albany Streets. 





FOR RENT 





R ye S| store rooms, 707 and 703 
|e - gy +y yet 


y lines. Im- 
Imber Bros., 147 Penn 


January 15th. Write The Waltz- 
Kinsey Shoe Co., 228 E. Main St. 
Alliance, O. 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 











WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 SROADWAY, , aw YORK, N. Y. 
pring 
WILL SELLERS FOR 
WILE {SERED gh Ses | OR 
Bargains in shoes always on hand for special 
salesand bargain basements 








or wi 
hands. Wire or us. lence con- 
fidential. — 








Q)| | Fs 
> 
wn 


EF 
ica 
Hh 
Hf 
a 
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= 
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lew York 
Phone Spring sie sie sued 








DO YOU CONTEMPLATE 
of 


Toanes having sais o opin talon over. 
25 years. 
I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 
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a per 
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Rice & Hutchins, Inc., Boston 
Russell, W. C., Meccasin Co., Berlin, Wis.. 18 


Saks, M. J., Shoe Corp., New York City.... 36 
Slater, C. B. Company, So. Braintree, Mass. 5 
Smith, Wm. Summer, Chicago. 

Stacy-Adams Co., Brockton, Mass. 


Stetson Shoe Co., So. Weymouth, Mass 
Tessier & Bowdoin, Haverhill, Mass 
Thomson-Crooker Shoe Co., Boston. 


United States Rubber Co., New_York City 
24, 82 

Utz & Dunn Co., Rochester, N. Y........... 9 

Weber Bros. Shoe Co., No. Adams, Mass.... 32 

Whitman & Keith, Brockton, Mass 

Wright, E. T., & Co., Inc., Rockland, Mass. 27 


HOSIERY 
Arteraft Silk Hosiery Mills, Philadelphia, Pa. 94 
Beaton, J. R., Co., Inc., New York City.... 94 
Harrington & Waring, New York City 


Richmond Hosiery Mills, Inc., Chattanooga, 
Tean 34 


Full Fashion Hosiery Guild, Inc., New York 
i cl oo 


FINDINGSJAND SHOE STORE SUPPLIES 


Coultas Co., D. W., Providence, R.I........ 98 
Ellis. W. E., Co., Haverhill, Mass 

Hymes, H. L., Co., New York City... 

Kahn & Buick, Inc., Brooklyn, N. Y 

Laing, Harrar & Chamberlin, Phil., Pa.... 96 
Miller, O. A., Treeing Machine Co.,........ 64 
Miller, Robert E., Inc., New York City..... 92 
Milbradt Mfg. Co., St. Louis, Mo..........108 
Milwaukee Chair Co., Milwaukee, Wis...... 32 


Onken, Oscar Co., Cincinnati, Ohio.........108 
Vanity Novelty Works, Brooklyn, N, Y...... 93 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Companies, Phila- 


Barnet, J. S., & Sons, Inc., Boston 
Beggs & Cobb Co., Boston 
Chamberlain, B. F., Boston 


Levor, G., & Co., Inc., New York City 
New Castle Leather Co., Boston 


Republic Rubber Co., Youngstown, O 
Rueping, Fred, Leather Co., Fond du Lac, 





Thomas, Lake & Whiton, Inc., Boston 
Thompeson-Field Co., Inc., Brockton, Mass. 92 
Tolman, Dow & Co., Boston 


United States Leather Co., New York City.. 84 


MACHINERY, LASTS, MFR.’S SUPPLIES 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 

Dunbar Pattern Co., Brockton, Mass. 

Rogers Fibre Co., Boston 

Tubular Rivet & Stud Co., Boston 

United Fast Color Eyelet Co., Boston... . .65-66 
United Last Co.; Boston......... cesedsuce - 2 


Glauberg, Max, New York City 


Hotel Essex, Boston. ...........2..0se00 .-113 
Hotel Richmond, New York City 


Kirsch-Blacher Co., New York City........108 
National Shoe RetailersAssociation,Chicago 62 


Tolman Print, Brockton, Mass 
University Electrotype Foundry.......... 93 
Waskow Co., Inc., Chicago, Tl............. 91 
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No. 860 


Martin's Genuine Imported 


Scotch Grain College Oxfords 


IN STOCK 
Two Real Sales Getters 

Overweight “A” ity Leather Soles. Bleached Calf Lining 
- Sor of Shoemaking 

No. 860—Tan Imported Scotch Grain College Ox. Coach Last 

No. 861—Black Imported Seotch Grain College Ox. Coach Last 

Sizes & Widths: B 6-11, C 5-11, D 5-11. 
PRICE $6.10 
Order Now to Have on Hand for School and College Trade 


FREDERICK S. PECK 

















It is more convincing to experience 
the advantages of stopping at the 
Essex, than reading about them. 


Our advertising has gained the 
confidence of the public because 
Essex Service measures up to ex- 

pectations. 


The Essex Hotel Co. 
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BOOT AND SHOE RECORDER 





REG. U.S. PAT. OFF. 


‘The Dress Shoe for the Boy 
That Makes Him Feel Like 


a Man.” 
IN STOCK 






— P703—“‘BOBS” IN STOCK 

n mahogan pee. cs ain Fred R: 

bn ihopany and gn mace. eavy Posh 
Channel insoles, ~ sai, 
a etre ons ee ooug woenses ¢o.ense MEE 


In Case I 
_ Terms 5 ~~ a 10 days, net 30 days. 


A SPECIAL VALUE 
from a specialty factory 


Here's another unusual value from the 
line of ““BOBS’—unusual because we 
ialize in the manufacture of ““BOBS.” 


make nothing but “BOBS.” They offer 


the best values in boys’ shoes to be 
found anywhere. 


The Shoulder Channel Process 

“BOBS” have become famous throughout the 
shoe industry, because of the splendid wearing 
ae Glas Neans to marntagenes. Th 
Process in manufacture. This 

process places the inner and outer soles together 
without the use of a cork filler. It gives the shoe 
longer life—can be repai more than the 


average. 
Write for further information 














KANNALLY-WICK 
CORPORATION 


Manufacturers 
HIGHLAND, ILLINOIS 
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cA (Color Display That Gives 


Character to Your Store 


HEN you display Daniel Green Slippers at Christ- 

mas or other times, don’t make the mistake of 
massing them for color imga*wholesale way that gives the 
impression of a cheap. quantity product. 3 

Daniel Green Slippers will benefit your store the most 
if you do full justice to their quality in your display and 
enhance it as much as possible. 

One of the best ways of doing this is to use a few yards 
of satin of contrasting or neutral color under and behind 
Daniel Green Slippers in your window or case. Drape it 
in the soft folds and “billowed effects” that your window 
man well knows how to make. 

It gives you your one chance to do color advertising in 
your display, and it will give your store a list that’ will 
amply repay you both directly and indirectly for the trouble. 
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DANIEL GREEN FELT SHOE COMPANY © 
DOLGEVILLE, NEW YORK 


New York Sales Office Chicago Sales Office Boston slaae 
‘116 East 13th Street 189 West Madison Street 10 High Sere 


Daniel Green 
Comfy Slippers 
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Dester Infeence is seared thru advertising in the Boot end Shoe Recorder 
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